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tty WEBSTER'S 


If fast turnover is what you're aiming for, you'll get 
there with Webster's. For it’s a complete line of dupli- 
cating supplies. It’s fully advertised to draw customers, 
and it’s always qua/ity-built to keep them coming back 
for more. 











So to step up your profits, stock these —and the other Webster brands with 60 years 
of consumer acceptance behind them. 
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MULTIKOPY PENCIL CARBONS. 





MULTIKOPY SHUR-FLAT CARBON 





MULTIKOPY TYPEWRITER RIB- 






BONS vive exceptionally sharp im- PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 
pressions. Are non-filling. Greater back carbons, Shur-Flat will resist plus unusually sharp, clear impres- 
length means less changing and wilting and curling under the most sions every time, makes this new 
added service. trying climate conditions. carbon tops in its field. Available 






in blue, 15 Ibs. only. 






Within the Webster line, here’s a full line of dupli- 
cating winners: MultiKopy Spiro-Sets, Master Papers, 
Duplicating Fluid, and Star Skin Cleaner. 

FOR FASTER SERVICE remember Webster's ware- 
houses in key cities from coast to coast. 
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F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in key cities from coast to coast: 






New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 











{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any. questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 
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Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{ CONTRIBUTIONS are in- . 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as _ second - class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
{ “Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{ COPYRIGHT. Contents 
covered by copyright, 1948, 
by the Office Appliance 
Company. 
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customers. 


A 
Acco Products, Inc. 
Ace Fastener Corp. 
Adirondack Chair Co. 
Adjustable Table Co. 
Advanco Prod. Div. 
Aigner, G. J., Co. 
All-Steel Equipment Inc. 
Allen & Co. 
Allen, R. C., Business 

Machines, Inc. 
Allen-Wales Adding Machine 
Div. N.C.R. 

Allied Carb. & Rib. Mfg. Co. 
Alma Desk Co. 
Amberg File & Index Co. 
Amer. Dictating Machine Co. 
Amer. Hair & Felt Co. 
Amer. Map Company 
Ames Supply Co. 
Anderson-Hickey Co 
Ard Mfg. Company 
Arrow Fastener Co. 
Art Metal Construction Co. 
Art Steel Sales Corp. 110, 
Assoc. Industrial Designers 


Adv. 8.B. 


Atlas Specialty Mfg. Co. 

Autocopy, Inc. 

Autopoint Company 

Avery Adhesive Label Corp 
B 


B-T Company 

Bainbridge, Kimpton & Haupt, 
Inc. 

Bankers Box Company 

Barcalo Mfg. Co. 

Barkley, C. L., & Co. 

Bickett, L. M., Co. 

Bison Distributing Co. 

Blackbourn Systems, The 

Bolta Product Sales 

Bright Chair Co. 

Browne-Morse Co. 

Brush-Punnett Co. 

Buckeye Rib. & Carb. Co. 

Budlew Products Co. 

Business Machine Products 


Cc 
C-Thru Ruler Co. 
Cardinal Sales, Inc. 
Cardinell Corp. 
Cel-U-Dex Corp 
Central Can Co. 
Challenger, Inc 
Chicago Cash Reg 
Clarotype Co., The 
Codo Mfg. Corp. 
Cole Steel Equipment Co. 
Collier-Keyworth Co. 
Columbia Rib. & Carb. Mfg. Co. 
Columbia Steel Equip. Co. 
Consolidated Loose Leaf, Inc. 
Consolidated Stamp Mfg. Co. 
Consolidated Wire Prod. Co 
Corona Typewriter 
Corry-Jamestown Mfg. Corp. 
Cotterman, I. D. 

Cramer Posture Chair Co. 
Crofoot, Nielsen & Co. 


Parts Co 


103, 


D 
D & R Mfg. Company 
Darnell Corp., Ltd. 
Dayton Stencil Works 
Dayton Typewriter Co. 
Dennison Mfg. Co. 
Dependable Mfg. Co. 
Dick, A. B., Co. 
Dixie Chrome Products 
Doppelt, Chas., & Co 


Downey, C. L.. & Co. 
bE 
Eaton Paper Corp 


Elbe File & Binder Co. 


F 
Faber, A. W., Inc. 
Fandex, Inc. 
Farber, Louis H. 
Faries Mfg. Company 


228 
204 
210 
204 

86 
213 


on 


140 
150 
216 
170 
102 
213 

87 
161 
215 
235 

51 
111 
202 
157 
222 
163 
219 


226 


132 
161 
208 
212 
178 
211 
228 
228 
162 
104 
146 

73 
141 
228 
190 
153 

41 

89 
229 
106 
219 
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ADVERTISEMENTS 
4 y b ~ ie > a * ' 
These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


through the journal. 


Feldeco Loose Leaf Corp 
Force, Wm. A., Co. 
Fox, George E., & Co. 208, 
Fritz-Cross Co., The 
Fulton Specialty Co 

ts 
Gavrin Press, A. J 
General Fireproofing Co. 
Glaro Machine Prod. Co. 
Globe-Wernicke Co., The 46 
Graff, George B., Co 
Graphic Duplicator Co 
Guide System & Supply Co 
Gunlocke, W. H., Chair Co 
Gunn Furniture Co. 

H 
Hall-Welter Co 
Hanson Scale Co. 
Harding, Milo Co 
Harglen Corp 
Hart, Frederick, & Co 
Harter Corp. 
Hectographia Corp. 
Herring-Hall-Marvin Safe Co. 
Herzog, H. P., Co. 
Heyer Corp., The 
Higgins Ink Co. 
High Point Bend. & Chair Co 
Hillhouse, Weldon C. 
Hillside Metal Prod., Inc 
Hunting-Roberts Co 

I J 
Imperial Desk Co 
Imperial Leather Furn. Co. 
Imperial Methods Co 
Indiana Cash Drawer Co. 
Indiana Desk Co. 
Ink Specialties Co., Inc 
Int'l Office Appliances, Inc. 
Invincible Metal Furn. Co. 
Jasper Chair Co. 
Jasper Desk Co., The 
Jasper Office Furn. Co 

K 
Karl Mfg. Company 
Ken-Ro-Bil Corp., The 
Keystone Steel Equipment Co. 
Koh-I-Noor Pencil Co 
Kol Sales Div 

L, 
Lawson, F. H., Co., The 
Leathercraft, Inc 
Leopold Co. 
Lightning Adding Mach. Co 


229 
208 
209 
215 


219 


219 
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144 
184 


213 


Little, A. P., Inc 
Lyon Metal Prod., Inc 


M 
Major Leather Goods Co. 
Manifold Supplies Co 
Markilo Co. 
Marks Mfg. Co 
Markwell Mfg. Co. 
Marr Duplicator Co., Ine. 
Martens Type Cleaner Co. 
Maso Steel Products 
Master-Craft Corp., Div. S-W 
May, J. L., Co., The 
Mayfair Co., The 
Meier, Joshua, Co. 
Meilicke Systems, Inc. 
Mielink Steel Safe Co 
Metal Office Furn. Co. 
Metalstand Co. 
Meyer & Wenthe, Inc. 
Michigan Desk Co. 
Midwest Naturlite Co. 
Mimeograph, The 
Mitchell Corp. 
Mittag & Volger, Inc. 
Monroe Cale. Machine Co. 


Moore Push Pin Co. 

Mosler Safe Co., The 
Murphy-Miller, Inc 

Mutual Statnrs. Supply Corp. 


Myrtle Desk Co 


N 
National Blank Book Co. 
National Brief Case Mfg. Co. 
National Desk Co., Ine. 
National Cash Register Co. 
National Engraving Co. 
Nat’l Office Mgmt. Assn. 
Nat’! Passbook & Supply Co. 
Nat'l Postal Duplicator 
Nestler-Fields Mfg. Co. 
Niagara Duplicator Co 
Norta Distributing Co. 
Northern States Envelope Co. 
Northwest Metal Prod. Co. 
Nu-Craft Products Co. 
NuTone, Inc 


Office Furn. Wholesale Distrib. 


Old Town Ribbon & Carbon Co. 


Mfg 
Filing Supply Co 


Operadio Company 


Oxford 


PQ 
Pacific Carb. & Rib. Mfg. Co 
Peerless Imperial Co., Ine 
Peerless Steel Equipment Co 











of its various 


pares advertising 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions this bureau calls 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
copy, 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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53 
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Pelouze Mfg. Co. 

Perfect Rubber Seat Cush. Co. 
Phillips Process Co., Ine. 
Photo Materials Co. 

Pronto File Corp. 

Quality Park Envelope Co. 


Queen Ribbon & Carbon Co. 


K 


Regal Typewriter Co. 

Reliable Typw. & Adding 
Machine Co. 

Remington Rand Ine 

Richards, Henry I. 

Rite-Line Sales Co., Inc. 

Rite-Rite Mfg. Co. 

Rivet-O Mfg. Co. 

Roberts Number. Mach. Co. 

Roberts, Weldon, Rubber Co. 

Rose Rib. & Carb. Mfg. Co. 

Ross-Gould Company 

Roto-Shear Company 

Royal Metal Mfg. Co 

Royal Typewriter Co. 


s 


Safeguard Corp. 
Sanford Ink Company 
Schollhorn, Wm., Co. 
Security Steel Equip. 
Sell Corporation 

Seng Company, The 
Sengbusch Self-Cl. Inkstd. Co. 
Service Prod. Div., Woodall 
Shaw-Walker Co. 

Sheaffer, W. A., Pen Co. 
Sheboygan Chair Co. 
Sheppard, C. E., Co. 

Sikes Co., Inc., The 

Smead Mfg. Co. 137, 
Smith, L. C., & Corona Typws. 
Speed Key Corp. 
Speed-O-Print Corp. 
Speed Products Co., Inc. 
Squires Inkwell Co. 
Staedtler, J. S., Ine. 
Steel-Parts Mfg. Co. 
Stewart, R. A., & Co. 
Storms, H. M., Co. 
Sturgis Posture Chair Co. 
Superior Marking Equip. Co. 
Pencil Co. 


Corp. 


159, 
158, 


Swan 


' 
Taylor Chair Co. 
Technygraph Co., The 
Thomas Furniture Co. 
Tiffany Stand Co 
Toledo Guild Prod., Inc. 
Toledo Metal Furn. Co. 


UV 
Underwood Corp. Back Cc 
Union Rubber & Asbestos Co. 
US Typewriter Rib. Mfg. Co. 
Vail Mfg. Co. 
Van Dyke Industries 
Victor Adding Machine Co. 
Victor Safe & Equipment Co. 


wryzZ 
Wabash Filing Supplies, 
Wansco Paper Prod. Co. 
Warshaw Mfg. Co. 
Weber Office Specialty Co. 
Webster, F. S., Co. 
Weis Mfg. Co. 67, 
Wells Office Furn. Co. 
Western Mfg. Co. 
Wilson Jones Co. 


Inc. 


130, 


Winslow Prod. Engineer’g Co...‘ 


Wolber Dupl. & Supply Co. 
Wolcott Steel Prod., Inc. 
Wood Office Furniture 
Institute 
Wrenn Paper Company 
Write, Inc. 
Yawman and 
Zip Products 


108, 


Erbe Mfg. Co. 
Company 


February, 


68, 69, 


hey do, however, offer their services in resolving any disagrecments which result from relations established 


136 
189 
223 
233 
179 
232 
187 


200 
129 
174 
218 
216 
193 
217 
224 
237 
228 
226 
238 
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225 
234 
147 
200 
209 
197 


ver 
227 
211 
123 
216 
121 
180 


113 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


obligation. 
Accounting Systems Equipment Smith, L. ¢ & Corona Typws Checkwriters & Signers Diaries 
Blackbourn Systems, The Victor Adding Machine Co Hall-Welter Company (See Memo Books) 
Adding Machine Parts Calculating Machines, Used Safeguard Corp Dictating Machines 
Allen, » C., Business Machs Re Reliable Typw. & Add. Mach. Corp Clipboards Hart, Frederick, & Co. 
Allen-Wales Adding Mach. Div. N.C.R.  Catendar Pads & Stands (See Arch & Clipboard Files Hunting-Roberts Co. 
Monroe Calculating Machine Co ‘ox, George E.. & Co Dictating Machines, Used 
Remington Rand Inc Clocks, Office Amer. Dictating Machine Co 
Smith, L. C., & Corona Typws Call Systems, Sound 5 . Ame ctating } e . 
° . b. NuTone, In¢ P 
Underwood Corp NuTone, In Drafting Instruments & Equipment 
Victor Adding Machine Co Carbon Papers Coin Bags, Trays, Wrappers C-Thru Ruler Co, 
Adding Machines, Rebuilt & Used See Ribbons & Carbons Art Steel Sales Corp Cardinell Corp. 
Reliable Tyow. & Add. Mach. ( Card Index Boxes & Trays Downey, C. L., & Duplicating Machines & Supplies 
Adhesives All ee eee Ine Copyholders peren gf Company 
See Inks, Adhesives, et: Amberg File ndex Co A *roducts, 4 y. . 
Pet — Art Metal Construction Co ser Fiat oy gy a ame > an oe 
- oe - > . Challenger, Ine. 
> Art Steel Sales Corp Hall-Welter Co . . . 
Amberg File & Index Co Cole Steel Equipment Co Int'l Office Appliances, In Columbia Rib. & Carb. Mfg. Co 
Arch & Clipboard Files Columbia Steel Equipment Co Richards, Henry i & BR Mfg. le 
Globe-Wernicke Co.. The Corry-Jamestown Mfg. Corp Rite-Line Sales Co., Inc ayton Typewriter Co, 
Service Prod., Div. Woodall Farber, Louis H Wells Office Furniture Co Dick, A. 5.. Company 
Shaw-Walker Co General Fireproofing Co Graphic Duplicator Co. 
Yawman and Erbe Mfg. Co Globe-Wernicke Co., The Correspondence Trays ae. Gun” Co. 
: - 4 . . . arglen orp 
Ash Trays & Stands Guide System & Supply Co Art Metal Construction Co rD. 
Glaro Machine Prod. Co Imperial Methods Co Art Steel Sales Corp. — + yeaa mn = 
Herzog, H. P., Co Invincible Metal Furn. Co Corry-Jamestown Mfg. Co gy Bank gy. 
1 » i . ; . , } , 2c Ink Specialties Co., Ine 
Nestler-Fields Co Metal Office Furniture Co Fox, George E.. & Co Manifold Supplies Co. 
Wells Office Furniture Co Peerless Steel Equipment Co General Fireproofing Co M D li pp — . 
Pronto File Corp Globe-Wernicke Co., The nEart uplicator Co., Ine. 
Associations, Manufacturers Security Steel Equip. Corp Imperial Methods Co Mittag & Volger, Ine. 
Wood Office Furniture Institute Shaw: Walker Co. Maso Steel Products National Postal Duplicator 
, py - Metals Cc , iagara Duplicator Co. 
Sank Sunstics ” - a rr _Comeeny eae sor py ice o> ge Old Town Ribbon & Carbon Co. 
: ie ¢ iture y ; : : 
National Passbook & Supply Co Yawman and Erbe Mfg. Co Peerless Steel Equipment Co yar a ee 
Beaters tak Cash B Sengbusch Self-Cl. Inkstand Co Safeguard Corp “ 
“Art Steel Sales Corp “Art Steel Sales C Bervies Tres... Dev, Weedall Speed: O-P ini ie 
e _s ) } A stee Saies orp Shs Ws; » Cc Speec rin orp 
General Fireproofing Co Central Can Co Steul-Peste "Mie Co Technygraph Co., The 
Globe Wernicke Co The Cole Steel Eqipment Co Weis Mfg Company Victor Safe & Equipment Co. 
Victor Safe & Equipment Co General Fireproofing Co. Wells Office Furniture Company Wolber Dupl. & Supply Co. 
Billing Machines Ge fone Mag oy Yawman and Erbe Mfg. Co Duplicating Machines, Used 
Remington Rand Inc “oi ahs hve & Supply Co Sraphic Duplicator Co. 
Underwood Corp mperial Methods Co Costumers 
, Invincible Metal Furn. Co Ard Manufacturing Co Exugraving, Social 
one eee ? Periodical Metal Office Furn. Co Glaro Machine Prod. Co National Engraving Co. 
eco roducts, inc Peerless Steel Equip t Co } 2 " “ke Co.. The Fr ° 
Amberg File & Index Co emir sy Rag pmen pron a ar ( ws —_ “a opee Sealers 
Master-Craft Corp., Div. S-W Shaw-Walker Co Peerles Ste iE a 5 oto-Shear Company 
National Blank Book Co Wells Office Furniture Co Welle Offices” _Equit 0 Envelopes 
. EK ’ , ‘ s ce Furniture Co ’ , , . 
Sheppard, C. E., Co Yawman and Erbe Mfg. (« ee Wernicke >. pao ( 
, : ‘ : ; orthern States Envelope Co. 
Sietes, Cgmansat Stree Caah Reelster Parte, Cushions, &, Pade. Chale Quality "Park Envelope’ Co 
s Chgeo. Cas ogister "arts Co 4 a : ime ‘ 
Master-Craft Corp., Div. S-W > sx Fox, Geo. E., & Co itee Mite “e 
Sheppard, C E., Co Cash Registers Perfect Rubber Seat Cushion tison Jones Co 
Wilson Jones (Co Nat'l Cash Register Co : Envelopes, Celluloid 
Cash Till Cuspidors Aigner, G. J., Co 
Blackboards as ills Lawson, F. H., Co., The Cel-U-Dex Corp 
Service Prod., Div. Woodall Indiana Cash Drawer (« Markilo Company 
Blankbooks Casters, Caster Bearings, Slides Somes ee Mfe. ( Envelopes Plastic 
National Blank Book (Co Darnell Corp td one ae a . Cel-U-Dex Corp 
Ww ; ., ; 0 S : 
ilson Jones Co. Celluloid Envelopes Fulton Specialty Co Meier, Joshua, Co. 
— > See Envelopes, Celluloid Meyer & Wenthe, Inc Eradicators ink 
BI Pri a Pe : File C Chair trons Stewart. Re A & C Sanford Ink Company 
ue Prin lan File Cabinets Stewart, d @ <0 
All-Steel Equipment Inc Collier-Keyworth ( Superior Marking Equip. ( se Supply Co 
Anderson-Hickey Co., Inc Seng Co, The v1 -sonlle A 
Art Metal Construction Co Chair Mat Dek Bumpers, . Kober Noor Pencil Co. 
Art Steel Sales Corp air mats ox, Geo. E., & Co } ; ‘ 
Browne-Morse Co Bickett. L. M., Co Roberts, Weldon, Rubber Co. 
Cardinal Sales, Inc Office Furn Wholesale Distrib 7S gli Eyelets & Eyelet Fasteners 
Cole Steel Equipment Co Service Prod., Div oodal Glare Machine Prod ma Rivet-O Mfg. Company 
Columbia Steel Equipment ( Chairs, Folding Marks Mfg. Company File Boxes, Fibre 
Corry-Jamestown Mfg. Corp Adirondack Chair Co Midwest Naturlite Co Bankers Box Co 
General Fireproofing Co Ard Mfg. Company Van Dyke Industries Barkley, C L., & Co. 
Globe-Wernicke Co., The Farber. Louis H Wells Office Furniture Co Globe-Wernicke Co., The 
Invincible Metal Furn. Co Lyon Metal Prod., Inc Guide System & Supply Co 
Peerless Stzel Equipment Co Royal Metal Mfg. (« Desk Pads & Tops Oxford Filing Supply Co 
yen Fae Corp Wells Office Furniture Co Aigner, G. J., Co Pronto File Corp 
Shaw-Walker Co Fox, Geo. E., & Co 
Yawman and Erbe Mfg. Co Chairs, Office Meier, Joshua, Co hg Porn, Maw gs Adv. S.B 
arcalo Mf. Co Oo “a , sale Yistrit dvanco roe Adv. & 
— — B eiaaa’ Cate Co Senakinae hehe ta Pekeaen Art Metal Construction Co 
See ash oxes) Cramer Posture Chair (<« Sheaffer, W. A Pen Co Am. yer Sales gh 
Bookeases Dependable Mfg. Co ‘ole Steel Equipment Co. 
All-Steel Equipment Inc Dixie Chrome Products Desk Pen & Ink Sets Corry-Jamestown Mfg. Corp 
Art Metal Construction Co Fritz-Cross Company Sengbusch Self-Cl. Inkstand ¢ oe —- A aad pa oll in 
Browne-Morse Co General Fireproofing Co : F Re See eee ae 
Corry-Jamestown Mfg. Corp Gunlocke, W. H., Chair Co Desk Side Files . Peerless Steel Equipment Co. 
General Fireproofing Co Stester Case Amberg File & Index Co Frente File Corp. 
Globe-Wernicke Co.. The High Point Bending & Chair Co Cole Steel Equipment Co Shaw Walker Co .- . 
Gunn Furniture Co Jasper Chair Co Farber, Louis Victor Safe & Equipment Co 
Michigan Desk Co Kol Sales Div Northwest Metal Prod. Co Weis Mfg. Company 
Peerless Steel Equipment Co Metal Office Furniture Co ae sig gg Co. File Drawer Dividers 
Shaw-Walker Co Murphy- Miller, Inc estern g. Company Cel-U-Dex Corp 
Wabash Filing Supplies, Inc Security Steel Equip. Corp j R . 
Weis Mfg Co ” Shaw Ww ather Co sia — any ne be Ady S.B Filing Cabinet Content Supports 
Yawman and Erbe Mfg. Co Sheboygan Coats & Art Steel Sales Corp ; ‘— Office Specialty Co. 
Book Ends Peete! Bagh nena JO a Fox, George E., & Co Filing Cabinet, Insulated 
Browne-Morse (Co Ser he a Chair Ce Globe-Wernicke Co., The Meilink Steel Safe Co 
: Jaylor alr Co Lyon Metal Products, Inc Shaw-Walker Co 
Bookkeeping Machines Toledo Metal Furn. C Victor Safe & Equipment Co Victor Safe & Equipment Co 
Underwood Corp Wells Office Furniture ( Wilson Jones Cc Fili Cabinets, Metal 
: iling Cabinets, Meta 
Box Letter Files Chairs, Posture Desks Advanco Prod. Div. Adv. 8.B. 
Amberg File & Index Co Bright Chair Co dima Desk Co. All-Steel Equipment Ine. 
Art Steel Sales Corp Cramer Posture Chair ¢ Art Rietat Comstenette C Art Metal Construction Co. 
Cole Steel Equipment Co Posture Chair Co Brow! M Cc tas an ; Art Steel Sales Corp. 
Globe-Wernicke Co.,. The Fritz-Cross Company prowne oree LO Browne-Morse Co 
Weis Mf Co General Fireproofing Co Cardinal Sales, inc ‘ardinal 8 Ine 
. Mfg Geen Chik. < Corry-Jamestown Mfg. Corp —— yt Co 
rief & Zipper Cases Sacre ge am "= Farber, Louis H a on ' . 
Doppelt, Chas., & ( + adage g Settee & Chale General Fireproofing Co Columbia Steel Equipment Co. 
Elbe File & Binder Co a ae hair Ce Globe-Wernicke Co.. The pp i ne sae. Ta 
Leathercraft, Inc Metal Office Furniture (< Gunn Furniture Co Globe We gy Tr 
Major Leather Goods Co Metalstand Company Imperial Desk Co Hill sic Met ' Prod ir : 
Master-Craft Corp., Div. S-W itthteem Tee te Indiana Desk Co illside — Porn. Ce 
Meier, Joshua, Co Roy 1M tal Mfg. ¢ Invincible Metal Furn. Co Invincible . fetal Furn. * 
Natic ; : toya etal g c Jammer Theat Oo Keystone Steel Equipment Co. 
ational Brief Case Mfg. Co Security Steel E ent < asper Desk ( 4 
;, t squipmer orp Jasper Office Furniture Co Metal Office Furniture Co 
Business Forms Analysis — Co. Inc., The Leopold Co Northwest Metal Prod. Co. 
Gavrin Press, A. J Faylor (hair Co n ws Puantinne Ca Peerless Steel Equipment Co 
Toledo Metal Furniture Ce Bete) Oils Fusniture : Remington Rand Inc 
Caleulating Devices Wells Office Furniture (¢ Myrtle Desk Co Securiay Steel E © 
: rni National Desk Co Ine Security Stee /quipment orp 
Lightning Adding Machine ( a a " Shaw-Walker Co 
Meilicke Systems, Inc Chairs, Tablet Arm Peerless Steel Equipment ( Vv : — ’ 
, a { . . . ictor Safe & Equipment Co 
Victor Safe & Equipment Co Jasper Chair (Cc Royal Metal Manufacturing ( : - - 
wage? - Wells Office Furniture ( Security Steel Equip. Corp Weis Manufacturing Co 
Calculating Machines ; pose Shaw-Walker Co Western Mfg. Company 
Allen, R. €., Bus. Machines, Inc Checks, Stamped Metal Vietor Safe & Equip. Co Wolcott Steel Products, Ine 
Allen-Wales Adding Mach. Div. N.C.R Yayton Stencil Works Wells Office Furniture (« Yawman and Erbe Mfg. Co 
Monroe Calculating Machine Co Meyer & Wenthe, Ir Yawman and Erbe Mfg. ( (Continued on page 6) 
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Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt, Inc 
Globe-Wernicke Co., The 
Weis Mfg. Company 
Yawman and Erbe Mfg. Co. 


Filing Supplies 

Acco Products, Inc 

Advanco Prod. Div. Adv. 8.B 
Aigner, G. J., Co 

Amberg File & Index Co 
Art Metal Construction Co 
Barkley, C. L., & Co. 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H 
Globe-Wernicke Co., The 
Guide System & Supply Co. 
Imperial Methods Co 

May, J. L., Co., The 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Security Steel Equip. Corp 
Sell Corporation 
Shaw-Walker Co 

Smead Mfg. Co 

Victor Safe & Equipment Co 
Wabash Filing Supplies, In 
Warshaw Mfg. Company 
Weis Mfg. Company 
Yawman and Erbe Mfg. Co 


Finger Pads 


Speed Products Co In 


Fountain Pens 
Sheaffer, W. A Pen Co 


Gummed Cloth Rings 
Dennison Mfg. Co 
Warshaw Mfg. Company 


Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 


tadex owe Signals 
el Dex Corp 
Goat George B., Co 
Victor Safe & Equipment C¢ 


Index Tabs 
Aigner, G. J Co. 
Amberg File & Index Co 
tarkley, ¢ L., & Co 
Cel-U-Dex Corp 
Giobe-Wernicke Co., The 
Guide System & Supply Co 
Markilo Company 
Master-Craft Corp., Div. S-W 
Shaw-Walker Co 
Sheppard, ¢ E., Co 
Speed Products Co., Inc 
Vietor Safe & Equipment Co 


Inks, Adhesives, Ete. 
Dennison Mfg. Company 
Higgins Ink Company 
Sanford Ink Company 
Union Rubber & Asbestos C 





Inkstands 
Sengbusch Self-Cl. Inkstand (« 
Squires Inkwell Company 


Inter-Communicating Systems 
Operadio Mfg. Company 


Labels 
Avery Adhesive Label Corp 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfg. Company 
Weis Mfg. Company 


Ladders, Library, Store & Vault 
Cotterman D 


Leads for Mechanical Pencils 
Autopoint Company 
Faber 4 W Ine 
Rite-Rite Mfg. C« 


Leather Goods 
Doppelt, Chas., & Co 
Leathercraft, Inc 
Major Leather Goods Co 
National Brief Case Mfg. (« 


Leather Upholstered Furniture 
Barealo Mfg. Co. 
Bright Chair Co 
Cardinal Sales, Inc 
Gunlocke, W. H Chair Ce« 
Imperial Leather Furn. (: 
Jasper Chair Co 
Wells Office Furniture (« 


Letter Trays 
(See Correspondence Tray 


Library Equipment 

All-Stee: Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse (< 

Cardinal Sales, Inc 
Corry-Jamestown Mfg, Corp 
General Fireproofing Co. 
Globe-Wernicke (Cx« The 
Peerless Steel Equipment Co 
Security Steel Equip. Corp 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Anderson-Hickey Co., Inc 
Art Metal Construction (< 
Art Steel Sales Corp 
Browne-Morse Co 
Cardinal Sales, Inc. 
Globe-Wernicke Co., The 
Invincible Metal Furn. (x 
Keystone Steel Equipment Co 
Lyon Metal Prod In 
Security Steel Equipment Corp 
Shaw-Walker (C<¢ 
Yawman and Erbe Mfg. Co 


Loose Leaf Books & Systems 


Amberg File & Index Co 
Elbe File & Binder Co 


6 


Feldco Loose 
Master-Craft Corp., 
Book 


National 
Sheppar< 
Wilson 


Loose Leaf Metals 


National 
Sheppar« 
Wilson 


Blank 
ic. E 


Jones Co 


Blank 
i, Cc. EB 


Jones ( 


Cel-U-Dex Corp 


Markilk 


Company 


Leaf 


Corp 
Div 


300k 


Co 


Loose Leaf Sheet Covers 


Aigner 


G. J 


Cel-U-Dex tay 


Markilo 


Meier, Joshua, ¢ 
Mail Distributors 


Advanco 
Globe-W 
Victor 


Prod 
ernicke 


Safe & 


Map Tacks 


Graff, George 


Moore P 


Maps, Glo 
Amer. \ 


Art Met 
General 
Globe-W 
Leopold 
Royal M 
Shaw-W 


Master-( 
National 


bes, ete. 


fap Compar 
Matched Office Suites 


ructic 


al. Const 


B 
ush Pin ¢ 


equ 


Fireproofing 


ernicke 
Company 


etal Mfg 
alker ( 

Memorandum Books 
raft Cort 


Blank 


Wilson Jones (« 


Memorandum Devices 
t Company 
ges, Checks, 
Dayton Stencil W 
Meyer & 


Autopoin 
Metal Bad 


Moisteners 
Rivet-O 
Sengbusc 


Wenthe 


Mfg c 
h Self-Cl 


Numbering Machines 


Force, 
Roberts 
Stewart 
Superior 


Vm. A 
Numbering 
«& 


R. A 


Marking 
Office Partitions & Railings 


Globe-Wernicke 
Office Printing Outfits 


Fulton 8 


pecialty 


Pads, Figuring 


National 
Vilson J 
Paper 
Katon Px 
Wansco 


Blank 


ones Ce 


aper Corp 
Paper Pr 


Paper Clamps 


Acco Pre 
Graff. G 


Vail Mfg 


Paper Clip 
Acco Pre 


ducts 
eorge B 
Co 


s 


Mlucts, Ir 
Vail Mfg. Compa 


0k 


” 


{ 


( 


Plastic 


Tokens 


ympany 


Ink 


Mact 


Cr 


300k 


( 


Paper Fastening Machines 


Ace Fast 
Arrow F 
Markwell 
Speed Pr 
Vietor 8S: 


Feldco Loose 


Parcel Post & Postal Seales 
B-T Company 
Hanson Scale Compatr 
Pelouze Mfs ( yany 
Paste 
See Inks Adhesives, ¢ 


Pencil Pointers 


Crofoot, 


ener (C<¢ 


astener (<¢ 


Mfg. Co 


oducts ¢ 


ielsen 


Pencil Sharpeners 


Rite-Rite 


Pencils, Mechanical 
Company 


Autopoint 
Rite-Rite 
Sheaffer 
Winslow 


Mfg. ¢ 


Mfg. Co 


W A 


Prod. Engi 





In 
ife & Equipme 
Paper Fastening Stickers 


for Diaibeiben 
& 


Pencils, Wood Cased ery 
V 


Faber A 


Koh-1I-Noor 


Staedtler 
Swan Per 
Pens, Steel 
Sengbusch 
Pin Tiehete 


May 


wil Comy 


Self-Cl 


Pins & ian Seuialears 


Vail Mfg 


Compal 


Platens, Typewriter, 


Ames Supply Cor 
Presentation Covers 
Amberg File & 
Barkley, ¢ I & 


Meier 


To 
Price & Sign “Markers 
{ 
« 


Fulton Sy 
Stewart 
Superior 
Punches 
Acco Prod 
Globe-Wer 
Hillhouse¢ 


Mitchell Co 


Mutual St 


Supply 
National Blank Book 


R ¥ 
Mark 
ucts, Ir 
nicke ¢ 
Weldor 


rporat 


atnrs 


Wilson Jones Co 


Zip Products Comy 


Push Pins 
Moore P 


Allen & ( 
Allied Car 
Ames Sup 


ish Pir 
Ribbons and Carbons 


ompany 


b. & Rit 


ply 


Buckeye Ribbon & 


Codo Mfg 
Columbia 
Little, A 
Manifold 


Corp 


| 


Rib. & 


P. Ine 


Supplies 


ete 
par 


Herring-Hall-Marvin Safe Co 


Mittag & Volger, Inc 


Old Town Ribbon & Carbon Co Imperial Methods Co 

Pacific Carb. & Rib. Mfg. Co Invincible Metal Furn. Co 
Peerless Imperial Co., Inc Metal Office Furniture Co 
Phillips Process Co., Inc Oxford Filing Supply Co. 
Queen Ribbon & Carbon Co Peerless Steel Equipment Co 
Regal Typewriter Co Pronto File Corp 

Remington Rand Inc Security Steel Equipment Co 
Rose Ribbon & Carbon Mfg. (< Shaw-Walker Co 

Royal Typewriter Ca Weis Mfg. Company 
Safeguard Corporatior Yawman and Erbe Mfg. Co 
Underwood Corp : ; 

U. S. Type writer Ri Mfg. Ce Storage Fixtures & Equipment 


Webster, F. 8S ‘oO All-Steel Equipment Inc 


Ww i 
rite, Ine Strong Boxes, Fire Protected 


Rubber ar ea Bison Distributing Co 
Faber, A Ir Herring-Hall-Marvin Safe Co 
Rubber eiees Meilink Steel Safe Co 
Meyer & Wenthe, Ir Victor Safe & Equipment Co. 
Rte t 
Stewar R. A & Tables 
Rubber Type Art Metal Construction Co 
Force, Wm \ ( Browne-Morse Co 
Fulton Specialty (« Cardinal Sales, Inc 
Stewart, R. A., & ¢ Corry-Jamestown Mfg. Corp 
Superior Marking Equip. Co Globe-Wernicke Co., The 
Relers, Transparent Lyon Metal Prod., In 
Thru Ruler (< Maso Steel Products 
PY, Office Peerless Steel Equipment Co 


Security Steel Equipment Co 
Shaw-Walker Co 

Victor Safe & Equipment Co 
Wells Office Furniture Co 


Art Metal Construction C< 
Brush-Punnett Company 
General Fireproofing Co 
Globe-Wernicke Co The 
Herring-Hall-Marvin Safe ¢ 
Invincible Metal Furn. (« 
Meilink Steel Safe Co 


Tabulating & Statistic Machines 
Remington Rand Inc 


Mosler Safe Co Tags 
Remington Rand In Dennison Mfg. Co 
Security Steel Equipment Corp May, J. L.. Co., The 


Shaw-Walker Co 
Victor Safe & Equipment ¢ Telephone Accessories 


Victor Safe & Equipment Co 


Sand Urns 
Glaro Machine Products ¢ Telephone Stands 
Scrapbooks Art Metal Construction Co 
Amberg File & Index Co General Fireproofing Co 
Consolidated Loose Leaf (c Peerless Steel Equipment (Co 
Globe-‘Vernicke (« The Shaw-Walker Co 
Weis Mfg Compar Wells Office Furniture Co 
Wilson Jones Ce Yawman and Erbe Mfg. Co 
Seats, Notary Thumb Tacks 
Meyer & Wenthe Ir Graff, George B Co 
Secretary Desks 
Wabash Filing Supplies, Inc — Molders : 
~ : igner, G q Co 
Shelving Meier, Joshua, (« 
All-Steel Equipment Ir 
Art Metal Construction Trimming Boards 
Browne-Morse Co Photo Materials Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing (« Type, Typewriter 
Globe-Wernicke Cc The Ames Supply Company 


Lyon Metal Products, In 


Security Steel Equipment Cort Typewriter Cleaning Material 


Shaw-Walker ( Ames Supply Company 
Bainbridge, Kimpton & Haupt, Inc 
Shows, Office Equipment Cardinell Corp 
National Office Me Assn Clarotype Co., The 
Slide Rules Martens Type Cleaner (C¢ 
C-Thru Ruler Co Mittag_& Volger, Inc 
Norta Distributing Co 
Smoking Stands, Office Regal Typewriter Co 
Glaro Machine Prod. ¢ Rivet-O Mfg. Co 
Herzog, H P., Co Sanford 3 meee y 


Nestler-Fields Company 
Wells Office Furniture ( 


Webster, F. , Co 


Typewriter Covers 
Sorting Devices Atlas Specialty Mfg. Co 


Assoc Industrial Designer Budlew Products Co 


Spindie Files = Typewriter Cushion Bases & Knobs 
Wells Office Furniture ¢ . “ 
Amer. Hair & Felt Co 

Stamp Pads Business Machine Prod. (« 

Fulton Specialty Co Peerless Steel Equipment C 

Meyer & Wenthe 

Phillips Process Co., Ir 


Typewriter Cushion Keys 


Rivet-O Mfg. Co ’ Ames Supply Company 
Stewart, R. A & ( Peerless’ Imperial Co., In¢ 
Superior Marking Eq lip. Co Speed Key Corp 


Speed Products Co., Ine 

Stands for Office Machines 

Adjustable Table Co Typewriter Fastening Devices 
Ames Supply Co Business Machine Prod. (« 
Art Steel Sales Cor : 
Cardinal Sales. Inc Typewriter Parts & Tools 
Farber, Louis H Ames Supply Company 
General Fireproofing ( 
Harter Corp 
Hunting-Roberts Co 
Karl Mfg. Company 
Kol Sales Div 

Maso Steel Products 
Metalstand Companys 


Typewriter Tables 
See Stands for Office Machines 


Typewriters, Mfrs. of 
Remington Rand Inc 
Royal Typewriter Co 





4 fan ae Smith, L. C., & Corona Typws 
Tiffa ly Stand Underwood Corp 

Toledo Guild Ir 

Toledo Metal Furr Co ; 

Walls dias Sarntinre Co Typewriters, Rebuilt & Used 


Regal Typewriter Co 

Staple Extractors Reliable Typw. & Adding Mach. Corp 
Ace Fastener Corp 
Schollhorn, Wn ce 


Staples & Stapling Machines 


Upholstery Materials 
Bolta Products Co 


Ace Fastener Corp Visible Systems Equipment 
Arrow Fastener (« Aigner. G. J.. Co 
Consolidated Wire Prod. Cx Art Metal Construction (<¢ 
Markwell Mfg. Company Fandex Company 

Vail Mfg. Company Globe-Wernicke Co., The 
Wells Office Furniture ¢ Master-Craf* Corp. Div. S-W 





ial Blank Book C¢ 


Stationer . 
y Remington Rand Ine 





ational Engraving ¢ 
, = gra Ross-Gould Company 
Stenographers’ Notebooks Shaw-Walker Co 
National Blank Book (: Sheppard eo Ce 


Victor Safe & Equipment (¢ 
Wilson Jones Co 
Yawman and Erbe Mfg. Co 


Waste Baskets 


Stools 
Dependable Mfg. Compar 
Harter Corp 
Wells Office Furniture ¢ 


Storage & Transfer Cases Art Steel Sales Corp 
All-Steel Equipment Inc Bainbridge, Kimpton & Haupt, In 
Amberg File & Index ¢ Cole Steel Equipment Co 
Art Metal Construction ¢ Corry-Jamestown Mfg. Corp 
Art Steel Sales Corp Fox, George E., & Co 
Bankers Box Company General Fireproofing Co 
Barkley, C L & Co Globe-Wernicke Co The 
Browne-Morse Ce Hunting-Roberts Co 
Cardinal Sales, In Shaw-Walker (« 

Cole Steel Equipment ¢ Steel-Parts Mfg. Co 
Columbia Stee Equipment ¢ Wells Office Furniture ( 


General Fireproofing Co Wholesale Stationery 
Globe-Wernicke Co., The Bainbridge. Kimpton & Haupt, Inc 
Guide System & Supply Co Mutual Statnrs. Supply Corp 
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WANTS AND tOR SAIL 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 








EXPERIENCED OFFICE FURNITURE MAN seeks as salesman for 
manufacturer or manager of department for established r Long record 
of good performance. Ready to return to industry after « ympleting govern- 
ment assignment Address B-92, care Office Appliances, Chicago 6 


positio 








SEASONED SALES REPRESENTATIVE with ten years’ experience in dealer 
and direct sales, sales promotion and specialty selling to the stationery and 
office equipment trade. Presently employed. Seeking sales connection with 
reputable manufacturer. Large following among stationery and office equip- 
ment dealers in Metropolitan New York trading area Address B-90, care 
Office Appliances, 100 E. 42nd St., New York 17, N. ¥ 


representatives to handle Duplicating 
Fluid. Manufactured by an old and 
Challenger, Inc., 125 Winder St., De- 


TERRITORIES AVAILABLE for factory 
Machine Stencils, Ink and Correction 
reliable company. Commission basis 
troit 1, Mich 





TOP FLIGHT STEEL FILING and office equipment line now in production, re- 
quire experienced salesmen All territories Liberal Commission and exclu- 
sive territory arranged. Write fully Standard Industries, 327 So. LaSalle St., 
Chicago 4, 





SALESMAN—TO TAKE CHARGE of machine department, including adders, 
typewriters and duplicating Good drawing account and liberal 
commission. Established business. care Office Appliances, Chicago 6. 


machines. 


0-241, 





adding machines 


SALESMAN, 20 YEARS’ EXPERIENCE selling typewriters 
and commercial stationery, now connected, is available for opening preferably 
in the South. Excellent record. Top references, including present employer 


Address B-98, care Office Appliances, Chicago 6 





MAN, OVER 25 YRS.’ EXPERIENCE office machines service, equipment sales, 
and machine service instructor. Wishes to contact mfr seeking branch mgr 
in Washington, D. C. Present earnings over $6500 Address B-89, care 
Office Appliances, Chicago 6. 








EXECUTIVES AVAILABLE 





SALES MANAGER, 25 years’ experience top producing 
equipment. Branch manager for two national sales organizations 
many successful salesmen, make complete office layouts; know all 
and technical equipment, safes, visible files, indexing, et« Finest references 
Prefer south, southwest or West. Box B-86, care Office Appliances, Chicago 6. 


salesman in office 
Have trained 





systems 








THIRTY-EIGHT YEAR OLD MAN, in excellent health, with twenty years’ ex- 
perience in all kinds of office equipment, machines and supplies, would like 
to invest ten thousand dollars and assume part interest in a business. Would 
consider starting a new business with partner if conditions warranted it 
Address B-91, care Office Appliances, Chicago 6 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? Our 
BUCK-L-BINDER for storing loose-leaf records, once adopted, be- 
comes part of the user’s filing system, insuring repeat business Exclusive 
territory allotted to desirable representatives Write: The Reb-Wal Hunt Co., 
Box 208, Royal Oak, Michigan. 


patented 





WANTED FACTORY REPRESENTATIVE by nationally knows 


lidwestern man 





ufacturer of office equipment and sup] opportunity Must have 
experience selling dealers; be able to neetings; evaluate mar- 
kets; open up new dealerships. The position is time and permanent. Give 
complete background and details of experience Eastern territory open All 
letters shall be kept confidential Write O-236, care Office Appliances, 


Chicago 6 








FACTORY REPRESENTATIVE: Leading Eastern Manufacturer has 
several territory men to call on stationers in Midwestern and So 
Our men receive commission on all 
account, and we pay their traveling expenses 


openings for 
hern States 
a drawing 
nformation 





sales in their 








including photo if possible, and personal interview will be arranged Write 
Old Town Ribbon & Carbon Company, In« Brooklyn 17, N. Y 
MANUFACTURER OF A NEW, REVOLUTIONARY, patented device for inking 


rubber stamps, seeks representation of good men now calling on retail office 
supply houses in IIll., Mo., Kan., Iowa, Minn Wis., Ind. & Micl Nothing 
like it on market. Wonderful side line Comm. basis, a money maker for 
good salesmen. Write full details & reference Thoma Mfg. Co 2250 W 
North Ave Chicago 47. 








OFFSET DUPLICATOR EXPERIENCE WANTED! looking 


for several men experienced in offset duplicating to cash in on the tremen- 





mington Rand is 








dous sales possibilities of its new direct image and photographic PLASTI 
PLATES. Large city opportunities are overwhelming for the right men. Write 
Duplicator Supplies Division, Remington Rand Inc., 2 Main Street, Bridgeport 
1, Conn., giving full details of office appliance experience and income 
requirements, 

TELEPHONE ORDER SALESWOMEN . . IS YOUR POSITION PERMANENT? 
We have several permanent positions open in our expanding telephone order 
department for experienced telephone saleswomen Excellent opportunity for 


advancement Splendid working conditions, 40 hour week, many employee 
benefits. Well established and reliable Chicago stationer. 


tails to 0-235, care Office Appliances, Chicago 6. 


Send complete de- 





TERRITORY OPEN 
IF SALES POTENTIAL in a growing territory appeals to you f you know 
stationery, office supplies and office equipment and would like to represent 
one of the largest distributors to the trade in our industry; and if, further- 


men who are constantly 


more, you are one of those enlarging their capacity) 
to develop—then, please write us in strictest confidence and tell use who you 
are and what you have done. Reply today to O-247, care Office Appliances, 


Chicago 6 





SALESMEN, BIG PROFIT IN UNIQUE MAGNIFYING Reading Glass Enlarges 


vy) 


small type 212-3 times. Magnifies whole line at a glance p to 12 wide 
and you don't have to hold it Points out the reading line No competition 
Wide market among lawyers, accountants, business houses, et« 1 $8.50 





Request details. Copy Right Mfg. Corp., 53 Park Place, New 





ONE OF THE WORLD’S OLDEST and best known cal 
factured in Sweden, is again being imported to t 
equipment who sell directly to offices, 


profitable Write Room 802, 210 Fifth Ave., New Yor 


office 





sideline 








SALESMAN—Well established fine old-line manufacturer of Brief Cases, Ring 




















Binders and Zipper Cases has Eastern territory open either as sideline or full 
time sales work Excellent opportunity Address O-230, care Office Appl 
ances, Chicago 6 

SALESMAN WANTED—For new type of copyholder that is meeting enthusiastic 
response from dealers and typists everywhere Comr sion basis Exclusive 
territory to qualified representatives Quick selle od profit Address 
Herwall Products Co., 427 South Western Ave Los Angele Calif 
CALIFORNIA—SALESMAN WANTED b comme ‘ at 
tractive Southern California location Must have ex] the ile of 
ull types of office supplies Attractive a rement I eone with right 
jualifications Address O-224, care Office Appliances, Chicag f 
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EXECUTIVES WANTED 





WANTED SALES MANAGER—Must have successful background of persomal 
selling on a system basis, also training new salesmen, loose leaf equipment, 
office systems, etc., to cons rs. Excellent opportunity with old established 
manufacturer selling nationally from New York. Good salary and bonus ar- 
rangement for properly qualified man Age preferred 40-50. Send com- 
plete resume. Box. O-229, care Office Appliances, Chicago 6. 








SALES EXECUTIVE WANTED—A nationally known manufacturer of Office 
Equipment and Office Supplies is seeking an experienced man to assist in 
the handling of its large dealer organization established for many years. 
Prefer a man who has complete knowledge of filing supplies and who has had 
experience in selling filing supplies to dealers and who also has knowledge 
of retail selling. Applicant should be capable of eventually assuming full 
charge State age, background and experience All applications will 

treated confidentially. 0-244, care Office Appliances, Chicago 6. 





ASSOCIATE: Experienced store & merchandise manager. Must have a com- 
plete knowledge of office furniture, filing systems and all office supply lines. 
Business located in Southern California. Volume of sales now in excess of 
$180,000.00 per year $10,000.00 required. Box O-239, Office Appliances, 
Chicago 6. 





OPENING IN NEW YORK City for experienced stencil duplicating supply sales- 
man, with nationally known manufacturer just opening branch office. Oppor- 
tunity for right man to become branch manager. Write full qualifications. All 
replies confidential Address 0-232, care Office Appliances, 100 East 42nd 
Street, New York 17, N 











stationery and office equipment business 
Fine salary 
details. 


WANTED: MANAGER for 
in Texas. Excellent opportunity for experienced and alert man. 
plus percentage of net profit Give experience and background 
Address O-240, care Office Appliances, Chicago 6. 





FORTY YEAR OLD MACHINE AND EQUIPMENT DEALER, west coast, offers 
permanent position with opportunity to invest to experienced cash register, 
office machine or equipment salesman Write O-243, care Office Appliances, 
Chicago 6 





MECHANICS AND REPAIRMEN WANTED 








BOOKKEEPING MACHINE SERVICE MAN Must be experienced on Burroughs 
3ookkeeping Machines and Moon Hopkins. Permanent position, good pay. All 
applications strictly confidential Write O-237, care Office Appliances, Chi- 
cago 6 





COMBINATION REPAIRMAN AND 
average for the last 10 1 ntl Muncie 
Indiana. 





$140 weekly 
Muncie, 


SALESMAN The job paid 
Typewriter Exchange, 





EXPERIENCED TYPEWRITER MECHANIC 
tion for steady man l t in obtaining living quarters. 
care Office Appliances, Chicag é 





WANTED—AIll makes. Steady posi- 
Address 0-328, 





WANTED—tTypewriter and 
a Wisconsin; good home 
eare Office Appliances, Chicago 6 





by established dealer 
Write 0-249, 


machine repairman 
good job for qualified man, 


adding 











REPRESENTATIVES AVAILABLE 





NORTHERN CALIFORNIA DISTRIBUTION AVAILABLE for desks, chairs, files, 
transfer cases, folders, trays, typewriter stands, etc. Well 
contacting dealers from San Francisco headquarters is 





stationery cabinets, 
established distributor 


interested in furniture on either dealer or distributorship basis, allied or 
supplementary lines on strict jobbing basis. Equipped to do good selling job 
for two or three non npetitive responsible manufacturers. Address B-93, 
care Office Appliances, icago ¢ 








NATIONAL DISTRIBUTOR, NOW CALLING on Office, Hotel, Beauty Supply 
Dealers, Furniture and open for additional lines. Will 





Jepartment Stores, 


consider either national or protected territory set up. Can finance own 
accounts or will accept straight commission basis. The Evmay Company, 3908 
Olive St., St. Louis &, Mo Telephone FRAnklin 0697. 





specialty in Chicago and vinicity and call- 
stores, insurance, publishers, 





OFFICE 





SALES AGENT HANDLING 


ing upon banks, railroac packer department 


hotels and industrials has capacity for another specialty line preferably me- 
chanical to be sold to same class of buyers Equipped to give first-class 
coverage. Send particulars to B-88, care Office Appliances, Chicago 6. 





ain AE at “; 
SALES AGENT IN SOUTHERN CALIFORNIA has ample capacity for another 


line to be handled on agency yasis exclusive dealer arrangement, or as 
Southern California representative Trained in modern office specialty sales 
technique and produces good results Top references Address B-S7, care 





Office Appliances, Chicago 6 








WANTED ON A BROKERAGE OR COMMISSION BASIS for states of Ohio, 
Indiana, Michigan, Western New York and Western Pennsylvania, metal or 
wood office furniture and equipment line, supplies and any other office acces- 
Address B-95, care Office Appliances, Chicago 6. 


sory items 





EXPERIENCED REPRESENTATIVE 
ers, offers capable representation to manufacturer of office furniture. 
B-97, care Office Appliances, 100 Ez 12nd Street, New York 17, N 


COVERING Metropolitan New York Deal- 
Address 
Be 

















AVAILABLE—MANUFACTURI 
Metal Office Furniture in states 
top distribution B-96. care Office 


RS’ REPRESENTATIVE to handle top line of 
at Michigan, Ohio—good record Can get you 
Appliances, Chicago 6. 
RATED New 

n line of desks cha ling and storage 
Addre B-94, care Office Appliances, 





WELL ESTABLISHED AND WELI 





York distributor is interested 
cabinets on distributorship or 
Chicago 6 


obbing basis 





MANUFACTURERS REPRESENTATIVE covering NEW 
ment and stationery trade pen for additional line 


ENGLAND office equip- 
tox O-222, care Office 


Appliances, Chicago 6 





WANTS AND FOR SALE, Continued page 8 
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WANT ADS FOR SALE, Continued from page 7 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





CARBON AND RIBBON DISTRIBUTOR AVAILABLE 





CARBON AND RIBBON MANUFACTURERS who can give us Quality, Service 
and Fair Prices on flat carbon and ribbon reels, wanted. We have organized 
a live wire sales organization with plenty of established business, by men 
with many years’ experience in the ribbon and carbon industry What have 
you to offer? Also interested in a franchise or will buy smal! manufactur- 
ing plant. Box O-248, care Office Appliances, Chicago 6 








REPRESENTATIVES WANTED 





WANTED—Manufacturers’ representative for quality line of photo albums and 


scrapbooks for territory of Ohio, Michigan, Indiana, West Virginia and Ken- 
tucky. Also Illinois, Wisconsin, Minnesota, South and North Dakota Address 
0-234, care Office Appliances, Chicago 6. 

MANUFACTURERS’ REPRESENTATIVES WANTED to take on nationally adver- 
tised, fast-moving line of steel office appliances Protected territory in 
Mich., Ohio, Ind., Ky. and N. Y. (excluding N. Y. City) Generous com- 
missions. Write Box O-246, Office Appliances, Chicago 6 








FACTORY REPRESENTATIVES DESIRED by nationally known manufacturer of 
metal office chairs Southeastern, southwestern and midwestern territories 
open. Commission basis. Give complete information as to background and 
experience. Address O-223, care Office Appliances. Chicago 6 











EXPERIENCED SALES REPRESENTATIVES wanted to sell Hang-A-File Folders 
and complete line of Hang-A-File cabinets and drawer frames Excellent 
opportunity to sell complete filing package to the trade Several profitable 
territories available for men who want outstanding sideline Louis H. Farber, 
31 E. Congress St., Chicago 5, Ill. 











WANTED TO BUY RETAIL BUSINESS 





RETAIL BUSINESS—Will consider purchase of stationery business, preferably 
in Michigan, Indiana or Ohio. Interested particularly in community of mod- 
erate size which offers opportunity for profitable sales volume Will buy 
outright or consider management with later purchase agreement Address 
0-231, care Office Appliances, Chicago 6. 





FOR SALE—A real typewriter store and shop on the main blvd. in Glendale, 
California. Wholesale & Retail rebuilding. Also Enameling & Welding Have 
Remington Portable and Remington Adder Dealership. Also the Corona Port- 
able Typewriters and Adding machine. Royal Dealership to be had soon. Will 
sell for $4,500.00 full price with $2,500.00 down and balance on mortgage 
or monthly payments. Andrew R. Bright, 604 S. Brand, Glendale 4, Calif 





STORE IN NEWARK, N. J., handling commercial stationery, drafting equip 


ment, artist supplies and printing. $50,000.00 annual business which can 
be doubled, established 20 years, steady following. Satisfactory terms can 
be arranged, owner retiring. Address 0-233, care Office Appliances 100 
East 42nd Street, New York 17, ! Y 








OFFICE MACHINE BUSINESS FOR SALE—Western city 18,000 population, 
complete Remington Rand franchise, well equipped shop Well established 
growing fast. Cash deal only. Price will be quoted interested, qualified 
buyer who applies to O-228, care Office Appliances, Chicago 6 








SMALL TYPEWRITER & ADDING MACHINE BUSINESS for sale in San Diego, 





Calif., population 400,000, member of NOMDA, low rent, two man _ shop, 
well stocked with parts & supplies, $9,000 full price Home also for sale, 
ill health forces sale Box 386, San Diego 5, California 

FOR SALE—A growing stationery store in thriving Ohio town of approxi 


mately 10,000 Only store af its kind within a 40,000 population area 
Business increasing regularly but owners have other interests. Address 0-245 
care Office Appliances, Chicago 6. 





FOR SALE BUSINESS ESTABLISHED 26 years, Office Supplies, Office ma 
chine. Exclusive on some lines and machines. Located in Arkansas, also 
branch office in Tennessee, will take £40,000 to handle, selling account 
health Address 0-226, care Office Appliances, Chicago 6 





RETAIL BUSINESS FOR SALE—Office machine agencies and general repair 
shop, 5 mechanics, two salesmen, in city of twenty-five thousand in south- 
west netting about $1,000.00 per month. Twenty-five thousand will handle 
Address 0-242, care Office Appliances, Chicago 6 








FOUNTAIN PEN REPAIRING 





WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, ete 
Repaired at standard prices—time now overages 83 to 21 days, and im- 
proving. We especially feature “‘CONKLIN,’’ SWAN, WATERMAN, WAHL, 
PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all other makes 
We feature Gold Pen Points and Repairing. Mail all makes to ONE place 
for better service ASK ABOUT NEW WELTY PENS, $1.50 to $10.00 LIST 
Welty Pen and Repair Co. (Est. 1904), 38 So. State St., Chicago 3 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN. Desire representations for specialized office equipment 
of merit, particularly new ideas and developments Representative located 
Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y 








OFFICE MACHINES AND SUPPLIES AVAILABLE FOR EXPORT 





STANDARD TYPEWRITERS (rebuilt) new portables, ribbons and carbons, 


desk model pencil sharpeners, etc., offered to importers in other countries 


Good opportunity to establish American source of supplies Complete in 
formation upon request Midas Export Co., 1156 W Barry Ave Chicago 
13, U.S.A 








ADDING MACHINE PARTS FOR EXPORT 





BURROUGHS ADDING AND BOOKKEEPING MAC SINE PARTS exported For 
eign inquiries invited Dearborn Equipment Co., 605 S learborn St Chi 
cago 5 





ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Calculating Machine Parts avail 
able. Quotations furnished on specific parts upon request I. A. Dehn, Jr 
1643 101st Ave., Oakland, Calif 








TYPEWRITER PARTS 


rYPEWRITER PARTS TYPE, ETC.—Good used typewriter parts, type, et 
The hard to get kind Large stock. Will do my best to get your part if 
not in stock Bright's Typewriter Exch., 604 S. Brand, Glendale, California 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating Machines, 
Comptometers, Electromatic Typewriters, and fanfold machines, “bought and 
sold. Chicago Office Appliance Co., 1930 West 21st St., Chicago 8. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 906-908 N. Water St., 
Milwaukee 2, Wis 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing machines. 
Must be over 200,000 serial number. Accounting Machine Service Co., 605 W. 
Washington St., Chicago 6. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 
29-31 East 22d St., New York 10, N. 





WANTED TO BUY—Sundstrand bookkeeping machines, Models A, C, and D, 
and 8142P. Give complete model number, serial, size carriage and whether 
front feed or back feed International Office Appliances, Inc., 29-31 East 
22d St., New York 10, N 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete. Inquiries solicited on all types of other machines. American Busi- 
ness Machines, 135 Grand St., New York 13, N. Y. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for cal- 
culators, bookkeepers, billers, comptometers. Steen, 60 West Harrison, 
Chicago 5, Illinois. 





BURROUGHS SPECIALISTS. Also buy, sell and rebuild all types office ma- 
chines. Comprehensive dealer service. Nelson Adding Machine Service, 537 
S. Dearborn, Chicago 5, Illinois. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, re- 
build. Comprehensive service for dealers. Adding and Bookkeeping Machine 
Service Co., 1307 Grand, Kansas City 6, Missouri. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, Compto- 
meters, Calculators, et« Bought and Sold. Dearborn Equipment Company, 
Th. 


605 So. Dearborn, Chicago 5, 





DICTAPHONES——EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of ic tating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y 





WANTED—AI! makes calculators and adding machines. State make, model, 
serial number and adding capacity. International Office Apliances, Inc., 29-3 
East 22d St., New York 10, 





WANTED——TYPEWRITERS, Adding Machines, calculators, from dealers or 
jobbers. Typewriter Parts Company, 407 East Travis St., San Antonio 5, 


exas. 





WANTED STYLE ‘‘B’' ADDRESSOGRAPH FRAMES and filing drawers. Ad- 
dressing Machine & Supply Co., 4421 Pennsylvania Ave., St. Louis 11, Mo. 





ADDRESSOGRAPH, B FRAMES with pivo tabs. Any quantity. Also graphotype 
electric. Lipman’s-Universal, 1209 DeKalb Ave., Brooklyn, y. 





FOR SALE—ADDRESSOGRAPH 7 ee oe 1 Model G-2 Graphotype, 1 
Model 6343 Graphotype No 226572, Model 2700 Addressograph, No. 
241119, 1 Model 2700 Addressograph No. 283731, 1 Model 1900 Address- 
ograph No. 324351—5 Remington Rand Safes equipped with S-161 cabinets 
and drawers Send bid to Kansas City Power & Light Company, Attention 
of R, A, Graves, P. O. Box 679, Kansas City 10, Missouri. 





TYPEWRITERS SOLD—Select Rough, Reconditioned, Rebuilt—all sizes, type 
faces, languages. Also Bought All Languages Typewriter Co., 119 West 
23d St., New York 11, N. \¥ 





FOLDING MACHINES WANTED: Give full particulars and prices. Nettle Office 


Equipment Company, 37 Pearl Street, Boston 10, Massachusetts. 





FOR SALE—Sorting equipment, complete installation, practically new. Pro- 
vides thoroughly modern method of speeding up filing and finding. Can be 
sold readily by systems-minded dealer. Address 0-227, care Office Appliances, 
Chicago 6. 





WANTED TO BUY Surplus equipment of all types Ready buyer. Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 





WANTED TWO USED UHL Typewriter Stands with roll back tops. The Gras- 
torf Press, Granville, N. Y 





WANTED: A OLM Filing Folder Machine in good condition Address P. 0. 
Box 1712, Atlanta, Georgia 





FIVE NEW CARDINEER FILES offered below market for quick sale. All in 
original factory condition Address O-225, care Office Appliances, Chicago 6. 





KARDEX, ACME, POSTINDEX, etc. visible filing equipment of all types 
bought and sold We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 





ACME (Insite) 8x5-14 and 23-drawer units; also 6x4 and 5x3 size 
Quantity of McCasky Production Panels Commercial Card System Co., 135 
Grand St., New York 13, N. Y 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale 
Special prices to dealers E. H. Heineman, 4 North Eighth St., St. Louis 
1, Mo 





KARDEX, ACME, all makes used visible filing equipment Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York 12, N : 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6- and 12-drawer 8x5 size, 
complete with card holders. We are also interested in extra 8” International 
ecard holders in any Advise what you have available E. H. Heine 


man, Box £52, St. Le fo 








VISIBLE FILES, KARDEX, ACME, POSTINDEX AND GLOBE 
WE HAVE ON HAND and offer for immediate delivery all types and sizes 
Dealers inquiries welcomed Universal Business Equipment Co., 537 S 
Dearborn St., Chicago 5 


OFFICE APPLIANCES, February, 1948 
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PATENTS | x 





Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 centa each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


2,432,493. File or index Label Holder. Loyal K 
Addington, Detroit, Mich., assignor to Art Metal Con- 
struction Company, Jamestown, N. Y Application Jan 
uary 31, 1945, Serial No. 575,458. Granted December 
16, 1947 

2,432,557. Accordion Fold End-Closure Means for 
Flexible Pocket Receptacies. Douglas J. Broughtor 
Springfield, Mass., assignor to Buxton, In Spring 





field, Mass., a corporation of Massachusetts Applica 
tion September 26, 1945, Serial No. 618,752. Granted | 

7 | 
December 16, 1947 | 


2,432,569. Partial Product Multiplying Machine. Sol 
M. Gleser, Olivette, and Abraham Treiman, St. Louis 
Mo Application October 16, 1941, Serial No. 415,2 
Granted December 16, 1947 | 

2,432,590. Chain Post Binder Device. Frank Star 
ley Schade, Holyoke, Mass., assignor to National Blank 
Book Company, Holyoke Mass a corporation of | 
Massachusetts. Application August 2, 1946, Serial No | 
687.850. Granted December 16, 1947 | 

2,432,760. Drawer Attachment for Telephones. Glen: 
4. Higbee, Detroit, Mich Application February If 
1944, Serial No. 522,699. Granted December 16, 1947 

2,432,787. Tape Punch. Harry J. Nichols, New 
York, N. ¥ assignor to International Business Ma 
chines Corporation, New York, N Y a corporati 
of New York Application October 31 i44 ! 
No. 561,179 Granted December 16, 1947 } - 

2,432,880. Gummed Paper Tape Machine. Harry | | 2433118 esa.nes 
Gilliam, Kansas City Mo assignor to Wesley RK 
Starkey, Kansas City, Mo. Application May 19, 1944 
Serial No. 536,354. Granted December lt 1947 

2,432,967. Pin Type Paper Feeding Device. Arthur 
4. Johnson, Bridgeport, Conn., assignor to Autographi 
Register Company, Hoboken, N. J a corporation of | 
New Jersey Application December 16, 1943, Seria s } 
No. 514,499. Granted December 16, 1947 | 48 

2,433,118. Daily and Weekly Time Recorder. Wil | So . 
liam Halko, Vancouver British Columbia Canada | ‘ . “ited 


Application August 11 1944, Serial N 19,011 =i T™ { a . 
23, 1947 pj i i — 
| ~ ) 
us 








Granted December 

2,433,144. Combined Inkwell and Penholder. Willian a r 
C. Nein, New York, N. Y Application September 2 | = jj ’ ; 3 
1942, Serial No. 459,640. Granted December 23 | casieis 

2,433,155. Stapler with Automatic Slide Lock. Roy | sesa.see 
kK. Peterson, Norwalk, Conn., assignor, by mesne as 
signments, to Hotchkiss Realty Corporation, Norwalk 
Conn., a corporation of Delaware. Application Decem 
ber 6, 1944, Serial No. 566,865 Granted December | 4 
23, 1947 | i 

2,433,159. Copyholder for Holding Books or Sheets | 
Luis Alberto Villafuerte Rozas, Cuzco, Peru Applica | 
tion November 9, 1944, Serial Ne 562,631 Granted | 
December 23, 1947 

2,433,313. Drawing Instrument. GeorgAnseim Wes 








en, Stockholm, Sweden Original applicatior August 
t 194° ‘ 198,750 Divided and his 
applicat ion 0, 1945, Serial N l 
veden December 3, 1942. Granted Dec 1947 
2,433,502. Pocket Check Protector \ 
Wurster, Portsmouth, Ohio. Application tt 
Serial No. 685,987. Granted December 














2,433,647. Cash Register. Elmer C 
Milton, Ohio, assignor to The N nal ' 
Company, Dayton Ohio a corporation 
Application October . 1944, Serial otf 
Granted December 30, 1947 \ 
2,433,714. Wallet | Having a Com ae 
partment. Murray Smaliman Flushing N As i r 
signor to I. Smaliman & Sons, Garfield, N. J., a part , aad 
ty juetiestin October If j Serial N - 
vine ) ranted December 30, 1947 | 
z. 433, 862. _ Display Card Filling Apparatus Ross neue aspaene 


Nadeau, East Orange, N. J Application April 
al 
al 


4 Seri oO. 483,671. Granted January 6, 1948 
2,434,083 ‘Fite Fastener. Harry LD. Snyder, New 

York N y assignor by mesne assignmen t | 

Speed Products Company Inc., Long wy Cits 
Y a corporation of New Y« rk. Application Apr 

8, 1944 Serial No l Granted January 6, 1948 
2,434,121.  Stitchiess Biliford with interlocked Clos- 

ure Flaps. William A. Pence, Adell, Wis., assign 
Enger Kress Company, West Bend, Wis a corpora 

ion of Wisconsin Application November 24, 1944 


Serial No. 564,923. Granted January ¢ 


1948 
2,434,234. Three-Color Mechanical Pencil Russel 











N. Thatcher, New York, N. ¥ Application Febri 
27, 1946, Sertal Ne 650.40 Granted January ¢ 194x. 
2,434, 260. implement for Driving Staptes. John I 
Cavanagl Providence RK I assignor t Johr } 
Cavanagh and Agnes I Cavanagh as int tenants 
Applicat ion June. 26, 1945, Serial No. 601,658. Granted | 
January 13, 1948 
2,434,454. Sheet sel Dispenser. Paul Breitwieser 
Jac kson Heights. pplication December 8, 194 | ite 








Seri No. 633,820 ed January 1 1948 


r 
2, 434, 473. Billfotd Having External Access Means 
Application 
























Hermar E Stock New meres Conr ppli 
lanuary si 1945 Serial 7 ‘ (rrar ted 
tary 13, 1948 
2,434,487. — Controlled Adding and A a oats | 
Machine. Arthur H. Dickinson, Scarsdale 
gnor to International Business Machines ¢ tior ~ 
New Yor 2 a wporation of New York 
ation September | 1941, Seria o. 410,71 > ‘ 
ary 13, 1948 148,259 148.2 
.434,499. Relay _nmnguting Mechanism W ul - 
Lang New York Y assignor to Internationa 
Business Machines (¢ rporati n, New ‘ 
poration of New Yy k Applicatic 
444. Serial No. 562.75 Granted s —— — 
2,434,500. Accounting Machine 
Brooklyn, and Jerrier Haddad, Ithaca 
» International Business Machines rp t St. I M rat ii} 
York, N. Y., a corporation of New York. Applicatir November 4, 1946, Serial No. 134,501 Gaeahed Doves 
June 4 445 rial No. 599,420 Granted Januar ver 2 447 
148 
2.434, 545 Adhes ae 148,218. Design for a Combined Pencil pe Cigar- 
Br I Mi ra a Bese rv my’ ‘Bra - ette Lighter. Seymour Fiedler, New York, N Ap 
Ill Application Feb ruary » ) Se pli ation Decen ber 18, 194¢ Serial No : 5 59 
9 Granted January 13. 1948 Grante December 30 194 
148,259. Design for a Combined Bookkeeping Ma- 
DESIGN PATENTS chine and Stand. Jan Streng, Mason, N. H.. assignor 
Remington Rand Ine Buffalo, N y a corpora 
148,129. Design for a Fountain Pen Hart W tion of Delaware. Application August 10, 1946, Serial 
Burge, Overland, M assignor to Boles Pen ¢ I N 9,42 Granted December 30, 1947 
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Design for a Chair. Roy A. Cramer, Kan 
Application September 27, 1946, Serial 

Granted January 6, 1948 
Design for a Bali Pen or Similar Article. 
Weston, New York, N. Y. Application 
17. Serial No. 136,244. Granted January 


Design for a Cabinet for Intereommunicat- 
Ruth Louise Whyte. Chicago, Ill., assignor 
Mfg. Co St. Charles, Il a corporation 

Application May 3 1946 Serial No 


ranted January ¢ 1948 








Woe is our proofreader! From O.A. of last May mes tt 
following sentence: “With such client » mind, 


is currently offering vacationeers’ or busine 
prising a portable typewriter of the 


case, pen and pencil combination rT 
of stationery. ‘Nothing like a good glass of milk 
business trip, comments Ben Wallsten, our rsat 


department manager. 
This meat situation is getting serious. The other day in one 
of the local “‘eateries,'' our luncheon companion was asked 
by the waitress, ‘How did you find your steak?” 
Never at a loss for words, our co-diner replied, “Oh, | 
just moved one of the potatoes over and there it was.’ 


Western Tourist to Indian): “White 
man. White man hope big chief feeling tip-top ft} 

Indian (calling): ‘Hey, Jack! Come here ar J 
of this. The guy's terrific!” 


A woman interested in the poor of a certain neighborhood 
in New York City, noticed on several occasions a down-and- 
outer on a particular street corner. Feeling sorry for him 
she slipped a dollar bill into his hand and whispered, ‘Never 
despair.” 

Two days later, when she passed the same corner, the man 
handed her eight dollars. 

“What does this mean?" she inquired. 

“It means, M'am, Never Despair won at 8 to 1. 


—cc— 

A j / We ) » a) Va “ 

A drunk staggered up to the bor in a hofel one day, KE 
the bartender straight in the eye, and muttered / 
iny sthuff you put into any drink in the hous} t 

That's a bet,"’ replied the confident bartender. 

So he proc eeced Ae) mix Martir Uaoguiri 3 rin 7e7r 
f whioned S de Cors, and a number of other po; | 4 
O - atter mother the drunk tasted and enumerated f 
fectly the 1gredient therein. f na 
bortender yly ef a gia ot w Wer 1 l K 
Slowly he raised it to f puzz 7 r t J 
cratched his ear, a again tasted if 

fp aly he n ured j yuesh you ve Jor ‘ [ 
, re thish one out By } / ca te ) sh 


A Negro company of the 367th Infantry was being lectured 
by a black first sergeant while in training for World War II. 
The hard-boiled noncom spoke dire words: 

From now on when Ah blows dis yere whistle, Ah wants to 
see a huge impenetrable cloud of dust come boilin' outa dem 
tents. An' when dat dust clears away, Ah wants to find three 
rows of statues.” 


—cc— 

P , 

Ana there rhe one about the Scof whc« J vé 
umbre y for h air ot the ve » he 4 4 
; +h } y 
é 1g r TO 














"What's the difference? I'm on the green, ain't 1?" 
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BUSINESS OPPORTUNITIES 





Wanted Abroad 


Firm in Belgium Wants Price Lists, Catalogs—Imexa-Belgium, 3 Ave. 
Louise, Bruxelies, Belgium, a firm importing office supplies and materials 
for school children, desires to receive price lists, catalogs, samples and 
ther data from American manufacturers. 


Firm in Bombay Wants Contacts with U. §&. Manufacturers—The Do 
minion Commercial Corporation; wholesale stationers, P. O. Box No. 4306, 
Bombay 7, India, desires price lists, catalogs and other information from 
American manufacturers of pencils (lead, copying and colored), rubber 
erasers, duplicating machines and supplies. 


Ceylon Firm Seeks Agency for Typewriters—D. A. Perera and Son, 


Colombo, Ceylon, seek importations of typewriters and fountain pens 
from the United States on an agency basis. The controller of imports 
ind exports of Colombo has allowed the firm to import typewriters 
ind an import license can be secured easily as soon as an agency is 
secured. 

Imports Wanted by Firm at Coimbatore, India—Importers, Ltd., 
Coimbatore, India, a firm which has been dealing in electrical, radio, 
paper and stationery imports for the past 15 years, has again begun 
import business on representation for foreign manufacturers as _ well 
as on a commission basis, booking forward orders. The firm wants 


representation for southern India, pointing out that under the new division 
of government in India, the present northern firms will be handicapped 


in southern India representation. Correspondence will be welcomed by 
G. D. Naidu, managing agent. 


Wanted at Home 


New Pennsyivania Firm Seeks Sources of Supply—-Raymond F. Ferraro 


recently opened an office stationery supply store in a new building also 
housing his printing plant at Cedar and Advance Way, Oakmont, Pa 
The firm is known as The Community Press. Mr. Ferraro desires to find 
sources of supply for all items that are usually sold in an office supply 
store, including portable typewriters and adding machines, small desk 
and floor steel filing cabinets, loose leaf binders, stationery and cards. 
rade catalogs and offers to supply would be appreciated. 


Merchandising Contacts Wanted by New California Firm— A. C. Shaffer, 


organized a company to 


P. O. Box 1245, Santa Barbara, Calif., recently 

be known as Public Supplier, specializing in selling to institutions 
ind public offices instead of regular retail trade. Trade catalogs and 
merchandising contracts among manufacturers of stationery and mainte 
nance items are desired 


Hillsdale, Mich., Firm Want Trade Catalogs —Tri-State Business Service, 
 N. Broad St., Hillsdale, Mich., is interested in receiving trade catalogs 
ind price lists pertaining to the office supply and equipment field. 


Trade Catalogs Wanted for New Firm-—M. A. Moers, 519 Main St., 
Room 202 A, Cincinnati, Ohio, desires to receive trade catalogs for 
general office supply items. A ribbon ad carbon salesman, Mr. Moers 
it one time represented F,. 8S. Webster Company. 

The J. R. Mennenga, Type- 


Minnesota Firm Seeking Additional Lines 
lines of office 


seeking additional 


writers, firm at Worthington, Minn., is 
needs and gift items. Manufacturers wanting an outlet in southwestern 
Minnesota are invited to correspond with the proprietor, John Mennenga. 








“NEW TRADE LITERATURE 





Acme Marking Equipment Company, 8038 Lyndon Ave., Detroit, Mich., 
catalog of rubber stamps and 


has just issued a comprehensive new 
stamping equipment The 88-page catalog shows a complete line of 
rubber stamping equipment for business and industrial use. Copies of 
the catalog, which is printed in two colors and fully illustrated, may 
be obtained by writing the company. 

N. Y., 


Hectographia Corporation, 110 West 17th Street, New York 11, 
list containing saMples of various 


has just issued a new catalog and price 
types of work done on Hectograph duplicators. It also contains sug 
gestions for selling and includes a manual of directions for using all 


a full line of supplies 
ean be had by 


catalog lists 
well. Catalogs 


his new 


types of gelatin duplicators 
them as 


ind gives directions for using 
writing to the ibove vddress 


Major Leather Goods Manufacturing Company, 1840 S. Micihgan Ave., 


Chicago, IU1l., has just issued a new illustrated catalog of their hand 
crafted line of zipper ring binders, brief cases and portfolios This 
catalog may be secured free by the trade on request. 


Roberts Numbering Machine Company, Brooklyn, N. Y., has just issued 


a new booklet entitled ‘Business Systematizer’’, stressing the advantages 


of using numbering machines, for release through stationery outlets to 
offices throughout the country. 

Roberts, manufacturers of numbering machines since 1889, has found 
that the average office manager has not realized the many time-saving 
advantages gained by using numbering machines. This is the first of a 
series of booklets designed to introduce to industry the many ways 
efficient companies have used these dependable machines to speed their 
work. Other booklets will follow, listing the uses of numbering machines 
in banks, dry cleaners, photographic developing industries, and many 
other specialized fields where machines and inks have been especially 


developed. 
Copies of this booklet may be obtained by writing to Sales Promotion, 


Roberts Numbering Machine Company, 700 Jamaica Ave., Brooklyn, 
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BULLETIN GETS BUSINESS 


By George Winthrop Perry 


EWSPAPER ADVERTISING isn’t always profitable 

for the office supply firm because of the cost of it 
and also because of the limited number of newspaper 
readers who are interested in offerings of office equip- 
ment and supplies. The Ambrose Printing Company 
of 162 Fourth Ave., N., Nashville, Tenn., felt this way 
about newspaper advertising but yet the firm wanted 
to do some advertising because it was felt that adver- 
tising could be profitable. The firm finally solved its 
problem by resorting to multi-litho process printing 
which enables the firm to put out an edition of be- 
tween 6,000 and 7,000 two-page monthly bulletins at a 
cost low enough to make the expense profitable. 


The multi-litho process is a reproduction process 
based on photographic principles which means that a 
layout for each page must be pasted up just as it 
would be for cut making. No typesetting is necessary 
because any reading matter that is required can be 
done on typewriter and the typewritten reading pasted 
up on the page layouts. Cuts of merchandise used in 
catalogs or other printed matter may be cut out and 
pasted up in the page layouts ready for photographing. 


Variety of Items Featured 


The Ambrose Flyer as the monthly bulletin is called 
is made up of many different items that would interest 
an office. Some are specials, while others are new items 
that have recently been put in stock and which the 
firm wants to publicize. Prices are given so that the 
firm receiving a copy of the bulletin will know what 
the cost of any item is. To brighten up the bulletin 
there are some odd facts on stationery, each fact 
illustrated with a cartoon. Generally there is also an 
eye-catching drawing on the first page with a slogan 
to arrest attention. 


The Ambrose Flyer is printed on good stock in let- 
terhead size, being folded twice for mailing. It has 
proved to be the most efficient form of advertising 
that this firm has ever used, both in results produced 
and in its low cost. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





International Business Machines Corporation, New York, N. Y.-At a 
special meeting held January 13, stockholders approved a split-up of the 
company’s capital stock whereby stockholders of record at the close of 
business on January 28, 1948, will receive three-quarters of an additional 
share of stock for each share then held. Scrip certificates will be issued 
for fractional shares. Certificates for the additional stock will be mailed 
February 6, 1948, or as soon thereafter as practicable Following the 
tockholders’ meeting, directors of the company declared a cash dividend 
f $1.00 a share for the first quarter of 1948, on the shares to be out- 
standing on February 19, 1948, which will include the additional shares 
resulting from the stock split-up The dividend is payable 
1948, to stockholders of record February 19, 1948. The new annual 
dividend rate of $4.00 per share on total stock after the split-up will 
be equal to an increase of $1.09 per share, or 16 2 per cent, on the 
stock before the split-up 


March 10 


Directors of the 
business forms 


Moore Corporation, Ltd., Toronto, Canada corporation, 
which, through subsidiaries, manufactures for and display 
products, propose to increase the regular quarterly dividend rate on the 
stock from 5514 cents to 75 cents per share, Canadian funds 
April dividend, and subject, of course, to a con 


common 
commencing with the 


tinuance of satisfactory earnngs. Dividends on the Moore Corp. common 
shares have been paid regularly since 1936, and with the January 

1937, disbursement the quarterly rate was inereased from 25 cents to 40 
cents a share With the October 1, 1940, distribution the rate was 
raised to 50 cents, and with the April 1941, dividend the practice 
f paying dividends in United States fund was discontinued, and the 
present basis of 55Le cents a share, Canadian funds, was put into effect 
rhe extra payment of $1.03 along with the regular quarterly payment 
of 55% cents on January 2, 1948, was the largest bonus ever paid on 
the stock and brought total disbursement on 47 account to a new 
ill-time peak of $3.25 a share, compared with a total of $2.8814 a share 
for each of the years 1941 to 1946 inclusive. Net earnings for the year 
1946 reached a new high at $2,314,736, equal to $4.59 a share on the 


common stock.—RC 
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IN FEBRUARY OF 1878, WHEN: 


Philadelphia stationers reported a brisk business in Valen- 


tines... . A patent was issued to C. Latham Sholes of Milwaukee, 
Wis., for a type-writing machine described as: “The combina- 
tion of a type-bar of a type-writing machine, which type-bar 
has a trunnion or journal on each side, with an annular circular 
disk, which disk has a journal-bearing groove in its upper sur- 
tace, and a radial vertical slot through its inner periphery or 
inner edge.” : . . This patent was assigned to the Type-writer 
Company, as was another patent by Walter J. Barron of New 
York City for the combination of a reversed dial or scale with 
the paper-carriage of a type-writing machine.” . . . (From files 
of the American Stationer). 


IN FEBRUARY OF 1888, WHEN: 

The Board of Education of Philadelphia, Pa., adopted the 
crayon manufactured by the National Crayon Company... . 
The Miller-Megee Company, Philadelphia, offered the patent 
flexible blank book. Davidson Rubber Company, Boston, 
Mass., introduced a new top-feed fountain pen. . . . Another 
new product was the Excelsior eraser, rubber and brush com- 
bined, made by the Union Manufacturing Company, Jersey City, 
N. J.... W.C. Ritchie & Company, Chicago, paper box manu- 
facturers, reported a 3313 per cent increase in sales. . . . (From 
files of the American Stationer). 


IN FEBRUARY OF 1898, WHEN: 


A. A. Waterman Pen Company advertised its standard fountain 
pen, saying, “The fingers are never stained.” . Walter F. 
Cushing presided over a meeting of the Boston Stationers Asso- 
. . An up-to-the-minute Valentine read: 

“Now the tariff question's settled, 

We girls are going to make things hum, 

We're going to raise the price of kisses 

As the duty has been raised on gum.” 

The Klondike gold rush attracted three needed members of the 
staff of Lowman & Hanford Stationery & Printing Company, 
Seattle, Wash. . . . (From files of the American Stationer). 


IN FEBRUARY OF 1908, WHEN: 


After serving the Rockwell-Barnes Company, Chicago, as its 
manager, H. L. Bockfinger retired to organize H. L. Bock- 
finger & Company to deal in typewriter supplies, specialties and 
office devices. . . . Announcement was made that the forthcoming 
National Business Show at the Coliseum in Chicago would run 
for two full weeks. . . . Charles Spiro was appointed president 
of the Columbia Barlock Typewriter Company. . . . (From files 
of Office Appliances) 


ciation. . 


IN FEBRUARY OF 1918, WHEN: 


The National Shorthand Reporters Association proposed to 
start a fund for the erection of a suitable monument over the 
grave of Christopher Latham Sholes as the inventor of the 
first practical machine to write by type. . . . Boorum & Pease 
Company perfected a useful physicians’ ledger and a series 
of loose leaf forms. . Julius Biel became the manager of the 
stationery department of Stevens, Maloney & Company at Chi- 


cago. ... (From files of Office Appliances). 
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George Washington 
Born February 22, 1732 


“Citizens, by birth or 
choice, of a common country 
that country has a right to con. 
centrate your affections. The 
name of American, which be 
longs to you, in your national 
capacity, must always exalt 
the just pride of patriotism. 
... With slight shades of dif- 
ference, you have the same 
religion, manners, habits, and 
political principles. You have 
in a common cause fought and 
triumphed together... ."' 
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INSPIRATION FOR THE AGES 


Abraham Lincoln 
Born February 12, 1809 


With malice toward none, 
with charity for all, with firm- 
ness in the right, as God gives 
us to see the right, let us strive 
on to finish the work we are in; 
to bind up the nation's 
wounds, to care for him who 
shall have borne the battle, 
and for his widow and for his 
orphan; to do all which may 
achieve and cherish a just and 
lasting peace among our- 


selves. and with all nations.'' 
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“Office Appliances” Surveys Louisville 





OBODY KNOWS what the future will bring here 

in this area ... but all of us feel that regardless 
of which way the wind blows this is going to be a 
better city than ever before and business in the office 
equipment and supply field is going to reach new 
peaks!” 

This Louisville supply man with whom we talked 
had plenty of reasons for being an optimistic individ- 
ual for the future of the industry in this area is 
bright indeed. One has to glance only at the “Facts 
About Louisville” presented herewith to see the re- 
markable story of what has happened to business 
here since 1939. 

This, of course, represents a wartime growth, but 
that growth has held up steady and strong. Before 
the war, Louisville and its entire area were almost 
wholly dependent upon tobacco and liquor distilling, 
with some help from the lumber industry. Today, 
this city alone possesses a wide diversification of 
small and large industries. And this is true not only 
for the city itself but for the entire surrounding area. 

Louisville office equipment and supply men are also 
very fortunate in that their immediate territory, the 





FACTS ABOUT LOUISVILLE 


Louisville, one of the oldest cities in the Midwest, 
is located on the Ohio River and serves as the gateway 
to Kentucky and the south from north and east. 

It’s main resources are in the tobacco and liquor 
distilling industries but since war days it has acquired 
a well diversified group of small industries 

Retail sales climbed from $152,688,000 in 1939 to 
$376,112,000 in 1946; effective buying income rose from 
$311,306,000 to $725,064,000 and wholesales leaped from 
$242,928,000 to $575,110,000 for the same period. 

Latest population of the city proper is estimated at 
361,000; for the metropolitan district at 564,000. 
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Ninth of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supply Industry 


By ERNEST W. FAIR 


Field Reporter 


city itself, is humming with new ventures and revitali- 
zation of old ventures. Outside the city there is a 
vast area of small communities and small business 
enterprises in the states of Kentucky, Indiana and 
Ohio, where the Louisville trade does business. The 
nearest big city competitors are at Cincinnati, Nash- 
ville, Memphis and Indianapolis. 


Much Expansion Is Noted 


Most office equipment and supply firms in this area 
are in the midst of business expansion on their own. 
There have not been many new business firms estab- 
lished here, for this area has, heretofore, not been 
one which attracted new ventures from outside. Louis- 
ville is one of those closely-knit business communi- 
ties with old ties and old loyalties playing a strong 
hand in all business affairs. There were many more 
inviting targets for new business ventures, such as 
Cincinnati, Indianapolis and Memphis. 

The future will tell a different story for there are 
plenty of rumors in the business here that the local 
trade is due for some thorough expansion during the 
next year. Outside interests are said to be on the 
way, and some local firms may be started, we under- 
stood. 

None of this bothers the trade here today; 





every 
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store and shop is a busy hive of activity preparing 
for its own business future. When you enter a Louis- 
ville office equipment or supply store today you'll find 
plenty of salespeople on hand to wait on you... and 
most of them are busy. 

How does the trade do business here? 

There are many answers to that question, some of 
which are only of purely local interest. Let’s take a 
look at some of the business methods in practice here 
which are of general interest, however, for there are 
some good thoughts for tomorrow’s business in any 
city being practiced in Louisville today. 

woodwill building is at the front today. Every equip- 
ment and supply firm is zealously working at the 
job of building for the future. Salesmen are spend- 
ing more time with their contacts, working just as 
hard at making friends as at selling, for Louisville 
dealers are well aware that when rough competition 
returns this will be all-important. 

Inventory control is being watched closer than ever 
before. “Most of us had a lot of cats and dogs on our 
shelves during the last few years,” is the way one 
dealer explains this, “and most of us know that we 
are going to have to watch our stock closer than ever 
in the days ahead. The time when you could sell 
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BUILDING SERVES AS BILLBOARD.— 
The entire side of the Office Equip- 
ment-Co. building in Louisville doubles 
as an outdoor advertising medium for 
the products the company distributes. 
All advertisements shown are in color. 


just anything is gone. Some of us have been hurt 
badly with too heavy inventories of such merchandise 
and we’re all watching this most carefully now.” 

“We keep looking for the new business firm,” is a 
suggestion offered us by one Louisville dealer and we 
notice it is being practiced by several others. He 
explains: “We feel that the new venture needs ev- 
erything we have to sell and that there are no past 
ties. So we are off to a clean start in so far as com- 
petition is concerned. Once we have established the 
ability of this firm to get started and stay in business 
we work even harder at winning their goodwill than 
at keeping old customer goodwill!” 

“Don’t hide new merchandise,” is the contribution 
of an old-established Louisville dealer, who continues, 
“That’s what everyone is interested in today ... what’s 
new! Whether it be new cars, guns, books or what 

everyone’s talking about the new developments, 
and businessmen are just as interested in ‘what’s 
new’ for their business and their office as they are 
in the new things that affect their personal life. We’re 
using this as our main selling theme today and ev- 
ery one of our men is always given a hearty welcome 
on his calls because he always has something new to 
show our customers and prospects, even if it is just a 





THE LOUISVILLE SKYLINE WITH THE OHIO RIVER IN THE FOREGROUND 
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new development of some old merchandise.”’ 


The preceding are four of the selling themes in 
Louisville today and they are getting results. There 
is a great deal more advertising being done by Louis- 
ville dealers also, as well as some unusual methods of 
advertising. For example, the Office Equipment Com- 
pany’s group of colored miniature billboards on the side 
of the firm’s building is shown in an accompanying 
illustration. Any firm whose building is so blessed 
with an open access to the heavy traffic of any city’s 
main business district can find such a step just as 
profitable as the Office Equipment Company has found 
it in Louisville. 


There’s plenty of selling being done in the equipment 
and appliance field in Louisville today, even though 
there are still enough shortages so that a customer 
can seldem obtain just what he wants in equipment. 
Greatest needs here are in the typewriter, adding 
machine ard checkwriter fields along with wide open 
sales opportunities in the bookkeeping machine divi- 
sion. 

More and more office furniture has been coming 
into the local market the last few months. There 
seems to be no terrific shortage of wooden desks, 
chairs, and so forth, but in the metal division it is 
another story. Metal units have been coming in what 
dealers consider fair quantities, but not sufficient to 
supply demand by any means. There’s a tremendous 
conversion from wood to metal office equipment 
going on in this area because of such factors as the 
amount of national advertising that has been done, 
success in use here, and the fact that there was a 
carry-over from selling effort in the pre-war days. We 
do not mean to intimate, however, that metal office 
equipment is throwing wood entirely out of the pic. 
ture; nothing could be further from the truth, for 
wood is still very popular in this area. However, metal 
has the edge now and the greatest cemand is for 
metal, thus keeping its supply short 

The used market is beginning to see heavier and 
heavier stocks in this area. While sales are brisk 
they have been slackening off and one used office 


furniture man told us that he expected hard selling 
very soon. 
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BOONE BROS. CO. ATTRACTIVE STORE FRONT 
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MEFFERT EQUIPMENT CO. FEATURES A FULL LINE OF 
OFFICE MACHINES, FURNITURE AND SUPPLIES 


“We have to realize that it’s been so long since the 
average firm had a new piece of office furniture in 
their business that they are virtually starved for new 
equipment and they want to get rid of the old stuff 
as quickly as they can. 

“Our biggest. market for used equipment right now 
is with new firms. The longer-established business 
firms are only interested in buying something used 
when some of their equipment has broken down so 
badly they cannot make it stretch until they are able 
to buy new furniture. 

“It isn’t going to be long until one of the big prob- 
lems of every office equipment dealer will be how he 
can salvage hundreds of dollars tied up in trade-ins 
on desks, chairs, cabinets, typewriters and everything 
else. The need for some sound thinking on selling of 
used equipment is with us right now and it’s going 
to be mighty important by next spring. That’s the 
way I see it!”’ 

The trade is not as sharply separated here as in 
some cities we have visited. Most of the larger 
firms are engaged in all branches and are operat- 
ing typewriter and equipment repair shops. A few 
have furniture repair shops as well. This is due, of 
cuurse, as we have noted elsewhere, to the lack of 
factory agencies established here. Those established 
have worked remarkably well with local dealers and 
there is very little of the cat-and-dog relationship 
found in some cities 
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GEO. G. FETTER CO. STORE IN LOUISVILLE 


many 


Repair business has been good for many, 
months and is expected to hold up for a long time in 
the future here; profits therein are not as good as 
in pre-war days and the larger dealers are showing 
less and less interest in this phase of the business. A 
good many feel that it has become a losing game in 
so far as they are concerned and are continuing such 
departments today more as a customer service than 
with the hopes of operating them profitably now or 
in the future. 

Wage increases are blamed as one of the reasons 
for today’s unprofitable operations. One dealer told 
us that today a repairman who Knows anything at all 
about the business can make exactly five times what 
he could earn in pre-war days and that charges have 
not been increased by anything near that figure. He 
also pointed out that there is a tremendous scarcity 
of good repair men in this area and that while “repair 
men” are available, most of them are amateurs or 
such slow workers that it is impossible to operate 
such a department profitably or efficiently. 





KAUFMANN & STRAUSS DISPLAY WINDOW.—At time photo 
was taken the entire window was devoted to the promo- 
tion of National Letter Writing Wek. 








“As I see it, the day is coming when the repair 
business in Louisville will be either that of the direct 
factory agencies or one-man shops,” one dealer ob- 
served. “It can be a very good business for a shop 
set up to do nothing else, with all of its efforts bent 
toward handling that kind of work. I may be wrong 
but my guess is that few dealers will be doing any 
kind of repair work here by the time another two 
years have passed.” 


Office Supplies Stressed 


Most office supply firms here also operate general 
stationery stores catering to the public business, and 
local department stores also give considerable atten- 
tion to office supplies in their stationery departments. 
Some of the best general supply promotion has been 
by these department stores in the form of window 
displays and newspaper advertising. The trend is 
definitely in the direction of an increase rather than 
a slowing down of such activity. Variety stores also 
handle considerable office supply assortments but 
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KOEHLER STAMP & STATY. CO. IN LOUISVILLE 


most of their trade is to individual buyers and for 
home use rather than to business firms. They are 
not much of a factor in the local situation, we were 
told while in Louisville. 

Louisville office equipment and supply dealers are 
looking forward to changes in merchandising and in 
methods of doing business in the future, and feel 
that the trade is due for considerable expansion with- 
in the very near future. 


Office supply trade roster at Louisville: 


Office Supplies: 


George G. Fetter Company, 410 W. Main St 
Meffert Office Supply Company, 126 S. Fourth St 
Kentucky Dri-Flo Company, 4571 S. Third St 
Koehler Stamp & Stationery Company, 406 W. Main St 
Moise Office Supply Company, 130 S. Fourth St 
O'Connor & Racque Company, 416 W. Jefferson St 
Office Equipment Company, 129 S. Fourth St 
Remington Rand, In 321 W. Jefferson St 
Ridge Office Supply Company, 619 W. Market St 
Standard Printing Company, Inc., 220 S. First St 
W. K. Stewart Company, 550 S. Fourth St 
Office Furniture: 
George G. Fetter Company 
Koehler Stamp & Stationery Company 
Meffert Office Supply Company 
(yConnor & Racque Company 
Office Equipment Compa! 
Standard Printing Company, Ir 
Office Equipment: 
Burroughs Adding Machine Company, 608 S. Third St 
Dictating Machine Company, McDowell Building 
Diebold In Fincastle Building 

(Turn to page 142, please) 

OFFICE APPLIANCES, February, 1948 








CUSTOMERS 


“Framed in Leather Goods” by Display 





NE OF THE MAJOR reasons for the outstanding 
( leather goods sales volume rung up by the Sta- 
tioner’s Corporation store in Hollywood, Calif., is the 
fact that customers are literally “framed in leather 
goods” at the left front main counter of the store. 
Newton Piper, head of the organization, subscribes 
to the theory that 70 per cent of all shopping custom- 
ers turn to the left when they enter a store, and 
therefore, has spotted outstanding gift items carried 
by the store in the left front corner. Due to lack of 
space, and with a huge inventory of leather goods 
to show, the counter has been given unusual treat- 
ment. Two cases, in which more expensive small 
leather goods such as bill folds, key containers, ladies’ 
billfolds, manicure kits, card cases, are shown, are 
“bridged” by a white wooden fixture which builds up 
in steps at either end, with a long canopy shelf four 
feet over the case top on which are shown all leading 
styles of brief cases. 


Stock Is Concentrated Here 


All leather goods carried by the store is concentrated 
at this point, with the gift variety either on the 
“frame fixture” or in the counter cases, and with 
more standard professional equipment on shelving 
behind. General small leather gifts in the two cases 
cover a wide price range, with billfolds from $2 up to 
$60 imported Italian alligator types with gold trim. 
Key cases run through a similar price range, as do 
card cases, fitted cases at $25 to $50, manicure kits to 
$15, and so forth. Since the end of the war, with a 
corresponding decrease in leather goods purchased 
1948 


OFFICE APPLIANCES, February, 


Hollywood, Calif., 
Firm Uses Novel 
Fixture Effectively 


for servicemen overseas, Stationer’s Corporation has 
attempted to cut down the higher-priced bracket of 
the leather goods inventory, so that the most popular 
price for wallets is now $5 in place of the former $10 
—although many $25 models are still carried. Gift 
kits for manicure services, military brushes, and card 
cases have stayed popular without a letdown since 
the end of the war, which has been something of a 
surprise. One of the first things the leather goods 
department did following V-J Day was to begin liqui- 
dating stocks of “war quality” leather goods, to the 
point that there is now absolutely no low-quality 
leather merchandise on the counters. 

The overhead display of brief cases, which “frames 
the customer” while he looks at small leather goods 
items in the case, is a typical example. Ten feet long, 
“the bridge” shows more than 75 varieties of popular 
brief cases, stacked neatly side by side down the length, 
and continuing down pyramid steps at either end. 
In the ‘“honeycombs” at the end, Stationer’s Corpora- 
tion shows outstanding “glamorous” brief case types 
such as tooled leather ring binders, handsome natural 
finish leather envelopes and portfolios, and so forth, 
for business executives. The brief case display begins 
at the left end with zipper model single weight leath- 
ers at low prices, and extends through zipper cases, 

(Turn to page 145, please) 
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MASS DISPLAY TURNS 


Leather Goods Stock Six Times a Year 





area IN MERCHANDISING leather goods in the 
J stationery store is merely a matter of having the 
right goods there when the customer discovers he 
needs it, according to Benjamin Mandelbaum, head 
of Benjamin Stationery Company, Denver, Colo. 

The Benjamin store, complete office outfitters, does 
one of the Colorado city’s leading leather goods volumes. 
even though the store is very small and is crammed 
to the rafters with merchandise of every type. “We 
consider leather goods such a traffic builder that we 
devote about 15 per cent of our space to it, and utilize 
the right front corner exclusively for traffic leather 
items,” Mr. Mandelbaum said. “We have a lot of reg- 
ular customers on the books now who were first at- 





LEATHER GOODS SALE AT BENJAMIN'S 


tracted by leather goods display, and, in this way, they 
are valuable to us from many standpoints.” 

The leather goods department, consisting of two 
counter cases, and eight tiers of shelving behind, is 
complete from small keycases up to heavy catalog 
cases and turn at an average of six times a year 
when supplies are normal. 


Good Display Space Used 


In addition to the prominence of the front right 
corner department location, Mr. Mandelbaum devotes 
one of four angled sections of his display windows 
exclusively to leather goods, and as an additional 
“hook” to attract interest, always displays a large 
variety of hand-tooled, western-style wallets, billfolds, 
brief cases, makeup boxes, and so forth, in the window. 
Many western businessmen make a fetish of carrying 
these ornately-tooled leather goods items in their busi- 
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By BERT MERRILL 


Special Writer 


nesses, and of course, many tourists are attracted. 
In one month, for example, during the summer past, 
Mr. Mandelbaum sold 33 expensive western-style tooled 
wallets to eastern businessmen visiting the city. 


“Our selling system is remarkably simple,’ Mr. Man- 
delbaum said. “Inasmuch as we are located in the 
center of Denver’s “Wall Street,” with hundreds of busi- 
ness offices, brokerage houses and stock exchanges in 
the area, we simply keep the leather goods out where 
the passerby can see them easily and wait for him to 
come in. Although the emphasis is never on price, 
our inventory carries medium and better-priced lines 
exclusively—on the theory that most of our customers 
want a specific type of leather goods and do not quib- 
ble about prices.” 


The Goods Fill a Need 


Thus, the businessman about to start on a long 
selling trip knows that he can conveniently find any- 
thing from a keycase to a heavy-capacity catalog 
case large enough to stuff a shirt and a pair of shoes 
into at Benjamin Stationery Company. The store has 
sold as many as six pieces at a time to businessmen 
who were merely attracted inside by the window dis- 
play. Catalogue cases, brief cases, ring binder cases 
and so forth are displayed in a simple fashion to cor- 
respond to the way they are boxed—merely by cut- 
ting off the end of the original cardboard carton, and 
stacking these on the shelves, where it is easy to reach 
in, remove the item from its carton, and replace it if 
not sold. 

Although there is no “leader item” at Benjamin 
Stationery Company’s leather goods department, wal- 
lets and billfolds sell most rapidly. The top shelf in 
the main counter case consists of a series of white 
wooden containers, each stocked with around 30 wal- 
lets of various colors and styles. Each tray is devoted 
to a single price range, including one tray at $3.95, one 
at $4.95, one at $6.50, and one at $8.50. When a cus- 
tomer wants a new wallet, it is a simple matter to 
remove the entire tray, hand it to him, and let him 
make his own selection. No time is wasted whatso- 
ever, and it is seldom necessary for Benjamin Sta- 
tionery employees to use “suggestive selling” of any 
kind. 


“We find that customers prefer to make their own 
selection and thus leave them almost entirely alone,” 
Mr. Mandlebaum said. “We might possibly sell more 
top-priced wallets and billfolds through intensive 
selling to our customers, but we have found that, by 
and large, it is better to let the customer look over 
the entire assortment and make his own selection.” 
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INCREASE 
Your Brief Case Profits by 
Organized Sales Work 





—You've seen him. 


salesman with his 


by going out 
industrial 





ously. 


ALF A MILLION DOLLARS is the sum spent an- 

nually by manufacturers in the Chicago area for 
brief cases, catalog and sample cases for their sales- 
men and executives. Every city in the United States 
spends a proportional amount. 

You, as a dealer, are entitled to this business, and 
I mean to tell you how you can get it. 

Every manufacturer in your area has salesmen and 
executives ... anywhere from one to hundreds. Each 
needs a case or bag to carry catalogs, samples and 
reports. 

During the war, the old cases became lost, worn or 
outmoded. There is consequently a big demand for 
replacements. In these dynamic days sales forces are 
being increased; there is a need for a case for every 
new man. 


Your Job Is to Keep Pitching 


Executives are becoming competitive conscious, just 
as you and I, and chances are you can outfit entire 
sales organizations. 

But you can’t sit back and wait for this business to 
come to you. These rich plums go to aggressive organ- 
izations who are in there pitching. 

You'll have to organize a thorough sales presenta- 
tion program—involving outside calls during slack 
periods, direct mail and advertising. 

Here is a typical program that has worked success- 
fully for others: 

-1. Have a dinner meeting with your salesmen. Ad- 
vise them of the tremendous possibilities in the indus- 
trial business. Work out an inducement program for 
them: prizes for successful effort or additional bonuses 
for results attained. This will make your salesmen 
eager and make them work for the extra profits that 
will be yours. 


Make Contacts by Mail 


2. Mail a sales letter to a selected list of pros- 
pects. Tell them what you have to offer in the line 
of business cases. Enclose a folder, which normally 
may be secured from the manufacturer of the brief 
cases, and request your prospect to discuss his prob- 
lems with you. 

~3. Have your salesmen follow up the leads se- 
cured. Results have been found to be highly satis- 
factory. 

4. Repeat the mailing to an increased list. Follow 
up. 
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in and day out... 
brief 
case or bag. You can sell 
his home office in quantity 
after 
business vigor- 


FERTILE SALES ACREAGE. 
.. day 


the By LEO STEIN 


President, 
Stein Bros. Mfg. Co. 


the Chicago, Ill, 


—5. You can keep this program up for the entire 
year ... continuing to add new names to your mail- 
ing lists, and making repeat mailings to those that 
did not respond to the first mailing. 


Follow Upon Prospects 
-~§6. Have your salesmen telephone or call on all 
prospects who have received letters through the mail. 


advertising on the financial 
You'll pick up good 


—7. Run consistent 
page of your local newspaper. 
leads from these. 

The results you obtain in profits will fully justify 
your going after this type of business. Your markup 





INSPIRATION FOR SALES EXPANSION.—Sales presentation 

portfolios are a “must” with executives and salesmen. The 

stationery dealer can expand his profits greatly by going 
after this business direct. 


on brief cases is high to begin with, and you have an 
excellent opportunity for your salesman on his calls 
to present properly other items in your line. This 
means a double-barreled avenue to profits. 

A dealer using this method can easily double his 
brief case business. Reports are on record where the 
business has more than tripled. 

Having salesmen call on accounts during the slack 
periods can pay the rent for the store or department 

. it has been done. You can do it. The field is wide 
open, 
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Aiming at a MILLION GROSS! 








By WALTER RUDOLPH 


Feature Writer 


( FFICE EQUIPMENT BUREAU, Akron, Ohio, re- 

cently threw open its doors on one of the largest 
and most beautiful office supply stores in the country. 
But it did more than that. It announced definite mer- 
chandising plans for hitting a million gross in 1947, 
and an aggressive sales force is backing up the pro- 
gram. 

“We departmentalized the whole setup,” explained 
Paul Prinz, advertising and sales manager. “We have 
responsible men in charge of each department, and 
a total staff of about 33 working in the store. We 
integrate our sales promotion with heavy advertising, 
frequent sales training meetings and, of course, dis- 
plays in our attractive sales room.” 

V. M. Brown, owner of the business since its incep- 
tion in 1932, visualizes one of the largest and most 
profitable office supply stores in the country in the 
near future. Since he first opened the Office Equip- 
ment Bureau, he has progressed from a rented outlet 
to ownership of the building presently housing the 
business. The recent modernization project expanded 
the store’s floor area from 10,000 to about 50,000 square 
feet. 


Has Daylight Sales Area 


Most noticeable feature about the new quarters is 
its large, practically daylight sales areas where vari- 
ous kinds of office equipment are concentrated. This 
effect is obtained by having white plastered walls and 
supporting columns throughout the interior, and the 
utilization of especially striking and powerful fluores- 
cent lighting. Four-tube commercial units run paral- 
lel across the width of the store, through sections of 
the sales floor spaced by the columns. 

Flooring is about half hardwood and half concrete. 
Two ends of the store and one side are broken up 
with glass brick and opaque glass windows, another 
factor contributing to the over-all pleasant sales at- 
mosphere. Stock racks are olive green steel, har- 
monizing with the general tone of office equipment. 
As a final, lightening touch, columns are decorated 
with artificial, flowered vines. This latter touch has 
drawn favorable comments. 

Specialists in their individual lines head up each 
of the Office Equipment Bureau departments. To this 
beautiful, modern store they bring years of sales ex- 
perience. Although they are naturally capable of 
helping in all departments of the store, each heads 
up a certain class of sales and is consulted when a 
particular reference to these kinds of equipment is 
made. They use name cards freely, all of a general 
pattern, bearing the store tag line: “If it is used in 


AT RIGHT—Four interior views of the Office Equipment 

Bureau where the entire setup has been departmentalized. 

White walls and new fluorescent lighting imparts practically 
daylight appearance. 
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your Office, we have it. Ohio’s largest and best stock. 
New—Rental—Used.” Department heads are as fol- 
lows: 

Accessories and supplies, Lee Marshburn; account- 
ant specialist, Howard M. Herbert; safe and protec- 
tion equipment, Martin J. Hennigan; visible equip- 
ment and systems, Leon V. Choquette; drafting and 
machines, Robert Spikerman; office furniture, A. C. 
Peters; office manager, Ward Haslett; and Paul Prinz. 
Mr. Haslett, in the store office, has charge of expedit- 
ing business in general and has three helpers. Mr. 
Prinz has a personal secretary. 


Hold Many Sales Meetings 


“This group attends sales meetings as often as two 
nights every week,” stated Mr. Prinz. “Discussions 
of various lines of equipment are scheduled, with 
demonstrations, suggestions on sales points and give- 
and-take questions and answers among ourselves. 


“We do this principally because we want the newer 
men to become more accustomed to the various kinds 
of merchandise and its uses, and to give a reminder 
or two to the older men who are only human and 
so might forget aspects of merchandising. In addition 
to these strictly sales training meetings, we average 
about one other meeting monthly outside the store 
in a public place, and we have a social good time 
with business being given a secondary place in our 
thoughts.” 


Secondly, but almost equally important in this firm’s 
extensive merchandising plans for the year, is the 
heavy advertising schedule. Large advertisements are 
placed in the local newspaper every week, each one 
concentrating upon an individual item, or several 
related items, perhaps pulling traffic to a particular 
department of the store. Then direct mail advertising 
goes to a select 10,000 potential or steady customers 
every month. Finally, 5,000 “drop” letters go out 
weekly as a cinch to pull customers and open all 
kinds of sales possibilities. 


A typical “drop” letter goes as follows: About the 
size of an ordinary sheet of typing paper, it announces 
in bold printing, “SOMETHING has taken a DROP!” 
Then it goes on to say Office Equipment Bureau is 
first again with special buys for immediate delivery. 
Quality desks are offered, walnut or oak finish, 60 x 34 
inches, 1% inch top, four single drawers, one file 
drawer, for $79.50. Or four-drawer files, letter size, 
ball-bearing suspension arms, new modernistic grey 
color, for $54.50. Reader interest is aroused by a car- 
toon showing a man falling through a manhole, for 
instance. 


Attract Customers Into Store 


“We figure that this kind of ‘drop’ advertising gets 
customers into the store instead of prompting them 
to make a phone call or list the item on their regular 
monthly order sheet,” explained Mr. Prinz. “Often we 
offer an item on our ‘drop’ letter that we're selling 
for quite a reduction, and we do this for just that 
reason: we want people to come in and inspect the 
item offered, to circulate around our displays and 
give our salesmen a chance to demonstrate more than 
one item. 


“That’s the way to build sales, we think,’ he con- 
tinued. “We don’t hold the ‘drop’ price very long, 
and if the customer comes in and orders right away, 
he can make a substantial saving, sometimes amount- 
ing to about $25. We're building a reputation for 
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offering real bargains in our ‘drop’ letters, and that’s 
what we want.” 


The whole sales program is touched off with a 
delivery service that is hard to beat, in addition to 
individual sales cars for department heads. Three 
trucks are on order for placement on deliveries that 
will average only 15 minutes between the time the 
order is received in the store and is delivered at the 
customer’s door within the city limits. 


In a general policy letter to all their suppliers, Office 
Equipment Bureau set up five requests to enable both 
suppliers and the store to better themselves mutually, 
and this letter has been termed a model of its kind. 
The five requests are as follows: 

“Keep us informed of merchandise that’s com- 
ing, be it either new items or items again placed 
in line of production. 

“Watch our orders, so that we are never caught 
orderless when desired goods avail themselves. 

“Give us advertising data, catalogs, and so 
forth, as they come along. 

“Send us a resumé, from time to time, of what 
we have on order, and tell us our ordering short- 
comings. 

“Be tolerant with each of us, whether new or 
old, when we ask questions, because we’re building 
knowledgewise to grow sales wise.” 


An Interesting Message 


The letter further contained much that might inter- 
est office equipment dealers thinking of phrasing a 
similar message, and is quoted below in almost its 
entirety: 


“With much pleasure we announce that the year 
1947 now closing, has been a very pleasing one to us. 
A large portion of our success, as we well know, has 
been due to our vendors, who on the whole, have been 
pitching Cardinal ball against fierce odds and heart- 
breaking discouragements of every imaginable kind. 
In return, we sincerely hope you have fared excep- 
tionally well this past year in every way, and in par- 
ticular that our contact has been most pleasant and 
profitable to you as it has been to us. 


“Running a retail organization of this kind, like 
the running of your organization, requires more than 
just a hit and miss operation. He who operates only 
as winds blow will not likely be the contact for you 
in a competitive happy future. We have to organize 
here and there; we have to be on our toes at all times, 
both in selling and in buying. When we seem to bother 
you, it is not to hurt you, but rather to build 
into that kind of a future which you, in the not too 
distant past, so rightly wished and suggested. 


“In the office equipment game, many of us are now 
financially much better off than we were a few years 
back. We are thankful for this financial position, but 
if that’s all there is to our business, then it’s time we 
quit and retire to California, or another warm clime, 
and allow some poor people a chance. In the fight for 
money, they may give a degree of service. 


Their Job Is in Akron 


“The Office Equipment Bureau believes that a job 
is to be done for which money reimbursement is only 
the pay-off for success or failure. Here in Akron that 
joh is to give Akronites the best the world has to 
offer in the tools of management, which include equip- 
ment, supplies, systems and machines. We have chosen 


(Turn. to page 146, please) 
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PRESTIGE AND PROFIT 
Through Advertising 








(Mr. Pearlman is an instructor 
in advertising at Pace Institute, 
New York City, and has lec- 
tured and taught classes at New 
York University. Several of his 
accounts are in the office equip- 


ment field) 








HE IMPORTANCE of consistency in advertising 

cannot be overemphasized. Think about the lead- 
ers in the office appliance industry, and you'll find 
that they are the leaders in advertising as well—that 
they have been advertising consistently for many 
years because they realize the necessity of constant 
reminder to their customers and prospects. Advertis- 
ing can help any company attain leadership. Of 
course, there are other factors which make for the 
success of a company—product, service, management, 
personal selling and so forth, but advertising, properly 
applied and consistently used, can be a potent force 
in the establishment of leadership and of consequent 
prestige and profits. 

Too often a company suddenly realizes that it is 
falling behind in prestige and profits, that competi- 
tors are doing a good promotional job. Then a hur- 
ried call to turn out a mailing piece, a newspaper ad. 
Everything is fine—the ads run—the mail is sent out 

-with usually poor results. The advertiser gets pan- 
icky—so much money has been spent—nothing to 
show for it. We'll have to stop advertising—and return 
to lethargy until the promotional light shines again 
in the eyes of our hopeful. If that same money were 
used for a well-thought-out campaign planned for con- 
sistent advertising over a period of time, that adver- 
tiser would realize results in prestige and profits far 
beyond his investment. 


Advertising Must Be Timed 


No matter how small or large an advertiser you are, 
whether you have an appropriation of $1,000 or $50,- 
000 a year, component parts of that campaign should 
be used for certain periods week after week, month 
after month, year after year. Of course, there are 
seasonal periods of the year when more of the appro- 
priation should be used, such as school opening and 
Christmas, but too much of the budget should not be 
used for these special events if it will detract from 
your plan of consistent advertising. 

Now let’s see why this plan of consistent advertis- 
ing is so important. In the first place, constant repe- 
tition. impresses your name upon the prospective 
buyer, so that when he thinks about office appliances, 
your name, your character and your store personality 
is impressed upon his mind. Secondly, if your adver- 
tising is consistent, at some point during the campaign 
when he is thinking about buying office appliances 
and your advertising appears at that time, it is more 
likely that he will react to your suggestion and visit 
your store. Now, reversing the process—if you send 
out a mailing only once in a while or run a newspaper 
ad or a radio broadcast several times a year, the pros- 
pective buyer may not then be in the market for office 
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Consistent Advertising— 
How and Why it Clicks 


(First in a Series of Four Articles) 


By M. B. PEARLMAN 


The M. B. Pearlman Company, 
{dvertising Agency, 
New York, N.Y. 


appliances. Later when the idea comes to him he has 
already forgotten about that advertising which had 
appeared several months ago. 

In advertising, we talk about the “cream market” 

-those people who most logically are our best pros- 
pects. In the use of direct mail, since you control the 
list, you can reach these people without too much 
waste advertising. In newspaper, radio, billboards, car 
cards, you can direct your appeal to those people 
through the use of art, layout, copy and price. Many 
stores have already classified themselves as bargain 
stores or class stores. Your advertising should reflect 
the atmosphere of the store and should be directed to 
your most logical prospects. 


Survey Is Good Policy 


If you haven’t classified yourself as to your specialty 
as yet, it might be a good idea to make a survey in 
your city and find out just what the competition is. 
It may mean replanning your entire merchandising 
setup, but when you get through you will have found 
a merchandising and advertising approach which will 
show more profit and prestige in the years to come. 
Whatever your decision, you should adhere to the 
personality and policy of the store in good times and 
bad because there are always people who will want 
the type of merchandise and service you sell. If 
you change your policy in midstream you will have 
lost the value of the promotion which has been built 
up over a long period of time. Having made the deci- 
sion as to the nature of your store, you can go ahead 
and plan the type of advertising which will appeal 
to that kind of trade. 

Now, how to reach those people you’ve classified as 
your prospects, in accordance with your type of store 
and merchandise? As we said before, the atmosphere 
created in your advertising reflects your personality 
and indicates the type of store you represent. This 
atmosphere will single out exactly the type of buyers 
you want. But you can also single out these buyers 
through the use of information which is available 
in your city. The Chamber of Commerce, the Real 
Estate Board and your local newspaper will give you 
information regarding the residential areas of cer- 
tain income groups within your city. 
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Basically, there are two kinds of retail advertising 
you can use to build up your business, institutional 
and promotional. Institutional sells the store and its 
policies; promotional sells the merchandise which you 
have for sale. Both of these types should be used if 
you are to do a good selling and advertising job. 
There are certain media which lend themselves to each 
of these types of advertising. Newspapers, generally, 
are used for both. Direct mail and radio are excellent 
promotional media. Car cards, billboards, window 
displays are especially good for institutional purposes. 

With regard to your promotional advertising, if you 
are selling branded merchandise, your manufacturers 
are of great help in furnishing advertising material 
which will aid you in selling their appliances, and 


you should take advantage of the material which 
they plan and produce under the guidance of expert 
advertising craftsman. However, you should try to 
tie yourself in with the manufacturer’s advertising. 
One way of doing this, for example, is to advertise 
a double guarantee, your own and the manufacturers. 
Actually, of course, there is only one guarantee, that 
of the manufacturer, but your endorsement of the 
guarantee has the effect of being a better selling 
weapon. 

Institutional advertising is a little more difficult, 
but here is where you can offer services which will be 
of direct value to your prospect—any idea or plan 
which will give the prospect and customer the feeling 
that you are interested in his problems. 


Defensive and Offensive Salesmen 





AMOUS FOOTBALL COACHES, who have piloted 

championship and near-championship teams 
through season after season, follow many and various 
plans of training and play, but their plan of attack 
always follows one of two clearly defined paths—either 
offensive or defensive. 

Jock Sutherland, University of Pittsburgh’s former 
well-known mentor, who is now successfully coaching 
the professional Pittsburgh Steelers, has consistently 
stressed the offensive. He is a great believer in a 
hard-charging and blocking line that enables his ball 
carriers to gain yardage when most needed, and 
thereby retain the initiative. 

He teaches his players to probe the opposing team 
for weak spots, and then hit those spots hard and 
often. 

I have seen his teams drive for a yard on fourth 
down, when most teams would kick. His theory is 
that the only way to win a game is to score and keep 
on scoring until his lead is a safe one. Of course, 
they must be schooled in defensive play, too. 


Wade Stresses Defense 


Over a long period of years the caliber of his teams 
speaks more eloquently than words his ability as a 
coach. 

Down in North Carolina we have another great 
coach at Duke University, who, like Sutherland, has 
coached many teams that have won championships 
and participated in Bowl games. But his method of 
coaching follows the defensive attack rather than the 
offensive. 

Wade-coached teams deliberately give the ball to 
their opponents, often quick kicking on the first or 
second down. They actually defy them to try and 
gain yardage or score against them. 

They tell the opposing team, by doing this, that 
they have the utmost confidence in their ability to 
stop any attack. And when the breaks come, they are 
quick to capitalize on them and then content to de- 
fend their lead. 

Salesmen, like football coaches, must determine 
early in their careers, the type of selling to which 
their individual temperament is best adapted—offen- 
sive or defensive—and then cultivate it. 

The sales manager can and, of course, should en- 
courage the salesman to analyze and compare care- 
fully the results which he obtains from both methods. 
OFFICE APPLIANCES, 
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Remington Rand, Inc. 


But the salesman himself must make the final deci- 
sion. 

The offensive salesman, like the offensive football 
coach, hangs onto the ball. He doesn’t divulge any 
more information about his company, himself, or the 
product he is selling than is absolutely necessary until, 
through tactful conversation or keen observation, he 
discovers a particular need for his product. Then he 
hits hard and fast. 

He endeavors, first of all, to make his prospect like 
him. One of the most effective ways to do this is to 
admire something that he has purchased, or some- 
thing that he has done, or someone dear or close to 
him. It might be the rug in his office, thé furniture, 
a picture, a photograph of his wife or his son or 
daughter. Maybe it is the view from his window, or 
the courtesy of the receptionist. There are so many, 
many of these things that it’s easy to pick one out. 

This brief discussion, if properly presented, gives 
him an opportunity to try to find where and how his 
products can or might be used. 

If he is an alert office supply or equipment sales- 
man, there is always something in every office that 
will give him the opening he seeks. 

It is equally true with the salesman calling on com- 
mercial accounts. Stock on the shelves, the type of 
customers, and the conduct of the clerks can all be 
contributing factors to his ultimate approach to the 
buyer. 

The salesman who contacts the men in the machine 
shops, foundries, warehouses, and on construction jobs 
has an infinite number of weather vanes to guide him 
as to where and how his products can be used to the 
best advantage. 


An Example to the Point 


Recently I was discussing this subject with the 
sales manager of a national concern, whose salary is 
well up in the five figures. He confessed that he had 
never thought of this angle of selling, but after mull- 


(Turn to page 25, please) 
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AGGRESSIVE ENTERPRISE 


Makes and Holds Success 





66 OOD LUCK” as the explanation of success in 
any retail business is nothing but mercantile 
mythology. 

It is doubtless quite true that the investments of 
some prospectors in the stationery field were much 
more opportunely planned, with rezard to both time 
and location, than were the investments of some other 
Stationers. But those primary advantages were not 
matters of gamblers’ luck. They were the result of 
extra caution, superior business judgment, or perhaps 
longer experience in the stationery field. 

It is noticeable among a certain group of so-called 
“small” businessmen in every field that they insist 
upon trying to convince themselves that the success 
of the big merchandisers in all lines of trade is ac- 
counted for entirely by the ability of the big fellows 
to pay premium rents for premier merchandising loca- 
tions or to appropriate large sums of money for adver- 
tising. 

This notion is the worst kind of self-deception. Peo- 
ple will not return again to any store—large, small, 
or medium—regardless of location or advertising, if 
they do not receive honest values and acceptable 
service. 


Opportunity in Small Fields Also 


The stationer doing business in a large center of 
commercial and industrial activity does, of course, 
have the primary advantage of a large market, but 
the tests of sound management remain the same as 
in the cities of smaller population and smaller trade- 
drawing radius because there is always ten times as 
much competition in the bigger markets and the com- 
petitors are likely to be more skillful at the game of 
business. 

The success-formula of this day is progressiveness 
plus aggressiveness—about half and half. So-called 
“luck” or “chance” unquestionably played some part 
in the early development of American retailing when 
the penetration of a new railroad, the rapid growth 
of a strategically-situated trade center, or the dis- 
covery and development of some important natural 
resource wrought a social and economic transforma- 
tion in some particular area, but today competition 
is so keen that in order to become successful a retail 
business must fill some definite need in its locality 
and, for the fullest possible success, must do it just 
a little better than its near-by competitors. 

There is always some definite reason why custom- 
ers prefer to buy at a certain stationery store in every 
community, and it is up to the stationer to acquire 
the merchandising qualifications that will create and 
sustain such buyer-preference. 

Most of the country’s outstanding stationery stores 
were not developed on incessant price-appeal. Quite 
to the contrary, they were developed on the ideal of 
quality and service with, of course, due cognizance of 
price competition on all standard-name and standard- 


value goods. 
With the proprietors of these better stores, their 
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By VICTOR N. VETROMILE 
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“business religion” was that a good customer, once 
won, must never be lost throuzh any humanly avoid- 
able cause. Those stationers reasoned correctly that. 
if they could hold their “old” customers, a certain 
number of new ones would be attracted to their stores 
continually and gradually by that most powerful of 
all advertising—the approval and recommendation of 
thoroughly pleased customers. 

The elementary principles of honest merchandising 
never change, but the manner of conducting a retail 
establishment, with regard to both customers and 
competitors, certainly does change as new conditions 
enter the mercantile picture. The stationer who 
fails to keep abreast of these new situations and new 
demands has no claim upon continuing success. 


It’s Up to the Stationer 


No stationer can expect to attract trade continually 
and hold it indefinitely solely on the basis of honesty 
or long years in business, if he fails to maintain the 
type of salesroom in which people like to buy or 
neglects to maintain complete stocks of the many 
items that the businessmen of his community require. 

The distinction between principle and method in 
retail operations is that, whereas, correct principles 
do not change, methods must often be changed—usu- 
ally, when least expected—to conform to the unpre- 
dictable requirements of the evolution of retailing or, 
perhaps, the exigencies of some new competitive strat- 
ergy. 

Few really prosperous stationery stores ever look 
exactly the same, either inside or outside, for more 
than five years at a stretch, because their owners are 
constantly improving their business setups and enliv- 
ening their methods by every appropriate means they 
can contrive so as to maintain that attention and 
interest on the part of the public which any retail 
business must be able to command in order to grow 
and keep ahead of its near-by competitors. 

Modernization, maintained apace with the times 
and the developments in merchandising, is strong 
evidence of the success and popularity of a stationery 
establishment. Modernization is not merely a trade- 
attracting force. It helps to make more secure for 
the future the position of the stationer who has won 
a dominant position in his territory. 

If a city is growing constantly and its mercantile 
and industrial activities seem to be pushing its busi- 
ness boundaries farther and farther out into the con- 
tiguous territory, it is practically certain that some 
potential competitor will soon have his eye trained 
on that city. 

Complete modernization at the strategic time may 
be the means of discouraging new competition. In 
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any event, the established stationer who keeps his 
pusiness virile by means of a thoroughly modern setup 
and reputation-building local advertising, will always 
be able to outpoint, or at least to match, any new 
competition that develops near his location. 

In modern competition, the reward is to the most 
progressive stationer. He is the fellow who learns in 
time where the big orders are shaping up, then breaks 
the chains of old-fashioned conservatism that bind 
so many dealers to their showrooms and gets outside 
to land those orders. This is especially true with 
regard to the mechanical appliances, office furniture, 
filing equipment, and other relatively “heavy” equip- 
ment of the trade. 

The “big money” orders, as typified by office furni- 
ture installations, must usually be solicited under com- 
petitive conditions. The more money the order or 
contract involves, the more certain it is that the busi- 
ness will be placed only after estimates or quotations 
have been made by the leading full-line stationers of 
the trade area. 


They Don’t Rush to Buy 


Very few businessmen ever rush into a stationery 
and appliances outlet, check or cash in hand, to buy 
two desks, two or three typewriters, and two or more 
filing cabinets. Timely outside-the-salesroom solicita- 
tion is necessary to get the inside track on such orders, 
and, although they naturally involve extra work, the 
profit justifies it. There is no place for the timid soul 
in selling, whether he be a house-to-house canvasser 


or a manufacturer’s representative. 

The customer in the salesroom is of never-ending 
importance, too, because the fact that he has come 
in means that he is going to buy something if the 
stationer can supply that something. In stores in 
which the right kind of selling ability has been devel- 
oped, he usually buys more than he thought he would 
when he entered the store. a 

The salesmen in such stores have been trained how 
to “size up” both the ability to spend and the dispo- 
sition to spend in dealing with customers. They do 
not make the mistake of always naming or showing 
the least-expensive article first. They know how to 
“trade up” their customers on quantities, prices, and 
grades and how to do it in such a way that the cus- 
tomers’ best interests will be served. 

The fact is that the average customer very seldom 
has any immutable price-figure limit but, quite to the 
contrary, is willing to buy a new product or a new 
invention conducive to increased office efficiency, pro- 
vided it is really a good value and the salesman shows 
him wherein the new appliances will benefit his busi- 
ness. 

The “ace-high” stationery salesman can make a 
new buyer feel quite as much at home in the store as 
if he were an old customer and can impart full con- 
fidence to that buyer with regard to the merit and 
value of what the store has sold to him. 

“Good fortune” in business? Yes—always—for those 
who really know how to do business! But “Good Luck” 

-NEVER! 





Defensive and Offensive Salesmen 


(Continued from page 23) 


ing the matter over in his mind for a minute or two, 
assured me that he was, very definitely, an offensive 
salesman. 

He told me about calling on a certain purchasing 
agent whom everyone had told him was a tough nut 

-curt almost to the degree of being insulting. 

He succeeded in getting into this man’s office without 
giving any information except his name. Immediately 
upon entering the office, he noticed several beautiful 
pictures of winter scenes on the walls. After introduc- 
ing himself, he walked over and, carefully studying 
one particular picture, he expressed his honest admira- 
tion of it. Fortunately, he hit a weak spot in the oppo- 
sition line, and it was he, not his prospect, who had 
to steer the conversation around to the products he 
was selling. He won his prospect’s firendship, got his 
order, and made him one of his best customers over 
a long period of years. He held on to the ball, retained 
the initiative, and scored. 

I have known of many, many similar, equally simple, 
offensive approaches that have had just as gratifying 
results as this one. 

The defensive salesman, like the defensive coach, 
lays himself wide open to attack. He introduces him- 
self, gives the name of his company, states his prod- 
uct, and what he claims it will do. 

Again, like the defensive coach, he is confident that 
he can break down every objection as soon as it comes 
up, and come out of the interview victorious—with the 
order. 
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A star salesman who was retiring after 40 years of 
extremely successful selling with the same company 
showed me through a beautiful 40-family apartment 
building which he owns in a fashionable section of 
one of our largest cities, and informed me with just- 
ified pride that it was completely paid for. 


Believes in Answering Objections 


He is a splendid example of the defensive salesman. 
When he first started out selling, he tried both types 
carefully and methodically before making his deci- 
sion. His theory is that every objection satisfactorily 
answered is a step nearer sale, and that since he 
has to answer an average of seven objections on every 
sale, the sooner he gets them answered the faster he 
makes the sale. I have had the good fortune to know 
and be associated with many successful salesmen and 
sales managers who come in this group. 

Going back to the offensive salesman. He feels that 
his preliminary spade work shortens the time it takes 
to make the sale because he has fewer objections to 
overcome. 

Summarizing, both types must know their products 
and the application of these products to the custom- 
ers’ requirements. They must have confidence in 
their company and its products and in their ability, 
and instill this same confidence in the minds of their 
prospects. It’s a matter of every salesman typing 
himself—offensive or defensive—and then working 
true to his own type. 
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Guessing on Tax Needs 





By FRED MERISH 


Business Analyst and 
Financial Counsellor 





“y NE OF THE UNHEALTHY aspects of the tax situ- 
ation is the inability of the human mind to visu- 
alize what one billion dollars will buy. Unable to com- 
prehend its buying power in goods and Services, it is 
impossible to determine value received, and, if one 
cannot appraise value received, he cannot economize 
intelligently. 

This is the big obstacle that confronts Congress in 
its efforts to effect tax economies. Given a budget 
around $39 billions to appraise as to the reasonableness 
of outlay and the members of Congress are ham- 
strung. They cannot visualize this vast sum in terms 
of fair value and so they reduce this or that expendi- 
ture arbitrarily. One billion dollars in silver dollars 
will more than encircle the circumference of the earth 
Given one billion dollars, an individual could spend 
$50,000 for 20,000 years before running out of money. 
This gives some idea of the magnitude of this govern- 
ment’s spending. A business manager confronted 
with only $100,000 overhead expense yearly cannot 
effect economies without considerable thought and 
analysis. So imagine what a job it is to effect intelli- 
gent economies when the burden runs around $39 
billions! 

Moreover, unless one has a comparative yardstick 
to guide him, he cannot effect intelligent economies. 
He is just guessing and that’s all Congress can do. 
Businessmen have standards against which to check 
costs, standards based upon time studies, experience 
figures and test runs, which give them a fairly good 
idea whether current costs are high or low. Congress 
has no standards of performance to guide it, no back- 
log of experience figures to check against. During the 
past 15 years, the government has ventured into many 
fields, from farm subsidies to Greek loans, and no 
agency is equipped to determine whether the money 
expended is too much or too little for the services 
performed or the benefits obtained. If we expand our 
boondoggling enterprise further into the international 
sphere, the problem will increase in perplexity. If 
Congress should employ a corps of experts sufficient 
to do a thorough auditing job each year it would cost 
billions of dollars more and put the taxpayer further 
in the hole. 


The Budget Always Figured High 


As in horse-trading, the practice of government 
bureaus is to figure high on the assumption that Con- 
gress will cut anyhow and so the cuts made in budget- 
ary estimates are not really economies. Department 
heads often get what they want despite the publicized 
reductions. Costs cannot be appraised because the 
functions in government bureaus are not costed as are 
business functions. No one knows what it should cost 
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to run this or that agency or department. The budgets 
are prepared not from the standpoint of economy but 
from political considerations and the self-aggrandize- 
ment of department heads. The larger the organiza- 
tion, the more important the boss’s job. In business, 
this attitude is reversed. The best department is the 
one run with the least cost and personnel. The de- 
partment head who can effect this happy circum- 
stance is preferred by business management and most 
likely to succeed. 

During the past 15 years, the new departments that 
have come into government have “mushroomed” with 
personnel, a great many of these workers below the 
standard of efficiency demanded by private enterprise. 
Prying any of them loose from their jobs, eliminating 
overlapping of departmental activities and trying to 
simplify the complex interplay of functional activity, 
is beyond the ken of efficiency men and experienced 
accountants because they have no standards to guide 
them through the maze, no effective means of modi- 
fying the demands of pressure groups or lobbyists. 
Because practical guidance is stymied, the government 
swarms with “experts” who wouldn’t know a cost 
sheet from a snow plow, who are not elected by the 
people, but who, too often, do the thinking for those 
elected. 

These “experts” have been making false prophecy 
the rule, yet they continue to act as savants to public 
officials and other rajahs of blah who are continually 
condemning businessmen. The real expert says little, 
experience has taught him the fallacy of spouting 
without adequate understanding of all essential facts. 
The pseudo-expert craftily capitalizes this situation 
and is thriving on the gullibility of homo sapiens in 
and out of public office. 


An Example of Bureaucracy 


In talking to an experienced engineer not long ago, 
he recalled an adventure into the jungle of bureau- 
cracy. In connection with his work on certain govern- 
ment projects he found 450 architects in various 
agencies busying themselves with plans and other 
details of construction. He could not make head nor 
tail of the situation, could not determine what they 
were doing, whether it was worth while or waste, 
whether it pertained to the projects he was authorized 
to survey. Much of his confusion was due to over- 
lapping, the same work done in different ways in 
different departments, a commonplace thing in our 
bureaucracy today. If an experienced specialist can- 
not find his way around the mass of complexities that 
envelope expenditures in government, how must this 
situation confound the members of Congress with no 
special training in the costing of the multitude of 
technicalities that comprise government activities. 
Few members of Congress know anything about the 
tax laws they vote for and they know less about how 
to effect intelligent economies. Of course, these mat- 
ters are handled in committees but the committee 
members are drawn from the rank and file of Con- 
gress, and so, they, too, lack sufficient specialized 
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knowledge to give them adequate “know-how” to 
scrutinize departmental outlays with benefit to the 
taxpayers. A few years back the chairman of the 
House Ways and Means Committee that prepares the 
tax bills had to have somebody else prepare his 
return. He couldn’t figure it out. 

A little slicing here, a little paring there, will avail 
not much of anything on budgetary estimates. Con- 
sidering the economies effected to date, the obstacles 
experienced in making the cuts and the growing trend 
toward world planning, it may take years to bring 
down the annual government expenses to the point 
where taxpayers can find substantial relief. At pres- 
ent the load may seem tolerable but when prices and 
employment fall off, as they always do after a boom, 
then the fun will begin. The government debt, around 
$260 billions at this writing, must also be reduced, 
otherwise the interest thereon will eat up the limited 
economies effected in annual expenditures. Unless we 
do better than we have done this year, this interest 


will exceed $7 billions annually, about as much as 
the total annual cost of government in the past. 

It seems to us that the only solution is to place a 
ceiling on annual government expense. A well-known 
businessman said recently that unless we cut the 
annual budget to $20 billions, we are heading for 
trouble, and today the toll is around $40 billions. He 
contended that $20 billions was ample to run our gov- 
ernment, pay the commitments to war veterans and 
even play around with projects that years ago would 
have been considered socialistic but today may be 
necessary to a sound economy. At any rate, a ceiling 
of $20 billions on government expenditures per annum, 
or something near this figure, is worth a trial. Busi- 
nessmen should do their bit to bring this to pass. 

Forced by law to trim their estimates of outlay, gov- 
ernment bureaus may start some real cost-cutting 
and eliminate costly overlapping. We doubt if the 
hunt-and-peck system now used to effect economies 
will help the taxpayer very much. 





SALES VOLUME 


In Your Vest Pocket 





T IS A GOOD BET that at any given moment 50 
per cent of the population of the United States is 

dissatisfied with their fountain pens. This is one of 
the factors that makes the fountain pen such a fine 
specialty item for the office supply salesman. The 
other factor arises from the phenomenon that while 
the buyer meets hordes of salesmen trying to sell him 
posture chairs, desks, office machines and the like, 
he very seldom meets a salesman who is specializing 
in fountain pens. Yet there are lots of fountain pens 
sold into offices. Sales of fountain pens and related 
items can run into real volume. Fountain pens are 
one of the rare items that the office equipment sales- 
man can carry samples of with almost no inconveni- 
ence to himself. Quite an extensive line of samples 
can be carried in the salesman’s two upper vest pock- 
ets. 

An owner’s dissatisfaction with his fountain pen 
makes for volume sales for any salesman who knows 
how to exploit it. A man who is unhappy with his pen 
either needs a new pen or a repair job on his old 
one. The salesman who makes this man happy again 
is going to make a friend and make some money, too. 
A salesman who is up against a buyer who is un- 
friendly can often open him up by solving his fountain 
pen problem for him. 

To be successful in this line of specialization, the 
salesman must become a walking fountain pen dis- 
play. His vest pocket assortment of pens should be 
carefully chosen to give a full representation of the 
stock in the store and with an eye to the type of 
customer he is calling on. 

He should never let the buyer use his own writing 
instrument during the call, but should let the buyer 
handle and use one or more of the pens from his vest 
pocket display. In this way, fountain pen specializa- 
tion need not interfere with the regular sales talk. 
While the salesman is talking about other things, he 
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is building up the buyer’s desire for the fountain pen 
by letting him handle it. Seeing, feeling and using 
are important factors in selling. When the salesman 
has gotten the fountain pen into the buyer’s hand, 
he has gone a long way towards making his sale. 


A Pen Is Often a Gadget 


Every man buys several pens in his life time. He 
often buys them even though he doesn’t need them. 
A fountain pen is a personal item very much like an 
automobile, a pair of shoes or a wrist watch. There is 
a lot of personal satisfaction in owning a good foun- 
tain pen. Then, too, men are inveterate gadgeteers, 
and fountain pens, besides being writing instruments, 
are gadgets. A book of matches comes free with every 
package of cigarettes, yet men persist in using cig- 
arette lighters, not because the cigarette lighter is 
more convenient, or handier, or cheaper or lighter to 
carry, but just because it is a personal gadget and it 
is fun to own one. Thus the fact that the buyer al- 
ready has one fountain pen shouldn’t slow the sales- 
man down a bit. 

The salesman who wants to establish himself as the 
fountain pen specialist should lose no chance to talk 
his specialty to the buyer and to the other people in 
the office. When some pen manufacturer comes out 
with a new model fountain pen, he should be the first 
to show it to the buyer, even if the salesman is forced 
to admit that it is nothing but junk. 

A profitable related item for the vest pocket display 
case is the imprinted automatic pencil. Imprinted 
samples are available from the manufacturer. Adver- 
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tising specialty men make a killing on this item every 
year. There is no reason at all why they should have 
all of the business. Showing this item often leads to 
sales of regular automatic pencils for office use. 

The fountain pen specialty man will find several 
other related items, which, though they won’t fit in 
his vest pocket, fall into his lap by reason of his spe- 
cialization. Fountain pen desk sets, both the gift and 
practical type, dipless desk sets and ink are all natur- 
ally related items. It is not a sales item but a 
service that is one of the most important related 
items—the fountain pen repair service. The individ- 
ual fountain pen repair job doesn’t amount to much 
in the way of volume. The importance of fountain 
pen repair is that it very often leads to a sale. 

The fountain pen specialist should not be satisfied 
with just one repair job. He should go through the 
office and collect all of the pens there that need repair. 
In every office there are several of these, whether they 
be the firm’s pens or personal pens. In this way, the 
repair service can come to have real meaning in the 
volume picture. 


Need a Good Service Department 

In order to do a proper job on repair service, your 
organization must have a good service department to 
back you up. This repair department should feature 
speed and real service and should guarantee its work. 
Don’t try to stress speedy service if every pen that 
is taken in must go to the factory. The pen manu- 
facturers say that they do not make money on pen 
repairs and some of them have indicated that they 
would rather have the stores set up their own pen 
repair departments and repair the pen on the spot. 
Even in the days when the standard price for pen 
reconditioning with no parts was $.35, many stores 
were able to show a small profit on their pen repairs. 
Now, of course, the usual charge is more often a dol- 
lar. When the repair department of the store is able 
to do the job without sending the pen to the factory, 
charges for postage, insurance and wrapping can 
become an item of profit for the store. An experienced 
pen repair man can recondition the orginary fountain 
pen in five to ten minutes. Pens repaired at the store 
can be back in the customer’s hands in four or five 
days, whereas factory repairs often take 14 days. This 
is a real service to the customer. Service such as this 
brings the customer back to your store for other 
things. 

Even though the salesman should find that pen 
repairs don’t bring him any important volume or that 
they do not even add up to profit, he should not over- 
look the collateral advantages that performing this 
service can bring him. Performing the fountain pen 
repair service will help to fix the salesman’s identity 
as a fountain pen expert and specialist. When the 
salesman has successfully established himself as the 
fountain pen specialist, he has gone three-fourths of 
the way towards getting a corner on the fountain pen 
sales on his territory. This will insure him a good 
year-around volume on fountain pens and will help 
him make a killing at Christmas time. 


Careful Instruction Pays 


A salesman sometimes finds that the pens he sells 
often come back as returns. More often than not this 
is the salesman’s own fault. The fountain pen sales- 
man should never forget when he sells a pen to in- 
struct the buyer carefully as to the use and mainte- 
nance of the pen. Every pen must be flushed out once 
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in a while. Tne most expensive pen in the world can- 
not operate properly if filled with cheap or deterior- 
ated inks. No pen works properly if left for long 
periods with the cap off. If the salesman goes over 
these points carefully with the buyer he will have 
fewer returns and more satisfied customers. When the 
salesman delivers the pen he should make sure that 
the pen is filled with fresh ink. 

Many a salesman has made a good thing of the 
fountain pen as a specialty item. This kind of special- 
ization goes a long ways towards taking the fountain 
pen business out of the drug and variety stores and 
giving it back to the office supply dealer to whom it 
rightfully belongs. Over a period of years the office 
appliance dealer has slowly been losing the leadership 
in the fountain pen business that he once enjoyed. 
One of the reasons for this is the idea that fountain 
pens can only be sold over the counter. Any salesman 
who really makes an effort to become a fountain pen 
specialist can generate more fountain pen sales than 
his store will enjoy in over-the-counter sales. This can 
be done by judicious use of that empty vest pocket. 


—-—__ 
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JAMES P. WARD— 
The office machine indus- 
try has a real affection for 
James P. “Jim” Ward of 
the Shipman-Ward Man- 
ufacturing Company, 
Chicago, for he has been 
part and parcel both of 
the industry and its extra- 
curricular functions for 
many years. His connec- 
tion with typewriters and 
other office machines goes 
back to 1915. Previous to that time he was assistant 
advertising manager with National Cash Register 
Company. “Jim” became associated with the old 
Typewriter Emporium in Chicago, which subse- 
quently became known as Shipman-Ward Manu- 
facturing Company, and assumed the presidency of 
the company. His office, his talents, his capacity 
for clearing away troubles of the industry have 
long endeared him to fellow dealers, large and 
small. A soldier without uniform was “Jim” during 
World War II, for he was drafted to head the 
Typewriter Procurement Program, with headquar- 
ters in Washington, D. C. Headaches and tribula- 
tions were many, but the personality of “Jim” 
triumphed. Upon completion of this service to the 
nation and the industry, he returned to Chicago 
and rejoined his company with the position of vice- 
president. 
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DISPLAY CLINIC 


(No. 2 in a Series of Three Features) 





Walls Can Be Used for Selling 





HAT WALLS CAN SELL is a discovery many stores 

made when they installed selling features and fix- 
tures on otherwise blank or wasted space. In this 
second of three articles offering specific ideas for perk- 
ing up the sellability of the office supply store, let’s 
look at how it can be done. 

One fixture that takes advantage of all the poten- 
tialities of suggestion selling was installed in a south- 
ern store. It consists of a plastic-topped counter 
stretching across a short wall. This counter differs 
from the more usual glass kind behind which a Sales- 
man does his work in that it is built flush to the wall, 
with attention-getting racks suspended above. 

These racks are tiered. The lowest is about a foot 
wide, the second a foot and a half. The third is two 
feet wide, and the top one is the width of the counter. 

The staggering serves three ends. First, its unusual 
design makes a strong play for the customer’s atten- 
tion. Second, it allows related merchandise to be dis- 
played together without cluttering—which takes ad- 



















































































VERSATILE FIXTURE.—This staggered wall fixture packs 
plenty of sales punch, allows more merchandise to be seen, 
attracts the customer's eye and makes self-selection easy. 
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DRAMA IN LIGHTING.—lIlluminated at top and left by fluo- 
rescents hidden in the case, this fixture is much like a minia- 
ture stage—with all the stage’s dramatic possibilities. 


vantage of the strong power of suggestion as a factor 
in closing more sales. Last, the staggering allows the 
higher shelves to be at the same distance from the 
customer’s eye as the lower ones—providing maximum 
visibility. 

Below the actual counter, reserve stock is stacked 
away to make order-filling a quick matter. 

Another way in which walls can be made to sell is 
by cutting recessed “checkerboard” spaces into them, 
and using these for single-item displays. The spaces 
in one store are a foot long, by the same height, width 
and depth. Strong lighting that plays on the mer- 
chandise helps to attract attention to such a selling 
wall. 

In the “checkerboard” sections not recessed for 
displays, cabinets may be cut, behind the doors of 
which the reserve stock corresponding to the recessed 
displays can be cut. Again, this expedites order-filling. 

A variation of this idea is to build short, foot-long 
shelves jutting out of the walls. This serves the same 
purpose, at a lower cost, but is harder to spotlight for 
attention value. 

A third variation is to cut a series of “windows” 
into the wall, all at one height, stretching down its 
length. This allows better opportunity for lighting, 
and can be done at relatively small cost. 

Still another way in which to give the punch atten- 
tion value of outside windows to inside walls is to 
cut tall, thin “strip” displays into the wall. These can 
be cut up by shelves for displaying small merchandise 
or, when tall displays are wanted, used as a unit. 

The potentialities of step-up displays can help to 
make a wall sell. When installing wall-length fixtures, 
it is always well to remember that staggered coun- 
ters have more attention value, and pack a greater 
sales punch, than long, level surfaces. 
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OFFICE FURNITURE 
Strictly for Dealers 





Lips FOR a minute that you owned an office 
J furniture warehouse. About the last thing you’d 
do would be to put in a nice paneled office. But the 
Wholesale Office Equipment Company of San Fran- 
cisco, Los Angeles and Seattle, whose sales add up 
to several millions annually, did just that. They even 
added three birch and walnut paneled display rooms 
so that they could tell their dealers: 

“Come right in, gentlemen, and look over every 
chair and desk we have in the house.” If the genial 
San Francisco manager, Sibley Smith, were in, the 
chances are he’d add: “And say, what’s your favorite 
choice of San Francisco food for lunch today?” That 
is, of course, if Sibley Smith is in—frequently he’s out 
of town and meeting his dealers in their own home 
grounds in the seven western states. 


It’s an Idea That Pays 


This idea of installing a smartly paneled display 
room within the customarily gloomy, dull furniture 
warehouse sounds foolish, perhaps, but it’s smart 
business and it’s paid Wholesale Office Equipment 
Company added dividends. 

After remodeling the three large warehouses and 
adding four display rooms at 81 Minna St., San Fran- 
cisco; Western Merchandise Mart at 1355 Market St., 
San Francisco; at 1616 S. Santa Fe St., Los Angeles, 
and at 84 University St., Seattle, at a cost of over 
$35,000, the Wholesale Office Equipment Company 
claims there isn’t an office furniture dealer on the 
Pacific Coast who will not benefit by dealing with their 
organization. 

And what is more, ten of the largest furniture man- 
ufacturing plants in the United States are represented 
—Doten-Dunton, Standard Furniture Company, Myr- 
tle Desk Company, Alma Desk Company, Gunlocke 
Chair Company, High Point Bending & Chair Com- 
pany, Shaw-Walker Company, Sturgis Posture Chair 
Company, Design Workshops (custom furniture) and 
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How Sibley Smith Operates 
A Wholesale Business in 
Western United States 


By EUGENE BURNS 


Special Correspondent 


Dixie Chrome Products. The Wholesale Office Equip- 
ment Company thereby can fill dealers’ complete or- 
ders within the one building so that they don’t have to 
shop from warehouse to warehouse. 

In addition, the dealer can see and handle the exact 
article he wants instead of having to thumb through 
a catalog with three-fourths of the items marked: 
“Temporarily Out of Stock!” For the convenience of 
the dealers, “Sib” has made separate displays of mer- 
chandise made by the various manufacturers who 
use his warehouses. 


Makes It Easier for Dealers 


Sibley Smith—known as “Sib” to hundreds of friends 
and acquaintances up and down the Pacific Coast— 
says: “We make it so easy for dealers to buy office 
furniture at such reasonable prices that they can’t 
afford to overlook our service.” 

Essentially, the plan amounts to this: Wholesale 
Office Equipment Company is not a jobber, but acts 
as these outstanding office furniture factories’ west- 
ern representative. They store the factories’ merchan- 
dise in their three large Pacific Coast warehouses 
where dealers can walk in and at no added cost buy 
anything they need from a single chair to a carload 
lot, or even a steamer-load lot. 
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But regardless of the size of the 
prospective buyer’s order, every 
customer receives the same un- 
failing courteous treatment. It 
amounts to this with “Sib.” He 
says: “I like to sell and I like to 
make people feel good about buy- 
ing. My reward is to hear a small 
dealer tell me: ‘Sib, if there’s any- 
thing I can do for you in return, 
for gosh sakes don’t hesitate to 
call on me.’ ” 

The three Wholesale Office 
Equipment Company offices are 
managed by Henry Trowbridge in 
Seattle, Bill Poin in Los Angeles, 
and Sibley Smith in San Fran- 
cisco, which is the home office. 
There are 40 year-round em- 
ployees. 

Besides his never-failing jovial- 
ity, “Sib” knows desks! He can 
tell his dealers exactly what is in 
every one he sells because he has 
designed desks and he knows how 
they are constructed. In addition, 
he’s designed desk locks which 
combine simplicity with unobtru- 
siveness. For example, instead of 
putting the lock out in front of 
his specially designed desks, ‘‘Sib”’ 
hides them away in the Knee com- 
partment where they are out of 
sight. This means less chance of 
jamming, and easier installation. 
But then, “Sib” among many 
other things, is a lock expert. 
With his brothers—Dale of San 
Francisco and Mac of Portland— 
he operates his own safe company 
—the Pacific Coast Safe and Vault 
Works, Portland, Ore. 

During the war, “Sib” persuaded 
the U. S. Navy to take him despite 
a stiff arm and a little extra 
weight. When the Navy learned 
that he was a safe manufacturer, 
he was assigned the job of open- 
ing and repairing the Navy’s safes, 
often being sent by plane to open 
safes that had been damaged. 

Characteristically, while in the 
Navy, “Sib’ made hundreds of 
friends who always drop in at 81 
Minna St. Among them was a 
young Armenian boy who had 
learned how to make cabinets at 
his father’s knee. “Sib” put him 
and his two brothers to work 
making custom-built pieces. To- 
day they are doing a land-office 
business. 

Sibley Smith’s success with this 
unique wholesale furniture service 
to dealers is but added evidence 
that personality is the big thing 
in business. Since he’s taken over 
the leadership of the Wholesale 
Office Equipment Company he has 
tripled the number of his firm’s 
friends. 
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BUSY CALIFORNIA 
ESTABLISHMENT. — 
Top: general office of 
the Wholesale Office 
Equipment Co., at 81 
Minna St., San Fran- 
cisco. Center: check- 


ing of merchandise 
as orders are filled 
from the company’s 
warehouse. Bottom: 
beautiful, well-lighted 
main display floor. 
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CREATING DESIRE 
Sells Wood Office Furniture 





T SEEMS SEVERAL years ago there was a light- 

house on the coast of France which was operated 
by an old man who was an efficient lighthouse opera- 
tor in every way except that he loved to sleep. It was 
the custom, therefore, for the mayor of the town to 
fire a cannon in his front yard sharply on the stroke 
of midnight every night to awaken the lighthouse 
keeper so that he could light his light. This custom 
had been going on for some 32 years. Well, one evening 
the mayor of the town died, and in the excitement of 
the old man’s passing no one else remembered to fire 
the cannon to awaken the lighthouse keeper. But 
again sharply on the stroke of twelve and in a dead 
quiet, the old lighthouse keeper bounded out of his 
bed and yelled out, “My God, what was that?” 

That’s not a very funny story, but it does have a 
moral. For the past two or three years every trade 
magazine that we pick up, every speech we are 
subjected to tells us that the sleigh ride is over, that 
we have to go back to selling, that we have to prepare 
for the buyer’s market. I can’t help but wonder, though, 
just how many of us just pay lip service to these words 
of advice we have heard so many times. I won- 
der how many of us are still sitting in our offices 
with our hands folded across our well-fed middles still 
lulled into a sense of complacency by the very sound 
of the telephone ringing, bringing in customer’s orders. 
I wonder, too, how long it will be before a dead silence 
in the office registers itself on your consciousness, and 
I wonder if you too will bound out of your chair and 
scream (shoot gun) “My God, what was that?” 


Relation of Selling and Psychology 


In the book, “Retooling the Salesman’s Mind,” a 
well-known psychoanalyst refers to the relationship 
between psychology and selling. He tells us that in 
1936 selling required 50 per cent hard work, that ideas 
represented 25 per cent and that tact represented 25 
per cent. Now, let’s look at his figures for 1942. Hard 
work—you didn’t have to do any hard work to sell in 
1942, and you didn’t have to have any ideas to sell in 
1942. But tact, oh yes, you needed a lot of tact; in fact 
the doctors figured this item at 100 per cent. I think 
that the sooner all of us forget about the abnormal 
selling years during the war the better off we will all 
be. Let’s get it off our minds and out of our systems. 
Let’s get back to normal selling. Hard work? No one 
has ever found a substitute for hard work in selling, 
and we still need a whole lot of tact in selling under 
any circumstances. And we are going to need a whole 
lot of ideas, but we don’t have to go back to the ideas 
of 1936; better ideas are available. There is a better 
way of doing the job. 

Because the manufacturers of wood office furniture 
want and respect your ideas, and because the Wood 
Office Furniture Institute wanted to base our trade 
relations program largely on your ideas, one of the 
first things I did after coming with the Institute was 
to take a trip around the country and talk to dealers. 
I recently completed well over 100 conferences with 
a cross section of dealers from coast to coast and from 
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Canada to Mexico, finding out how you are doing the 
job and getting your advice as to how the wood office 
furniture manufacturers and the Institute can help 
you. 

This has been an invaluable experience from every 
standpoint. I was particularly impressed by the fact 
that 79 per cent of these dealers feel that sales train- 
ing was the most important thing the Institute can do 
for them. We know that their new sales personnel 
added since 1940 have never sold office furniture on a 
competitive market, and that their experienced men 
have formed lazy selling habits under wartime order- 
taking conditions, just as they have in every other 
industry. Fifty-two per cent of this cross section feel 
that creative selling was the type of training chief- 
ly needed. Twenty-eight per cent referred infor- 
mation on construction of desks and chairs, while 
20 per cent feel the two types of information are equ- 
ally important. The overwhelming majority of these 
dealers feel that in the normal buyer’s market which 
is fast upon us, the practice of creative selling tech- 
nique will be the means of assuring continued stable 
volume and profit. Remember that these are deal- 
er’s opinions, not my own. What is this creative selling 
we hear so much about? If we have to give it a defini- 
tion, I would define it something like this—creative 
selling is applying specialized knowledge of goods and 
services to prove that a well-planned continuity of 
contacts with purchasers of those goods or services 
will be advantageous. 

Creative selling is selling office planning. Creative 
selling is selling service. Creative selling is selling the 
service of your salesman, who should be an informed 
specialist of proper efficient usage of office furniture, 
with its kindred arts of layouts, decorating, lighting, 
soundproofing and so on, to the end that he will be a 
welcome guest in any office in his territory. 


Sell as a Specialty Item 


Gentlemen, office furniture is a specialty item and 
can only be sold as such. 

I am going to tell you that it is absolutely im- 
possible to sell a desk or chair and I want to write that 
statement for emphasis. You can only sell what that 
desk and chair will do for the user. You say, “I 
have sold lots of desks and chairs without even men- 
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tioning the function.” Mister, you didn’t sell them; you 
took orders for them from people who already knew 
that they were going to buy a desk and chair because 
they had to have one. No businessman wants to buy 
a desk or chair or a file cabinet or anything else; 
there is only one thing he is interested in and that is 
making or saving more money—which is the same 
thing. You can call it employee morale, increased pres- 
tige, reduced fatigue, reduced eye strain, and so forth, 
but they all spell reduced expenses, which means mak- 
ing more money. So let’s hit the prospect on the 
pocketbook, and we will hit him where he lives. Don’t 
bore him by trying to sell him a piece of furniture as 
such, because he is simply just not interested. 


Let’s see what we used to talk about in selling wood 
office furniture—panels, tops, veneers, legs, drawers, 
glue, mortises and tenons—thing about which most 
laymen knows nothing and cares less. They bore 
him. Or worse, he might get the feeling that if you 
think it necessary to explain that the piece of furni- 
ture won’t fall apart, your goods must be poorly con- 
structed and he had better look elsewhere. Let’s as- 
sume that he has faith and integrity in your firm and 
in your suppliers, and there is no reason for him to 
doubt that it is constructed properly. 


Must Know Construction 


Don’t misunderstand me, I am not saying your sales- 
men should not know furniture construction. I be- 
lieve they should know construction thoroughly, if only 
for the benefit of that one prospect in 100 with an 
engineering type of mind (or who thinks he has) who 
demands this type of information. Rule No. 1 for sell- 
ing anything is to know your product thoroughly. 
Knowing construction helps you do a good selling job. 
Knowing construction is a little like knowing Latin— 
it is an excellent background for the other languages 
but you will never have any actual use for it. Having 
learned construction, however, tell your salesmen to 
store this information in the back of their minds and 
keep it there until called for. Have them tell their 
prospects that they do not own furniture bought from 
your house until it has proved 100 per cent satisfactory 
—and stand behind that policy. 


For the other 99 prospects in the hundred, let’s for- 
get about such dull and uninteresting subjects (to 
him) as construction. Talk in terms of his interest— 
talk about what the furniture will do for him—talk 
about how it will increase the efficiency of his office— 
talk about how that will save him money. Train your 
salesmen to talk to their prospects about space saving 
(check). Show him how the new official Institute desk 
sizes reduce floor space requirements by 10 per cent. 
Tell him how island base desks increase this saving 
even further by permitting narrower aisles without 
danger of tripping over desk legs. And, of course, he 
is a natural if he is using old outmoded desks of a size 
larger than is necessary to do the job. Show him how 
posture chairs being smaller will save space over out- 
moded fixed type chairs. 


Talk of Time Saving 


Train your salesmen to talk to their prospects about 
time and motion saving; to show them how the com- 
pactness of modern desks saves needless motion that 
take time and therefore cost the employer money. 
Show him how interchangeable drawers for example 
can be utilized to place the most often used drawer at 
the top of the pedestal. Study the flow of the work in 
the prospect’s office and submit an improved layout 
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which will provide a straight line flow that will elim- 
inate needless walking about the office by the workers. 
Using figures and charts, show the prospect how these 
things cost him money. Train your salesmen to talk 
about reduced fatigue. Have him show his prospects 
how this thief on efficiency slows production and in- 
creases errors. Bad seating is the chief fatigue pro- 
ducer in the office, and it is easy to prove how easy 
wood modern chairs will save money and keep the 
worker alert and producing. Incidentally, make sure 
your salesmen know how to adjust posture chairs to 
the individual, expertly and quickly, and that they 
are on hand to adjust the chair to the occupant 
when it is delivered. That is important because there 
are thousands of posture chairs in ineffective use 
because they are not adjusted to the user. Have 
them show their prospects that just as no one rigid 
chair is exactly right for all individuals of differ- 
ent builds—short ones, fat ones, skinny ones, long 
torsos, short torsos, long arms, short arms—neither are 
desk heights. Have them show their prospects the ad- 
vantages to be gained from adjustable desk heights 
in modernizing their offices. 

Employee morale here is a natural in these times. 
Your salesmen don’t have to sell their prospects on the 
high cost of employee turnover—they know it is ex- 
pensive to hire and train new people and are very 
interested in hearing any way to reduce this expense. 
Tell your prospects that employees look at their old 
outmoded desks and chairs bought when Grant was a 
cadet and decide that “the boss doesn’t think that the 
job is any more important than that, why should I?” 
Ask your prospect if he would feel any different in 
their place, but don’t let him get by buying just new 
desks and chairs and other accessories for his people— 
that is over doing part of the job. He will appreciate 
your services more if you recommend proper lighting, 
proper layout, soundproofing and air conditioning. 


New Finishes Reduce Eyestrain 


Along these same lines, you now have another dollar 
saving item to talk about—reduced eye strain. This is 
a strong argument for office modernization which is 
given you by Softone, the new official Institute finish 
on oak furniture. Train your salesmen in light reflec- 
tion, so that they can show their prospects how Sof- 
tone reduces eyestrain which causes headaches and 
office nerves, with the resultant errors and slow work. 

Tell your prospect about the increased prestige 
which will accrue to their firms from offices furnished 
as tastefully as their homes. Intangible? Well, maybe. 
The banks certainly won’t accept prestige as deposit, 
but the business it attracts from impressed customers 
and employees it makes proud will result in more of 
that stuff the bank is glad to accept and pay interest 
on. 

Gentlemen, all of these things spell creative selling. 
They spell lifted prestige for you in the eyes of your 
customers and your community, they spell higher per- 
centage of closed orders, they spell more volume and 
more profits for you. 

There is nothing complicated about this thing of 
creative, or specialty, selling. After all, there are only 
three steps to closing orders the creative way. The 
three steps are securing the interest of the prospect, 
creating a desire for your product, and securing the 
action of signing the order. Let’s break these down a 
littie further. 

How and when do we secure the interest of the 


(Turn to page 158, please) 
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McCOLLEM INSTALLS’ FURNI- 
TURE IN KANSAS CITY BANK 
A contract of no small propor- 

tions was that recently completed 

by Paul R. McCollem, Inc., Kansas 

City, Mo., for supplying furniture 

for the City National Bank and City 

Bond & Mortgage Company’s pala- 

tial new building at Kansas City. 

This was a $150,000 job and was 
essentially a furniture engineering 
contract. 

Architects Keene & Simpson 
wanted the Paul R. McCollem firm 
to have the job because they were 
well satisfied with steel furniture 
furnished for the Jackson County 
Courthouse, steel’ and wood furni- 
ture for the Harrison County Court- 
house at Bethany, Mo., the entire 
furnishings for the Hall of Waters 
at Excelsior Springs, Mo., and wood 
and steel furniture in the Jackson 
County Detention Home. John Wil- 
son, one of the McCollem firm 
salesmen, had been connected with 
the city National Bank for some 18 
years as purchasing agent and, of 
course, knew the entire group of 
officials of the bank. 

Paul R. McCollem had Mr. Buz- 
zitta, the chief designer for Stow & 
Davis Company, Grand Rapids, 
Mich., come to Kansas City to 
make a full and complete layout of 
chairs, desks, and so forth. The 
McCollem office furnished the steel 
furniture layout for Metal Office 
Furniture Company, also of Grand 
Rapids. 


Two Years to Build 


All desks, chairs and directors’ 
tables were of special design and 
took over two years to build. All 
wood desks, chairs, costumers and 
bookcases were made by the Stow 
& Davis Company. Metal Office 
Furniture desks, chairs and files 
completed the layout of all movable 
furniture. The McCollem firm made 
color drawings and blueprints for 
the entire job. 

Bank officials found they had 
more than furniture—it was equip- 
ment which was designed to fit the 
particular task for which it was 
intended, and the over-all result 
was a building which has charmed 
bank officials the nation over. 


MODERN IN EVERY SENSE IS THIS 
McCOLLEM BANK INSTALLATION.— 
Three views of a large installation in 
the City National Bank of Kansas City. 
Mo., sold and installed by Paul R. Mc- 
Collem, Inc. Top: the junior officers 
executive offices. Center: the board of 
directors attractive meeting room. Be- 
low: the executive officers of the bank's 
senior officers. Recessed lighting in 
ceiling provides even illumination. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 

OLORFUL and attractive in- 

deed was the Kilham Station- 
ery and Printing Company’s folder 
brochure on the subject. of their 
new location in the city of Port- 
land, Ore. We of BUSINESS 
BUILDERS doubly appreciated be- 
ing on the advance mailing of this 
direct mail piece because we know 
so well the executive personnel 
shown therein. Featured in this 
broadside were also the new Key 
associates in their departmental 
and sales staff. Well setup, also, 
was the line-up of their factory 
connections in the office supply, 
office furniture, engineering, and 
allied trade sources. 


* * * * * * * 


Next in our mailbag was the 
ever-welcome traveler to our Box 
2153, Spokane 2, Wash., care of 
Shaw & Borden Company head- 
quarters, the Poor Richard’s AIl- 
manack, direct from the city of 
Philadelphia. We commend its 
cheery messages to everyone in 
our listening audience, and we 
constantly are grateful to. that 
Philadelphia stationer who saw to 
it that BUSINESS BUILDERS are 
on this publication’s monthly 
mailing schedule. To cite just a 
few of the axioms and quotes to 
whet your appetite for style: 

(1) This factual observation 
from the editor himself on the 
subject of resultful tie-in: 

“STILL, you find, distribution is 
lagging behind advertising, and 
the product just isn’t available 
locally. You wonder how the ad- 
vertising pays off. You suspect it 
doesn’t. It has aroused your curi- 
osity and your cupidity, and then 
left you with your feet firmly IN 
MIDAIR. 

A few smart advertisers take 
the trouble and buy the extra 
space to list dealers’ names and 
addresses. They supply the miss- 
ing link in merchandising by mak- 
ing it easy to buy. 

There is probably no way to 
check on it, but it seems that mil- 
lions of dollars are wasted an- 
nually by advertisers who fail to 
follow through . . . from statement 
to store. 

(2) And then in lighter vein 
tune in to this relayed broadcast 
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of some gems from Omar Keller’s 
corner captioned “Hold the 
Phone”: 

*The morning after is often 
caused by a lovely Eve. 

*The height of salesmanship is 
the guy who talked his wife into 
feeling sorry for the gal who left 
her hairpins on the back seat of 
his car. 

*Who remembers when the 
bootblack used to put a clamp on 
ladies’ skirts? (With the NEW 
LOOK, perhaps the cycle is 
around!) 

*Both wedding and hunting lic- 
enses entitle the hunter to only 
one “deer.” 

*When you argue with a fool, 
be sure he is not similarly en- 
gaged. 

*Marriage is an arrangement 
of give and take—not fib and fake 

*Think this over: the greatest 
mistake—giving up. The cheapest, 
easiest thing to do—find fault. The 
worst bankrupt—tthe soul that has 
lost enthusiasm. The best teacher 

-the one who makes you want 
to learn. The greatest puzzle 
life. The greatest mystery—death 
The greatest thing, bar none, in 
all the world—LOVE. 


* * * * * * * 


And now we come to that part 
of our program that rated such 
interest from hearers of BUSI- 
NESS BUILDERS last year. We 
purposely went light on it in the 
latter part of 1947, and with the 
result that mail on this phase o! 
our service continues to surge in 
and we have quite a nucleus to 
present under this year’s file num- 
ber. Remember our offer to sen‘ 
in an idea when you request a 
mailing on a subject that interest: 
you or other members of your 
office outfitting organization ... 
Here they are: 

No. 48-1 HOUSE ORGANS THAT 
ADVERTISE YOUR BUSINESS: 
This is a most intriguing file made 
possible by several contributions. 
In requesting material applica- 
ble to your needs, send samples 
of your present mailings to give us 
an idea of what you might most 
profitably scan in data on getting 
new readers, keeping readers in- 
terested, keeping your own organ- 
ization tuned in, and building 
goodwill of new and old users of 
your products and services. 


No. 48-2 OFFICE OUTFITTING 
SALES MEETING IDEAS THAT 
HAVE CLICKED. OFFICE APPLI- 
ANCES audiences to Business Build- 
ers have perhaps been the most 
prolific and generous in their sub- 
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mission of thoughts that we have 
grouped under this heading. And 
again give us an inkling as to 
your specific wants when exchang- 
ing IDEAS on this important 
phase of our profession of office 
outfitting. 

No. 48-3 NEWSPAPER DISPLAY 
ADVERTISING SLANTS FOR THE 
STATIONER. This is a large file, 
too, and share it we will to stim- 
ulate new business for 1948. 


No. 48-4 BUSINESS-GETTING 
EFFECTIVE LETTER TIPS. This 
file has grown like Topsy with 
data from stationers coming in 
from Arizona to Chicago, and 
from Maine to California. Direct 
mail is truly an important cog of 
our trade’s sales promotion. 

No. 48-5 CUSTOMER REAC- 
TIONS and WANTS! We are term- 
ing this our C. R. A. W. File. 
Here is a _ bulging folder on 
what dealers and dealers’ sales- 
men have reported. Definitely of 
major interest to manufacturers 
in our field. If used properly will 
assuredly benefit both the station- 
er and his customers in improving 
products and getting worth-while 
new ones on the market. 


* * + * * * a 


“The Sayings of Stella the 
Steno” is an excellent feature in 
the house magazine called The 
Economist, published by the S. G. 
Adams Co., St. Louis, Mo. 

We will sign off this monthly 
broadcast with as many of 
Stella’s saying’s as can get into 
this release . . . here they are: 
*A man’s greatest mistake is to 
suppose that grass widows are 
green. 

*The reason that there are so 
few women after-dinner speakers 
is because few can wait that long. 
*The only thing left in the world 
that can be shocked is grain. 
*The other fellow’s sins, like the 
other fellow’s car lights, always 
appear more glaring than our own. 
*No one has ever proved which 
gives a woman more pleasure—to 
hear herself praised or another 
woman criticized. 

*Even when a wife doesn’t select 
her husband’s clothes, she often 
picks his pockets. 

*‘Many married men wish Adam 
had died with all his ribs in his 
body. 


Office-efficiently yours! 
RALPH B. ORTEL. 


bt 
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The State of 
the Industry 


@ EACH MONTH records more manufac- 
turers in the ranks of those who have im- 
proved deliveries substantially, some even 
beginning to use the word ''normal."’ In the 
three general categories of paper, wood 
and metal products, wood seems to be 
making the best showing. The expected in- 
crease in steel tonnage in 1948 may speed 
up the production of metal furniture. Office 
machines are catching up in some areas. 
Several manufacturers have announced new 
models on which relatively quick deliveries 
are promised. A recent report indicates a 
“period of intense competition,” but a de- 
cline in sales is not expected. 


@ PROFITLESS PROSPERITY seems to be 
having some return engagements among 
businesses in this industry. Bigger total 
volumes are earning smaller percentages of 
the profit, and occasionally a lower dollar 
profit. Many increased costs such as wages, 
taxes, rents, and so forth, cannot be cut, 
but some wartime inefficiencies may be 
eliminated. A thoughful survey may reveal 
a number of cost-cutting opportunities. 


—WSL 





HERE AND 


Early Recession Unlikely 


&@ IN A RECENT RELEASE, Dr. Sumner H. Slich- 
ter, Lamont University professor, Harvard University, 
and chairman of the Committee for Economic De- 
velopment research advisory board, said, “I don’t 
think that any let-down likely to come within the 
next 12 months will amount to much, and I think it 
doubtful whether there will be any.” Dr. Slichter’s 
discussion of the economic outlook. for the United 
States is an illuminating document. It deals with 
several basic aspects of the general problem in a 
logical and convincing manner. 


Dr. Slichter says that it is more important to con- 
sider ways and means to make the transition to more 
normal conditions without upsetting the economic 
structure and possibly bringing on a recession. The 
overall problems of the price structure, foreign invest- 
ments, wage increases, and so forth, are largely be- 
yond the control of office equipment and supply deal- 
ers. Yet every member of the industry can contribute 
to stability by careful planning of his business opera- 
tions, by maintaining a balance between costs and 
sales, by exercising caution in every phase of his busi- 
ness. It isn’t the lack of ‘““know how” so much as bad 
timing that causes business troubles. Beat the reces- 
sion to the punch by taking thought now. 


THERE 





‘GREATER GIFTS NEEDED FOR 
AN EQUAL RED CROSS JOB,' 


25 


000,000 


The National Blood Program when 


hours of their time. 


uncertain and unpredictable. Yet 
tanding by, ready for any emer- 





IS CAMPAIGN PLEA OF ‘48 fully established, will make whole gency, is the Red Cross with mil- 
The 1948 fund campaign of the binnd and its derivatives aveilable lions of organized workers to carry 
American Red Cross, scheduled to without cost to all people of the yn its manifold services. 
tart in March, reminds the public nation. Its beneficiaries carry in Thus the plea, ‘This year greater 
that ‘this year greater sums are their very veins a token of neigh gifts are needed for an equal job!’ 
needed tor an equal job." In its rly service. 
steadily iaidadian alist on a Events of this year of 1948 are LAMONT H. WOOD PRESENTS 
: HOSPITAL WITH $1,000 AS A 


peacetime program, the Red Cross 
is expanding its work for veteran: 
and their dependents, while at the 
same time maintaining its tradi 
tional services to the armed force: 
and to civilians. 

Red Cross beneficiaries in 1947 
were legion. Nearly 100,000 per 
sons received emergency help and 
rehabilitation following disasters of 
the past fiscal year. In the first ten 
months of 1947 alone, Red Cross 
jisaster reliet appropriations were 
approximately $9,500,000. Financial 
assistance to veterans, servicemen 
and their dependents totaled $1 | 
944,365 for the year. Numberless 
persons were served by Volunteer 
Special Services workers, who aave 
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"GIFT FROM THE HEART" 

A check for $1,000, received at 
the Mercy Hospital in Kansas City, 
Mo., recently, reflected the giver's 
understanding of the trials of being 
bedfast during the holidays, Mrs. 
Lena H. Dagley, secretary to the 
hospital board, noted. 

Lamont H. Wood, the donor, has 
supervised the business of the Mid- 
west Typewriter Company from his 
Kansas City home at 418 W. Meyer 
Blvd. since painful neuritis induced 
by a thyroid disorder has kept him 
in bed. He underwent an operation 
some time ago and is slowly recov 
ering the use of his legs. 

Mr. Wood founded and is presi 
1948 
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the M im eogtaph dup icator 
by A'BDick Company 


Take your choice from the complete line of electrically driven 
and hand- operated models. Your Mimeograph distributor's 


name is in the classified section of your phone book. 


A. B. DICK COMPANY, Chicago e THE MIMEOGRAPH COMPANY, LTD., Toronto 


COPYRIGHT 1948, A.B. DICK COMPANY R) 
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dent ot the typewriter company and 
is a director of the National Office 
Machine Dealers Association. 

The gift to Mercy Hospital was 
delivered early Christmas day by a 
son, Louis F. Wood, who added a 
$50 contribution of his own. 

A message with Lamont H. 
Wood's check offered it “as a 
Christmas gift to Mercy Hospital 
with the thought in mind that it 
may in a small way help to heal 
the illness of little children—tfrom 
one who has been bedfast sever 
years and can appreciate what good 
health means." 





DICK BUTTON ADDS A NEW 
TITLE TO SKATE HONORS 


Dick Button of Englewood, N. J. 
18-year-old son of George Button 
Underwood Corporation official 
has added the European men's fig 
ure skating championship to hi 
string of ice titles annexed in five 





DICK BUTTON, CHAMPION SKATER, 
CUTTING A GRACEFUL FIGURE 


years of competition. He defeated 
the defending titleholder, Hans 
Gerschwill of Switzerland, by || 
places to |8 recently at Praque 
Czechoslovakia. 

This was sweet revenge for But 
ton, inasmuch as in the previous 
year the Swiss skater nosed him 
out by one-tenth of a point at 


Stockholm. 





MRS. FRED C. SCHAEFER, WIFE 
OF THE SANFORD INK OFFICIAL, 
ENTERTAINS ARMY PATIENTS. 


Patients of the United State 
Army Hospital at Fort Snelling, near 
St. Paul, Minn., had a welcome ad 
dition to the program as they held 
their annual Christmas party and 
entertainment in December. 

Mrs. Fred C. Schaefer, wite of 
Fred C. Schaefer, vice-president of 
the Sanford Ink Company, demon 
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strated that she is an accomplished 
musician as she entertained the 
group with many selections ranging 
trom the classical to boogie-woogie. 
She also served as the accompanist 
tor soloists on the program. 

Mrs. Schaefer received a letter 
trom the commanding officer ex 
pressing his sincere thanks for her 
part in the program. 

All during and after World Wars 
| and Il, Mrs. Schaefer has given 

r time unselfishly to inspire new 

pe in the hearts of the service 


en 





WAR HEROES REMEMBERED 
SAYS MAX MANUS, LEADER 
OF UNDERGROUND FORCES 


Norway hasn't forgotten its war 
heroes—particularly the men and 
women who braved death so often 
as members of the Allied under 
ground forces. 

That's the message Max Manus 
recognized leader ot the Norwegian 
underground during World War II 
told a WNBC audience when inter 
viewed recently in New York City 
by Jinx Falkenberg on the Hi-Jinks 
program which she shares with her 
husband, Tex McCrary. 

No, we're not forgotten,’ re 
plied Manus in reply to a question 
by Jinx. ‘We're still remembered. 
By the man in the street, the busi 


and even King Haakon. 
<< 


anes han 
Why, the King invites a number « 
unch at the Palace quite fre- 


T Talk over our war ex- 


lefinite proof, too, that the 
busine man remembers. I'm a 
in the Oslo firm of Clausen 
We are the Norwegian 


par Tner 
A = 
ind Manus. 





JINX FALKENBERG INTERVIEWS MAX 
MANUS ON STATION WNBC 


representatives of Dictaphone Cor 
poration. When | call for an ap 
pointment to demonstrate a Dicta 
phone product, | invariably learn 


| 


that my name, as well as the cor 
poration | represent, are well-known 
and an appointment quickly is ar 
ranged.’ 





HORSE SENSE FROM OLLIE THE OWL 


Ou.LIEe 2 WHO STREET 
THE OAK TREE 
Own. HOLLOW 





Dear Editor: 

Pelican Pete, the painter, could 
paint a house faster than any 
other painter in Birdland. He'd 
just put a gallon of paint in his 
big mouth, stir the mixture 
around for a few seconds with 
his paddle-like tongue, and 
phooey! . .. he’d shower that 
paint on in a jiffy with such pre- 
cision placement that not even 
a speck of paint got on the win- 
dow panes. Siding, trim and 
sash looked like he’d spent 
hours of brush work on them. 

He didn’t own a scaffold or 
ladder, didn’t need such tools of 
trade. When he wanted to paint 
up high, he’d just take a deeper 
breath than when he was paint- 
ing on the low siding, so that he 
could blow a little harder and 
geyser the paint up to the top 
of the building. Every painter 
in Birdland had to admit that 
Pelican Pete was a crafty cratts- 
man although they got kind of 
peeved with such competition. 

The only trouble with Pelican 
Pete was that he never made 
any money. He used his big 
mouth in place of elbow grease 
and did a swell job, but when 
it came to selling his craftsman- 
ship he just sat on the siding. 
Tell this bird that he ought to 
capitalize his talent with sales 
promotion and he’d argue, “If 
they looked up that guy in the 
woods to buy his mouse traps, 
they'll look me up to give me 
paint jobs, because from outside 
white to inside floor varnish, I've 
got the best painting trap in the 
business.” 

The last time I saw Pelican 
Pete he was still turning out a 
good job in jigtime, but he didn’t 
have a feather in his nest be- 
cause he failed to pair his 
craftsmanship with effective 
sales promotion. 

The man who makes the best 
mouse trap will get lost in the 
woods unless he uses his trap 
to sell it. 

Very wisely yours, 


“OLLIE THE OWL” 
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~ TPrecision. 


“ That’s what you get in PANAMA-BEAV ER Carbon Papers 


Constantly precise as the most detailed operations in producing an airplane, 
are the manufacturing processes employed here to make PANAMA-BEAVER prod- 
ucts infalliby 


ve shot out to office officioney 


2S Brilliantly conceived, meticulously planned, developed into vital being for yeo- 
If man service in the most important of America’s offices and institutions — PANAMA- 
e BEAVER Carbons and Ribbons can never suffer from the obvious faults of mass- 
s, production, never be other than head and shoulders above the commonplace. 





PANAMA-BEAVER 
OnE” Aa 





* MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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NOMDA NEWS 





National 


Office Machine Dealers 


Association 


R. H. Koch, Executive Secretary, 803 Third National Bldg.. Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


“Office : 
a” 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





Big Mid-year Meeting of National Office 


Machine Dealers Association Indicated 





OMDA WILL LITERALLY take over Springfield, 

Mo., for its mid-year meeting beginning Washing- 
ton’s Birthday, February 22, and continuing through 
February 24. This interim convention, coming at a 
point midway between annual conventions, promises 
to be one of the iaigest meetings NOMDA has ever 
held. Letters and reservations are being received from 
dealers all over the country, pointing not only to a 
record gathering but also to one which will reach a 
new high in enthusiasm. 

Without doubt, this meeting will offer the biggest 
opportunity for solid, substantial gain and the most 
satisfying, profitable event that NOMDA dealers have 
ever had. An ambitious program has been set up. For 
the first time in office machine history a complete, 
standardized presentation of service operation will be 
given to provide the dealer with the proper, profitable 
procedure for repairing, repainting, retyping, cleaning, 
and rebuilding typewriters and adding machines. While 
service will be the feature theme, equally important 
will be the other offerings on the agenda. 


The program will be the greatest educational aid 
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Outstanding Service 
Program to Feature 
In-Between Conven- 
tion to be Held at 
Springfield, Mo.. 
February 22-24 


the dealer has ever received. Important speakers will 
talk on subjects vital to the dealer’s success. Detailed 
explanations and demonstrations will make this a 
“how-to-do-it” affair. Dealers will actually be able to 
see how things are done. They will be.able to examine 
closely methods and procedures and determine how 
they will fit their own business and problems. 

The Office Appliance Mechanical Institute will be 
the laboratory and the demonstration room. It will 
be thrown wide open to all who attend the convention. 
Each step will be graphically and ably presented in 
this large and thoroughly up-to-date establishment 
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SCENE OF NOMDA’s MID-YEAR MEETING.—Downtown Springfield, Mo., which will be 


invaded by members of the National Office Machine Dealers Association, Feb. 22-24, 1948. 
An outstanding program, unique in NOMDA history, awaits dealers attending conference. 
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Illustrated: 





Smith-Corona ‘‘Silent Secretarial’? Office Typewriter 











SMITH-CORONA 


Ghat! 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N.Y. 


Makers also of famous Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators and Typebar Brand Ribbons and Carbons 
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This group of mechanic-trainees at the Office Appliance 
Mechanical Institute will play an important part in the 
mid-year meeting of NOMDA to be held in Springfield, Mo., 


which has been termed the outstanding office machine 
mechanical school. 

“You will see things that will amaze you ...a 
model repair shop ... a model parts cabinet .. . per- 
fect retyping that takes less than an hour to do... 
durable painting jobs that are so simply done you'll 
want to install the method in your own business (and 
you can) ... systematized repairing .. . correct in- 
spection . . . standardized procedures. You'll also see 
how future mechanics are trained and you'll learn 
what can be expected of them. As an added feature, 
you'll be invited to attend the graduation activities 
for some of them,” state NOMDA leaders. 

How much does it cost to recondition a typewriter? 
How much to rebuild a typewriter? How can a shop 
be made more profitable? How much time should a 
mechanic spend in reconditioning or rebuilding a type- 
writer? Can a mechanic be trained in the mechanisms 
of all makes of typewriters? How is the Institute re- 
building dealers’ machines? The answers to these and 
many other questions will be available at this meeting. 


Sunday Extra Special for Mechanics 


Sunday has been set aside for a very special event. 
It will be “Typewriter Mechanics’ Day,’ devoted espe- 
ciaily to the problems and needs of dealers’ mechan- 
nics. It will be their day, intended to help them in 
every way possible to become better mechanics. All 
dealers are urged to bring or send their mechanics. 
This part of the program alone should be well worth 
the expense of the entire trip. 

The day will start with a Mechanic and Boss Break- 
fast. From then on for the rest of the day the pro- 
gram is one of education for the mechanic and will 
cover painting, spraying, drying, and costs; retyping, 
soldering, time element, costs; typewriter rebuilding, 
parts, time, costs; resurfacing carriage rails; frame 
bearing adjustments; welding, noiseless type retyping; 
transfers and methods; cleaning and cleaning solu- 
tions; reconditioning specifications, time required, 
and so forth. Actually, this is more than just a re- 
fresher course and no mechanic will want to miss it. 
The cost will be merely for the breakfast. 

Sunday afternoon will find the directors of the Asso- 
ciation assembling in business session. 


Main Show Starts Monday, February 23 


The main program will get under way Monday morn- 
ing, February 23, and will be divided between service 
and selling functions. Top men have been secured to 
deal with promotion, advertising, financing, and other 
subjects to provide members with profitable direction 
and usable ideas. Some unique features have been 
planned to make the presentations more practicable. 
Speakers at the noon luncheons will bring both food 
for thought and much entertainment. 

Monday night is to be highlighted by graduation 
exercises which will bring that full and fertile day to 
a climax. Tuesday has more good sales and service 
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Feb. 22-24, 1948. Graduation exercises for a considerable 
number of them will be one of the interesting events of a 
program demonstrating correct dealer service operation. 


material in store and will continue with the good work 
started on Monday. The convention will come to an 
ascending close Tuesday night with a banquet, dance 
and entertainment in the form of an attention- 
holding preview of a nation-wide broadcast, “Korns-a- 
Krackin’.” It’s unusual and distinctly Ozark enter- 
tainment that makes the laughter muscles work over- 
time. 

There will be plenty for the ladies to do and see, the 
committee promises. A glamorous program is in the 
making. Luncheons at famous spots, trips into the 
well-known Ozarks, bridge, shopping, and other forms 
of entertainment are scheduled. 


Get Your Hotel Accommodations Now 


All local hotels have been assigned for this meeting 
so that there will be no dearth of accommodations. 
However, do not wait until the last minute; get your 
reservations in as soon as possible, says the committee 
Rates: $2.50 up at the Colonial, Moran, Kentwood 
Arms, Missouri, Seville and York. For those who plan 
to drive, there is a wealth of high-grade tourist cabins 
and motor courts. The roads are good and this section 
is noted for its excellent auto hotels. When you write, 
indicate your choice. Mail reservations to— 

Hotel Reservation Committee, 
NOMDA, 

P. O. Box 1594, 

Springfield, Mo. 


General chairman is C. LeRoy (Rocky) Jones, director 
of Office Appliance Mechanical] Institute, Springfield, 
Mo., while vice-chairmen are Robert (Bob) Ran- 
dazzo, past president, NOMDA, Kansas City, Mo., and 
Maurice M. (Mossy) Newmark, governor, Region No. 9, 
St. Louis, Mo. Scenes of the activities will be the 
magnificent Shrine Mosque, the American Legion Au- 
ditorium, and the OAM Institute. As this is a national 
affair, members from all parts of the country will be 
present. Non-member dealers are invited to attend. 

The Chamber of Commerce has this to say about 
Springfield, Mo.: 

Home of Drury College, Southwest State College, 
Central Bible Institute, three senior high schools, a 
business university, leading office mechanic training 
school, a nationally-Known system of grade schools, 85 
churches, three radio stations, the Federal medical 
center, O’Reilly Veterans’ Hospital, 840-acre Class Four 
airport, largest railroad shops west of the Mississippi, 
outstanding newspapers, three trailer manufacturing 
plants, largest milk plant in the world under one 
roof, three golf courses, splendid system of public 
parks, and nearly 20,000 homes under gorgeous trees. 
Also is the gateway to the vacation area. Four-season 
climate ideal and living costs as low or lower than 
any other city in the nation. Shopping, financial, and 
amusement capital of 136 towns and cities of southern 
Missouri and northern Arkansas. It is easily reached 
by first-class rail, air, and bus transportation facilities, 
while the roads are A-1 for auto travel. 
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MITTAG & VOLGER 


ESTABLISHED 1881 


FINE CARBON PAPERS AND INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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OFFER PORTABLE AUTOGRAPHIC REGISTER 

The American Register Company, 564 E. First St., 
Boston 27, Mass., has announced the development of 
a new portable autographic register termed as “The 
lightweight register for heavyweight work.” Made of 
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NEW PORTABLE AUTOGRAPHIC REGISTER 





light-gauge steel it is light enough to carry around 
on a truck or through the plant, yet is sturdy enough 
to be used as a desk or counter register. 

The register is adaptable for from two to five copies 
and a slight pressure on an ingenious starter ejects 
sufficient paper to grasp for speedy extraction of the 
balance of the form. Finished in blue Hammertone, 
it holds up to 75 sets of forms, has a file compartment, 
uses roll carbon and its styling eliminates all sharp 
corners that might scratch the surface of a fine desk. 

°° 


WATERMAN OFFERS NEW LADIES’ MODELS 


Latest additions to the L. E. Waterman Company, 
New York 13, N. Y., 


344 Hudson St.., line of ladies’ 











WATERMAN TAPERITE SET FOR LADIES 


fountain pen and matching pencils are the two 
Taperite models illustrated here. The pen, listed as 
the 897V, is a companion model to the popular Corinth . 
and is priced at $8.75. It has all of the features of 
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the standard length model, including the Lock-Slip 
cap of non-tarnishing Astralite. Although trim-on 
clip, one-stroke filler and lock ring are in gold, the 
897 is not subject to Federal jewelry tax. The set, 
composed of pen and matching pencil, sells at $13.00 
and is available in blue, maroon, gray and jet. 


—-- 


HALDON OFFERS NEW MAGIC MAILER 


A new offering in the office appliance field is the 
Magic Mailer being produced by the Haldon Manufac- 
turing Company, Inc., 837 N. La Cienega Blvd., Los 
Angeles, Calif. 

By sliding an envelope through the mailer from 
right to left, it is moistened and sealed, ready for 
stamping. A section of the felt moistening wick is 
exposed and serves as a handy stamp moistener. The 
manufacturers claim that the Magic Mailer eliminates 
the mess of sponges, leaves no glue or water on the 
fingers and avoids smudging of envelopes. Suggested 
retail price is $4.95. 

Catalog sheets, mailing inserts and other selling aids 
are available with orders. The Magic Mailer is sold in 
the Midwest by Elmer Krumwiede & Associates, 336 S. 
Jefferson St., Chicago 6, Ill.; on the Pacific Coast by 





“MAGIC MAILER” MOISTENER-SEALER 


Joe D. Hale Company, 314 N. Robertson Blvd., Los 
Angeles 36, Calif.; in the Southwest by F. P. “Fritz” 
Gregg, 5926 Mercedes St., Dallas 6, Tex.; in the South- 
east by John Emerick, 3107 S. Hill, Arlington, Va.; in 
the Middle East by Frank Waters, 1635 W. Front, Ber- 
wick, Pa.; and in Greater New York and the New 
England states by H. O. Atwood & Associates, 10 
Thomas St., New York 7, N. Y. All exporting business 
is handled from the home office which is located at 
837 N. La Cienega Blvd., Los Angeles 46, Calif. To aid 
eastern retailers, all shipments made east of the Rocky 
Mountains are distributed from the Chicago and New 
York warehouses of the company. 
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“4 You can tell a wise portable dealer 


4 WITHOUT EVEN SEEING HIM! 


=> 
_— 














) 
He’s the man who displays Royal others—have marked milestones in 
: Portable point-of-sale material in typewriter history. 
, his windows. And the public knows it! 
He’s the man who features Royal In a recent national survey among 
Siestahlen un his comisbens. students, Royal was an overwhelming 
choice — more students wanted a Royal 
5 He’s the man who gets behind the Portable than wanted the next two 
. leader _ and Royal is the leader in the brands put together! 
5 ri old! ; ;, 
typewriter field It’s logical, then, for the wise dealer 
y For, through the years, Royal has con- to get behind Royal. To establish him- 
; sistently made typing easier and more self as his neighborhood Royal Portable 
; efficient! Royal’s features — “Magic” headquarters. To feature Royal. To push 
Margin, “Touch Control,’ and many Royal. To make money with Royal. 
1 
5 
1 
S 
’ 
. 
0 
S 
t 
: Th dard iter i ble Si 
e Standard Typewriter in Portable Size 
Looncmenemenetemennnel 
‘‘Magic” and “Touch Control re registered trade-marks of Royal Typewriter Company, Inc 
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Now?! 2 New Profit-Makers 
Visible Record 








Shown above, Globe- 

Wernicke’s 12 drawer 

Visible Record Cabinet 

with popular easy-to-use 
card holders 


The well-known G/W Visible Record Equipment line has been a de- 
pendable profit-maker for many years. Now, with the addition of an 
aluminum book and a card record folder, this line takes an increased 
importance sales-wise and profit-wise. Cash in on the opportunity 
to increase your Sales and profits. For complete information write to 
The Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio. 












Fw Globe - Wernicke 





VISIBLE RECORD EQUIPMENT 
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added to GLOBE-WERNICKE’S 
Equipment Line! 





NEW ALUMINUM 
Visible Card Record Book 


This compact Visible Record Book is 
made entirely of aluminum and finished 
in handsome seal grey. Its light weight 
and ease of handling makes it extremely 
desirable for work where records must 
be carried from place to place. Book 
closes tightly on all sides, protecting 
records from dust and dirt. Available in 
sizes for 3”x 5”,4"x 6", and 5” x 8” cards. 






NEW VIS-ETTE 
Card Record Folder 


Because the Vis-ette Folder serves many 
purposes where portable visible records are 
needed, it is a popular, fast selling item. 
It’s made of sturdy pressboard with an 
angular celluloid tab, four inches long, for 
indexing contents. Holds 20 Kraft pock- 
ets, each die-cut to take 5” x 8” card on one 
side and a companion card which may be 
4” x 6”, or 3” x 5” on the other side. Pocket 
holders and title protecting strip margins 
are made of 10 point clear celluloid. 


® Filing Equipment and Supplies 
a k Office Accessories 
O Q Q r 1) ] Cc Q Office Furniture 


VISIBLE RECORD EQUIPMENT Bookcases 
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C-THRU OFFERS NEW LETTERING GUIDE 

C-Thru Lettering Guides in sets of six are now being 
marketed by the C-Thru Ruler Company, 827 Windsor 
St., Hartford, Conn. These guides come in sizes '%, xs, 
4, #6, ¥% and % inches and are made of transparent 
plastic that is both pliable and rigid. 

Each guide has a complete alphabet, numbers and 
commonly used sizes, declare the manufacturers. 


¥ = . 4 pes ' 
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NEW C-THRU LETTERING GUIDE 


Usable with either sharp pencil or ink, most letters 
are formed with one operation. An undercut is de- 
clared to prevent ink smears when the guide is moved 
from one character to another. The guides are packed 
in a gold colored box that forms an effective display 
and serves as a storage for guides. Retail price of sets 
of six is $9.00. Prices may be obtained on individual 
sizes. 
—-- 


PATENT NEW EXPANSIONABLE LOOSELEAF RING 

An invention of a loose leaf binding ring, readily 
contracted or expanded to whatever size desired, has 
been announced by Mrs. Gladys Bennett, Jamestown, 





NEW EXPANSIONABLE LOOSE LEAF RING 


Above: the ring in detail. Below: the rings open in 
binder ready to receive sheets or other papers. 


Pa., who desires to contact an interested manufac- 
turer, preferably one who would give special considera- 
tion to the employment of handicapped persons. 

The nib on the tension spring, as can be gained from 
the accompanying illustrations, falls into the desired 
hole as the ring is contracted or expanded. As front 
and rear ring sections are punched identically, all ad- 
justments are made with one movement. The back is 
held securely to the ring and automatically adjusts 
as changes are made in the ring size. It is the inten- 
tion of the inventor that the product be made in a 
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variety of sizes so it can be used for any purpose for 
which any standard loose leaf ring would be employed. 
It is claimed that sheets or other papers held in the 
new ring can be more readily indexed, as the outer 
edges will always be even. The division markers can 
easily be seen at all times. 
oe © 


MOLDMASTER OFFERS NEW CARD CABINET 

The Glido executive slide card cabinet is offered 
by Moldmaster, Inc., 899 E. 149th St., New York 55. 
N. Y., as an item designed for the busy executive, re- 
ceptionist and others wanting cards kept within fin- 
gertip control. 

The sides of the cabinet are made of phenolic 
plastic, generally supplied by Durez. The body or 
housing of the cabinet is of steel or aluminum and 





GLIDO SLIDE CARD CABINET 


the slide arrangement will be either of rolled alumi- 
num or extruded polystyrene. The color arrangement 
is ebony sheened black with “Futura” Gray Lustralite 
Illustrated herewith is a cabinet 8 inches wide, 10;' 
inches deep and 614 inches high. It is intended to file 
4 x 6-inch standard cards. Other cabinets will be 
brought out at a later date. 
—~—-< — 
LIPTON OFFERS AUTOMATIC TAPE SEALER 

The Lipton Manufacturing Company, Inc., 52 W. 
Houston St., New York, N. Y., recently announced the 
entirely new Lewis automatic tape sealer for tape 
widths up to three inches. 

Patented speedy tape measuring and stop adjuster 





fe. 


LEWIS AUTOMATIC TAPE SEALER 


is declared to save up to 50 per cent on gummed tape. 
The machine automatically feeds, moistens, measures, 
cuts off and delivers desired length of tape in one 
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operation. New features claimed are the floating auto- 
matic pressure control weight over brush to give cor- 
rect, uniform, end-to-end moistening, and a fully 
covered body to keep tape fresh and clean and me- 
chanism dirt-free. An illustrated booklet describing 
the new product is available to those who write the 


manufacturers. 
o—-e 


MAYFAIR OFFERS STEEL CARD FILE 
The Mayfair Company, 315 N. Desplaines St., Chi- 
cago 6, Ill., is offering for immediate delivery a new 
streamlined steel 3 x 5-inch card file. The top is one 





NEW MAYFAIR STEEL CARD FILE 


piece stamping and fastens to the bottom with a full 
continuous piano hinge on the back. The file is made 
of heavy metal and is painted in gleaming baked 
enamel finishes in choice of green or walnut. Sug- 
gested retail price with A-Z index or recipe index is 
$1.00; without index, $.85. 


*—-¢ 
DANISH FIRM OFFERS NEW PERFORATOR 


A new Rossington perforator is offered by Klinge & 
Lindtner, Grundtvigsvej 23, Copenhagen V., Denmark. 





NEW MADE-IN-DENMARK PERFORATOR 


This neat little item for the desk, finished in dark 
green, is provided with an underlay rubber which pro- 
tects the table. 


—->--—__—__— 


MASO OFFERS NEW UTILITY STAND 

A new No. 1824 Champion Utility Stand, designed to 
support large office machines, is being offered by 
Maso Steel Products, 500-32 S. Throop St., Chicago 7, 
Ill. The new stand is 27 inches high, has two nine- 
inch drop leaves and measures a full 18 x 24 inches 
when opened. The one-half inch, hard-tempered Ma- 
sonite top has the new lithographed grained walnut 
finish and the metal is smooth baked enamel walnut. 


Screw heads are recessed and hinges are the con- 
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tinuous piano type. Casters are free, easy rolling with 
15g-inch wheels. Legs are one-inch tubular steel. 





MASO CHAMPION UTILITY STAND 


Packed two in a carton, knocked down, the stands 
have a shipping weight of 53 pounds per carton. Sug- 
gested retail price is $17.20. 

a ees 

MILO HARDING OFFERS IMPROVED VARNISH 

The Milo Harding Company of 432 W. Pico Rd., Los 
Angeles 15, Calif., and Pittsburgh, Pa., has announced 


NLO HARDING | & 


TEMPO CORRECTION VARNISH 


its new improved Tempo “306” correction varnish. 
The manufacturers claim that its advantages include 
effortless application, with one touch of the brush 
covering an error; almost instant drying; and a fluid 
that will not thicken in the bottle. The product is 
available in one-half ounce and one-ounce bottles 
and in blue and red. 





— 
OFFER FIRE-PROTECTED BILLING FILE 
A new cycle billing file, claimed the first especially 
designed for fire protection of one of the major assets 
of a department store—accounts receivable—was dis- 
played for the first time by The Mosler Safe Company, 
Hamilton, Ohio, and Craig Cycle Billing Files at the 
National Retail Dry Goods Association convention 
January 12-16 in New York City. The fire-protected 
file was constructed jointly by Mosler and Craig. 
Distribution is to be made through Craig offices in 


OFFICE APPLIANCES, February, 1948 









WABASH 
FILING SUPPLIES 




















For an average lifetime, the resources 
and facilities of Art Metal have been concentrated on better 


and better performance in office equipment. 
Art Metal | 





po Today, through your dealership in Art Metal, 
USA : : 
Postindex and Wabash, you pass on to your customers 


the result of this constant development. 


You can depend on Art Metal to continue its leadership in 


the development and manufacture of quality products. 
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New York City and San Francisco. 

The file carries the “B” fire label of the Under- 
writers’ Laboratories, Inc., including the 50-foot drop 
or impact test. Because of a “slide-in” door it occupies 


a minimum of floor space. 
OF eo 


METALSTAND OFFERS NEW HI-LO STAND 
Metalstand Company, Inc., 1715-1625 Melon St., 
Philadelphia 30, Pa., is now offering the Hi-Lo type- 
writer stand as a new development in its line. The 


METALSTAND’S HI-LO TYPEWRITER STAND 


easy-to-operate raising and lowering device is one of 
the improvements. The stand moves about on casters, 
has 34-inch plywood top and heavy gauge “J”-angle- 
construction welded legs. The natural grain wood top 
may be secured in either genuine walnut or maple 
finish to match other furniture. For maximum space 
the two side leaves can be lifted into a locked position. 
All stands are shipped set up, ready to use. 
Oe 
OFFER NEW DRAFTSMAN’S TOOL TRAY 

Winslow Product Engineering Corporation, 614 S. 
Maple Ave., Los Angeles 14, Calif., is offering the new 
Draftsman’s Tool Tray as a combination of rack and 
tray designed to keep triangles, curves, shields, rulers, 





WINSLOW DRAFTSMAN’S TOOL TRAY 


pens, pencils, erasers and drawing instruments in a 
neat and orderly arrangement at the worker’s finger- 
tips. The tray holds curves and triangles upright 
where they may be immediately identified. 

Polished to a high luster, the Draftsman’s Tool Tray 
is a streamlined, attractive metal device that weighs 
eight ounces and measures 35, x 8 inches 

2 - 
NEW FARIES LAMP USES CIRCLARC BULB 

Faries Manufacturing Company, Decatur, IIl., is now 
offering the trade a desk lamp specifically designed for 
usé with the new Circlare fluorescent bulb. This bulb 
is rated at approximately 18 watts and is semi-circu- 
lar in shape. The tube is one inch in diameter and 
the arc has an outside diameter of 12 inches. The 
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rated life, at three hours per start, is 2,500 hours. 

An all-brass adjustable shade is designed to throw 
light directly on the working surface of a desk. The 
shade is 7% x 14% inches. 


Height of the lamp is 13 inches. The heavily-felted 





FARIES CIRCLARC DESK LAMP 


cast base is 6 x 12 inches. Finished in electroplated 
statuary brone with gold trim or steel gray with gold 
trim, the lamp is furnished with turn-button switch 
and ten feet of rubber-covered cord. 





Sel-Tab plastic tabs to improve filing are being offered 
the trade by Sell Corporation, 531 S. Jefferson St., Chi- 
cago, Ill. The manufacturer’s list as features: the tabs 
formed of plastic in one piece; 45-degree angle allows 





SELL CORP. INDEX TABS 


perfect reading at any eye-level without distortion; 
smooth finish and contour eliminates cuts, scratches 
and broken fingernails; the extended back allows 
lower anchoring, thus eliminating annoying breakoffs; 
and easy attachment to any type of guide material, 
file folder or card. The inserts, made of plastic-coated 
paper, will allow typing of three lines of pica spacing. 
a 
REST-A-PHONE OFFERED TO TRADE 

Rest-A-Phone Company, Box 8788, Portland 7, Ore., 

is offering a new device designed for comfortable, 





REST-A-PHONE IN USE 


free-handed telephoning in office or home. The prod- 
uct, Rest-A-Phone, is molded of lightweight Tenite 
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There's only one dealer in your entire trading area 
Ts ; An Old Town with an Old Town Exclusive Franchise —and that’s 
we Exclusive Franchise Means: you! Pull away from competition on run-of-the-mill 
ng. brands with a high quality, value-proven product... 
PROTECTION: Old Town carbons, ribbons and duplicating supplies. 
my Was: ave the celle CE Tasin dicbie tx No confusing display of over-lapping items—you can 

your area. All orders go through YOU. meet all your customers needs with a simplified stock 

: of the strongest line in the field. 
PRODUCTS: 
ih cactilicte Ria sbbablied, gride Old Town Spirit Hektograph Supplies are known the 
marked and trade-marked. world overas tops in quality and economy of performance. 
PROMOTION: You owe it to yourself to get the details now! 
Hard-hitting dealer helps. Local selling 
aids, consistent advertising. 
PROFITS: 

Priced right to give you liberal margin 

of profit. Quicker turnover of com- 

pact stock. 

RIBBON & CARBON CO., INC. 

Write for FREE copy of OLD TOWN 's 

d comprehensive, 44 page book on prod- Foremost makers of Spirit Carton fir Every use 





‘ucts, uses, markets, etc. 750 Pacific Street > Brooklyn 17, New York, N. Y. 








POINTED...for Bi Profits! 


The sensational new, extra-sharp 


Swingline SPEEDPOINT staples 


The biggest news in staples; it’s the extra 
sharpness of Swingline’s SPEEDPOINT 


RIGHT IN THE GROOVE FOR 100% round wire staples that make for 
EXTRA-SALES! 


New chrome and grey Swingline 


S ler. Hardened el . . 
tapler. Ha steel parts quicker, penetrate further, prevent buck- 


Open channel makes it load 


gr maar design ling. Swingline SPEEDPOINT staples mean 


Stock up with these fast-selling 


_,) 


easier, faster stapling. They do the job 


aplers today! . . 
oe et ) higher unit sales... better profit...Order 
your supply now and cash in on the 


swing to Swingline. 


Fd YA 
< 4 =i» 
STAPLERS STAPLES 


SPEED PRODUCTS COMPANY, INC., 37-18 NORTHERN BLVD., LONG ISLAND CITY 1, N.Y. 
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SHARP PRR OT 


IT’S ALWAYS 
_ TRANSFER 
TIME eee 


show 
and sell 


Liberty 
STORAGE 
BOXES 











Now’s the time to display and promote 
modernized Liberty Storage Boxes... 
the national standard for 30 years. 
Liberty’s 23 stock sizes fit all standard 
commercial and bank forms. Records 
are protected from dirt, moisture and 
spillage by Liberty’s “flash” closing 


method. It also permits easy and instant 
REG US PA 


rel cl toh 44: 


access to the file. 
These low-cost Liberty Boxes are made 






of the finest quality jute corrugated 
board. They come knocked down, each 
box with printed, perforated labeling 


strips. Boxes can be stored in minimum To help you sell ae 


space, easily set up in a few seconds as : ; ‘ 
. Liberty's sales promotion material goes to work right 


needed. in your store, in your mail, on your counter, in your 
Write for the complete story of catalog. in your newspaper. These sales helps are 

Liberty’s special stock assortment and available now . . . free. Ask us about them. 

buying plans ... developed to keep your @ newspaper mats @ display cards 

inventory investment down, speed turn- @ catalog cuts @ miniature samples 

over and increase your rate of gross profit. ® imprinted circulars ® catalog pages 


es, 
Liberty All Metal Copy- SS 
holders... for increased 

i= copying efficiency. 


Liberty Permanent 
Storage Binders... . 
for loose-leaf records. 


Liberty String Binders 
= for packaging 
small forms. 





Three more ways to lower costs, save time, increase safety and efficiency. 
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plastic. The curved shoulder piece is padded on the 
underside and the earphone is held in the bracket by 
a metal strip which snaps over retainers on the 
bracket ends. 
<>< - 

VAN DYKE OFFERS NEW MODEL DESK LIGHT 

Van Dyke Industries, 21st and Rockwell Sts., Chi- 
cago, is offering a new two-tube fluorescent desk model 
lamp at an attractive low list price of $14.50 each, 





NEW VAN DYKE DESK LIGHT 


without tubes. This unit is Model No. 302, 15-watt, 
and is designed to provide a quality product and the 
maximum fluorescent lighting within a lower price 
range. The specifications include over-all height of 14 
inches, a shade 5% x 234 inches deep and 18 inches 
long, and base 9 x 5% and 2 inches high. The finishes 
are Morocco brown, Old English and desk gray. Ship- 
ping weight is ten pounds. 
—>< 
COLE OFFERS 27-DRAWER CABINET 

Cole Steel Equipment Company, Inc., 285 Madison 
Ave., New York 17, N. Y., has now begun to deliver its 
new 27-drawer steel storage cabinet. This new cabinet, 
identified as No. 2712, is constructed of heavy gauge 
cold rolled furniture steel, electrically welded and fin- 





COLE 27-DRAWER STORAGE CABINET 


ished in green or Cole gray baked on crinkle enamel 

The overall dimensions of the unit are 30 inches 
wide, 271 inches high and 13% inches deep while the 
inside drawers measure 13% inches deep, 9 inches 
wide, 34% inches high and 12 inches deep. The cabinet 
is declared to be ideal for catalogs, hardware, office 
forms, printed matter, art work, cuts, photographs. 

ee 

INTRODUCE A NEW TELEPHONE INDEX 


The Associated Industrial Designers, also known as 
the Sort-O-File Company, 3726 Effingham PI., Los 
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Angeles 27, Calif., have brought out a new telephone 
index which can be operated with one hand while the 
user is telephoning and has removable pages for the 
typewriting of telephone numbers. In addition, the 
new AID device is push-button operated. 

A slight pressure on the desired index button, at the 
same time holding the button between thumb and 
second finger, drops the loose leaf book open at the 
desired page. 

The model shown here is of plastic, but the index 
can be made of metal or other materials. The index 
pages could be made of aluminum. 

R. B. Larter, inventor of the device, has been al- 





NEW AID TELEPHONE INDEX 


lowed seven claims. The company has not yet decided 
whether to manufacture this device along with the 
present product, Sort-O-File, or have it manufactured 
elsewhere on a royalty basis. 

o—= se 


NEW BACKREST ACTION IN STURGIS CHAIRS 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has added two new chairs to the line. These are the 
No. 920 Sprylite and the No. 924 Springmaster chairs, 
herewith illustrated. The new chairs will be made in 
and shipped from the company’s recently acquired 
plant in Charleston, S. C. 

These new models differ from the older ones par- 
ticularly in the base and adjustment control. Both 
are springback stenographers’ chairs equipped with 





f 

oe J 
TWO NEW STURGIS POSTURE CHAIRS ON MARKET.—Lett: 
the springback No. 924 Springmaster, with Nukraft and foam 
rubber seat and backrest. Right: the springback No. 920 


Sprylite, with Nukraft seat and backrest. Both models are 
fitted with 15-inch casters. 





entirely new and revolutionary spring flexing action in 
the backrests. 
Seats and backs are the same as before but four 
(Turn to page 150, please) 
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electric statement machine 


® Speeds collections and reduces ® Eye-line visible dials BE 
accounts receivable 





® Automatic clear signal 


® Adds, subtracts, and multiplies © Full, flexible, highspeed keyboard 
| ® Subtracted items print in red 


AMIN 


> m 


© 8'."" movable carriage 


~ 


® Keyboard calendar prints dates ® Tabulator stops, variable line 
spacer 


sec oe Bey” 
2 SRN ae 


® Adds seven columns with date, 


ee nine columns without date ® Motorized total and sub-total keys 


foam 


2H R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N. W., GRAND RAPIDS 4, MICHIGAN 
on in for authorized R. C. Allen Sales and Service, consult the yellow pages of your telephone directory. 


four | % The only company which offers the independent dealer a full line of 
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0. S. Bloss, typewriter dealer in Davenport, Iowa, 
since 1928, visited us January 8. Agent for Woodstock 


Typewriter Company in the tri-city area, he had 
visited at Woodstock’s offices and found a bit of time 
to spare before boarding the Rocket train which was 
to take him back to Iowa. 

Mr. Bloss has had a long career in typewriters. He 
started with the Smith-Premier Company in Syracuse 
in 1892. He was transferred successively to Philadel- 
phia, Scranton, Chicago and Davenport. When Smith- 
Premier was withdrawn from the market he shifted 
to Remington and remained as manager in Davenport 
for about a year after Remington Rand was organized. 
For 36 years as manager and dealer he has operated 
from headquarters in the same city block. 

>? 

George A. Wagner, Northwestern Furniture Com- 
pany, Milwaukee, signed the Guest Book on January 
12. He was in Chicago on a buying mission. Mr. 
Wagner is an old timer in the Northwestern organiza- 
tion. He holds the position of sales manager and 
operates under Conrad Netzhammer, a man prolific in 
sound sales ideas. He can tell interesting tales of sales 
contests which have paid dividends to the company, 
its salesmen and the manufacturers whose goods were 
sold. 

—- 
SNELLING JOINS DALTON ADVERTISING 

William J. Dalton recently announced that Walter 
Snelling had joined his firm, William J. Dalton, ad- 
vertising, 431 Merrill Ave., Park Ridge, Il]. Mr. Snell- 
ing was with the Horder organization for more than 
25 years, in charge of purchasing and merchandise 





WALTER SNELLING 


promotion. Later he was with Wilson Jones Company 
in an executive merchandising capacity. This experi- 
ence will be utilized in his new connection with a firm 
which specializes in advertising and catalog service 
for the stationery trade. 
<>< 
W. B. WOOD PROMOTES A. MELTER 

W. B. Wood, Jr., vice-president of the W. B. Wood 
Company, specialists in office equipment at 43 Clinton 
St., Newark, N. J., recently announced the appoint- 
ment of Abraham Melter as vice-president in charge 
of sales. Mr. Melter has been a member of the Wood 
organization for the past 15 years 
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COMMERCE DEPARTMENT AND OEMI CO-OPERATE 
IN PUBLISHING POPULATION FIGURES 


Definite county-by-county figures on employment, 
payrolls and business population are now available in 
a series of state bulletins being issued by the Depart- 
ment of Commerce, H. B. McCoy, director of the Office 
of Domestic Commerce, announced late in December. 


Mr. McCoy said the basic data presented in the 
bulletins are “of prime value in deriving and analyzing 
market potentials and sales quotas, in the measure- 
ment of efficiency and effectiveness of sales operations 
and advertising efforts and in the planning of sales 
territories.” 

The series consists of 50 bulletins, one of each state 
and the Territories of Alaska and Hawaii. It presents 
by far the most up-to-date compilation of its kind, 
department officials said. Each bulletin contains a na- 
tion-wide summary, in addition to its state and county 
figures. 

In planning publications of the Series, it was de- 
cided that first-quarter statistics from the Bureau of 
Old Age and Survivors Insurance would provide the 
best basis for marketing research. Selection of statis- 
tics covering the first quarter of 1946, rather than 
those for the first quarter of this year, was dictated 
by the fact that the required punch cards were al- 
ready available as a result of other statistical tabula- 
tions. 

Organization of the county data was-undertaken by 
Government agencies for their own administrative 
use, and publication of the information for use by 
business was made possible by financial contributions 
of the business machinery and office equipment indus- 
try, through the Office Equipment Manufacturers In- 
stitute. If the current series is well received, it is 
hoped to undertake similar presentations in the fu- 
ture, officials said. 

The reports may be consulted by businessmen at the 
field offices of the Department of Commerce and at 
business libraries. 

E. D. Taylor, executive secretary of OEMI, learned of 
the existence of the basic market research statistics 
referred to above about six months ago. Recognizing 
their value to all industries as well as to the office 
equipment field, he sought for money to have them 
published. Members of OEMI agreed with Secretary - 
Taylor that the figures could be put into good use by Z 
all business organizations with something to sell. They i 
provided funds to have the data published. By this ac- 
tion, OEMI has contributed substantially to the com- © 
mercial world. 
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NEW OWNERS FOR KANSAS CITY FIRM 

The Shane Book Store, one of the oldest establish- 
ments in Junction City, Kans., which has been oper- 
ated by Mr. and Mrs. E. H. Shane for 24 years, was 
sold recently to Mr. and Mrs. Clarence Wuethrich of 
Junction City. 

The Shanes purchased the store in March, 1924, 
from Ray Bumstead, who had previously purchased it 
from the Trott family. 

This book store, which also handles office appliances, 
has an 82-year background. The Trotts, C. H. Trott 
and his brother, George, founded the store in 1866 
after coming to Junction City from Boston in 1865. On 
arrival, they immediately started erecting the building 
and its construction took a year. 

Upon the death of the Trott brothers, the store 
passed to the new ownership of Loring Trott, son of 
C. H. Trott. 

The new owners of the Shane Book Store are | 
familiar figures in the business section of Junction 
City. Mrs. Wuethrich is well experienced in the opera- | 
tion of a book store, having been employed in the 
Shane establishment for nine years. Mr. Wuethrich 
has been associated with the Johnson Funeral Home. 
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Automatic feed. Post card to legal size. 


Letter Size, Quire... $3.35 


Legal Size, Quire. __...... 3.50 g : 7 MW @g | 
overetgn rade "1 
\ 
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SPEED-0-PRINT CORPORATION + 161 E. GRAND AVE, + CHICAGO 11, ILLINOIS 





PROMPT DELIVERY 


You can now get prompt delivery on 
all posture chairs in Harter’s E-line, 











{ UJ A L Yes, Harter quality stands out in today’s posture chair market. There’s nothing 
hit-or-miss, Johnny-come-lately about Harter quality. It has developed logically 


and inevitably from 21 years’ experience in building fine posture chairs. 


Your customers recognize Harter quality in many outstanding features. Among 
them are Koroseal upholstery... U.S. Koylon foam rubber cushions... easy- 
to-operate adjustment controls... sturdy steel construction ...and more. They 


enjoy Harter quality in terms of deep-seated comfort, beauty of design and 
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upholstery, and long years of trouble-free service. 
i ¢ c 4 


An exclusive franchise for Harter posture chairs means profitable sales. A 
few such franchises are now available. Write for complete information. 
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POSTURE CHAIRS - STEEL CHAIRS 
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Ready Now 


BROWNE-MORSE 


STEEL FILES 


Better-than-ever Browne-Morse quality, mass produced with 
modern facilities. This new Browne-Morse file is Cesigned 
to fit the spirit with which American business faces the de- 
velopment of today’s markets. Sturdy, rigid, long lived and 
dependable, with a smooth, easy draw action that simply 
breezes open and shut. Its quality surpasses the expectation 
of users and dealers— for office equipment designed and 
built to meet the demand of the forward looking business 
man. Check the features of construction and operation listed 
below which make this Browne-Morse file the best engi- 


neered in its price range today. 


Write for 
service 
operations. 


Reinforced, heavy-duty, one-piece ex- 
tension arms with five hardened rollers, 
roller bearing equipped for a positive 
free-floating action. Extension arm is 
ribbed, providing a minimum bearing 
surface for frictionless opening and 
closing. 


ARCHITECTS 


OF 


complete data on Browne-Morse engineering 
helps you build efficiency into your office 





Patented extension arms and channels 
permit inserts to be made in a few 
minutes. All-welded steel frame creates 
a solid, rigid unit. Positive action 
drawer stops, drawers easily taken out 
or put back. Automatic locks can be 
installed in field. 


EFFICIENCY FOR 


AMERICA'S 








Jam-proof, sure-grip, positive -acting 


follower block helps keep files rig 
at attention at all times. 
on the spring lock releases the bl. 
adjustment to 


for quick, easy 
drawer contents. 
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A light touch 
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WHOLESALE STATIONERS ASSOCIATION PLANS 
ANNUAL CONVENTION AT THE DRAKE HOTEL 
The Thirty-Second Annual Convention of the Whole- 

sale Stationers Association convenes at the Drake 

Hotel in Chicago February 10-13, opening on Tuesday, 

February 10, with advance exhibit inspection. 

On the schedule: 

Wednesday, Feruary 11, 9 am —Grand opening of 
entire exhibit at 9 a.m., afternoon business session, 
the sales representatives national society reception, 
floor show and cocktail party at 9 p.m. in the Grand 
ballroom. 

Thursday, February 12—Morning business sessions 
and “Speakers with a Message.” 

Friday, February 13—The sales representatives’ na- 
tional society breakfast meeting, morning business 
session and speaking program; annual banquet in the 
evening. 

Program highlights include: 

A presentation of completed plans for a school sup- 
ply promotion slogan. 

Sales and marketing ideas by Walter J. Horvath, 
nationally-recognized sales and marketing consultant. 

“Who knows the answers?” An industry clinic with 
five wholesalers and five manufacturers on the ten- 
man panel. 

“The Gift of Ts’ai Lun—Paper”, a motion picture. 
Compliments of the Hammermill Paper Company, Erie, 
Pa. 

Advance list of exhibitors contains the names of 71 
firms. Exhibits will open until noon Wednesday and 
in the evening to 11 p.m. They will be open on Thurs- 
day all afternoon and evening and on Friday after- 
noon. 

— 
ULBRICH HOLDS ANNUAL STORE DINNER 

The annual store dinner and party of the Otto 
Ulbrich Co., Inc. of Buffalo, N. Y., was held for about 
125 employes on January 12 in the Markeen Hotel. 
President Otto C. Grauer delivered a greeting and 
Vice-president Walter H. Miller was toastmaster.— 
GET 


ORGANIZATION MEETING—In attendance at 


the final organization meeting of Southern 
California Office Furniture Ass'n. are left to i 
right: Standing—H. Goodman, Globe Desk ™~) 
Co.; D. O’Hern and A. Harnden,. Holly- ; 
wood Office Furniture Co.; J. W. Lenihan. , 
McMahon Bros.; Floyd A. Fenn, California 

Desk Co.; Sam Yocum, Yocum Office Equip- ‘ 
ment; A. F. Madden, Miller Desk & Safe Co.; “ 
Bill Jones, Los Angeles Desk & Safe Co.; D. ’ 

W. Holman, Los geles Desk & Safe Co.; 
Seated—Dave Goodman, Globe Desk & Sate 

Co.; Homer A. Jonas. National Office Furni- 

ture Co.; Ed Navarrete, United Desk Co.; 

Bill Goodman, Globe Desk & Safe Co.; Her- 

man Klein, Miller Desk & Safe Co.; Ben 

Tufeld, Western Office Furniture Co.; Mr. and 

Mrs. A. L. Seaqal, General Office Furniture 

Co.; Mrs. Ann Schacker and Art Willis, Atlas 

Desk & Safe Co. 
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SOUTHERN CALIFORNIA OFFICE FURNITURE 
DEALERS ORGANIZE AT LOS ANGELES 

At a meeting held at the Roger Young Auditorium, 
W. Washington Blvd., Los Angeles, on January 5, the 
organization of office furniture dealers, manufacturers 
and manufacturers’ representatives for the southern } 
California area was completed. 

Fifty-nine were present and the address of the eve- 
ning was given by George A. Griffith of Keeler-Griffith 
& Associates, management engineers. He spoke on the 
rules of organization. 

The officers had been elected at a previous meet- 
ing held December 12. At the January 5 meeting 
the board of directors was chosen. 

The officers are as follows: President, Bentley J. 
Tufeld, Western Office Furniture Company; vice-presi- 
dent, Douglas Holman, Los Angeles Desk Company; 
secretary-treasurer, Floyd A. Fenn, California Desk 
Company. 

The directors are as follows: Harry P. Ryan, Pacific 
Desk Company; D. O’Hern, Hollywood Office Appliance 
& Furniture Company; Herman Klein, Miller Desk & 
Safe Company; Ed Navarrete, United Desk Company, 
and one to be appointed later. 

A “feeler” meeting was called in October, with A. W. 
Willis, Atlas Desk & Safe Company, taking the 
initiative. This gathering was held at the Biltmore 
Hotel with 20 present. It was decided then to send 
invitations to the various dealers to meet December 
12 for the purpose of electing officers. Forty responded 
to this invitation. 

The plan calls for a meeting to be held the first 
Monday of each month and a drive for membership 
is already in progress. The enthusiasm being shown 
presages a large membership. 

The purpose of the organization, formally stated, is 
as follows: 

“We, dealers, manufacturers and manufacturers’] 
representatives in office furniture, form ourselves into 
a southern California association in order to create} 
and maintain a more permanent feeling of friendship 
between dealers and suppliers, to promote good fel- 
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lowship and mutual respect in order to prevent trade 
antagonisms and to strive for aims and purposes 
which may be to our mutual advantsg=2 in accordance 
with the spirit of the activities of trede organizations. 

“It shall be the further purpose of this association 
to encourage its members to practice the highest 
standards of ethics, and to do all in its power to serve 
the consumer public with the best values at all times.” 
JET 

*—-- 


WICHITA PREPARES FOR NSA REGIONAL 

Wichita, Kans., in the heart of the land of smoke- 
less smokestacks—where gas is the fuel not only for 
homes and offices but for industry as well—will be 
the convention city for District No. 8 of the National 
Stationers Association, April 16-17. 

Already the Allis Hotel, convention headquarters, 
has reserved 100 rooms, the same number as were 
reserved at the Muehlbach in Kansas City, Mo., last 
year for the convention. Stationers planning to attend, 
who cannot secure reservations at the Allis, may apply 
at Hotels Lassen, Broadview and McClellan or write 


to Earl Scott, general chairman, at the Bauman Office 
Equipment Company, Inc., Box 86, Wichita 1, Kans., 
for assistance. 

Among NSA officers planning to attend are Paul 
Burbank, general manager; Fred Downs, Downs-Ran- 
dolph Company, Tulsa, Okla., president; Ed Shelpman, 
Shelpman’s, Springfield, Mo., governor NSA District 
No. 8, and Bill Bohart, president of Midwest Travel- 
ers Club, St. Louis, Mo. 

While the general convention is set for April 16 and 
17, a golf game has been arranged for the afternoon 
of April 15 at Crestview Country Club. The women’s 
committee has elaborate plans for the entertainment 
of the women attending and a banquet will be held 
on Friday night, April 16. J. L. Wren of the House of 
Wren is program chairman. 

The convention city can be reached by five railroads, 
by bus, by private auto, by 40 scheduled transport 
flights a day, or by private plane with a choice of 13 
landing fields. 

Wichitans are proud of their host city, claiming it 
is the leading airplane building city in America, makes 
more gasoline consuming appliances than any other 
city, and is the leading broomcorn market of the 
world. 


OKLAHOMA OMDA ANNUAL MEETING 
Election of new officers, display of new equipment | 
n the industry, talks by national leaders, and an en- 
joyable banquet highlighted the fourth annual con- 
vention of the Oklahoma Office Machine Dealers Asso- 
ciation, held at the Huckins Hotel, Oklahoma City, on 
December 7 and 8. 

Among the outstanding speakers were Richard Koch, 
executive secretary of NOMDA; T. E. Gray, sales man- 
ager, Remington Rand, Inc., New York, N. Y.; “Rocky” 
Jones, Office Appliance Mechanical Institute, Spring- 
field, Mo.; Herman Fink, manager of the trade-in divi- 
sion, Remington Rand, Inc., New York, N. Y.; Maurice 
M. Newmark, Marston Typewriter Company, St. Louis, | 
Mo., ninth regional governor, and others. 

President R. H. London, Typewriter Service Com- 
pany, Tulsa, Okla., presided. 


Sixteen Displays Set Up 


Sixteen separate exhibits of equipment were set up — 
around the four walls of the large convention hall. 
Those having displays were Cramer Posture Chair 
Company, Mr. Lang, Kansas City, Mo.; Royal Type- | 
writer Company, Max Brown; Dixie Chrome Products, 
Mr. Wood, Dallas, Tex.; Remington Rand, Inc., Art 
Barsh; Wolber Duplicator & Supply Company, Chi- 
cago; Underwood Corporation, Bill Welch; U. S. cash 
registers, Chester McCord; Supreme Manufacturing | 
Company, Wichita, Kans.; Tony Kopietz and Wilbur 
Stephens; H. Dorsey Douglas, Inc., Rex-O-Graph, Inc., 
Bill Burt; Tiffany stands, Mr. Simpkins, Poplar Bluff, 
Mo.; Ohmer cash registers, H. O. Whistler, Ft. Worth; 
Jack Hopper, Oklahoma City, Okla.; Error-No copy- 
holders, Bill O’Neal; Marchant calculating machines, 
Noel Brewington; Mail-A-Voice Distributors, Inc., Mr. 7 
Klein, Dallas, Tex.; Friden Calculating Machine Com- 
pany, Mr. Thiesen; L. C. Smith & Corona Typewriters, 
Inc., Wayne Christian. 

Governor Newmark was master of ceremonies at the 
banquet, attended by 90 members and guests. The 
committee in charge was headed by Jack Hoprer, Mid- 
west Cash Register Company, Oklahoma City, Okla. 
Special prizes were donated for the affair, including a 
dressing chair, Dixie Chrome Products; a Remington 
Noiseless portable typewriter; leather tool kit and set 
of tools. Ames Supply Company, and 14 typewriter 
tables, Shipman-Ward Manufacturing Company. 


Elect New Officers 


Lee Hodgkinson, Hodgkinson & Jackson Typewriter 
Exchange, Hobart, Okla., was chairman of the nom- 
inating committee. The following are the new officers 
chosen: 

President, Fred Standley, Fred Standley Office Ma- 
chines, Chickasha; vice-president, J. H. Hopper, Mid- 
west Cash Register Company, Oklahoma City; secre- 
tary-treasurer, Sam Payne, Enid Typewriter Company, 
Enid; board members, R. H. London, Typewriter Serv- 
ice Company, Tulsa; E. S. Pherigo, Ada; J. W. “Bill” 
Densford, Shawnee A-C Typewriter Company, Inc., 
Shawnee; L. E. Scott, Bartlesville; Harold Danner, 
Stillwater; Chester McCord, McCord Typewriter Sup- 
ply Company, Lawton; and Fred Jackson, Hobart. 


CHICO DINERS TREATED TO FINE MUSIC 
The 18th annual banquet of the Chico Club, com- 
prised of stationers in outlying parts of Chicago and 
in near-by communities, held on the evening of Jan- 
uary 6 drew a congenial attendance of about 150 to 
the American Room of the Hamilton Hotel, Chicago. 


Representatives of commercial stationers, wholesale 
representatives and manufacturers alike were present 
at the gathering. Aside from an excellent dinner, the 
feature of the evening was a lengthy surprise concert 
by 25 members of the Victory Glee Club who gave 
every evidence of having been excellently trained. 
The glee club merits high praise both as to the 
quality of its voices and their rendition of a number of 
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THE NEW GUNLOCKE 622R 


Two distinct improvements are features of 
the new Gunlocke No. 622R chair which 
make it tops in executive working comfort. 

ONE, the chair is supplied with complete 
foam rubber upholstery in the back, seat and 
arms. These fit the contours of the body more 
naturally than the old spring and 


hair-filled type of construction. 


TWO, it has a new tilting action. The seat 
tilts with the back, yet does not rise percep- 
tibly at the front. This allows the feet to rest 
on the floor whether sitting in an erect or 
relaxed position. It thus eliminates annoying 
pressure under the user's knees. 

Write today for more information 
on the new Gunlocke No. 622R. 


Chairs or Your Working Comfort 





_H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








extremely difficult choral pieces. It was organized 
about 17 years ago by a group of men who “love to 
sing.” Functioning as amateurs, the men have achieved 
professional skill under the direction of Anthony V. 
Barwig. They have sung without compensation at 
many hospitals and charitable institutions in the Chi- 
cago area. Through a member of the glee club, John 
Welter of the Frederick Post Company, the singers 
were prevailed upon to present a program at the Chico 


banquet. 
——— io 


HEINRICH COMPLETES CONVENTION PLANS 


Kenneth C. Heinrich, governor of District No. 2 of 
the National Stationers Association, has announced 
the names of the men on the local committee of ar- 
rangements for the district convention to be held 
March 18 and 19 in Rochester, N. Y. Perry Feinet of 
Yawman and Erbe Manufacturing Company, Mr. Kirl- 
ser of Remington Rand, Inc., William Zummilie 
of Business Furniture Company, Henry Holman of 
Scranton Book and Stationery Company, Phillip 
Gawniane of John R. Browne Company, William Predi- 
more of William F. Predimore Company, Hyman Gold- 
stein of the Rochester Stationery Company, Robert 
Macke of Macke-Williams Stationery Company, all lo- 
cal members of the newly-reorganized Empire State 
Travelers, and George Porvis of Utica, N. Y., president 
of the club, will assist. 

It is planned to have seven principal addresses made 
by men appointed by the national office —FDR 

—--. - 
MOORE BUSINESS FORMS HOLDS BANQUET 

The necessity of planning strong principles of or- 
ganization and policy as a part of the growth of 
Moore Business Forms, Inc., was stressed at the firm’s 
fifth annual] Old Timers Club dinner at Hotel Niagara, 
Niagara Falls, N. Y., by the chairman of the corpora- 
tion’s board of directors, E. G. Baker. 

In his address, Baker cited the firm’s expansion 
program, its national advertising program and plans 
for employee security. 

H. P. Brown, vice-president and general manager, 
discussed the growth of the firm since its foundation 
65 years ago. Ed Foltz, president of the club, said 
that the present membership of 583 would be increased 
next year by the addition of 61 members with more 
than 15 years’ service to the company.—GET 


Center, top: New officers—Stanley Stewart. Stewart Typewriter Co.. 

treasurer: Wesley Beutler, The Typewriter Specialists. president; Van 

Haverton, Van's Business Machines Co., Peoria, Ill.. vice-president: 
Bruce Brown, Central Typewriter Co., secretary. 

Center, bottom: President-elect Beutler receiving gavel of authorit 

from Jack Weiner, Belmont Typewriter Sales & Service. former COMD 

president who acted as installing officer. 
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AT THE COMDA MEETING IN JANUARY 













































NEW 1948 COMDA OFFICERS INSTALLED 


Interest in the first meeting of the Chicago Office’ 
Machine Dealers Association in 1948 was great enough 
to attract a group of 65 to the session held in the 
Maryland Hotel on the evening of January 13. Of the’ 
several interesting features on the agenda, probably 
the most significant was the installation of officers to 
serve in the coming year. Jack Weiner, Belmont Type- 
writer Sales & Service, Chicago, president of the group 
in 1946, functioned as installing officer. With appro-/ 
priate words, he eharged the following with their 
duties: Wes Beutler, The Typewriter Specialists, presi- 
dent; Van Haverton, Van’s Business Machines Com- 
pany, Peoria, Ill., vice-president; Bruce Brown, Central 
Typewriter Company, secretary, and Stanley Stewart, 
Stewart Typewriter Company, treasurer. Two other 
events that came under the heading of old business 
involved the giving and receiving of checks. One check 
in the amount of $500 was turned over to Charles 
Frederick, 1947 secretary, for his services during that 
year. The other check was presented to 1947 President 
Chet Creevy, Creevy Service, by E. W. LaTourette, 
Underwood Corporation, chairman of the 1947 Dinner 
Dance and Revue committee. The figure on the check 
was $2298.18, which represented the profit on the din- 
ner dance. 

After President Beutler had been given the gavel of 
authority, he appointed a number of committee chair- 
men and co-chairmen. In each instance, the chairmen 
are Chicago men and the co-chairmen from down- 
state Illinois. 

Mr. Beutler outlined the local association’s plans for 
1948 and then called on Bob Goldblatt, Star Type- 
writer Company, Chicago, chairman of the committee 
in charge of arranging transportation for Chicago 
area dealers to the mid-year National Office Machine 
Dealers Association convention in Springfield, Mo., 
February 22 to 24. Mr. Goldblatt reported having on 
hand reservations for one pullman car and then called 
on Mr. Walsh, passenger agent for the Alton and 
Frisco lines, who outlined the transportation program. 
After some discussion, Mr. Walsh was authorized to 
order two cars to handle the Chicago delegation. 


The rest of the evening was devoted to an informa-# 
tive presentation by E. F. Malloy, Chicago office man-# 
ager of R. C. Allen Business Machines, Inc. Mr. Malloy Hi 
commented about his company’s dealer policy in the 
Chicago area and promised improvement in repair 
service and deliveries in the near future. He said that 






Left: 1947 President Chet Creevy. Creevy Service. giving check for 
$500 to 1947 Secretary Charles Frederick, Underwood Corp., for serv 
ices rendered during his term of office. 






Right: 1947 Dinner Dance & Revue Committee Chairman E. W. 
Tourette, Underwood Corp., turning over a check for $2298.18. p 
ceeds of the dinner dance, to 1947 President Chet Creevy. 
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craftsmanship and the best of materials. It's 
easier to sell ffa-- 
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Here is the ultimate in vertical guides. Your customers will 
distinguish at once the finer general appearance of #2 metal 
tabbed, pressboard indexes, but where they really exceed the 
ordinary is revealed years later. Their remarkable endurance 
stands out then—especially in busy files where guides receive 
so much wear and tear. Sizes for all normal filing require- 
ments—non-regular sizes on special order. 





SARANDON a 

















ee eet eee 









es s 
of sh 





Metal tabbed, pressboard folders are handsome in appearance. 
Fine craftsmanship and the best of materials make these 
truly deluxe folders. Note the strong cloth gusset at the 
bottom—allows a full inch expansion so that when the capa- 
city is increased the load is still even. These are especially 
fine for personal files, but you will find many who will want 
them for their regulars. Two and three inch expansion on 


special order. 
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Folders ana Guides with 















: Guides furnished with or 
: without bottom tabs as 





Pressboard with metal tabs—a 
combination hard to beat. 


desired. Non-regular 


sizes on special order. 












Metal tabbed as a daily Index. 
The #e line is complete. 
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Metal Tabs may 
be slanted for 


easier reading 





Alphabetically indexed metal tabbed 
pressboard Folder. Observe the 


strong fabric gusset. 
















What type of metal tabs do your 
customers want? Examples are 


illustrated above. 



























WIZARD Pull-Out Drawer 
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The Weis Manufacturing Company 
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Monroe, Michigan 
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New York 13: The Weis Mfg. Co., 54-56 Franklin St. CuIcaGo 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
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CONSUMER CONFIDENCE 


When selling Staples to a customer dealers must 
depend entirely on the reputation of the manu- 


ACELINER facturer who makes them. What kind of Staples has 


“World's finest stapler.”’ 





Den Mais backs ond he made over a period of years? What kind of steel FIG. 1 saccs een sce eee 
hand fastens. wire does he use? Is the wire uniform in size, ROUND steel wire. Ace uses only premium, 
. . . ecision made, accurately drawn-to-size 
strength and temper? Have his Staples a tendency ghee the peas 5 2), 
: steel wire 
to jam and clog? Do they possess maximum tensile 
and penetrating strength? 
ACE SCOUT For years Ace has made but one kind of Staples . . ee 
, + aie OOO ms 7 
A durable, long-life stapler. THE FINEST. Put them through the most severe YY Y “ee 8 
Staples, pins, and tacks. : , apy ae WY ence 
tests and they'll still prove to be the FINEST. ZA ~a yy N XX 


~ 5 
AA aa 4 — 
YY A yy )« 
DEALERS! To susure finer, smoother, more efficient 


i‘. x -. 2. S aes 
; ' r,s 
stapling performance sell your customers the best Staples 


made.. STAPLES BY ACE. 





ACE PILOT SOLD BY DEALERS EXCLUSIVELY FIG. 2 shows the ALL-ROUND wire 


Precision built by skilled ofter being treated by the ACE PROCESS. 


workmen. Staples and pins This gives maximum strength on the outer 









edge where it is most needed. 


WORLDS 
GINEST. 
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ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
IN CANADA e ACE FASTENER (CANADA) LTD. 504 ST. LAWRENCE BLVD., MONTREAL 
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his office would be established in new quarters on 
South Michigan Avenue within a short time. Parking 
facilities would be available to dealers making calls. 
Another feature on the R. C. Allen program, planned 
to begin in February, is a series of training schools 
for dealers, salesmen and mechanics. 

Mr. Malloy had several R. C. Allen machines on dis- 
play, including the new 10-key adding machine, which 
is to be released soon. 

After official adjournment of the session, dealers 
present gathered around the tables to make closer in- 
spection of the machines on display. 

—>¢ 
INMAN HEADS NEW ENGLAND TRAVELERS 

The New England Travelers Club at their annual 
meeting held December 30 at the Hotel Puritan, Bos- 
ton, Mass., elected James P. Inman, The Carter’s Ink 
Company, president. Other officers and committees 
chosen are: 


Vice-president Eagle Pencil Com- 


Fred T. Bowes, 


pany. 
Secretary-treasurer—Richard Conner, Eagle Pencil 
Company. 

Auditor—Raymond P. Vincent, Eberhard Pencil 
Company. 

Executive committee for one year—Courtland J 


Worth, Esterbrook Pen Company; Samuel Challis, Bell 
Stationery Company; Kenneth S. Spencer, manufac- 
turers’ representative; and Frank X. McQuillen, 
Boorum & Pease Company. 

Executive committee for two years—Robert E. John- 
son, Parker Pen Company; Gordon D. Winsor, manu- 
facturers’ representative; Raymond E. Fletcher, Na- 
tional Blank Book Company. 

A special committee was named to prepare plans for 
the NET Club’s twentieth anniversary which occurs 
this year. 

© tite 

TORONTO GROUP HOLDS CHRISTMAS PARTY 

An enjoyable Christmas party was held by the Sta- 
tioners’ Guild Club in December in the Oak Room, 
Union Station, Toronto. A delicious turkey dinner 
was served to about 225 persons. After the dinner, Joe 
O’Meara gave his impressions of the Deep South and 
entertainment was furnished by Three Macs, Doris 
McAlden, Jean McLeod and Margaret McLeod. “Queer 
Quirks at Quistmas” by Alex Phare, a comical version 
of the origin of Christmas, was also on the program, 
which was completed with orchestra mus.c until mid- 
night. Ross Imrie and his committee were in charge 
of the party. 

<->? 
R. NETTLE HEADS NEW ENGLAND OMDA 

Rudolph Nettle of the Nettle Office Equipment Com- 
pany, Boston, Mass., was elected president of the New 
England Office Machine Dealers Association at the 
meeting held last December 18 at the Boston City Club. 
Mr. Nettle is a well-known office machine dealer of 
New England and has been active in his local 
ciation. 

Plans were completed for a Ladies Night on January 
24 at the University Club in Boston. Guest speaker 
was to be Irving S. Ritchie, president of NOMDA. 


aSso- 


STATIONERS AT 


CINCINNATI FETE BOYS 
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1948 GLTC COMMITTEES APPOINTED 

At the first meeting of the Great Lakes Travelers 
Club under the presidency of Jim Lynch, Browne- 
Morse Company, the following permanent committees 
were appointed: Membership—Stan Golon, American 
Pad & Paper Company, chairman; Dick Singer, The 
Globe-Wernicke Company, and Bill Smith, Ace Fast- 
ener Corporation. Publicity—-Hy Linden, Ace Fastener 
Corporation, chairman; John Smythe, Geyers Topics; 
Bill Dalton, W. J. Dalton Advertising Agency; Brown 
Hardison, Modern Stationer, and John Gilbert, OFFIcre 
APPLIANCES. Finance—Ray Eichenlaub, Service Steel 
Products Corporation, chairman; Tom Gillice, Rock- 
well-Barnes Company, and Gordon Kickels, C. L. Bark- 
ley & Company. Fraternal—Roscoe Benge, Codo Man- 
ufacturing Company, chairman; Marion Follin, Jasper 
Office Furniture Company and B. L. Marble Chair 
Company; Folger Fellowes, Bankers Box Company; Ed 
McKenna, Charvoz-Roos Corporation, and Ralph 
Maneval, A. W. Faber-Castell Pencil Company, Inc. 

The special guest of the day was Maynard Westring, 
Mid-City Stationers, Rockford, Ill., governor of NSA 
District No. 6, who spoke eloquently about the regional 
meeting scheduled for the Drake Hotel, Chicago, on 
April 19-20. 

* * * 

A dealer guest and the distribution of Amberg al- 
bums featured the GLTC meeting at noon on Friday, 
January 16. Bill Davis of Horder’s, Inc., was the guest. 
Following are the recipients of albums: Bill Davis; 
Jim Lynch, Browne-Morse Company; Hy Linden, Ace 


Fastener Corporation; Tom Gillice, Rockwell-Barnes 
Company; Ralph Maneval, A. W. Faber-Castell Pencil 
Company, Inc.; Rus Ragan, American Pad & Paper 
Company; John Smythe, Geyers’ Topics; Ken Hender- 


son, The Carter’s Ink Company; John Gilbert, OFFICE 
APPLIANCES, and C. H. Carlson, Horder’s, Inc. 


President Lynch appointed Tom Gillice chairman of 
the House of Friendship Committee with the power of 
selecting his own members to serve at the annual 
meeting of NSA District No. 6. Mr. Lynch also com- 
mented upon dealer meetings in Chicago and Milwau- 
kee held for the purpose of discovering from dealers 
what they would like on the program of the NSA 6th 
District meeting. Findings will be turned over to Gov- 
ernor Maynard Westring, Mid-City Stationers, Rock- 
ford. 

Just before adjournment, it was reported that Neil 
Short, Columbia Art Works, underwent an operation at 
Alexian Brothers Hospital, Chicago, on Thursday, 
January 15. 

o ie 
QUEEN CITY CHAPTER ENTERTAINS BOYS 

An enjoyable Christmas party for 15 underprivileged 
boys was held in December at the Cincinnati Club 
under the joint sponsorship of the Queen City Chapter 
of District No. 5 Travelers Club and the Cincinnati, 


Ohio, stationers. 

George S. Long, manufacturers’ representative, acted 
as chairman. 
served as treasurer 


Hal Willis of Willis Stationery Company, 
and Nate Thul, Armstrong Sta- 
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tionery Company, played Santa. Frank Willenborg for 
entertainment, and Cal Long and Floyd Zinkhon for 
gifts served on the committee. 

Johnny Vandemeer, pitcher of the Cincinnati Reds 
for two no-hit games’ baseball fame, was an honored 
guest and he passed out National League autographed 
balls bearing the names of the players of the Reds’ 
pennant-winning team of 1940. 

Present were members of the Queen City Chapter 
of the Travelers Club and the Cincinnati Stationers 
Club. Each boy was given a sweater, sweat shirt, tie 
and watch fob and was treated to a full-course turkey 
dinner. 

——_>-———— 
PLAN SPECIAL TRAIN FOR CHICAGO OMDA 
ATTENDING MID-YEAR SPRINGFIELD MEET 

Complete plans have been announced by Chairman 
Robert Goldblatt, Star Typewriter Company, for the 
Chicago Office Machine Dealers Association special 
train to the mid-year convention of NOMDA at Spring- 
field, Mo., February 22-24. 

The Alton Route and the Frisco Lines are providing 
a through, air-conditioned, ten-compartment Pullman 
train to: Springfield and return for the exclusive use 
of the Chicago delegation. 

Schedule of departure and arrival is as follows: 

Leaving Chicago at 4:50 p.m. Saturday, February 21, 
and arriving in Springfield at 5 am. Sunday, Feb- 
ruary 22. 

Returning from Springfield at 1:30 a.m. Wednesday, 
February 25, and arriving at Chicago at 2:08 p.m. that 
day. 

On the trip to Springfield the Pullman sleeper can 
be occupied until 8 a.m. Sunday, February 22, at 
Springfield at which time a bus will take the delega- 
tion to the hotel. Returning the sleeper will be ready 
for occupancy at Springfield at 9:30 p.m. on Tuesday, 
February 24, but does not leave until 1:30 a.m. Wednes- 
day, giving ample time, especially for the ladies, to 
change wearing apparel at their hotel after the ban- 
quet and entertainment. 

For those desiring to check out at 5 p.m. Tuesday 
evening, hotel reservations will be only two days, Sun- 
day and Monday. For those desiring to retain their 
rooms for the Tuesday evening also, reservations will 
be necessary for three days. Reservations are to be 
made immediately with $5 deposit for each room 
reserved. 

A first-class round trip ticket costs $33.65 a person 
and a compartment for two costs each one $17.71 ex- 
tra for the round trip, or a total of $53.36 per person, 
which includes the 15 per cent tax. 

The ladies are welcome at the convention and they, 
too, will be royally entertained at the banquet featur- 
ing a 30-person radio show with a nationwide hook- 
up, “Korns’ A Krackin.” 


Presence of mechanics will be worth while, it is 


YULE CHEER PARTY—The District No. 
5 Travelers Club Christmas party for 
needy children. 
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pointed out, for they will learn more efficient meth- 
ods in step-by-step rebuilding demonstration, putting 
on transfers, resurfacing, mixing and drying paint 
technique for quick uniform finish, actual demonstra- 
tion of retyping a complete set of bars in less than 
an hour, and numerous other time and labor-saving 
features in a model typewriter shop, as well as the 
adding machine classroom. 


? Seen a 
NEW YORK OED DINNER CLUB MEETS 

Nearly 100 members and guests attended the regular 
monthly meeting of the New York Office Equipment 
Dealers Dinner Club held on Tuesday evening, Janu- 
ary 13, at the Advertising Club, New York, N. Y. 

President Jack Schwander, Desks, Inc., New York, 
N. Y., expressed his pleasure over the large attendance 
despite the inclement weather. He welcomed the fol- 
lowing guests: J. Ed. Conlon, Rockwell-Barnes Com- 
pany; Grover O’Connor, W. H. Gunlocke Chair Com- 
pany; Joseph A. Perretti, Joseph A. Perretti Company, 
Inc., New York, N. Y.; G. H. Morse, W & J Sloane Com- 
pany, New York, N. Y.; Vic Sheinman, Cole Steel 
Equipment Company; Leo Cohen, manufacturer’s 
representative; M. Cohen, Commerce Desk Company, 
New York, N. Y.; and Si Feuer, Frank Selsky and Wil- 
liam Rome, all of Charles S. Nathan, Inc., New York, 
N. Y. He then announced that meetings will be held 
on the second Tuesday each month during 1948 and 
promised a good program for each meeting. 

Secretary Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., then told of the progress of the 
National Office Furniture Association and of the for- 
mation of local Office Equipment Dealers Dinner Clubs 
throughout the United States. A number have already 
been formed and others are in the process of organi- 
zation including one in Montreal, Canada, he declared, 
and suggested that anyone wishing information could 
write to the New York OED Club and it would be 
cheerfully supplied. 

President Schwander announced that committee re- 
ports would be dispensed with so that proper time and 
attention could be given to listen to the guest speaker 
of the evening. He then introduced Howard Gatewood, 
trade relations director of the Wood Office Furniture 
Institute, whose topic was “Selling Office Furniture 
Creatively.” The complete text of the address appears 
elsewhere in this issue. 

~~ 
TRAVELERS GIVE MERRY YULE FOR NEEDY 

Members of the Fifth District Travelers Club of the 
NSA at Cleveland, Ohio, gave a Christmas party at 
Quad Hall Sunday, December 21, which was not the 
customary convivial affair. Funds which might have 
been spent on a rousing party for the 35 members 
themselves were used to give a never-to-be-forgotten 
Christmas for five needy families of Cuyahoga County. 

It started out to be a simple party with ice cream 
and cake and gifts for the children, but as the spirit 

(Turn to page 169, please) 
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@ Your sales come easier and 
more often when you handle Leopold 
office furniture. Since 1876, Leopold has 
been building superbly designed pieces which knowing 


buyers appreciate. 
@ Quality construction from finest materials and craftsmanship 
has become a tradition that dealers and office furniture 


buyers have learned to expect from all Leopold furniture. 


@ Durability built into every piece has meant that once sold. 


buyers ask again for Leopold quality when needs arise. 


@ Remember Leopold when you plan your office 


furniture program. for easier sales. quicker profit 


11 LEQQ0/d courant 


BURLINGTON, IOWA 


and long-lasting customer satisfaction. 
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ANOTHER FIRST BY MASTER-CRAFT This good looking binder is one 
of the many improved numbers in the great MASTER-CRAFT line. In addition to thong 
binders, MASTER-CRAFT offers four lines of sectional post binders, as well as prong binders, 
transfer and storage binders, ring binders, catalog binders, etc. Every MASTER-CRAFT 
Binder is a quality made product of superior finish and appearance. MASTER-CRAFT also 
supplies thousands of styles and sizes of ruled forms, as well as indexes. It will pay you to 


inquire about this line. 


ae? Ww 
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BINDER 


Standard punching — can be merchan- Compact, conven 
dised like a post binder. protruding posts. 


Full protection — nothing 
Instant, easy sheet cha nges <a sheet | k 
4 scratch eSK. 


body may be separated at any point, 
oth sections being held in alignment Compression binding — punchings are 


sheet holding bars. never mutilated. 


» § LOOSE 
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ON OF THE SHAW-WALKER COMPANY 
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ANOTHER FIRST BY SHAW-WALKER—Created by Shaw-Walker 
and first introduced 77 1938, the 29-inch natural working height was nationalized as 
standard by Shaw-Walker in 1941. The New Low Desk is only one of the many firsts 
that have increased sales and profits for exclusive Shaw-Walker dealers in good times 
and bad. This enormous 8,000-item franchise includes numerous time-savers and 
space-savers that are available from no other source, exclusive items that buyers need. 


Measure your desk / 


, Built Like a 
BSkyscraper” A national organization uj 


everywhere — Execu 


A 
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LARGEST EXCLUSIVE MAKERS 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


The London Letter. not in hand at time of going to press, will be presented in the March issue 


COMMERCIAL REPORT FROM SWEDEN 

Goran Bratt of Leif G. Bratt, Vasaplatsen 2, Gote- 
borg, Sweden, in a letter to OrricE APPLIANCES paints 
a dark picture of the import situation as regards 
Sweden. Mr. Bratt was associated with a Cleveland, 
Ohio, export-import concern from 1946 to last October 
and acted as purchasing agent for his father’s firm. 
He states that the drastic import restrictions put into 
effect last March resulted in his decision to return 
to Sweden inasmuch as “we have been cut off com- 
pletely from all of our United States sources of supply, 
including office equipment, stationery, rubber and 
hardware manufacturers.” 

Writes Mr. Bratt: 

“The government has just published, in parts any- 
way, a new plan which will set forth rules for the 
import program for the coming months. The foreign 
exchange situation has deteriorated so rapidly in the 
last two or three months that I foresee no exports of 
any office equipment or stationery items for at least 
two or three years to come, irrespective of the agree- 
ment last spring under which Sweden agreed not to 
ban imports of some of these products, namely the 
ones that were mentioned in the Trade Agreement of 
1935, provided they had been imported during 1946 
This country has no. possibility of living up to this 
agreement. 

“Grain, oil and gasoline, coal, and some desperately- 
needed machinery are just about all Sweden will buy 
from the United States in the next few years. Sweden 
will have to increase trade with soft currency areas, 
but it is already evident that shortages of vitally- 
needed materials and eventually some unemployment 
will result 

“All this has come about because Sweden has had 
two of the most incompetent ministers of commerce 
and finance in recent years. One of them has re- 
signed but the other one will have to go if business 
confidence in the further development of the country 
is to be restored. 

“Sweden has a so-called social democratic majority 
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government. They do not want to face the facts, but 
the public is getting worried now and there is hope 
that a new government may get into office by next 
summer. 

“The basic reason is probably that they have con- 
tinued to carry out their social program in spite of, 
or rather, irrespective of the resources of the country. 
At the same time they have given away more money 
and materials per capita than any other country in 
the world after the war ended. The trade agreement 
with Russia so far has had little bearing on the pres- 
ent state of affairs, so it can be disregarded for the 
time being. However, it will have to be revised, and 
undoubtedly will be revised in the near future. 

“Our country is facing a few tough years but, 
provided the Swedish worker wakes up to realize that 
socialized planning of business in particular is not 
always for the best, which he will have to realize in 
time for the general elections next year, I believe that 
the country will pull out of this mess.” 

— — 


WINNIPEG STATIONERS ELECT OFFICERS 

The seventeenth annual meeting of the Stationers’ 
Association of Winnipeg, Canada, was held recently at 
which time the following officers were elected for 1948: 

President Eric Jeanfavre, General Stationery & 
Paper, Ltd.; past president, W. C. Borlase, Office Spe- 
cialty Manufacturing Co., Ltd.: secretary, C. Vernon 
Nobbs, Luckett Loose Leaf, Ltd.; treasurer, F. J. Dool, 
G. R. Bradley & Co., Ltd.; auditor, J. Francis, Reliance 
Ink Co., Ltd.; Guild Club representative, A. Liddell, 
W. J. Gage & Co., Ltd. 

J. Francis, on behalf of the members, presented the 
retiring president, W. C. Borlase, with a gift particu- 
larly suitable for climatic conditions in Winnipeg. Be- 
fore relinquishing the chair, Mr. Borlase gave a short 
resume of the year’s activities, and particularly ex- 
pressed his appreciation for the support he had re- 
ceived from the members during his year in office. The 
incoming president, Eric Jeanfavre, was heard in brief 
remarks 
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Yes, we had YOU in mind when the Starline was designed. YOUR comfort @ ; 
YOUR working needs and habits . . . YOUR physical choracteristigg 

height is adjustable to your easiest working position. That’s why Stark “ 
interchangeable to the special requirements of your work. That's Wa 03 
other exclusive features . . . including Starline’s unsurpassed 

give Starline a chance to speak for itselff 

compare it, point for point, with any aes x 

The price? You can well afford tow 


force with Starline’s custom-fitt 


DEALERS: This advertisement is 
in business publications. If the G 
money to you. Write TODAY 
Grand Rapids, Michigan, 





Shere will ALWAYS be a Tronticr lo Chullenye the tmeriam toner 


STURGIS ANNOUNCES PRODUCTION EXPANSION 

Tracy Van Buren, president of the Sturgis Posture 
Chair Company, Sturgis, Mich., recently announced 
the establishment of a new posture chair plant lo- 
cated in the Stark Industrial Park area at Charleston, 
S. C. The plant consists of eight buildings occupying 
a five-acre plant. 

During the National Stationers Association conven- 
tion held in Chicago last September, dealers were 














TRACY VAN BUREN 
given their first look at two new chairs which were 


added to the Sturgis line. These were the No. 920 
Sprylite and the No. 924 Springmaster chairs, illus- 
trated in the New Equipment and Devices section of 
this issue. Both models are springback stenographers’ 
chairs equipped with an entirely new and revolution- 
ary spring flexing: action in the backrests. 

Dealers were so enthusiastic in their reception of 
the chairs and subsequent orders have been for such 
large quantities of both the new and existing models 
in the line, declare the manufacturers, that the need 
for additional production facilities became imperative. 

Manufacturing equipment has been speeded to the 
new plant and has been installed under the supervi- 
sion of several key people from the plant at Sturgis, 
Mich. Initial production is about to begin and for the 
present will be limited to the two new models, the 
No. 920 Sprylite and the No. 924 Springmaster. 

Of special interest to many dealers is the economy 
of transportation costs effected by the selection of 
Charleston, S. C., as the location for the new plant. 
Sturgis officials estimate that about 60 per cent of 
their market can be shipped from Charleston at lower 
costs than from Sturgis. Since posture chairs are sold 
F.O.B. factory, dealers will benefit by the lower trans- 
portation costs. 

Officials of the Charleston Development Board, who 
are enthused over the new plant, are pointing out that 
it’s the first of this type of industry to locate in the 
South 
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CALDWELL-SITES OPENS BRANCH STORE 

The Caldwell-Sites Company, one of the oldest stores 
in Roanoke, Va., opened a branch store in January 
at 54 S. Loudon St., Winchester, Va. Operations are 
similar to those in Roanoke, selling commercial sta- 
tionery, general office equipment and supplies, steel 
furniture, wood furniture, greeting cards and novelties, 
commercial] stationery and allied lines in the wholesale 
department. 

Caldwell-Sites Company has served the Roanoke 
area since 1895 and at one time operated stores in 
Staunton and Bristol. 

Since 1941, the concern has paid Christmas bonuses 
totaling more than $27,000 to the employees. 

DAVIS NAMED VICE-PRESIDENT OF McBEE 

H. C. Davis, formerly general sales manager, has 
been elected vice-president in charge of sales of the 
McBee Company, according to an announcement by 
P. M. Zenner, chairman of the board and general ex- 
ecutive committee. 

Mr. Davis started his career with McBee in 1929 as 
a salesman in the Toledo, Ohio, territory. He was 
later transferred to Detroit, Mich., in the same ca- 
pacity and in January, 1935, became manager of the 
Pittsburgh, Pa., office. Four years later he assumed 
the position of eastern divisional manager with head- 





] 








H. C. DAVIS 


quarters in New York, N. Y. Two years ago Mr. Davis 
was named general sales manager of the company. 

Mr. Davis recently announced completion of the 
company’s plans for a coast-to-coast sales organiza- 
tion with the inauguration of a Pacific Coast division 
with headquarters in Los Angeles, Calif. Other district 
offices within the divisions now organized are slated 
to be opened during the coming year. Mr. Davis will 
continue to maintain headquarters at the general sales 
offices at 295 Madison Ave., New York City. 
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NUTONE “CLOCK and CHIME”... Lustrous bronze 


finish. Nine-inch, easy-to-read, self-starting electric 
clock (Telechron movement) and two-note chime—in 
one! Sounds a single note for one or more calls, 
double note for the other. Has “plug-in” transformer 
for quick installation. Walnut-finish desk block has 
two buttons marked ‘'!" and "2"; is “pre-wired” with 
12 feet of brown fabric cable. Clock and chime, 
transformer, and push-button block, list, $19.50 plus 
$1.00 Fed. Tax. 





NEW LINE! NEW MARKET! NEW PROFITS FOR YOU! 


Your customers are waiting for this—an attractive, inexpen- 


sive, easy-to-install electric signal system! Connects executive 
with secretary or general office—also signals executive’s 
office. 

Cash in on this untapped market with NUTONE Office 
Chimes. They’re “package” items that the buyer quickly 
installs without involving you. 

They’re so reasonable that even the man with the smallest 
office becomes your prospect. 

They’re smartly styled in the same good taste that has 
helped put NUTONE Door Chimes into more than 5,000,000 
American homes. 





Best of all, they end “Business Bedlam” by replacing noisy 
bells and buzzers with sweet-toned chimes. 

For full details on the profit possibilities of NUTONE 
Office Chimes, fill in and mail the coupon. 








NUTONE, INC. 
Merchandise Mart, Chicago 54, Ill. 


Send me full details on the profit possibilities of 
NUTONE Office Chimes. 


Name... 


Firm .... 
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STECK COMPANY COMPLETES NEW BUILDING 

The Steck Company, stationers at Austin, Tex., re- 
cently completed a new seven-story building with 
basement, mezzanine and directors’ room, making a 
total of ten floors. 

The retail store occupies the first and mezzanine 
floors. Stationery, office supplies and social stationery 
departments are located on the first floor and office 
machines and furniture on the mezzanine. The balance 


cluded Harold Helm, president; Robert Scott, vice- 
president; and Frank Houston, former chairman of 
the board. The Mosler Safe Company was represented 
by Edwin H. Mosler, president; Edwin H. Mosler, Jr., 
treasurer, and John Mosler, assistant secretary. The 
company, established in Cincinnati in 1858, opened a 
New York office 85 years ago and still maintains head- 
quarters there. The Mosler factories are located at 
Hamilton, Ohio. 


o— 





STECK CO. OPENS NEW SEVEN-STORY BUILDING AT AUSTIN, TEX. 


Top: the old two-story store and the new structure, both of 
which will be entirely occupied by the Steck organization. 
Center: two interior views of the new store. where 16 types 
of display equipment are used. Mezzanine floor is occupied 


of the building is used for general offices, printing 


plant and storage space. 

Two rooms, beautifully carpeted, are used exclu- 
sively for taking wedding orders. The entire building 
is air-conditioned. 

A receptionist is located in the lobby to assist in 
directing of customers. 

All of the fixtures in the store are of bleached ma- 
hogany. Fluorescent lighting is used throughout. Each 
display case, including wall cases, is so constructed 
that the supplementary stock is available either below 
or immediately to the rear. The mirror case has 
proven exceptionally useful in promoting the sale of 


accessories. 
<> -- 


BANK FETES MOSLER, 60-YEAR CUSTOMER 

On the assumption that a 60-year customer is a 
Satisfied one, the Chemical Bank and Trust Company, 
New York, N. Y., recently gave a dinner for executives 
of The Mosler Safe Company, which has maintained 
an account with the bank since 1887. 

N. Baxter Jackson, chairman of the bank’s board of 
directors, presided. Other bank officials present in- 
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by the office machine and furniture departments. Below: the 
fluorescent-lighted mirror case, which has proved unusually 
effective in promoting the sale of various office accessories. 


COMMERCIAL CONTROLS, JUSTOWRITER MERGE 

Effective January 2, Commercial Controls and Justo- 
writer Corporations merged into a single corporation 
which will operate under the name Commercial Con- 
trols Corporation. 

The firm will continue both its Culver Road and 
Leighton Avenue plants with executive offices located 
at 640 Culver Road, Rochester, N. Y. 

In announcing the change, President Charles R. 
Ogsbury stated the merger was in the interests of 
simplification. Future activities of the former Justo- 
writer Corporation will be carried on by the Justo- 
writer Division of Commercial Controls. Company 
policies, Mr. Ogsbury asserted, will remain the same 
and will continue to be administered by the same 
officers. 

Elected officers of Commercial Controls Corporation 
are T. C. Campbell, chairman of the board of direc- 
tors; Charles R. Ogsbury, president; R. S. Elliott, Jr., 
vice-president and secretary; W. Franklyn Best and 
L. Scott Cass, vice-presidents, and Wilfrid M. Kearns, 
treasurer. 

In addition to his responsibilities as vice-president, 
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means | 
Working Comfort 


N office worker sits in a chair nearly 
2,000 hours a year. It is good busi- 
ness and good sense to make sure that 
the chair is comfortable, thereby reducing 
fatigue and increasing productivity. 
Five adjustments on Goodform Alu- 
minum Chair No. 2123 permit it to be 
fitted to each individual, and thus pro- 
vide good seated posture and practical 
working comfort. It is specifically de- 
signed for use by secretaries, stenog- 
raphers, typists and machine operators. 


Goodform Aluminum Chairs have 


Chair shown is Goodform No. 2123 
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welded joints. They will not split, 


splinter, or develop rough edges to 
tear hosiery and clothing. Foam rubber 
cushioning over a shaped seat and back 
bring a new sense of seated comfort. 
The sparkling anodic finish of natural 
aluminum retains its new appearance 
throughout the years. There is no paint 


to scratch, mar or chip. 


No. 2123 is the finest stenographic 
chair on the market. It will last a busi- 
ness lifetime. Invest in good office seat- 
ing—buy Goodform for working comfort. 
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GOODFORM 
Adjustable 


ALUMINUM CHAIRS 


AA product of THE GENERAL 
FIREPROOFING COMPANY 


425 East Dennick Ave. 
YOUNGSTOWN 1, OHIO 


GOODFORM ALUMINUM CHAIRS « METAL DESKS « METAL FILING CABINETS « STEEL SHELVING « STEEL STORAGE CABINETS 
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Mr. Cass has been appointed general sales manager. 
In that capacity, he will administer all sales, service, 
research, and development activities of the USPM, 
Ticketograph, Endorsograph, and Justowriter Divisions 
of Commercial Controls Corporation. 

Two additional new appointments are those of 
Frederick W. Mahaney and Herbert Sweemer as assist- 
ant comptrollers. 

Other appointed officers are James A. Trainor, comp- 
troller; Wilfrid M. Kearns, Karl P. Anderson and Wil- 
bur E. Eckert, assistant secretaries, and Lawrence P. 
Carron, assistant treasurer. 

The Commercial Controls board of directors will 
consist of T. C. Campbell, chairman; Charles R. Ogs- 
bury, David M. Milton, J. Wallace Ely, A. Richard 
Todd and Webster B. Todd. 

Serving with Mr. Ogsbury as chairman on the four- 
man executive committee are T. C. Campbell, J. Wal- 


lace Ely and A. Richard Todd. 
_———_-=- oe 


ANNOUNCE CHANGES IN ROYAL MANAGERS 
D. B. Starrett, office typewriter sales manager of 
Royal Typewriter Company, Inc. recently anounced 
that John B. Eccles, former assistant sales manager of 
the office typewriter division, has been appointed dis- 




















JOHN B. ECCLES GEORGE H. PALMER 


trict manager at Washington, D. C., to replace George 
H. Palmer, who has been transferred to the district 
managership at Boston, Mass. 

Mr. Eccles began with Royal as a junior salesman 
in New York in February, 1924. After steady promo- 
tions he was named assistant eastern sales manager, 
a post he filled until his appointment as assistant sales 
manager of the office typewriter division in 1946. 

Mr. Palmer started with Royal as a salesman in 
Boston 26 years ago and served briefly as assistant 
sales manager at Royal’s home office in New York 
before going to Washington as district manager in 1933. 

ce © 

BURROUGHS OCCUPIES NEW DALLAS BUILDING 

The Burroughs Adding Machine Company has oc- 
cupied the entire first floor of the new $240,000 Lam- 
bert Building, recently completed at the corner of 
Akard and McKinney Sts., Dallas, Tex. C. Roy Scott, 
Dallas manager for the firm, plans to hold a formal 
opening in about 30 days. The modern two-story 
building has 23,500 square feet of floor space, of 
which the Burroughs company has about half in office 
and display space.—JHR 

<> 
M. A. MOERS LOCATES AT CINCINNATI 

M. A. Moers, with the carbon and ribbon industry 
for many years, is now associated with the Columbia 
Carbon Company of Dayton, Ohio. This firm has 
opened up a branch at Cincinnati, 202 Southern Ohio 
Bank Building, and Mr. Moers has been placed in 
charge. 

Previous to retiring a few years ago, Mr. Moers was 
active in the industry and expects to come into con- 
tact again with many of his old business acquaint- 


ances. 
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A. J. KERIN BUYS ATLAS STATIONERY FIRM 

A. J. Kerin, well Known in stationery and office sup- 
ply circles throughout the country, recently announced 
the purchase and reorganization of the Atlas Station- 
ery Corporation of New York City. Mr. Kerin will serve 





A. J. KERIN 


the new company as president, J. F. Baldasaro as vice- 
president and P. A. Abrams as comptroller. Mr. Kerin 
will retain all his interest in the Tower-Crossman 
Corporation of New York City, with which he has 
been identified for many years, and which company 
he will continue to serve as president. 

The new Atlas Stationery Corporation will retain its 
own identity, operating from new quarters at 57 W. 
23rd St., New York City, and will continue its service 
to its customers without any interruption. 

eee . 
TEC OBSERVES TENTH ANNIVERSARY 

This year of 1948 marks the tenth anniversary of the 
birth of the TEC name as it applies to precision draft- 
ing pencils, erasers, drawing leads, color leads and 
crayons manufactured by Tec Pencil Company. 

The Culver City, Calif.. home plant of the Tec 
Pencil Company has announced that the firm, now a 
California corporation, is currently engaged in me- 
chanically and physically improving its products with 
the aid of J. T. Willoughby, veteran designing engi- 
neer. Miss D. M. Fargo, president of the company, has 
made plans to visit key distributors throughout the 
country in the near future. 

oe « 
ANNOUNCE HUGH ALEXANDER SUCCESSOR 

Following the resignation of Hugh Alexander as 
stationery buyer and store manager of Skinner & 
Kennedy Stationery Company, St. Louis, Mo., to accept 
a similar position with W. H. Kistler Stationery Com- 

















ROY E. DZURICK 


pany, Denver, Colo., the appointment has been an- 
nounced of Roy E. Dzurick as Mr. Alexander’s suc- 
cessor. Mr. Dzurick joined his present firm a few years 
ago, shortly after Mr. Alexander became buyer. Harley 
Wantz, known to the trade through his many years 
in the industry, remains assistant buyer. 

1948 


OFFICE APPLIANCES, February, 





OPS RERINRIRT ART Fer seen 


PE RNR Unc At 


Pea D ARE IES 


PNT 











RED BLUE GREEN—BROWN 


Here is a new line of Ring Binders for 
students and teachers. It isa moderately 
priced line, adaptable also to a wide 
range of business and personal needs. 
The colorful selection provides distinc- 
tive color for identifying contents. 


Stiff covers are attractively bound in 
Box Grain Imitation Leather. Nickel 
plated ring mechanism, equipped with 
opening triggers, has three rings of one- 
inch capacity spaced 8'%-inches outside 
centers. Bindersareriveted construction. 
Sheet size 11x8'% inches. 


Ask for Circular No. D-1229 








Four Distinctive Colors 
Red, Blue, Green and Light Brown 


WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK BOSTON CHICAGO KANSAS CITY, MO. |= SAN FRANCISCO 
122 East 23rd Street 137 Federal Street 3300 Franklin Bivd. 816 Locust Street 500 Howard Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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won’t find It 
on any 
financial 


*e 


It is, of course, PRESTIGE OF MAKER... the 
result of more than 35 years of specialized 
engineering and manufacturing skill. More 


than 35 years of serving the office equipment New satin chrome hard- 
field with the finest obtainable products — ware smartly designed 
d hich , d ‘ —gives this complete 
products which again and again secure con- stan cohiaet tne elites 
sumer repeat business—and assure your getting customer appeal. 


maximum A-S-E quality always. 
kk 


A-S-E STEEL PRODUCTS FOR MANY USES 


STEEL OFFICE FURNITURE « WARDROBE, STORAGE, AND COM- 
BINATION CABINETS *« CLOTHING LOCKERS « FROZ-N-FOOD 
LOCKERS + INDUSTRIAL EQUIPMENT FOR FASTER MATERIALS 
HANDLING ° ELECTRICAL OUTLET AND SWITCH BOXES 


ALL-STEEL EQUIPMENT INC. 


600 Cleveland Avenve, Aurora, Illinois 


————— Ty 
' ' C L ih = 
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1% ies 
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my 
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Calendar of 
Industry Activities 











February 11-14. Wholesale Stationers Association, 
Drake Hotel, Chicago, Ill. H.C. Whittemore, Secretary- 
Treasurer, 250 Fifth Ave., New York, N. Y. 

February 22-24. National Office Machine Dealers 
Association Mid-Year Meeting, Springfield, Mo. Richard 
H. Koch, Executive Secretary, Suite 803, Third Na- 
tional Building, Dayton 2, Ohio. 

March 11-13. District No. 3, NSA, Mayflower Hotel, 
Washington, D. C. Joseph C. Runnels, Regional Gover- 
nor, Commercial Office Furn. Co., Washington, D. C. 

March 15-16. District No. 1, NSA, Somerset Hotel, 
Boston, Mass., S. F. McGar, Regional Governor, c/o 
J. F. Molloy, Meriden, Conn. 

March 18-19. District No. 2, NSA, Sheraton Hotel, 
Rochester, N. Y. Kenneth C. Heinrich, Regional Gov- 
ernor, Heinrich-Siebold Staty. Co., Rochester, N. Y. 

March 22-23. District No. 13, NSA, Pennsylvania 
Hotel, New York, N. Y. J. S. Libien, Regional Gover- 
nor, Libien Press, Inc., New York, N. Y. 

April 12-13. District No. 5, NSA, Detroit, Mich. Sid 
Glueck, Regional Governor, General Office Supply Com- 
pany, Cleveland, Ohio. 

April 16-17. District No. 8, NSA, Allis Hotel, Wichita, 
Kans. Ed Shelpman, Regional Governor, Shelpman’s, 
Springfield, Mo. 

April 19-20. District No. 6, NSA, Drake Hotel, Chi- 
cago, Maynard Westring, Regional Governor, Mid- 
City Stationers, Inc., Rockford, Il. 

April 19-21. National Association of College Stores, 
Hotel Pennsylvania, New York, N. Y. Russell Reynolds, 
Exec. Secy., 189 W. Madison St., Chicago. 

April 22-23. District No. 7, NSA, Savery Hotel, Des 
Moines, Iowa. Arthur G. Kenworthy, Regional Gover- 
nor, Storey-Kenworthy Company, Des Moines, Iowa. 

April 29-May 1. District No. 4, NSA, Hotel Soreno, 
St. Petersburg, Fla. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 6-7. District No. 9, NSA, Robert Driscoll Hotel, 
Corpus Christi, Tex. Joe Roddy, Regional Governor, 
Mayton & Roddy Office Supply, Ft. Worth, Tex. 

May 9-11. District No. 10, NSA, Broadmoor Hotel, 
Colorado Springs, Colo. Charles Kendrick, Regional 
Governor, Kendrick-Bellamy Stationery Company, 
Denver, Colo. 


May 13-14. District No. 14, NSA, Los Angeles Bilt- 
more Hotel, Los Angeles, Calif. R. A. Thomas, Regional 
Governor, Grimes-Stassforth Stationery Company, Los 
Angeles, Calif. 

May 17-18. District No. 12, NSA, San Francisco, Calif. 
Thomas O. Taylor, Regional Governor, Schwabacher- 
Frey Company, San Francisco, Calif. 


May 20-22. District No. 11, NSA, Multnomah Hotel, 
Portland, Ore. Harper Jamison, Regional Governor, 
Harper Jamison, Stationer, McMinnville, Ore. 


June 27-29. National Office Machine Dealers Asso- 
ciation Twenty-Third Annual Convention and Trade 
Exhibit, New York, N. Y. Richard H. Koch, Executive 
Secretary, Third National Building, Dayton 2, Ohio. 


September 26-30. National Stationers Association 
Forty-second Annual Convention and Twelfth Mer- 
chandise Exhibit, Hotel Stevens, Chicago. Paul E. Bur- 
bank, General Manager, National NSA Headquarters, 
740 Investment Building, Washington, D. C. 

October 25-30. Fortieth National Business Show, 
Grand Central Palace, New York, N. Y. Frank O. Tup- 
per, president, National Business Show Company, Inc., 
30 Vesey St., New York 7, N. Y. 
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TYPEWRITER 


PLATENS 


PARTS—TOOLS 
and Accessories 


For better impressions use 


the AMES Thue- Mark platen. 


For parts of quality 
with less delay. 


+ 


For a better job 


use our quality tools. 


. 


FOR ALL MAKES © 
OF TYPEWRITERS 
Contact your nearest office 


machine dealer. 


AMES SUPPLY CO. 


564 West Randolph Street 
Chicago 6, IIlinois 


37 Murray St., New York 7, N. Y. 


191 Cain St. 1913147, Commerce St. 
Atlanta 3, Ga. Dalias 1, Texas 
417 Wall St. 583 Market St. 


los Angeles 13, Calif. San Francisco &, Calif. 


Agents In The Principal Cities 
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for Security Filing 
- Sell ACCO 


en 
BO” Se fe aly? 
£- gf T © . - wf 4 
a ee. ACCO FASTENER mm ~y 


ACCO originated this type of fastener and as 
pioneers maintain the highest quality in its 
material and serviceability. 



















A service period of ten years is common for 
ACCOBIND Folders. Their genuine pressboard, 
hard fibre and smooth finish, with high grade 
cloth binding, assures this long filing satisfaction. 


At the Desk and in the Files 
ACCO-binding assures convenience and 


security for business papers. 


ae ~ | 
ACCO FASTENERS... 
the original fasteners of soft pliable steel 
that enable file papers.to be bound to- 
gether securely — for temporary or 


o 32s” 


a 


2a hed 


GATES oe SNS 








permanent service. 


cciliada: ae. “te in with ACCOBIND FOLDERS eee 


existing filing systems to give 
security to the more important 
records of the file. 


made of genuine pressboard in five dis- 





tinct colors, are the acme of filing serv- 
ice in the security, the convenience, and 
the long service period they provide. 


ACCOPRESS BINDERS... 

inexpensive two-piece covers of fine 
pressboard for the binding of all classes 
of office records. Especially economical 
in large sizes — (which go up to 36” 


x 40”.) 














Check ACCO Catalog No. 147 
for more details and selling helps. 


ACCO 


PRODUCTS, INC. 


Ogdensburg. New York 


etmoone mae 








ACCOPRESS Binders bound with 
ACCO Fasteners matching loose 
leaf centers from 234” to 816”, 
provide for 1000 to 2000 sheets 


per binder. 
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Stamina 
Style and = 


Savings, too! 






“A” Line Four Drawer File 







Stamina that has proven itself to countless users 

over the years, style that greatly enhances the appearance 
of any modern office, and a definite savings of capital 
expenditure made possible by the rugged quality built 
into every piece of Steel-Age office furniture. 












Shown at the left is our Model 8A41 4-drawer standard size 
Letter File with “friction-free” drawers. Also, a complete 
line of Steel-Age files in every conceivable style 

and size from which to choose. 

















The 5000 Executive Desk 









Style personified! That’s the sleek new 
*3000” Executive Desk with its 

pontoon bases, recessed back for secretarial 
knee room, and toe room all the way 
around. When you think of modernizing 
an office, think of Steel-Age equipment. 
When you do, remember that “S” 

not only stands for Steel-Age, but for 
Stamina, Style and Savings, too. 
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TYPEWRITER AIDS SCHROEDER’S COMEBACK 

Major R. W. “Shorty” Schroeder of Glenview, I1l., 
pioneer Army flyer and former vice-president of 
United Air Lines, today is battling his way back to 
health as, more than 25 years ago, he battled the 
canvas, wood and wire Army planes of that day 
through a series of recording-breaking high altitude 
flights. 

Paralyzed and forced into retirement by a stroke 
more than six years ago, Major Schroeder has been 
making a gallant effort to get back on his feet. Re- 





A TYPEWRITER FOR PIONEER FLYER—Major R. W. “Shorty” 

Schroeder (left) is presented with a Remington noiseless 

typewriter by F. M. Echoff, Remington Rand typewriter 
division manager in Chicago. 


cently he has felt well enough to consider writing a 
series of articles on the early days of flying. As he 
didn’t own a typewriter, a group of “Shorty’s” old 
friends tried to locate a portable machine. However, 
before they had had a chance to get one, F. M. Echoff, 
Remington Rand typewriter division manager in Chi- 
cago, had heard of “Shorty’s” need and had presented 
him with a brand new office-size Remington noiseless 
typewriter. The presentation was made to Major 
Schroeder at his home in Glenview by Mr. Echoff and 
C. H. Schruben, assistant branch manager for Reming- 
ton Rand. Also present were J. L. Wheeler, another 
pioneer of aviation’s early days, and long-time friend 
of the Major, now aviation supervisor for the Shell Oil 
Company in the Midwest, and Emaline Hunter, Major 
Schroeder’s secretary. 

Major Schroeder has an outstanding record of serv- 
ice in U. S. aviation—so outstanding that he holds the 
Distinguished Flying Cross for his part in pioneering 
high altitude flights. 

He began flying in 1910 with a barnstorming group. 
Six years later he joined the Army Signal Corps and, 
in four years, rose from private to major. He became 
chief of the Air Corps’ field engineering staff and, 
while acting in that capacity, first evolved the theory 
of higher speeds at higher altitudes. In 1919 he made 
the first altitude flight above 30,000 feet and for many 
years held the world’s altitude record for heavier- 
than-air craft. 

It was Schroeder’s high altitude flights which earned 
him the nation’s highest flying honor—the Distin- 
guished Flying Cross—even though the presentation 
was made 25 years after the pioneering flights. 

Major Schroeder left the Army in 1925 to join the 
aeronautical division of the Ford Motor Company. The 
following year he was engaged by the Guggenheim 
Foundation to assist in drafting regulations for air- 
craft safety competition. In 1933 he became chief of 
aeronautic inspection for the Bureau of Air Commerce 
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and, in 1936, joined United Air Lines as manager of 
operations. He subsequently served the airline as vice- 
president of safety until illness forced his retirement 
in 1941. 

Major Schroeder feels that the able assistance of 
Miss Hunter, the encouragement of his many friends, 
and his new Remington noiseless typewriter will make 
it possible for him to get the first of his articles under 
way very soon. 


See ee ia 
CHARLES STOTT NAMED TREASURER OF NSA 
In keeping with NSA bylaws, it was incumbent upon 

the executive committee to elect a treasurer of Na- 

tional Stationers Association to fill the office vacated 
through the death of William E. Stockett, Jr. The 

unanimous selection of the committee was Charles A. 

Stott, president of Charles G. Stott, Inc., Washington, 

D. C., it was recently announced. 

During his successful business career, Mr. Stott has 
always found time to render service to NSA. President 
of NSA in 1932-33, he brings into his new responsibility 
a thorough knowledge of association work. 


ao 
NATIONAL DUPLICATOR GIVEN TO VETS 
A new National postal duplicator, recently acquired 
by Birmingham Hospital in Van Nuys, Calif., is prov- 
ing to be a great help to the local chapter of the 
Paralyzed Veterans’ Association. Wilbur C. Hyde, ex- 
ecutive secretary, says that for the first time he is 
getting out all notices and communications on time. 
The Harglen Corporation, 7466 Santa Monica Blvd.., 





DUPLICATOR HELPS VETS—Proving a valu- 
able help to veteran members of the Par- 
alyzed Veterans’ Ass'n. at Birmingham Gen- 
eral Hospital in Van Nuys, Calif., is this Na- 
tional postal duplicator which is a gift of the 
Harglen Corp., 7466 Santa Monica Blvd., Los 
Angeles, Calif., manufacturers of the machine. 


Los Angeles 46, manufactures this machine that weighs 
only two and three-quarter pounds and stands a scant 
six inches high. Because of its size and weight it has 
proved ideal for use by the disabled veterans. Both 
from the practical and the therapeutic point of view, 
it has been highly successful in its hospital use. 

Glenn Pratt, president of the company, states that 
dealer response has been gratifyingly enthusiastic and 
orders are pouring in. 


_— ~ 
A. W. LEMMON HEADS HOUSTON OMDA 
A. W. (Al) Lemmon, manager of the J. J. Lemmon 
Company, 310 Carolina St., has been elected president 
of the Houston Office Machine Dealers’ Association.— 
JHR 
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Easyrest is one of a ¢o 
plete line of Steelcase 
chairs now available te 










@ Height is adjusted without tools 
@ Easyrest provides scientific support “ nae ‘teen 
The adjustable back is scientifically Just turn the chair on its side 


i ; @ Easyrest is indestructible | 
pepe ge ern gt pi basa Of fine tubular steel, the Easyrest frame is one a 
@ The seat is designed for restful comfort solid, unbreakable, electrically welded unit, 

Rounded in front and square across the back to @ Smooth finish is easy on sheer hose 
relieve pressure against the sensitive bones and Finished in beautiful grey enamel, : 
nerve centers at the base of the spine. ae a pee 
@ Coil springs insure maximum softness ® MOCRahaN S'S it i: 
“ The seat is upholstered over 24 individually Specially designed swivel irons gens ai 
th coiled springs to provide a durable yet comfort- the greatest ease, require no further - 
W, ably yielding cushion. @ Coverings are smarter, more durable 
@ Any girl can adjust Easyrest in a jiffy Fine upholstering materials are trimly tailored 
as Easyrest is the only posture chair allowing the over the coiled springs and hair padding. 
nd occupant to adjust the back while seated. @ Casters roll with ease 
* Girls like the step-saving, free-rolling casters. 
‘ @ Easyrest wae TESTED ype an ae 
. Easyrest’s design and construction been 
= Aaah Seba el eth, exhaustively tested assuring extra comfort, extra 
manufactured solely by security, extra service and extra value. 


METAL OFFICE FURNITURE COMPANY, Grand Rapids 2, Michigan 


Western Distributors: Hunting-Roberts Company, 2223 East 37th Street, Los Angeles 11, California 
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WEBSTER APPOINTS PROUTY BRANCH MANAGER 

Donald Prouty was recently appointed manager of 
the F. S. Webster Company, Philadelphia, Pa., branch 
office, taking over the position of Albert Crandall, who 

















DONALD PROUTY 


has retired after 43 years of service with the organi- 
zation. Forty years of this time was filled as active 
head of the Philadelphia office. 

Mr. Prouty is a graduate of Harvard University and 
a native of Braintree, Mass. His sales experience has 
been taken up entirely in the paper and stationery 
industry, the last four as territorial salesman for 
Webster in southern Massachusetts. The family resi- 
dence has been Cynwyd since the first of the year. 


*—-¢ 


HORDER OFFERS NEW PHONE SERVICE 

Horder’s, Inc., has inaugurated a new idea in retail 
stationery sales and service. This is the new catalog 
and telephone office just opened in the Civic Opera 
Building, 26 N. Wacker Dr., as recently announced by 
A. R. Skibbe, vice-president in charge of sales. 

This new unit will supplement the sales activities of 
all Horder stores (eight in downtown Chicago) and of 





NEW HORDER PHONE, CATALOG OFFICE 


the Horder city sales and telephone staff. Deliveries 
of orders placed in the catalog and telephone office 
are scheduled for the following day. 

Although intended primarily to serve the many Chi- 
cago business offices located in or near the Civic Opera 
Building, all Horder customers may phone Randolph 
6891 or 6892 to “Order from Horder.” 
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FOOTE & DAVIES MARKS SIXTIETH YEAR 

The activities of Foote & Davies Company, Atlanta, 

Ga., have in 60 years spanned a period of time from 
horse-drawn street cars to the atomic age. 

The year was 1887 and Grover Cleveland was presi- 
dent of the United States when the late W. O. Foote 
began an undertaking that was to expand into one 
of the largest and most modern printing plants in the 
South. Atlanta at that time had a population of less 
than 40,000 and the process of lithographing that Mr. 
Foote started out with was literally in the “stone age.” 
The reproductions were actually made direct from 
stones instead of the modern rotary method. The first 
linotype machine had been in use less than a year. 


Nevertheless, Mr. Foote plunged into his business 


with confidence, says the Atlanta Journal. In the first 7 


year the infant firm did a $4,000 business. 

Four years after Mr. Foote began the venture, the 
late Marvin M. Davies joined him as a partner. Mr. 
Foote was a bookbinder, while Mr. Davies was a press- 





ALBERT LOVE 


man. The firm was incorporated under its present 
name on August 6, 1892. 
As development continued through the years, the 


company designed and built its own special plant at 7 
1090 Capitol Ave., S. E. These are the quarters that 7 


its manufacturing division occupies now, and the 
building contains 60,000 square feet of floor space. 


The business is now owned by Albert Love, who is | 


president and also operator of Albert Love Enterprises 
in Atlanta. The latter is a separate publishing con- 
cern with offices in the same building as Foote and 


Davies. This is also headquarters for Tupper and Love, — 


Inc., a new but important southern publisher. 

Besides its printing operations, Foote & Davies main- 
tains a large establishment for the sale of its station- 
ery, office supplies and office furniture. The store is 
at 11-13 Edgewood Ave., S. E. 

Products of the company are sold throughout the 
nation. Its great variety of work includes letterpress 
printing, offset printing or lithography and steel die 
and copper plate engraving. It operates a complete 
bookbinding department, and many of the bindings 
are done in gold and leather by expert craftsmen. 
Books are made for New York and Chicago publishers, 
stationery for California and even law reports for the 
Republic of Liberia. 

A combination Christmas party and sixtieth anni- 
versary celebration was held at the Biltmore Hotel, 
Atlanta. 

pla a 
BUFFALO FIRM DAMAGED BY FIRE 

Frank B. Hoole’s office supply shop was damaged by 
a $25,000 fire which swept the business block at 950- 
956 Main St., Buffalo, N. Y., January 6—GET 
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EXTRA LARGE 


BIG ¥ Patented SIKES 

BROTHER “FIXED FLOATING” SEAT 
TO ¥ Exclusive KRADL-TILT” BACK 

No. X131% v Distinctive HEAVY DUTY BASE 


BASE SNUBBERS and PLASTIC SCUFF PLATES Optional. 


Also Available with Koolcushion Seat No. X141%Y; 
Koolcushion Seat and Upholstered Back...No. X141'2YL; 
Foam Rubber Seat and Upholstered Back. No. X141'2RL. 


No. X14] is available in Birch finished in 
Walnut or Mahogany or to match meta! desks 
Also in Quartered Oak 


SALES REPRESEN TATIY 


F. J. BLOEMPOT H. W. KOEHN, JR 
1 Park Ave., New York, N. Y 122 Columbia Drive 


Williamsville, N. Y 
le ar ty hn H. WRIGHT JOHNSTON 
Parkersb at 7 1724A Merchandise Mart 
rkersburg, W. Va Chicago, II THE 
: of * 


R. T. MALONE ROSS R. WEST 
Route 1, Box 596 115 Front St 
Dallas 8, Texas San Francisco, Calif 


Please address all] inquiries to Buffalo 








TALBERT HONORED BY IMPERIAL DESK 
The directors of the Imperial Desk Company, Evans- 
ville, Ind., at a recent meeting honored Ben H. Talbert, 
director and plant manager, as the first employee on 
the payroll when the plant was organized and as 
having just completed 35 years of continuous service. 
Mr. Talbert was formally presented with a hand- 








HONOR VETERAN EMPLOYEE—A testimonial in recognition 
of his veteran service with Imperial Desk Co. is presented 
to Ben H. Talbert (center) by the firm’s president, Gilbert 
H. Bosse (left) and Norman A. Gerth, secretary-treasurer. 


decorated printed testimonial in a single copy appro- 
priately framed, conveying congratulations and ex- 
pressing the sentiments of his co-workers 

The testimonial] reads as follows: 


To Our Friend 
BEN H. TALBERT 


Presented on this thirty-fifth anniversary of the 

founding of the Imperial Desk Company as an 

expression of appreciation and esteem by your 

friends and co-workers in recognition of 35 years 

of continuous, able and unselfish leadership in 

carrying out the ideals and traditions of our 

founders. 

It is our sincere hope that your life has been en- 

riched by the individual friendships you have 

made and that these years of service brought you 

many real personal satisfactions so abundantly 

earned by your labors and that your future serv- 

ice here will continue to bring to you further 

success and happiness. 

Evansville, Ind. 
October 12, 1947 
—- © 

STAGE PRODUCTS’ DISPLAY AT YOUNGSTOWN 

Industrial committee of the Youngstown, Ohio, Jun- 
ior Chamber of Commerce sponsored a large number 
of displays showing various products made in that city 
during the week of January 18-25. David D. Tomb III 
and James F. Klepper of General Fireproofing Com- 
pany were co-chairmen of the event, held in down- 
town store windows. General Fireproofing Company 
products were among those on display, occupying win- 
dows at Strouss-Hirschberg’s, a leading department 
store.—AK. 

oe 


GAMROD LEAVES ALL TYPES OFFICE EQUIPMENT 


Fred Gamrod, for many years head of the All Types 
Office Equipment Company, Chicago, has sold his in- 
terest in that business and is now spending all his 
time with the Adroit Office Equipment Company, 4242 
North Ave., Chicago. 
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J. M. TOWNE WITH NATIONAL 35 YEARS 


The portrait of Joseph M. Towne now hangs in the 
Holyoke, Mass., office of National Blank Book Com- 
pany beside the portraits of his father, the late James 
W. Towne, founder of National, and his late brother, 
Frank B. Towne, treasurer for 55 years. 

Hanging of this portrait was recently the feature 
of a ceremony honoring the 35 years of National serv- 
ice by “J. M.” John Schade, long-time associate of 
Mr: Towne in building National, who made the official] 
presentation. 

Joseph M. Towne started on his career as an engi- 
neer with a firm of architects in New York City in 
1897 upon his graduation from the Stevens Institute 
of Technajogy. In 1900 he joined the Safety Car Heat- 
ing & Lighting Company as engineer in charge of 
research and development work and later became gen- 
eral sales agent, a position he held until 1911. At that 
time he was destined to become a member of the 
National Blank Book Company staff, for the firm 
needed the direction of an executive who knew both 
the requirements of the trade and manufacturing 
processes. 

“Why don’t you come with me and take charge of 
loose leaf?’’ was the question propounded to “J. M.” 
by his late brother, Treasurer Frank B. Towne. 

The invitation was accepted and J. M. Towne’s first 
headquarters were at the company’s New York City 


RS Bee ae — 
. ae WEG ee : 





HANG J. M.’'S PORTRAIT—Congratulating President J. M. 
Towne of National Blank Book Co. on the occasion of the 
hanging of his portrait in the lobby of the Holyoke, Mass. 
office are Edward Donahue (center), president of the Old 


Timers’ Club; and Raymond LaCroix (right), president of | 


Local 48, International Brotherhood of Bookbinders. 


office. Six years later, by which time the increasing 


production of loose leaf goods required his supervi- § 


sion at the factory, he moved to Holyoke, Mass. 
The new guardian of National’s loose leaf fortunes 
had become acquainted in Brooklyn with John Schade, 
whom he believed was the man who could be entrusted 
to perfect an up-to-date ring book construction and 
to develop the machinery for its manufacture. Mr. 
Schade was given the contract to proceed with this 
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the right slii/ 
combination for 


CARBON 
PROFITS! 


...4 famous quality 
carbon with 
yolr OWN IMPRINT 0) It... 


PEERLESS IMPERIAL makes available to Mr. Average Stationer of 
America the privilege of private brand quality carbon. 




















Until now no other manufacturer has thought it worthwhile to culti- 
vate Average Dealers. But since the whole fabric of PEERLESS 
IMPERIAL success rests on serving Stationers like you — WE 


DID SOMETHING ABOUT IT! 


We installed special production facilities. We worked 
out a minimum schedule which enables you to take advantage 
of this opportunity without undue hardship. In fact, a 
normal carbon paper order gets you brand identity, 

carrying your own name on every sheet you sell. 


Can you afford to miss this chance in “48? We'll be look- 
ing for your letter of inquiry in tomorrow's mail. 


PEERLESS IMPERIAL is a Great Name in 
Ribbons, Carbon Paper, Hectograph carbon, 
Tuchtype and Rubber Typewriter Keys and 
Rubber mats for typewriters, adding machines 


and telephones. 


PEERLESS-IMPERIAL COMPANY, INC. 


GENERAL OFFICE AND FACTORY: 28 PEERLESS PLACE, NEWARK 5, NEW JERSEY 
NEW YORK OFFICE: 7, 321 BROADWAY * CHICAGO 2, 179 W. WASHINGTON STREET 
DETROIT 18. 37 LINDEN ST., RIVER ROUGE, MICH 
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SECRETARIAL DESK 


Typewriter Platform Height adjustable 
from 26%" to 312” from the floor. 





They've Wanted it a Long Time 


.-. SO here it is! | 


Miaitiors of office workers helped us create 
the Myrtle Pacemaker 6000 Series... the Furniture 
that embodies everything they desire in Efficiency, 
Usability, Comfort and Beauty. We know it’s what 
they want because you and hundreds of other 
dealers have told us so. As a result, more new 
features appear in the Pacemaker than have 
ever been offered at one time in over a quarter 
century. 

Beautifully finished in Selected Walnut Veneers, 


the Pacemaker fulfills every business need 


MYRTLE DESK COMPANY 


WD; NORTH CAROLINA 


HIGH POINT 





96 











there’s something new in every desk for every user. 
Combining the warmth and distinction of fin 
woods with the most careful, scientific construe 
tion, it is built to last a business lifetime. Pacemaket 
Chairs, matching the furniture, make this outsta 
ing series doubly attractive. 
Here is Ready-Made Demand . . . because th 
Pacemaker has been Custom Built to meet th 
specifications of office workers everywhere. Pre 
ing again...if proof be needed... “It pays to handle 


4 





the Myrtle Line.” 
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For those who KNOW... 


Buyers of Office Furniture ... who know a fine product when they see 
it... take to the Pacemaker Chairs on sight. By the very name PACE- 
MAKER, you can be sure that these chairs will always be leaders in 
their field. 


Designed to match the Myrtle Pacemaker Desks, with the same 





beautiful walnut finish, they contribute immeasurably to business 
efficiency by assuring office workers of the comfort which leads to 
effortless work. No “‘morning glories” these...they are every bit as 
comfortable at the end of a long business day as they are at 9 A.M. QC. EL 
Pacemaker Chairs are carefully proportioned, and while perfect 
as to fit, are not large or bulky. They lend style to any office, and are CHAI RS 
substantially constructed to insure strength and long life under the 
stress of daily use. 
When your stock includes Pacemaker chairs and a selection of our 


other patterns, you will know beyond any doubt that you are in position 





to meet the stvle and quality requirements of all chair buyers. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY NORTH CAROLINA 





CHAIRS SHOWN 


No. 4857 
Upholstered 
Executive Posture 
No. 4851 
Arm Chair 
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—THE JASPER DESK COMPANY 


JASPER, 


memBer WOOD ortice FURNITURE INSTITUTE 
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Enthusiastic dealer praise has been showered on our Chippen- 
dale Desk. We are naturally proud of this achievement in fine 
executive furniture. 

Of course, there's a good reason for this Chippendale 
Desk's popularity. 

Stump walnut matched veneers, selected with the most 
meticulous care, are used for the face material on drawer 
fronts. They reflect all the dignity, warmth and luxury that 
is inherent in wood. Note too that genuine walnut is used 
for all exteriors and interiors. Other features merit attention 
including Roller Suspension Deep Drawer—Inset Back—and 
Dictation Slide on Back of desk (69" only). 


Wherever executives desire luxurious, traditional office | 


furniture, this Chippendale Desk offers a handsome addition 
to the business scene. 








I he D ! A N A orvice FURNITURE | 
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NOW TRIPLE ASSURANCE OF 
PROTECTION ON ALL HAM sares 


NOW every Herring-Hall-Marvin safe qualifies 
for and carries three labels . . . triple assurance 





merge ATIOMAL association © of protection! 


Ee 
mur ee sre ATED a —— 
XPOSURt a 
as - 


Rt 


NOW there’sa fire and burglary-resistive Herring- 
Hall-Marvin safe in every size ranging from 15” x 
11” interior to 60” x 42”. 


NOW the small safe purchaser, too, can enjoy the 
advantages assured by the T-20 label . . . both 
burglary proctection and a 20% reduction in 





burglary insurance rates. To get these advantages, 
he must go to a Herring-Hall-Marvin dealer. For 
ae the Herring-Hall-Marvin small safe, with im- 
‘ i uls . ° 
mptitets aporatories. J e proved door construction, thicker plates, better 
yndet sesisTING she 
TO — 





bolt work, is the only small safe within its price 






range to earn all three labels. 


ae nat eee hs The complete Herring-Hall-Marvin 

, line, with its outstanding values, 

GREATER SALES OPPORTUNITIES THAN EVER = offers greater sales opportun- 
WITH HERRING~-HALL+*> MARVIN SMALL SAFES ! 4 ities than ever. 





\ Unite Uf- about exclu- 


sive Herring - Hall - Marvin 
dealerships still open. 









No.1511-C 






HERRING: HALL-MARVIN SAFE CO. 


In New York, Chicago, Boston, Wash- 
ington, St. Lovis, Atlanta, Houston, 
Philadelphia, Son Francisco, Los 

Angeles, Detroit, Pittsburgh, Omaha, 
indianapolis, Minneapolis, Char- 
lotte 
OTHER AGENCIES ALL OVER 

THE WORLD 





















No. 3415-C 
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program, which took a year. The job was just well 
started when a court decision upheld as basic a com- 
petitor’s patent, the foundation of all ring books 
that were then being. manufactured. Confronted with 
this situation, John Schade originated the “ball lock” 
principle and with it as a foundation, National pro- 
ceeded at once to make its own ring structure. 


The Business Expands 


That move saw National loose leaf assuming major 
importance and Mr. Schade was moved to Holyoke to 
take charge of all loose leaf metal construction. Ac- 
cording to a recent account in “The National,” house 
organ of the company, the firm’s sales in loose-leaf 
rose from a percentage of 36 in 1929 to 56 in 1929. A 
factory had been created for the distinct purpose of 
housing a loose leaf division. 

Other inventions came along under the direction of 
J. M. Towne, including the metal-hinge and fibre-back. 
The personnel was increased by addition of key men 
and the factory was again enlarged in 1930. 

In 1946, J. M. Towne became president of the com- 
pany and in the same year National opened its new 
western division in Chicago with J. M.’s son, W. 
Brewster Towne, in charge as manager. 


—-¢ 


STATIONER NAMED TO KIWANIS OFFICE 
George E. Allbee of Allbee & Son Company, 211 W 
Second St., Waterloo, Iowa, office equipment and sup 
plies firm, has been elected second vice-president of 
the Waterloo Kiwanis Club—AL 


<>< 


BURROUGHS APPOINTS WILLIS E. MORGAN 

The Burroughs Adding Machine Company recently 
announced the appointment of Willis E. Morgan as 
sales manager of the organization. He formerly had 
been assistant sales manager. 





RAY PAULIN TO OPEN STORE AT LANCASTER 


A new stationery and office equipment store 
Paulin’s, Inc., will be opened by Ray Paulin in Lan- 
caster, Ohio, on or about March 15. It is planned to 
handle office furniture, shelving, equipment and gen- 
eral stationery lines. 

Mr. and Mrs. Paulin will own all of the stock in the 
company, which has an authorized capitalization of 
$25,000. Mrs. Paulin will serve as vice-president and 
treasurer and her husband will be president and sec- 
retary. 

Mr. Paulin has been associated with the paper and 
stationery industry for 25 years, excluding three and 
one-half years of war service. He traveled from 1924 
to 1942 in southern and southeastern Ohio for the 
Central Ohio Paper Company, Columbus, Ohio, before 
going into active duty in December of 1942 with the 
Adjutant General, War Department, Washington, D. C, 
This service lasted until December of 1945 when he 
returned to the General Ohio Paper Company as vice- 
president and manager of the wholesale stationery 
department. He resigned from this firm in November 
of 1946 to accept a position as plant manager of the 
Logan, Ohio, plant of the Smead Manufacturing Com- 
pany, Hastings, Minn. He resigned from this company 
on January 15 of this year to form his own business. 

The home address, 172 Mound St., Logan, Ohio, is 
to be the business address until February 15, when 
the address will be 153 W. Mulberry St., Lancaster, 
Ohio. 


<>< 


HARRINGTON JOINS TELAUTOGRAPH 
Stephen A. Harrington has been appointed branch 
manager of the Cleveland office of TelAutograph Cor- 
poration, New York, N. Y. For the past four years Mr. 
Harrington was with Diebold, Inc., and before that was 
associated with Cleveland Diesel Engine, Division of 
General Motors. 








WHITING PAPER CO. PRESTIGE SHOWROOM, NEW YORK CITY 


Decorated by the contract division of W. & 
J. Sloane, New York, N. Y., this attractive 
modern setting of the new Whiting Paper 
Co. “prestige” showroom at 745 Fifth Ave., 
New York, N. Y., subtly points up and em- 
phasizes the fine stationery products. The 
draperies completely covering the window 
wall carry the only design in the room—an 
overprint on beige of falling oak leaves in 
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green and brown. Two cocoa brown walls, 
with the third in green, enhance the light 
tone of the bleached oak tables and fur- 
niture. The upholstered items repeat the 
brown and green which dominate the room, 
and beige characterizes the over-all car- 
peting. Pinpoint lighting serves doubly as 
a decorative medium and at the same time 
smartly highlights the papers on display. 





OFFICE APPLIANCES, February, 1948 






































in the 
ion of 
t and 
d sec- 


Yr and 
e and 
n 1924 
yr the 
before 
th the 
dG 
en he 
; Vice- 
lonery 
ember 
of the 
Com- 
npany 
siness. 
nio, is 
when 
vaster, 


ranch 
| Cor- 
rs Mr. 
it was 
on of 


1948 











1. You open the drawer. Your eyes seek the center 
and there, a row of alphabetic guides stare up at 
you. You can instantly locate the desired subdivision. 















IT MAKES SALES BECAUSE IT 
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3. Miscellaneous folders 
contain small accounts. 
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DIRECT Name System 


Siw prospects see that the 
"Y and E” Direct Name System 
makes filing simple, fast and eco- 
nomical—and that makes sales 
for you. For 40 years the Direct 
Name System has been the one 
that couldn't be improved. It is 
well known—accepted. We are 
featuring it in our advertising. 
Feature “Y and E” Direct Name 
System in your store to make 


extra sales. 


WRITE TODAY FOR A SUPPLY OF 
DIRECT NAME FOLDER NO. 3922R 


2. You find the folder you are seeking 
under the name you have in mind. 
It is natural, simple and effortless. 


Individual name and miscellaneous folders are glso 
numbered to permit returning folders to the file by 
number. This is also a check against misfiling. Fur- 
nished in sets of 25 to 10,000 or more subdivisions. 
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RETAILS AT 
$1.00 


Stationers prefer toe Sell 


KIL-KLATTER 


e IT'S NATIONALLY ADVERTISED 
e IT SELLS FASTER 
e IT SATISFIES BUYERS 


Stenographers request d..... 


@ IT ABSORBS SHOCK 
@ IT DEADENS NOISE 
@ IT DOESN'T SLIDE 


Office Managers specify .... 


@ IT INCREASES EFFICIENCY 
@ iT COSTS LESS 
@ IT LASTS LONGER 


For free illustration of avoilable mats and catalog cuts write to 


AMERICAN HAIR & FELT COMPANY 
DEPT. B 82 MERCHANDISE MART CHICAGO 54, ILLINOIS 


Tu 


THE SCIENTIFIC TYPEWRITER PAD 
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HOLD YOUR CUSTOMERS 
WITH RIGHT GOODS 


By Nicholas Vestal 


T IS A FACT that a stationery establishment can 
actually have a larger aggregate inventory of mer- 
chandise than another outlet in the same locality and 
yet not have as much day-in-and-day-out sales vol- 


| ume, if the store that is packed with the heavier in- 
| ventory has not been stocked with equal ability and 


experienced judgment. 
While enlargement of stocks is the logical develop- 


| ment of the growing full-line outlet—the annexation 
| of new departments, for example—the readjustment 
| and more intensive development of his present lines 
| of merchandise would often produce more profit for 
| many a stationer without increasing his merchandise 
| investment. 


“Right goods” are the rock foundation on which to 
build a permanently successful business in any line of 
retail trade. When a stationer builds his business on 
the right goods basis, he will have the right kind of 
customers; he can give them the right kind of service, 
and they will stay with him. Right goods will keep 
one’s customers away from competitors so long as the 
Stationer advertises at least occasionally to tell the 
public about them, and so long as his service satisfies 
his customers. 

Review Your Purchases 

If a stationer has any uncertainty as to what the 
right goods are, let him review his purchases of the 
last few years and contemplate what articles have sold 
briskly and continually, have given his customers 
complete satisfaction, have produced the most repeat 
orders, and have contributed most to his profits. 

He will quickly recollect that the goods made by 
reliable manufacturers, whether old or relatively new 
—the firms whose name he sees year after year in his 
trade journal—are the goods that have made friends 
for his store. 

Businessmen know about the products of such 


| manufacturers because they are advertised continually 
| in all the 
| dominant newspapers. Such goods can be depended 
| upon to hold their own against any competition. 


high-class magazines and the more 


Such merchandise is always the least affected by 
economic changes, and is usually stable as to whole- 
sale prices. These goods are known quantities with 
regard to both price and quality. Their manufacturers 
are old in years, but modern in merchandising policy 
and viewpoint and reinforce the retailer with the 
highest grade of advertising and display co-operation. 


The “Big Four” of Success 
“The Big Four” in retail stationery success are: 


| Good location, sound managerial policy, buying ability, 


and sales promotion ability. A personality that makes 
friends and wins good will helps a lot, too, of course. 

Stationers who lament the so-called “buying power” 
of bigger competitors would do well to contemplate 
the difference between that kind of buying power 
which is merely a matter of finances, and buying } 
ability which is a matter of good judgment and the 
“merchandising instinct.” 

Many stationers could do a better job of buying 
with their present working capital if they would think } 
in terms of stock selection and stock control rather 
than merely in terms of quantity buying and special 
discounts. With better-selected stocks and a better- | 
balanced inventory, they could soon develop a much ® 

| more profitable rate of turnover on their merchan- 
| dise investment. 

Some of the most astute and experienced stationers 

| do not always place maximum orders, but their mer-j 
| chandising program is planned so carefully that they 
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COLE STEEL 
PORTABLE DESK FILES 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. Upper com- 
partment equipped with lock and key. Takes both hanging 
or regular folders. Made of heavy gauge furniture steel. 
Equipped with ball bearing rollers, swivel casters and a 
spring compressor. Guide rod operates in a depressed 
groove for eyeleted guides. Olive green crinkle or Cole gray. 


COLE STEEL SECURITY BOXES 


Made of a heavy gauge steel, elec- 
trically welded throughout! Equipped 
with one of the most substantial locks 
made by YALE. 


No. 1505 Y 
7%," high 
16” wide 
12” deep 


No. C 180 Y 


4%” high goo 


] ] V, “ wide 
7%," deep 


LETTER SIZE 


Upper section 
File drower 
Overall height 


No. 854, as photographed........ 


LEGAL SIZE 

Wide 
Upper section........ 16” 
File drawer oo... 1544” 


Overall height...... 
No. 858, as photographed.. 


High 
10%” 
10%,” 


Deep 
24” 
244,” 
30%,” 
$42.70 


High Deep 
10%,” 24” 
10%” 24%” 
30%” 
ccocssevereeee 49.95 


RSA 


86 


For Dimensions. see specificatior 


Additional lock on bottom drawer—add $2.50 


145° 
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285 Madison Avenue, 


New York 1 


FN... 








en 


27-DRAWER STEEL 
STORAGE CABINETS 


Will pay for itself many times over as a valuable 


es etadeinianeniins ae ee 


money-saver in locating and safeguarding impor- 


Gibtnling 2 “cere 


tant matter. For catalogues, hardware, office 
forms, printed matter, art work, cuts, photographs, 


tools, etc. Olive green or Cole gray crinkle finish. 


HIGH WIDE DEEP 
Cabinet size . 37” 30” 13%” 
Inside drawer 9” 12” 


No. 2712 $4900 


LOCK—which will lock all drawers, $10.00 additional. 


CUTS OR PHOTOS 


ON - vi 
ARE AVAILABLE 
ON REQUEST 


STEEL 
STORAGE 
CABINETS 


Will keep your office supplies 
and printed matter clean and 
orderly. As a storage cabinet 
for hand tools, or even liquor, 
will pay for itself over and over 
again by preventing pilferage. 
Doors are equipped with a two- 
way locking device controlled 
by a paracentric lock. Olive 


green or Cole gray crinkle finish. 


ONE DOOR CABINET TWO DOOR CABINET 
No. 400. Counter height. Three ad No. 349L. Two adjustable shelves 


justable shelves. Size: 40% _ $ Size: 37,” high, : 
high, 184%” wide, 25%” deep 35 30” wide, 18%” deep 545 


Extra shelves for above $5.00 additional. 





ree) i - STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 














Write or wire for profitable 
dealer plan. 





~ WO LBE R 2ueuicaror « super co. BURST 


Copy-rite.. A Name Recognized By Leading Dealers The World Over 
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FOR NEW 
IDEAS IN 
POSTURE 
SEATING 


Mew 
CRAMER 
Models 


New Cramer models 
long in the experi- 
mental and testing 
stage will be an- 
nounced soon. Watch 
Cramer advertising. 


Cramer manufactures a 
chair for every seated worker. 


Special seating. Send us your requirements. 


Gunflow 


POSTURE CHAIR COMPANY, Inc. 


1205 CHARLOTTE STREET * KANSAS CITY 6, MO. 








seem able to calculate in advance, and with almost 
uncanny accuracy, just about how much net profit 
they can expect to earn from the rotation of each 
investment in merchandise and they know from ex- 
perience just how long it will take to realize that 
profit. 

That is the nature of “The American Opportunity” 
for operators of comparatively small businesses. The 
American system of competition operates, not only 
with money, but with talent and ability, so that while 
there is a certain minimum capital investment for 
each line of trade, lacking which success is unlikely 
for any prospector, if a merchant of modest capital 
status possesses more enterprise or more merchandis- 
ing judgment, it is actually possible for him to do a 
better buying job than the fellow who has a larger 
working capital. 


Good Judgment Pays 


By good judgment exercised in the constant rota- 
tion of purchases, sales, and reinvestment, such a 
stationer often obtains more investment activity, as it 
might be called, out of $1,000 than a man of less buy- 
ing skill can get out of $2,000. 

If there were not much truth in this, it would have 
been impossible for some prospectors in the retail 
stationery business to develop a successful store with 
an original cash capital of only $5,000 or $6,000 as has 
been done by more than one thriving stationer during 
the last twenty years. Such prospectors realized from 
the beginning that their trump cards in competitive 
operation would have to be skillful selection of mer- 
chandise and intelligent diversification of stock to- 
gether with a buying system planned to establish and 
regulate a profitable rate of turnover on their current 
inventory of merchandise as a whole. 


In other words, they knew that they could not sell 
profitably with only half a dozen lines that had a 
weekly turnover and scores of other items that had 
only a monthly or bi-monthly turnover. They had 
only a relatively small amount of fluid capital and 
knew that they had to keep that capital working in 
the profit-producing procedure of purchase, sale and 
reinvestment. 


If a dealer is not a good businessman by instinct or 
is not careful and deliberate in his buying plans, even 
the limitation of small working capital will not neces- 
sarily save him from the mistake of overbuying. His 
stock will not show any immense quantity of any one 
line, perhaps, but it may show a conglomeration of 
small lots of slow-moving or actually unsalable “duds.” 

Knowledge of the merchandise that will currently 
sell and produce the most satisfactory profits—the 
goods that are reasonably certain to have call because 
their makers are constantly building demand for them 
—can always be obtained from a thoughtful review 
of the advertisements in the dominant trade journal 
of the industry in which any dealer is engaged. 

No man starting in the stationery business ever got 
a dollar’s worth of experience for ninety-five cents. 
Experience is always worth one hundred cents on the 
dollar, and the long-established trade magazine is the 
place to find the best digest of practical trade knowl- 
edge and experience. 

Timely foresight and enterprise are as necessary in 
buying as in selling. When management applies them 
to both activities, the stationer can build the reputa- 
tion of being “the place to go” for a desk, a typewriter, 
a filing cabinet, a checkwriter, or an adding machine 

-not merely a retail supply depot for the small-profit 
items of clerical and secretarial supplies. 
—- 


CAFETERIA ADDED AT STAMP WORKS PLANT 

The Bankers & Merchants Stamp Works, Inc., has 
added a cafeteria for the benefit of the large staff of 
employees at the factory, 3215 N. Sheffield Ave., Chi- 
cago, Ill. 
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YOU FURNISH 
THE STEEL 


Me oe 


LYO fi WILL MAKE THE PRODUCT 





@ If you or your customers can supply us with 12 to 24 
gauge sheet steel, we will buy the steel from you and supply you 
pound for pound with any selection of Lyon standard products now in 
production at regular published prices. (See partial list below) 

Or, we will manufacture to your customer's specifications, assem- 
blies, sub-assemblies, or parts in gauges No. 8 and lighter up to No. 30. 
METAL PRODUCTS, INCORPORATED 


GENERAL OFFICES: 228 MONROE AVENUE, AURORA, ILLINOIS 
Branches and Dealers in All Principal Cities 











* Shelving 
* lockers 





A PARTIAL LIST OF LYON PRODUCTS 


© Kitchen Cobinets ¢ Filing Cabinets * Storage Cabinets «Conveyors ¢*Tool Stands «Flat Drawer Files 


Display Equipment *Cabinet Benches ¢Bench Drawers eShop Boxes «Service Carts ¢Tool Trays «Tool Boxes 
* Wood Working Benches © Hanging Cabinets «Folding Chairs 
Economy Locker Racks ¢ Welding Benches Drawing Tables «Drawer Units 


e Work Benches ®Bor Racks «Hopper Bins «© Desks 


* Bin Units © Parts Cases * Stools 








OFFICE APPLIANCES, 





February, 1948 107 


* Sorting Files 
* Ironing Tables 
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WOOD 


OFFICE FURNITURE 


represents W@ lue 


represents service 


represents TH 7 ‘othe o D 


INSTITUTE | 
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Trade Relations 
Program 





—supplying you with 
factsand ideas tohelp you 
build a more profitable 
business, typified by the 
Office Furniture Mer- 
chandiser. This already 
famous guide book has 
been acclaimed by deal- 
ers, large and small, from 
coast to coast. The WOF I 
Trade Relations repre- 
sentative works in the 
field to exchange infor- 
mation with dealers and 
salesmen, to aid in plan- 
ning sales-training pro- 
grams. 


Merchandising 


Assistance 





—typified by TRENDS, 
the Institute’s fact-pack- 
ed periodical for dealers— 
bringing data about office 
furniture selling tech- 
niques, advertising meth- 
ods, and news about 
important developments 
in manufacturing and 
merchandising. 





Consumer 


Advertising 


—in leading business 
magazines your custom- 
ers and prospects—office 
managers and purchasing 
agents—are told the story 
of new, modern wood 
office furniture and why 
they should buy the pro- 
ducts you sell. (These are 
just the highlights of cur- 
rent Institute services for 
you.) 
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OF 








your assurance of profitable 
cooperative effort in making and 






merchandising better desks and chairs. 


OFFICE FURNITURE INSTITUTE 


your customer’s assurance of practical, 







functional design and honest value, 






regardless of price range. 







WOF' is an active force, firmly wedded to 
the belief that what’s good for the industry 
is good for its individual members. The 
Institute’s many services are sponsored 
Product Market and paid for by these manufacturers: 


Research Research Alma Desk Co. Jasper Chair Co. 


= Desk Mfg. Jasper Seating Co. 
Oo. 


Jasper Desk Co. 
Jasper Office 


Furniture Co. ture Co. 


Doten-Dunton Desk The Leopold Co. 
ess Myrtle Desk Co. 


Gunn Furniture Co. Murphy Chair Co. 
— typified by comprehen- High Point Bending ; 
sive surveys among office & Chair Co. New Indiana Chair 
equipment buyers and ; Co. 
users to determine buying Hoosier Desk Co. O.CS. Olsen C 
habits and preferences. ae 


Clemco Desk Co. 


Commercial 


Imperial Desk Co. 
Look to the WOFI symbol as Wells Furniture 
the sign of value and service! Indiana Desk Co. Mfg. Co. 
—the behind -the-scenes 
experimentation, the con- 
stant seeking after new 


pecs theimprove Wood Ortice Furniture Institute 





by the new SOFTONE 


finish and many other aay 






product improvements 
shortly to be released. 
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Styled by Futura 


in Grey Lustrelite Finish 


74 Modern Desk Organizer xn Steel -5 Compartments May Ge Expanded 


Contoured for "Finger Tie becesscbility and Uascbility / 











Carton 
: Item | Width | Depth Height | Shipping| List Price 
; | Weight | 
Futura | 
: Tidy 10” Ma how 7 Ibs $3.95 
i Deskmaster | | | 





HIGHER ON WEST COAST 


300 EAST 145TH STREET NEW YORK 51, N. Y. 
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Styled by Wlaldmaster 


for Letter and Legal Correspondence 


. 
7t New Plastic Desk “ray 


Modern! New! Plastic! 
Swivels! Swings! Removable! 


| Carton 
1 | Hght. |Shipping; List Price 
Weight 
$4.95 
per set* 


5 Ibs. is composed of two trays, 


post and bracket. Higher on West Coost 


2.200 EAST 145TH SIREER mew YORK 51, N. Y. 
are 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements, 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which ; 
means much more to our *293 
dealers than price and 3% 
selling promises. 


Write for details and samples. 


yy ITTLE. 


MANUFACTURERS 


Factory Rochester, N ¥ 





“QUALITY EXCLUSIVELY SINCE 1888”"’ 
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LOS ANGELES SCHOOL—Harold W. Barnes, educational director of 
the Victor Safe & Equipment Co., Inc., N. Tonawanda, N. Y., held 
a Victor Visible Training School in Los Angeles, Calif., recently. 
Shown in attendance (left to right) are: Front row—Arthur O. Carlson, 
Charles R. Barry Co.. San Francisco: George Pickard, Howard & 
Stofft, Tucson, Ariz.; Ralph Sparks. J]. A. Freeman & Co., Alhambra. 
Calif.; Second row—Stewart W. Lent, San Diego Office Supply Co., 
San Diego, Calif.; W. E. Flach, Stockwell & Binney, San Bernardino, 
Calif.; Don B. Stone and Pratt Littlepage. Heinze. Bowen & Harrington, 
Phoenix. Ariz.; Third row—Kenneth R. Dunker, Kendrick-Bellamy Co., 
Denver, Colo.; W. Willard Holmstrom, San Diego Office Supply Co.; 
San Diego, Calif.; Harry R. Kelley. Grimes-Stassforth Stationery Co., 
Los Angeles; Fourth row—Albert G. Ewart. Grimes-Stassforth Sta- 
tionery Co., Los Angeles: Jack W. Robinson, R. A. Tiernan Typewriter 
Co., Santa Ana, Calif.; Erwin D. Young, Los Angeles Desk Co., Los 
Angeles; Glen D. Ticehurst, Vernon Stationery & Printing Co., Vernon, 
Calif.; Mr. Barnes. 










SALT LAKE CITY VISIBLE SCHOOL—Shown in attendance (left to 
right) at the Victor Visible training school held at Salt Lake City, 
Utah, are: Front row—Oscar F. Sorenson and Charles Craig, Kelly 
Co., Salt Lake City: D. Lyle Wynn, Steve’s Office Supply, Ogden, 
Utah: Second row—William F. Hernbeck, W. Walter Foster, Richardson 
Office Supply Co., Grand Junction, Colo.; Elmer E. Kelly, Kelly Co., 
Salt Lake City: Rear—H. W. Barnes, educational director, the Victor 
Safe & Equipment Co., N. Tonawanda, N. Y.; Joseph ©. Meyer, Kelly 


Co.. Salt Lake City. Absent from the picture was T. Taylor Cannon, 
Steve's Office Supply Co., Ogden. 





VICTOR SCHOOL AT SEATTLE—H. W. Barnes (in front), educational 
director of Victor Safe & Equipment Co., Inc., N. Tonawanda, Y.. 
conducts a Victor Visible training school at Seattle. Wash. Attending 
are (left to right): Front row—Al Carr, Business Equipment Bureau, 
Portland, Ore.; Robert Burgess, Lowman & Hanford Co., Seattle; 
Stewart E. Trick, Trick & Murray, Seattle: William D. Cross, Black 
& King. Inc., Everett, Wash.; Second row—L. E. Fletcher, Fletcher 
Typewriter Exchange. Boise, Ida.; Lawrence Northquist, Kershaw’‘s, 
Inc., Spokane, Wash.; Carl R. Sherwood, Sherwoo — writer Ex- 
change, Twin Falls, Ida.; H. C. Doell, John W. Graham Co., Spokane, 
Wash.; Rear row—Donald E. Maas, Charles R. Berry Co., San Fran- 
cisco; V. Mearl Glenn, Yakima Bindery & Printing Co., Yakima, Wash.; 
William Gagnon, Kilham Stationery & Printing Co., Portland, Ore.; 
Robert Prescott, Tacoma Office Supply Co., Tacoma. Wash. 
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J ESIGNED for customer accopttines 
... priced to SE 


The new Zip 2-hole @ EFFORTLESS PUNCHING @ SLOPING PLATFORM 
oie ap has everything @ LONGER SERVICE @ MODERN DESIGN 
yoUr customers want: @ AUTOMATIC LOCKING PAPER GUIDE @ EASE OF OPERATION 


- 


It should have—they helped design it. Stenos, file clerks, secretaries, executives were asked what they expected of 
a two-hole punch. As each successive model was developed, they used and abused it— until the new Zip No. 234 
met the most rigid requirements of laboratory, shop and on-the-job tests. 


Check These Important EXCLUSIVE Sales Features: 


Effortless Punching 


Punches are of high carbon tool steel operating in brass punch guides left handed operators with equal ease —and may be operated from 
heat treated, hardened and ground to exact tolerances—will punch any angle with the palm, full hand or little finger. 
indefinitely without sharpening. Feather touch punching will shear 


through one piece of sub 8 onionskin or 34 sheets of sub 16 bond. Sloping Matorm 


: : The sloping platform gently guides the sheets to the punching anvil 
Automatic Paper Guide no sticking, no slipping. 
Zip! and it’s set — exactly — no guessing. Index window indicates ex- 
act setting of ball bearing guide that locks into position and may be 
changed, removed or inserted in a fraction of a second 


Modern Design 

Functional advanced design compliments any desk or office. Base 
, and handle are finished in a baked-on Hammertone Air-Wing grey 
Stirrup Wandie that will not chip or soil. Cushion base is completely covered with 
The symmetrical handle of the new ZIP 234 may be used by right or 1/16" matching electrically flocked rayon 


ZIP PRODUCTS COMPANY WELDON C. HILLHOUSE 





Immediate Delivery —Designed to meet Federal Government Specification No. GG-P-191B 








Wire or write for full details—jobber and dealer discount schedules 
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. Security 






















SECURITY STEEL EQUIPMENT CORPORATION ® AVENEL, NEW JERSEY 
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individual piece or 
a complete office installation 


—look first 
to Security CRESTLINE. 


For an 








Consipr this CRESTLINE Desk from any angle. 


Its exceptionally fine appearance is based on the func- 
tionally designed efficiency of its every part. 

As it is beautiful in appearance, so it is a marvel of 
efficiency. Here is a desk with all those features you 
expect to find in a product that is outstanding in its 
field . . . flexibility, adaptability and completely func- 
tional design. 

We would like you to know about all the wonderful 
features of this truly fine desk .. . 


Write for a CRESTLINE Desk Folder. 


the finest— 
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EVERY OFFICE CAN INCREASE EFFICIENCY 






Save Time... 
— Save Steps... 





EXECUTIVE 
MASTER STATION 





. 
- 
. 


Executive decisions and production problems 
swiftly, clearly carried to the key men in your organization 
to be executed and solved immediately. FLEXIFONE 

is quality engineered and built...modern and 
functional in design to meet your demand for a 
lightening-fast method of intercommunication. 
Choice of several models 
with capacities up to 


twenty connections. 





le. 
1C- 

OFFICIAL OR 

SUPERVISOR MASTER STATION oPE Dio 
of 


* MADAM AA 


its 
1C- 
SPEAKER 
STATION 


OPERADIO MFG. CO. 
Dept. OA-28, St. Charles, Illinois 





Please send free literature as checked eceeseeeococe 
] FLEXIFONE Intercommunication Plant Broadcasting 


[_] Make appointment to discuss our needs 


Name. ae ee Eee 


a ee ene 





City State. 
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have been adopted 
as standard equip- 
ment by leading 
merchandising organ- 


izations. 


YOUR prospects will be equally quick to 
appreciate the recognized protection, mod- 
ern design and saving in burglary insurance 
—to about 70°/,,—which will eventually pay 


for the chest. 


Armored Steel Chests—a part of the Com- 
plete Mosler Line—are furnished in several 
sizes, singly or in steel-cladded concrete 
blocks (illustrated below), also with or with- 
out inner holdup partitions. 


Newspaper advertising and colortul direct 
mail pieces, geared to a modern sales temp, 
are available to dealers. 


| ae 


Mosier Fire and Bur- 
giary-Resistive Chests 
in a single unit (il- 
lustrated above). The 
ONLY Chest carrying 
Underwriters’ label 
for one-hour fire ex- 
posure, Including 30- 
foot drop test, and 
Underwriters’ relock- 
ing device label, af- 
fording 10% reduc- 
tion from the ‘“E’’ 
mercantile burglary 
insurance rate. Ask 
for literature. 











THE MOSLER SAFE CO. 


Lorgest Builders of Safes and Vaults in the World 
320 FIFTH AVE., NEW YORK CITY FACTORIES: HAMILTON, OHIO 


Member National Stationers Association 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Stock valued at many thousands of dollars was de- 
stroyed in the fire which recently swept through the 
premises of the L. and G. Paper Company, wholesalers, 
Hamilton, Ont. Total damage was estimated at over 
$100,000. By a coincidence the building caught fire 
just two months ago to the very day of the second 
fire. M. S. Lewis, general manager, stated that the 
first fire was of a minor nature owing to the firemen 
having been notified of it in the early stages. He asked 
the Ontario Fire Marshal's Department, Toronto, to 
make full investigation into its cause. 

a > - 

Mid-West Paper Sales, Ltd., 319 Elgin Ave., Winni- 

peg, Man., will erect a warehouse addition to its exist- 


ing building. a) aap ie 


An unnamed company headed by Dr. Jack M. Stein, 
Hollywood, Calif., plans to erect a $100,000 factory in 
Calgary, Alta., in which to manufacture certain parts 
and assemble ball-point pens. Aproval is being sought 
from the dominion government at Ottawa to estab- 
lish the industry. It is to be located at 10th Ave. 


and 4th St. W., Calgary. 
* 


* * 


Appleford Paper Products, Ltd., 78 Stirton St., 
Hamilton, Ont., is having plans prepared for a two- 
story factory building to be erected for its own use, 
the cost of which has been estimated at $500,000. 

> * . 


Meredith Simmons Company, Ltd., 321 Wallace Ave., 
Toronto, well-known adhesive manufacturers, recently 
suffered a $25,000 loss due to an explosion in its plant. 
Most of the damage was due to water used in fighting 
the fire which followed. 


* * * 


The government of the province of Quebec is con- 
sidering plans to put back into operation the plant 
of the Chicoutimi Pulp Mills, Ltd., a subsidiary of the 
Quebec Pulp and Paper Corporation, 132 St. James 
St. W., Montreal, which it has acquired. Legislation 
is to be enacted by which it can be acquired by private 


interests. - ~- 


Luther F. R. Winchell, vice-president of Hinde & 
Dauche Paper Company, Ltd., Canadian section, was 
recently elected a member of the Board of Harbor 
Commissioners, Toronto, as representative of the Fed- 
eral Department of Transport, Ottawa. Mr. Winchell 
is prominent in various civic betterment organizations. 


+ * * 


President Terrill G. Lewis, and H. C. Whiteside, 
superintendent of the Capital Carbon & Ribbon Com- 
pany of Eastview, a suburb of Ottawa, Ont., were re- 
cently fined a total of $15,000 and sentenced to six 
months each in jail for major income tax evasions. 
They pleaded guilty in an Ottawa court to five charges 
each and another five charges against the company 
of non-payment of taxes totaling $47,329. The taxes, 
income and excess profits taxes, were paid by the com- 
pany, after the charges were laid previously. 

oe > * 


The Miramichi Lumber Company, Ltd., Morrison 
Cove, Chatham, N. B., is planning to erect a mill in 
that same place, in which it will manufacture kraft 


paper. ‘4 


F. E. Wright was recently appointed president of the 
National Cash Register Company, Ltd., Toronto. Mr 
Wright is the first native Canadian to head the com- 
pany. Son of the late W. E. Wright, former company 
branch manager at Winnipeg, he had been serving 
as manager of the Canadian sales division. C. W. 
Westlake, former branch manager in Hamilton, Ont., 
has succeeded Mr. Wright as Canadian sales manager 

* 


- = 


National Paper Goods, Ltd., 144 Queen St. N., Hamil- 
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t 
: Here are the latest additions to the chanical steel tubing outer frame- | 
: famous DIXIE CHROME PRODUCTS work treated in the exclusive 
4 , ‘ . } 
line of modern furniture . . . the “UDYLITE” process of indestructi- | 
: streamlined, fixed-bed TYPE- ble chrome-plating. | 
Ss 
r WRITER DESK and authentic DIXIE CHROME PRODUCTS | 
1 POSTURE CHAIR, with heavy me- 2509 Oakland Ave. Dallas, Texas | 
' 
x H 
3. H 
s | DIXIE DEB TYPEWRITER DESK DIXIE POSTURE CHAIR 
y F All-Steel Construction with Scratch-Proof, and Burn-Proof Plastic Top. sniper te: ther capes reer =e 
= Baked crinkle enamel 4-WAY CONTROL for 
ao surtacing 0 1. Tension on back of chair 
black, gray or beige, 
n with chrome trimmed 2. Easement of back for 
n edges and chrome han- healthful pesture 
t dles on drawers. The 3. Raising or lowering back to 
letter-size file drawer lessen fatigue 
at bottom has conven- 4. Adjustment of seat height 
e ient index guide plate to individual comfort. 
; rest. Two-inch, full ball bearing 
- swivel, heavy-duty Rubberex 
V * * * wheels for easy, noiseless 
2 movement and protection of 
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Both of these handsome 
pieces are very favorably 
priced in comparison with 
other items of the same 
quality, and are available 
for immediate shipment. 


floors. The seat is cushioned 
with Latex fiber, sisal and 
heavy cotton felt; the back 
padded with heavy cotton, and 
covering of seat and back is 
long-wearing Duran Plastic in 
a wide choice of colors. 
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Don't miss the plus sales and extra profits 
that accrue from the sale of Durability Filing 
Supplies in SETS. It's the convenient way for 
the customer to buy—it's the smart way for 
YOU to sell. Feature FILE GUIDES with the 
Barkley Plastic Tab in SETS. Order by number 
No. 115-25-8. 


Write for Illustrated Literature 


- 


= mine i \ \ 
Established 1921 ‘gunng!T! 
NY 





~~ 


C. L. BARBLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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ton, Ont., recently awarded the contract for the erec- 

tion of an addition to its plant at the same address. 

Cost of the addition has been estimated at $125,000. 
+ * 


* 

Angus C. Barwick, widely known head of the firm of 
Barwick Ltd., Montreal, was recently officially pre- 
sented with the M. B. E. decoration by Viscount Alex- 
ander, governor-general of Canada. He won the dec- 
oration while serving as major in the last world war. 

* ca * 


Hay Stationery Company, Ltd., London, Ont., has 
warned the stationery trade and general public to 
watch out for the activities of a man posing as a son 
of the president of the company, J. Bevan Hay. The 
man is alleged to be endeavouring to obtain money 
under false pretences by this means. 

* * ” 

The annual meeting and election of officers of the 
Hamilton Stationers’ Association, Hamilton, Ont., was 
recently held. Guest speaker was Roy W. Keeley, 
Canadian Durex Abrasives, Brantford, Ont. 

Officers elected were: Chairman, John T. Cloke; sec- 
tary, H. P. Nichols; treasurer, Arthur Baxter; publicity, 
J. E. Mason; directors, Alex Naismith, Lordley W. 
Jones and N. Jones. J. S. Luckett of Toronto had 
charge of the installation of officers. 

a * a 

Nearly 100 persons attended the second annual 
oyster party of Quebec Stationers’ Association held re- 
cently at Berthelot Hall in Quebec City. Visitors came 
from New York, Ottawa, Toronto and other centres. 
The guests were heartily welcomed by Mathias Fillion, 
association chairman, and Arthur Careau, party com- 
mittee chairman. Thirty-one door prizes were pre- 
sented. 

The special prize for out-of-town guests was won 
by Don Heasley of Brown Bros., Ltd., Toronto. 

* * cod 

Managers of Barber-Ellis Ltd., manufacturing sta- 
tioners (Toronto), branches from coast to coast in 
Canada, met with directors and executives of the head 
office in Toronto and at the main factory in Brant- 
ford, Ont., recently for a sales conference. K. W. 
Murphy, sales manager, was chairman. 

F. H. Ellis, president, and Mrs. Ellis entertained the 
gathering while it was in Toronto, and C. G. Ellis, vice- 
president and general manager, and Mrs. Ellis held a 
reception at their home in Brantford. 

Those attending the conference were also enter- 
tained by the Rolland Paper Company at the King 
Edward Hotel, Toronto. Roy Ecclestone acted as host 
for the paper company. At the end of the conference 
they also journeyed to Cornwall, Ont., to visit the 
Howard Smith Paper Mill. E. Howard Smith, presi- 
dent; W. Aird, sales manager, and other officials of 
the company welcomed the Barber-Ellis party. 

2 * _ 
Shirley H. Dye, one of the founders of the firm of 
| Dye & Durham, office and legal stationers, Toronto, 
recently celebrated his eightieth birthday. Although 
one of the oldest active stationers in Canada, he still 
enjoys fine health and goes regularly to his office each 
day. He is the oldest stationer in the city of Toronto 
and members of the trade there warmly complimented 
him as did the Stationers’ Association of Canada. 
* + * 

Louis Chariton Bogart, associated for a number of 
years with the Office Specialty Manufacturing Com- 
pany, Ltd., Newmarket, Ont., died recently at his home 
in Toronto, where he had been living during the past 
few years. Mr. Bogart was a native of Newmarket and 

| was in his seventy-fifth year. 

| Surviving are two daughters, Mrs. Hugh S. Guthrie, 
| Toronto; Mrs. John E. Morris, Newmarket, and a 
| son, Ernest C. Bogart, K.C., Toronto. 

| * * * 

| Mrs. Anna Laura Mayhew, 82, 542 Grace St., Wind- 
| sor, Ont., mother of the founder of the Windsor Office 
' Supply, Windsor, died recently in Grace Hospital, that 
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| BERNARD 
PAPER PUNCHES 


They'll make you friends. 
They stay sold. 
The standard for years. 


Loose Leaf Vacuum Punch No. 2600 
Standard dies—14"’, %j6", 4". 


“Triumph” Official Eyelet Punch No. 190 
Twin spring action. Adjustable gauge 
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Never tear the paper, 
no matter how thick 
the file. Fit all sizes 


of staples. 


‘ia 
Faithful aaa Since 1870 


BERNARD 


WY MARK REGISTERE 


WM. SCHOLLHORN a 83502 Chapel St., New Haven 9, Conn. 


Order from your distributor. 
Complete catalog on request. 
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Says Nations Business: 


i every labor-saving 
device, method and 
machine possible... 
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Good advice to management 
. from a magazine that’s read 
by half a million business- 
men directly concerned with 
office operating costs. Advice 
that paves the way for sales- 
minded Error-No dealers. 











Error-No, the line-by-line 
copyholder, is labor-saving 
from the start, ups office copying efficiency to 
) 40% by actual test. Operators turn out more work 
faster, with fewer errors, because Error-No holds 

copy always at eye level, eliminates eyestrain 
and fatigue. ... Most positive way to show how 
costs are cut by Error-No is to demonstrate it 


in your prospect’ s office. 


frrw'1-No 


LINE-BY-LINE 
COPYHOLDER 





















Thousands of Firms Need 
Speedrite Checkwriters 


Providing absolute protec- 
tion against forgery, Speed- 
rite is a key to extra profits 
for dealers everywhere. In- 
quire about the possibilities 
in your territory. 


Sahl Welwey 


COMPANY, ! * ROCHESTER 7, N.Y 





~  tncrnSReaRe 





ADDRESS: 40 MT. HOPE AVENUE 
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| Birmingham, Ala. 






city, after a lengthy illness. She was a member of All 
Saints’ Anglican Church and had lived in Windsor for 
35 years, coming to that city from Thamesville, Ont., 
where she was born. 

She is survived by her husband, Charles A. Mayhew, 
at home; a grandson, Donald Mayhew, Windsor, and 
a great-grandson, Christopher Mayhew, Windsor. Her 
son, Nelson, died some time ago. 

+ . . 


Grand & Toy, Ltd., wholesale and retail office sta- 
tioners with head office at 6-14 Wellington St. W., 
Toronto, are having a factory building at 217 King St. 
E., in Toronto converted for an office and printing 
plant. 





































* * * 









The featured speaker at the first 1948 meeting of 
the Lions Club at Richmond Hill, Ont., held recently to 
honor charter and old members was Reginald C. Ev- 
erett, manager of systems department of Grand & Toy, 
Ltd., retail and wholesale stationers, Toronto. Mr. 
Everett, who is an outstanding speaker, is a key mem- 
ber of his club and has the record of nine years of 
—= 


GLOBE-WERNICKE APPOINTS RUMPH 


H. L. Pfau, vice-president in charge of sales of The 
Globe-Wernicke Co., recently announced the appoint- 
ment of Conoley (Ronny) O. Rumph as the company’s 
representative in the states of Alabama, Arkansas, 
Louisiana and Mississippi. 
| In his announcement, Mr. Pfau pointed out that 
| “Ronny” brings to this position a broad background 

























































J. CONOLEY RUMPH 


| of experience in selling office furniture and filing sup- 
plies, which gives him an understanding of the sta- 
| tioners operations and problems. At one time he 
owned his own store, Tri-States Office Supply Com- 
pany, Marianna, Fla. Previous to this, he worked as 
salesman for various stationers in the South. 
Mr. Rumph’s headquarters will be his home at 516 
| Dallas Ave., Selma, Ala., where he resides with his 
| wife and daughter. 






*—- 
FIRE HITS MONROE CALCULATING BRANCH 
Damage estimated by firemen at approximately 
$20,000 was caused by fire January 2 which swept 
through the rear of the building of the Monroe Cal- 
culating Machine Company, Inc., at 514 North 21st St., 































The fire spread next door to offices of a Royal type- 
writer distributing company, where firemen said con- 
siderable smoke and water damage resulted. Cause of 
the fire was undetermined.—BJ 

—-. 
SCHENECTADY STORE BROKEN INTO 

A robber who broke into John Greisler’s stationery 

shop, 778 Albany St., Schenectady, N. Y., by smashing 











| a window in the rear and cutting out the lock on an 
| inner door, stole $45 worth of material and smashed 
| a safe door, according to police —GET 
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The world's largest exclusive 
manufacturer of adding machines 


Now In Our Thirtieth Year 






Also available 
in full keyboard 
models—hand and electric 







VICTOR is 4437 ye 


je Feather-touch keyboards Natural reading angle, 
ia with ‘‘live’’ cushioned a eye-ease color reduce 6p- 
keys, give speed, accuracy, erator fatigue, eye strain. 


Today,, you can order what experts call the world’s finest 
ease of operation. 


adding machine—The Victor Electric Portable—fast, quiet, 
ca One-hand, fingertip opera- = Fully guaranteed and the 


easy to use, durable—proved by business, large and small. tion leaves the other hand " best in adding machine 
free to turn pages, checks, “"""» service facilities make Vic- 
Add, subtract, multiply or divide—that’s what Victor, the make notes, etc. tor your best buy! 
all-purpose machine, does for business. Wherever fast figur- Due ro the flood of orders for Victor Electric Portables, we ore not always able 
ing is required, Victor gets the vote, for Victor is versatile. to make immediate delivery. So place your Victor order now. 
> 
(ZS “Soon you will wanta 


Call, write, wire collect your Victor Man for Victor 60 Second ~L4 Victor in your home 


Proving Test TODAY! See Victor First, See the Finest! _ VICTOR ADDING MACHINE co., Chicago 18, Illinois 
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Your Name, Address and Phone Number 


GO HERE 








Every dealer wants more of the prestige 
created through advertising. Here is one 
practical way in which to achieve it— 
WITHOUT COST. Sell the MONARCH 
BRAND Quality Paper Fastening Devices 
in YOUR OWN Special IMPRINT BOXES. 


Reorders flow in to you naturally. 


You can have your Own Imprint Package 
WITHOUT CHARGE by merely ordering 
a minimum quantity of staples, clips or pins. 
The minimum quantity is: STAPLES—200 
boxes; CLIPS—100,000 of a single size; 
PINS—1I00 pounds of one type. Stock 
your shelves with quality products in eye- 
compelling packages, imprinted with your 
NAME, ADDRESS and PHONE NUMBER. 
Boxes for staples and pins available in a 
variety of colors. Remember—you can 
sell your firm name WITHOUT ANY 
EXTRA CHARGE if you buy a minimum 
penety of STANDARD Staples, Clips and 
ins. 

Write for samples and price list 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO 19, ILL. 
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FILING SCHOOL BOOSTS 
EQUIPMENT SALES 


By George Winthrop Perry 


y F. DAVIS, general manager of The Review Com- 
( pany, located at 2-6 West Bay St., Savannah, Ga., 
thought his firm should sell more filing equipment. 
The more he thought about this the more he con- 
vinced himself that one of the best ways, if not the 
best way, to sell more of anything—filing equipment 
included—was to teach people more about that thing. 
He finally decided that the logical way to increase fil- 
ing equipment business would be to hold a filing 
school, a short course for filing clerks, and show them 
proper methods and the most modern equipment. 
But all Mr. Davis had was an idea. He didn’t have 
a course, a plan of a course or anything else except 
an idea and, of course, some filing equipment in his 
store. So he wrote to The Globe-Wernicke Co. at 
Cincinnati, Ohio, about his idea and desire. He asked 





THE REVIEW CO. FILING SESSION 


them if they had some suggestions for such a course. 


| Since filing equipment is right down this firm’s alley, 


the Globe-Wernicke firm replied to Mr. Davis that 
they not only could suggest a course but that they 
would be glad to furnish Arthur Frey, manager of 
their filing systems division, to conduct the course 
without cost or obligation to The Review Company. 


Hold Two-Day School 


The offer was accepted and from that point on the 
preparations for the course went ahead rapidly. The 
course was planned for two days with a duplicate 
course given the second day. Sessions started at 9:15 
and ran until 10:15 o’clock in the morning with a 
fifteen-minute rest period until 10:30 when another 
session started lasting until 11:30 o’clock. The after- 
noon session started at 2 and ran until 3:00 o’clock 
when there was another fifteen-minute rest period 
with the second afternoon session getting under way 
at 3:15 and running until 4:15 o’clock. Thus the 
course took up four hours in all, divided into four one- 
hour sessions. One course was given on Tuesday, Sep- 
tember 16, and repeated on Wednesday, September 17. 

The one-day course was a concentrated one and 
covered the following subjects: Importance of Filing; 
Rules of Filing; Rules of Alphabetizing; Coding, Mark- 
ing, Sorting; Cross Reference; Follow-up Systems; 
Charge-Out Procedure; Transfer of Records, Record 
Destruction and Retention; Centralized Filing; Filing 
Department Duties and Supervision; How to Install 
Filing Systems; Alphabetical, Geographical, Subjec- 
tive and Numerical Filing. 

To put over the course, The Review Company sent 
out 300 duplicated letters. The letter was a two-page 
affair telling of the course, to which was added a list- 
ing of the subjects to be covered and a fourth page 
telling about Mr. Frey, the instructor. These letters 
were sent out 30 days before to business firms in 
Savannah, asking them, if interested, to register 


the person who was to attend. The classes were held- 


in a room in the place of business of The Review 
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In the popular 91%" x 11%” size 
.... ruled brown and green on 
“Eye-Ease”’ green-white high rag 
content ledger paper, to reduce 
eye-strain and errors in posting. 


THE COMPLETE LINE 
7 VUE} SHERI 
100 Sheets to a box—25 Sheets per band 
No. Description 

7141 CR Record of Cash Received 

7141 CD-2 Record of Checks Drawn 

7141 RI Record of Invoices or 
Vouchers 

7141 RJ Journal 

7141 BS Bank Statements 

7141 PC Record of Petty Cash 

7141 CRS Record of Cash Receipts 
and Income Record 

7141 CDP Record of Cesh Disburse- 
ments, Purchases and 
Expenses 

7141 GL General Ledger 

7141 FS Financial Statements 
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THE WIDE CHOICE of expertly designed forms available in this new 7141 
Series of Unit Accounting Forms makes it possible to meet the accounting 
needs of practically every business . . . from the small one-man establishments 


to the large corporations. 


For example, forms 7141 CRS and 7141 CDP, illustrated above, provide 
all necessary original entries for the smaller business, with cash receipts and 
sales records on one form, check records, purchases and expenses on the 
other. Eight additional forms in this series, plus a wide variety of twenty-two 
in the larger 11” x 14” No. 7072 Series, fill the need for the more complete 
records of larger businesses. 


The instant availability of these stock forms makes possible the immediate 
installation of complete record-keeping systems. 








_ iil 
| WRITE AT ONCE for Folder No. 41 describing the 7141 and 7072 Series 
with complete information and prices. 
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SELLING DAYS 


ARE HERE AGAIN!! 


MARKWELL 


OFFERS YOU 


FINE PRODUCTS 
AND 


NEW SALES HELPS 









FEATHERWEIGHT 
IT STAPLES AND TACKS 


HANDI-CLIP 
IT STAPLES AND PINS 





TACKMASTER 
ONE-HANDED LEVER TACKER 








Please write for information on our Office 


STAPLERS and STAPLES and Office SPECIALTIES ; 
also our effective SALES HELPS 


MARKWELL MFG. CO. 


Dealer Division 


200 HUDSON ST., NEW YORK 13, N. Y. 
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Company and for this reason registration was limited 
to the capacity of the room. These letters were fol- 
lowed up by personal calls and telephone calls in order 
to put over the course. 

The first day’s course had an attendance of 43 per- 
sons representing 21 firms. The second day’s course 
had an enrollment of 52 with 23 firms represented. 
Each class was, of course, a new one, with no repeat 
attendance. Some who had not registered for the 
course came the second day, evidently as a result 
of favorable comment from those who attended the 
first day’s classes. To attend the classes meant, of 
course, that the employee would have to be away from 
his or her job all day and under present conditions 
some firms felt that they could not spare an employee 
all day. This was especially true of firms where but 
one employee handled the filing. A number of the 
firms sent their office manager, which gives a pretty 
good indication of how the idea was received. 

After each of the sessions there was a question and 
answer period presided over by Mr. Frey. The entire 
affair was, of course, given without cost to anyone, it 
being entirely an educational idea. 

During all sessions Mr. Frey used actual equipment 
to demonstrate his ideas and methods and those at- 
tending the course were brought into contact with 
the most modern types of filing equipment. Besides 
this, The Review Company had a display of all sorts 
of filing equipment so that those who attended would 
be exposed to the modern filing equipment pieces. 

The results of the course began to show themselves 
almost immediately. In less than a week after the 
course had been held several lots of new filing equip- 
ment had been sold and there were many requests in 
the office of The Review Company for estimates on 
equipment, besides questions as to what sort of equip- 
ment should be used. The course put a real boost 
into the filing equipment business of this firm, so 
much so that Mr. Davis plans to make it an annual 
affair. In fact, he may even enlarge the whole idea 
to include additional days with discussions on other 
pertinent subjects having a bearing on the office 
equipment and supply business. 

<< 


R. M. LAMSON APPOINTED TO SALES STAFF 

The recent appointment of Robert M. Lamson to the 
sales staff of Bainbridge, Kimpton & Haupt, Inc., New 
York City, has been announced by the company. Mr. 
Lamson will represent his firm in the states of Ohio, 
Indiana, Kentucky and West Virginia. 

A resident of Granville, Ohio, educated in Ohio 
schools and Dennison College, Mr. Lamson brings to 
his new work a broad knowledge of the office equip- 
ment industry. 

After 33 months in the armed forces during the re- 
cent war, Mr. Lamson returned to the Advocate Store 
in Newark, Ohio, in the capacity of assistant manager, 
renewing an association broken off by the war. More 
recently, he has served the Ohio Office Supply Com- 
pany of Zanesville, covering an extensive sales terri- 
tory in the state. 

Mr. Lamson, maintaining his residence in Granville, 
has recently returned to Ohio from the home office 
of Bainbridge, Kimpton & Haupt, Inc., and is now 
calling on the trade. 

*—¢ 


DISSOLVE NASHVILLE FIRM PARTNERSHIP 

Foster and Parkes Company, 215 Third Ave. N., one 
of the oldest firms of printers and stationers at Nash- 
ville, Tenn., has dissolved partnership. Lewis M. Mul- 
lens will succeed James R. Parkes, resigned, as presi- 
dent. Mr. Parkes will continue with the company but 
not in an administrative capacity. The company was 
founded in 1887 and at that time it was organized as 
Foster and Webb. In 1895, Mr. Parkes joined the firm 
and the name was changed to Foster, Webb and 
Parkes. In 1914, the articles of incorporation were 
revised and the name Foster and Parkes taken.—CG 
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No. 701 1—casteu 
Parapink (medium)— 
removes pencil and 
carbon marks with the 
same superb qualities 
as No. 7021. 


circular eraser cleans 
typewriter, pencil 
and ink marks from 
tough rag content 
papers. 


f No. 7107 
CASTELL Arrowhead Red 


wedge - shaped pencil 
cap—wvused in many offices becouse of 
its convenience and general usefulness. 


a 
@ 


Stock these 7 A.W. FABER Erasers ral 
and fill 99% of all office needs rl 












eg 
Of course we make scores of erasers—of every a Ne. 7173. casteu peend 
size and abrasive content—for every conceivable e (medium) — an all-purpose office 
_ eraser especially desirable for 
erasing need. f ledger sheets and harder surfaced 
Yet these 7 have special charm. x 


oe 
Actually, they solve 99% of allerasing @ 


requirements of an average office. a - z< 
¢ fe | 
If you are the kind of dealer who * #2 


does a complete job of serving 


your customers, it follows that you » No. 7084B — fed circular eraser with 


brush, erases typewriter, ink and carbon 
should feature these 7 pro- y ' paper marks. Less 
fitable numbers. a abrasive, it is 


safer for soft- 


Got your order pad handy? Ps textured papers. 















4 
«€ 
cas 

¢ No. 7174—casteit Parared 

& (large) —a general office eraser 

m4 = widely used by bookkeepers, 

accountants, etc. 

BE wc, NEWARKS - No. 7021 — castett Parapink 
Y | (large) — for pencil and carbon 
marks. It is first choice of drafts- 
men to whom clean erasing is a 





must. 
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GOOD ADVICE IN 1948--- 


Ask 


THE MEN 
WHO MAKE 
THEM 


We think that the craftsmen whose skills are an 
intrinsic part of every JACKSON DESK turned 
out, have the greatest ability to judge their 
merits. If the product is tops’; the workers 
know it; if improvements need to be made, 
they don't hesitate to make their ideas known. 
At least that's the way we work at Jasper Of- 
fice Furniture Company, and maybe that's the 


“JASPER OFFILE FURNITURE LU 


JASPER, INDIANA 








reason JACKSON DESKS are enjoying such 
widespread popularity. We are indeed proud 
to stress the fact that every JACKSON DESK 


carries an unwritten endorsement from every 


worker in our factory. With this type of team- 
work, our dealers may rest assured that they 
will continue to sell the foremost desk line in ~ 


America. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Col. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio aul 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Rolph A. Bender, 813 Bona Allen Bidg., Ationta, Ga. 
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Setting higher standards of typing performance 
























The Remington Typewriter with Keyboard Margin Control* and its time and energy saving features 
is the delight of the typist. It allows her to turn out more work, better work, 
with a smaller expenditure of work-effort and time. With Keyboard Margin Control, 
the latest exclusive Remington Rand feature, the typist sets margins with on-the-dot accuracy — 
with the merest flick of her fingers. And the swift, easy action of the Remington KMC 
invites her flying fingers to flow smoothly over the keyboard. The letters 


you sign and the executive reports you see are produced with effortless ease 


the 
gton 


and perfection. There’s no reason to be satisfied with anything but 





the best... work done on a Remington KMC typewriter. 
Call your nearby Remington Rand representative. 
Let him show you 
all the Remington KMC Plus Values ... 
the Plus Values that set higher standards 
of typing performance 


at the lowest net cost. 


REDINGTON ano 


: Howe 


2 


t 
o 


Reyboard Margin 


Copyright 1948 by 
Remington Rand Inc. 


’ 
\ 


¥ 


Me Smudged Fingers! Extra Writing Capacity! Lower Upkeep! Exciusive Easier to Clean! Removable More Typing, Less Tiring! 

Keys jommed through o mis- Exctusive Longer Writing Line Unit Construction speeds peri- —-Platen lifts out quickly, easily, Typists welcome the Silent 

stroke relecsed instantly with often etiminetes the need for ¢ odic check-eps; makes part for daily cleaning. Corrioge Return—it floats bock 
_ waddesive Key Trip. wider carriege machine. replocement easier. ot « tevch! 
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RECESSED BACK 





Manufacturers of the World's Finest Office Desks and Chairs 
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COMPANY 











AVAILABLE IN 

GOLDEN OAK 
LIMED OAK 
WALNUT 











GENERAL OFFICES 
725 $. LA SALLE SF 
CHICAGO 5, ILLINOIS 
* 
TELEPHONE 
HARRISON 1108 


CABLE ADDRESS 
WELLOFF, CHICAGO 
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No. (7680 “V'J-LINE BASE 


SIZE 80”x40” 


185° 
LIST 


F. O. B. MARIETTA, GA. 
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Manufacturers of the World's Finest Office Desks and Chairs 


GENERAL OFFICES 





ices 

E St. 725 S. LA SALLE ST. 

Nols CHICAGO 5, ILLINOIS 

* 

; TELEPHONE 

100 HARRISON 1100 
CABLE ADDRESS 

‘i OFFICE FURNITURE COMPANY WELLOFF, CHICAGO 
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development in this field in years: 


Compare them for quality—compare them for 
price with any lettering guides on the market. 
Only C-Thru’s modern engineering methods 
could have turned the trick. Just LOOK at 
these advantages: 


MADE OF TRANSPARENT PLASTIC THAT'S 
PLIABLE YET HAS UNUSUAL RIGIDITY — 
AN ESSENTIAL FOR GOOD LETTERING 

SO SIMPLE TO USE THAT EVEN AN 
AMATEUR CAN OPERATE THEM ON SIGHT 
CAN BE USED WITH EITHER SHARP PENCIL 
OR INK 

PACKED IN A BOX THAT HAS UNUSUAL 
PRESENTATION APPEAL — USEFUL TOO 
FOR CUSTOMER TO STORE GUIDES WHEN 
NOT IN USE 


Individual prices sent on request 
RULERS * TRIANGLES - NAVIGATIONAL INSTRUMENTS + STENCILS - PROTRACTORS - OTWER DEVICES 


The most exciting merchandising 


! 


RETAIL $Q.00 


for set of 6 guides 


HAS COMPLETE ALPHABET, ALL NUMBERS 
AND COMMONLY USED SIGNS — ON 
EACH GUIDE 

EACH GUIDE HAS AN UNDERCUT SO AS 
TO PREVENT INK SMEARS WHEN GUIDE 
IS MOVED FROM ONE CHARACTER TO 
ANOTHER. 

MOST LETTERS ARE FORMED WITH ONE 
OPERATION — A FEW WITH TWO 

SIX GUIDES IN EACH SET — 1/8”-3/16"- 
1/4”-5/16"-3/8"-1/2” sizes 


ORDER NOW FOR EARLY DELIVERY 


HARTFORD, CONN., U. S. A. 
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THE UNUSUAL DOES IT 
By George D. Taylor 


Western Office Furniture Company 
Long Beach, Calif. 


OMETIMES it is a very good idea to do something 

in the windows so very different that people are 
led to wonder whether or not you are in your right 
mind. 

A few days ago a customer came into our office 
furniture store and inquired where the sewing depart- 
ment was to be found. She was followed by two other 
women with the same question. Of course these wom- 
en were not very observant and were probably shop- 
ping around. 

This reaction, however, was in the minority and 
was caused by a special display of a lamp which we 
were “playing up” in our window featuring “better 
seeing with less eye strain.” 


Used Sewing Background 


We enlisted aid from a yardage store which loaned 
us a board displayed with the different requisites for 
fancy sewing. We used this in the background and set 
a chair and end-table in the center of the window. 








WESTERN OFFICE FURNITURE’S LAMP PROMOTION 


On the end-table we displayed a table model of 
a lamp and stood one of the floor models beside the 
chair. On the table under the lamp we displayed two 
books, one open and one standing on end. Under the 
floor model on the arm of the chair, we showed some 
lovely beaded fancy work in a hoop. Around the floor 
we draped some material with small skeins of colored 
floss thrown here and there upon it artistically. 

The message advertising the lamp and its uses was 
carried on a series of small signs with a large sign 
carrying the bulk of the message. We used pages 
from the circular which came with the lamp. They 
were pasted on the window glass with a ribbon 
stretching from these pages to the particular feature 
of the lamp mentioned. 


Has Many Possibilities 


This idea, of course, was carried out in a very small 
window. It could have been elaborated upon in a 
larger window. The lamp would have been handy for 
filing, typing and any number of things besides being 
a very good desk lamp. These items could have been 
added had the display space been larger. 

_ We sold two lamps the afternoon the window was 
installed. On the average, seven demonstrations a day 
Were given, with several more sales during the period 
we used the window. This, however, was not the chief 
value of the window. Because of its unusual manner 
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It Pays to Sell 


VDT ANA 
Lisiograph 


CASH REGISTER 














Most efficient, practical method of 
Cash Control. Complete record made 
as transaction occurs. Safe—records 


always under lock and key. 


Ideal for small business, service estab- 
lishments, all types of counter work. 


Write us for full details. 





“CASH 
\ | 


SHELBYVILLE, IND. 
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We Specialize In Your 


UNUSUAL 


Ss. auelofpe WILE: 
Bank Envelopes 


FOR EVERY BANKING 
NEED 







“Mailing and Window Styles 
"Registered Mail Envelopes 
“Coupon and Coin Envelopes 
*Bank Filing Envelopes 















Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 













*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 








Abs te 





Currency Gife 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 
















Write for Prices and Samples 





Open End Filing 
Envelopes 
DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Reol Estate G Financial Firms 


Ses ee boi 



















Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 


orlhern S 


ENVELOPE 
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of presentation, it demanded a tremendous amount of 
interest from the buying public. It laid the founda- 
tion for many sales of this particular lamp which we 
know will be forthcoming. Best of all, it got people to 


talking about us. 
= © 


STORY-WRIGHT FIRM IMPROVES FACILITIES 

The Story-Wright Printing Company, operating 
stores in Tyler, Lufkin and Jacksonville, Tex., has re- 
cently completed a new furniture display on the mez- 
zanine floor in the Tyler store. The floors are carpeted 
and adequate display service is offered. In addition, 
a 50-foot balcony has been added in the Lufkin store 
for furniture display. 

Steady expansion has been the policy of the firm 
which Ear] Story and Johnny Wright formed as a 
partnership in May of 1935 to serve the businessmen 
of Tyler with their printing needs. A year later, they 
expanded the store to include office supplies and 
equipment and later they added lines of greeting cards 
and social stationery. During the past 12 years, Story- 
Wright floor space has more than tripled and the 
number of employees has grown from two to 45. Eight- 
een of the employees are veterans of World War II. 
In the fall of 1946, a store was opened in Jacksonville 
and in February of 1947 the office supply division of 
the Lufkin Publishing Company was purchased. New 
lines recently added are those of Smith-Corona type- 
writers and adding machines and Addressograph 


machines. 
ce «+ 


LIEPSNER FIRM TAKES NEW LEASE 

H. C. Liepsner & Company, Kansas City, Mo., manu- 
facturer of rubber stamps and marking devices, who 
have been in business in Kansas City since 1880, re- 
cently leased on a long-term basis a three-story build- 
ing at 1513 Oak St. The new move was caused by 
crowded conditions at the office and factory locations. 
The new location will afford three times the space 
as the old site. Offices, factory and a retail store will 
be in the three-story building. About 25 persons are 
now employed by the company whose products range 
from rubber stamps and printing dies to metal badges, 
plates and stencils. 

One of the oldest of its type in Kansas City, H. C. 
Liepsner & Company was founded in 1880 by H. C. 
Liepsner at 532 Delaware St. For several years the 
company operated at 611 Delaware St. 

The company now is headed by L. G. Dore, president 
and treasurer. Earl Harsh is vice-president and sec- 
retary. 

Operations at the new location should begin about 
February 15. 

The firm’s old location was at the northwest corner 
of Tenth and Wyandotte Sts., in the Graphic Arts 
building, plus factory space at 208 West Tenth St. 

_o— 2 - 

NEW HAMPSHIRE STORE PU RCHASED BY VET 

R. Bruce Douglas of Lowell, Mass., a veteran of 
World War II, recently purchased the Meader store 
on Hanson St., Rochester, N. H., from Norman Meader. 
The store was established in 1894 and is one of the 
oldest businesses in the city. The late Fred P. Meader 
died in 1944. 

The new proprietor will handle the same lines and 
continue under the Meader name. The store carries 
a large stock of stationery, office supplies, art and gift 
goods, music and books and is one of the best-known 
stores in Strafford County. Mr. Douglas is a brother 
of E. Morrison Douglas, T. W. Osgood Company of 
Rochester.—CTN 

—-> 


SAFEGUARD CORPORATION ISSU ES PUBLICATION 

“Safeguards” is the title of a new house publication 
offered by Safeguard Corporation, Lansdale, Pa., man- 
ufacturers of Safeguard checkwriters. The publication 
is replete with articles, news clippings and other in- 
formation of use to dealers selling checkwriters. Safety 
from the activities of check-raisers and check thieves 
is stressed. 
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Now comes the first 


FULLY ENGINEERED PROFIT PLAN 


ever developed in the ink business 


. . . fo Multiply Profits and Turnover, to Increase Store Traffic and Impulse Sales 







Yew 100,000 word 


§ he H.W LL * 
. Mix with Of P 
3 = £ , * 
ae . 






NATIONALLY 
ADVERTISED IN... 


ESQUIRE 
TIME 


a BOTTLE 77. 
JOURNAL o 
— Holds all the ink ¢ he 


you can keep fresh 














Read How You Make 118% More Profit® 9 Delicious COLORS 
a * Blue Black 
by turning over one gross of Ink-Well Bottles 6 times compared with one gross * Royal Blue 
of 4-0z. bottles once. (Based on average yearly ink consumption of 4-oz.). * Violet 
URNOVERS PER YEAR SALES PER YEAR * Green 
—— vintage * Black 
4-0z. bottles 25c............. ee en ere $36.00 AVERAGES * Cardinal Red 
2-oz. bottles 15c............2....... See. 118% MORE PROFIT ae 
and customers visit store 6 times rown 
% oz. bottles 10c.. . ee ee 86.40 te for ink, make impulse purchases © Washable Blue 





*Based on volume purchases. 











Sanford now brings an ink bottle sized for true economy and New sensation in personal correspondence ink 
satisfaction—the new Ink-Well Bottle which Ho_ps ALL THE 
INK THAT WILL STAY FRESH in use at a desk. 

1,000 customers, men and women, were asked, ““Would you 
prefer to buy this smaller bottle at 10c and be sure ink is always 
fresh?’ 64% preferred fresh ink to lower price per ounce in 





larger, wasteful bottles. 

Ink-Well Bottle writes 100,000 words. Customer gets full 
use—none gets stale or thick. You make 118% more profit on 
year’s average consumption plus impulse sales to callers for 
more ink. 

New Penit Ink starts faster—starts instantly even after pro- 





longed exposure of pen point. It writes continuously without 


; ; 
flooding because it was developed for controlled flow. A. 





Write for facts on complete Sanford Line engineered for 
faster turnover, more profit . . . or ask your salesman. 5 = COLO ge S ET 


SANFORD INK COMPANY, BELLWOOD, ILL. © NEW YORK, 500 FIFTH AVE. Another Sanford innovation—a beautifully 
packaged set of 5 inks toned to harmonize with 
| popular stationery colors. Already a sensa- 
SAN F 0 a4 -’ S D, tional seller because it permits expression of 
Ota} personality in correspondence. A plus profit 

RTE. 


builder at fast turnover price of 50c. 

















IN THE INK-WELL BOTTLE 





ae 
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Pelouze 
NATIONAL 


and sturdy for office, store and home 
use. Shows clearly and exactly the post- 
age required for all classes of mail, 
including parcel post by zones. 





Hairline Accuracy 
for Air Mail 
Use 


As the name implies, for more than half a century, this model 
has been the acknowledged “standard” by which all fine postal 
scales are judged. Now, completely modern in design, extremely 
sensitive and of precision accuracy, yet sturdily built to with- 
stand many years of severe service. Made in two sizes. Capa- 
cities 2 pounds by % ounce and 4 pounds by 2 ounce. 


EVERY PELOUZE POSTAL SCALE IS INDIVIDUALLY TESTED 


AND BALANCEB INSURING ENDURING ACCURACY 


PELOUZE MANUFACTURING CO. 


1208 Chicago Avenue «_ Evanston, Illinois, U.S.A 
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The Ever Popular All-Purpose Scale 


Capacity, 4 pounds by ounces. Handsome 


NEWS NOTES FROM THE MARITIME PROVINCES 





W. J. McNulty, Correspondent 

When the city council of St. John, N. B., called for 
tenders for supplying adding machines, the following 
bids were received: Remington Rand, Ltd., $371.70 
each with $55 allowance for old machine; James A, 
Little, $373.50, and $75 allowance; Stirling Business 
Machines, $375, and $45; Burroughs Adding Machine 
Company, $378 and $13; Soulis Typewriter Company, 
$385 and $55. These bids were all from St. John, and, 
| in addition, there was a bid from Clint Ferguson 
| (Fergie’s Repair Service), Fredericton, N. B., for $385 
| and $55. At the same time, bids were called for sup- 
| plying envelopes to the city, and the only one sub- 
| mitted was from Barnes-Hopkins, Ltd., and this was 
| accepted. 





* * * 


When the annual meeting of the St. John, N. B,, 
branch of the New Brunswick Fish and Game Protec- 
tive Association was held recently, James A. Little, 

| who had been secretary for many years, announced his 
resignation. Not only did the association provide a 
vote of thanks for his long and faithful service, but 
made a present of $150 from the association treasury. 
Mr. Little has been very active the past quarter-cen- 
tury in the cause of game fish, animal and bird con- 
servation, and he has also been a confirmed adherent 
of trout and salmon angling, and of hunting. He is 
a veteran office appliance dealer. 
* * * 

Approved recently for the city hall offices was the 
purchase of a new electric calculator and adding ma- 
chine and two smaller adding machines. These will 
be for the finance department of the city, and the 
cost will be $2,000. In discussing the approval, one 
member of the city council, J. E. Lloyd, an accountant 
and auditor, cracked.” It has a subtraction key which, 
I understand, is going to be used on the budget.” He 





was referring to electric calculator. The city council, 
in behalf of the city of Halifax, has been a frequent 
buyer of office supplies lately. 

* * * 

John F. Ross of Halifax, N. S., who died recently, 
was a veteran master printer who had also added 
office supplies. He had been in business for 34 years 
and had acquired a public school whieh had been 
given up by the school board. The building was con- 
verted into his business base. The business is being 
continued by the estate, with John F. Ross, Jr., his 
only son, as president and manager. The son had been 
secretary-treasurer of the firm and his father, presi- 
dent and manager. Surviving are the widow, one son, 
one daughter and one sister. The late J. F. Ross, who 
was 70, was a veteran active member in the Masons, 
Shriners and Pythians. The funeral services at the 
funeral home were in charge of the Masons and those 
at the grave were under the auspices of the Pythians. 
Mr. and Mrs. Ross had been living in recent years at 
a leading Halifax hotel. 

a > oa 

When Canadian Legion Post No. 14 held the annual 
meeting in St. John, N. B., recently, Garfield H. 
Stevens, Jr., an office appliance dealer, was named to 
the presidency. He is a lieutenant colonel in the re- 
serve army, and was an officer in the active army 
overseas and in Canada in the recent war. 


+ ~ * 

Vet Enterprises, Ltd., Montreal, Que., have been ap- 
pointing agents and jobbers for office appliances and 
furniture with the accent on steel filing cabinets, steel 
stationery cabinets, steel clothes lockers, oak flat- 
top desks, typewriter desks and chairs. 

. * * 

Two office appliance and supply dealers in New 
Brunswick province who are offering hearing aids as 
a side line are McMurray Company, Fredericton, N. B. 
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Export Representatives: 


Export Representatives: UNITY EXPORT CORPORATION 
295 Madison Ave., New York 17 New York 


UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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THE BIG NAME IN FILING EQUIPMENT 
@ EXCLUSIVE 


Concealed Safe Unit is a patented fea- 
ture available only to Invincible users 
because only the INVINCIBLE line of 
metal filing cabinets has it! It offers 
security for your valuables and confiden- 
tial papers in your home or office. 
Concealed Safe Units are available in 
the 2, 3 and 4-drawer filing cabinets. 
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Invincible Filing Cabinets 


You have a choice of four beautiful finishes: olive 
green, grained walnut, grained mahogany and the drawer suspension gives you super-strength for max- 
imum drawer load. See your Invincible dealer or 


write invincible Metal Furniture Co., Manitowoc, Wis. 


drawer size. All fittings are metal. Cradle-type 


new Modernaire gray. 


All filing cabinets available in either letter or cap 
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~” NOWLEDGE, plus experience and ability produce 
outstanding performance. Day in, day out devo- 
tion to the achievement of superiority is essential to 


make a champion. 


That’s the history of the success of Allied’s Flagship 
Carbon Paper, by all odds the finest development in 
the field today. The result of long research and ex- 
perimentation, fine inks, better imported tissues and 
experienced manufacturing know-how are combined 


to produce a carbon paper which has no equal. 





CHAMPIONS 
ARE 
MADE! 


Flagship is the carbon for you to feature. Many exclu- 
sive qualities, including the beautiful silver colored 
metallic back attract and hold the buyer’s interest, 
And Flagship’s true economy longer wear, better 
work- insure repeat sales, make it a business builder 


for today and tomorrow. 


Give F lagship the Performance Test in your territory. 
If you're interested in building more sales, greater 
volume, larger profits, Flagship is the answer. A few 
exclusive franchises are still available. Write for free 
samples and full details today! 








dl hd z 


o 


HERE’S WHY 


NON CURL Flagship is not affected by CLEANER 
weather conditions—moisture, dryness, ; 

heat or cold. The exclusive metallic pigments 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and no telltale 


sure a carbon which resists stenciling 


thru and produces excellent copies long tical motif 


FINER COPIES Clean, perfect impres- pearance 
sions from first letter to last are insured 
by new and improved ink formulas and combined 

the most modern manufacturing tech- offers every 


niques. 





easier to collate, : 

perfectly blended, combined 
' : treated tissues, bring a 

ac ‘tter sues £ ‘r inks make bes - 

back, better tissues and finet ks make new eens $0 manifelding work. 

EASIER TO ERASE Clean erasures with 

smear is another Flagship 

possible by advanced ins 

exclusive processing 


with specially 


feature made 


ug rigments, ylu actual metallic 
. ugh — ; amenfy- ey sorta ‘ formulas and 
plating and treatment of the back, in- methods. 


BETTER LOOKING The attractive nau- 
in full color on the box and 
after ordinary carbon is worn out. the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 


GREATER ECONOMY Its popular price 


buyer and user top quality 
at lower cost. 


RINGS THE SALES BELL 


HANDLE Flagship is 
is crisp and clean. Fine 





superior performance 





ALLIEN 


CARBONS & RIBBONS 


165 DUANE STREET 





140 





ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


NEW YORK 13, N. Y. 


Producers of the famous Echo and Rocket Brand typewriter ribbons 
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and J. A. Little, St. John, N. B. The McMurray firm 
was one of the first office supply entities in Canada 
to handle the hearing devices, covering all of the 


maritime provinces with this line. 
neo 


KANSAS STRING OF THEFTS GROW 

Just what makes adding machines so attractive to 
burglars in southwestern Kansas towns is the No. 1 
headache to the sheriffs of this district. The string 
of unsolved adding machine thefts is growing again 
and may surpass even the long string of burglaries in 
that area last winter. 

Thieves struck the Security Elevator at Ensign, 
Kans., and the Farmers Co-operative Elevator at Mon- 
tezuma. Ignoring loose change and other merchan- 
dise, the burglars always made off with the tempting 
adding machines instead. 

At the Montezuma Elevator, the manager had 
scarcely unpacked a brand new adding machine be- 
fore it was stolen. Nary a bushel of wheat had been 
added on it yet. 


That same night the Co-operative Elevator at Sub- manufacturing STEEL OFFICE 
lette, Kans., lost an adding machine. On the previous 


night one was stolen from an elevator office at Offerle, E® UIPMENT under four oar 
Kans. nized and respected Trade Marks: 


1948 


will be a 


COLUMBIA 
YEAR 





For 29 years, COLUMBIA has been 


‘lu- 
red 


Last winter, typewriters and adding machines were 
taken in a series of break-ins in Meade, Clark and 
Comanche counties. 

Could it be that these burglars have such a rushing 
business that they need the adding machines to cal- 
culate their income taxes?—-GMH 


NOMA INVITES DEALERS TO JOIN EXPOSITION 
Manufacturers and dealers in the office equipment 


COLUMBIA 
_-& 













COLUMBIA, , 
APEX ot 









field recently received invitations to become exhibi- 
Pst. tors at the National Office Management Association’s 
ter annual Office Equipment Exposition. COLUMBIA - 
der This Exposition will be held in connection with aes ne ON EA wasn es 
NOMA’s Twenty-Ninth Annual International Confer- Me 
ence to be held May 24-26 at beautiful Kiel Auditorium 
ry in St. Louis. eT 
os Special applications can be filed with A. C. Spang- COoLeMnis 2) 
ter ler, 12 E. Chelten Ave., Philadelphia 44, Pa. eres 
ew It is stated that 150,000 tickets to the Exposition . . ey 
ree will be distributed, 100,000 in the St. Louis area and (Colonial and Atlas lines not available at this time) 


50,000 by way of exhibitors. NOMA’s membership is 
given as 8,000 in the 95 chapters in the United States 
and Canada. 

Regional conferences and expositions are announced 


Dealers everywhere have learned 
for February 1-3 at Hotel Adolphus, Dallas, Tex., and through years of experience that these 
November 28-30 at Roosevelt Hotel, New Orleans, La. 


An four lines are the Quality Lines in their 
HARVEY I. BLANK ADDS FACILITIES 


Announcement was made recently of the addition 
of a new, large warehouse to the facilities of Harvey 
I. Blank, southern sales agent located at 1226 S. W. 
8th St., Miami, Fla. The store is a part of A. 
Blank, Inc., 74 Broad St., New York, N. Y., established 
in 1899. Quality gives Customer Satisfaction 

Harvey I. Blank declares that there is a large de- 
mand at Miami for desks, steel or wood, and other 
office equipment and larger allocations from the man- 
ufacturers for the growing city would be welcomed. 

Dealers from St. Lauderdale, Hollywood and other 
cities in Florida have been purchasing desks, files, 
storage cabinets and other office equipment from Mr. 
Blank, acting as a jobber as well as manufacturers’ 
agent. 


oe 
FRANK E. ELLENFIELD COMPLETES TRIP 


Late in December, Frank E. Ellenfield, special field 
representative for the Hall-Welter Company, Roches- 


smd i: ba Praeger a enn of the Error-No copyholder COLUMBIA 
hess trip in the New England states. “The most suc. | STEEL EQUIPMENT COMPANY 


cessful in 15 years,” he said, when interrogated. Mr. 
Ellenfield is extremely bullish on the prospects for PHILADELPHIA 7, PA. 


the immediate future for the office equipment field as 
a result of his extensive survey during this trip. 


respective fields. 


Quality establishes Business Friendships 


Quality assures Repeat Business 


Quality appeals to Discriminating Dealers 
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_— Y 
OT desk set line 


is a you need 


...the Sengbusch HP-6 Handi-pen has 
the utility and appearance that please 
both hard-boiled office managers and 
demanding executives 





It appeals to busy executives and professional people 

Smart and dignified HP-6 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 
Has famous “Capillary Action” inking prin:iple—The 
HP-6 holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of inking, there is no ink deterioration 
or waste; the last drop of ink in the container is as fresh 
as the first. 

For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 

the writing champion. Place your stock orders now. 
Write for circular P-47, 


Sengbusch Self-Closing Inkstand Co. 
328 Sengbusch Building Milwaukee 3, Wisconsin 





LOUISVILLE OFFICE SUPPLY TRADE ROSTER 
(Continued from page 16) 


George F. Fetter Company 
Meffert Office Supply Company 
international Business Machines Corp., 548 S. Third St 
Meffert Office Supply Company 

Lang Company, 211 W. Market 

Moise Office Supply Company 

Vultigraph Sales Agency, Speed Building 
(*’Connor & Racque Company. 

Office Equipment Company. 

Louis Perlin Company, 415 W. Main St 
Standard Printing Company, Inc 


Office Equipment—Used: 
The Green Company, 617 W. Main St. 


Typewriters: 
International Business Machines Corporation 
Lou Typewriter Company, 106 S. Fourth St 
Meffert Office Supply Company 

Moise Office Supply Company 

Office Equipment Company. 

Remington Rand, Inc 

Wellman Typewriter Company, 104 S. Fourth St. 
Royal Typewriter Company, 436 W. Main St. 
Standard Typewriter & Supply Co., 131 S. Fourth St 
Underwood Corporation, 226 W. Walnut St. 
Vari-Typer Sales & Service, Tyler Building. 


Typewriter Repairs: 

Adding & Bookkeeping Machine Service, 415 S. Third St 
Lou Typewriter Company. 

Standard Typewriter & Supply Company 

West End Typewriter Service, 666 S. Thirty-first St 


Adding Machines: 

Adding & Bookkeeping Machine Service Company. 
Lou Typewriter Company. 

Allen-Wales Adding Machine Agency, 314 S. Third St 
Burroughs Adding Machine Company, 608 S. Third St 
Meffert Office Supply Company 

Lou Typewriter Company 

M & L Sales Company, Republic Building 

Marchant Calculating Machine Agency, 505 S. Third St 
Monroe Calculating Machine Co., 725 E. Broadway 
Office Equipment Company. 

Remington Rand, In¢ 

Underwood Corporation 


Addressing Machines: 

Elliott Addressing Machines, Inc., 331 S. Fourth St 
Addressograph Sales Agency, Speed Building 
National Cash Register Company, 118 W. Chestnut St 


Duplicating Machines: 

Davidson Sales and Service, 410 S. Sixth St 
Office Equipment Company. 

Lang Company. 

Meffert Office Supply Company 

Multigraph Sales Agency, Speed Building 
Standard Typewriter & Supply Company 
Lou Typewriter Company. 

George G. Fetter Company 


(Next Month: Cleveland, Ohio) 


*—-¢ 


LESTER GORDON APPOINTED BY REM-RAND 

L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
has announced the appointment of Lester Gordon to 
the position of branch manager of the commercial 
typewriter division in Portland,-Me. 

Mr. Gordon joined the commercial typewriter divi- 





rans | 











LESTER GORDON 


sion of Remington Rand, Inc., in 1945 as a sales rep- 
resentative in Newark, N. J. In June, 1947, he became 
a special representative for noiseless typewriters, a 
post he held until his recent promotion. 
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easy does it 


TWIRLIT is designed in two models, 
TWIRLIT SR. 
TWIRLIT JR. 
models are handsomely streamlined, 
finished in durable baked crackle 


enamel with heavily nickeled fittings. 


(multiple drill) and 


(single drill). 


The hollow cutting units are made 
of special induction heat treated steel 


that will withstand years of hard usage. 











HAGERSTOWN 
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‘Taree HUNDRED 
pages of paper can be drilled by the 
TWIRLIT as easily as an express 
rifle bullet drills the tough hide ‘of 
a rhino. The scientific boring 
principle of TW!IRLIT DRILLS 
eliminates all manual exertion in 
paper punching operations. A finger 
twist of the handles will cut holes 
through from 1 to 300 pages with 
accuracy and efficiency. 





SEND FOR CATALOG TODAY 


DEPT. O 


MITCHELL DORPORATION 


MARYLAND 
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YOUR CUSTOMERS 
DEPEND ON 


DEPENDABLE 








The buyers of concerns you sell, of course, cannot give 
each product they buy exhaustive tests for quality, wear and 
value. That’s why it is important to put your confidence in the 
products of a firm whose name is like a certified check. For 
over 132 years Lawson products have been known and bought 
with confidence and satisfaction by dealer and user alike. 
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WASTE BASKETS . UTILITY RECEPTACLES ” SANDURNS * CUSPIDORS 
BATHROOM CABINETS AND A COMPLETE LINE OF GALVANIZED WARE 


THE F. H. LAWSON CO., CINCINNATI 4, OHIO 
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CUSTOMERS “FRAMED IN LEATHER GOODS” 
(Continued from page 17) 


heavy ring binders, alligator, calf, horsehide and 
heavier cases all the way to extremely large catalog 
cases at the opposite end. Since these are only a few 
inches above the customer's eye-level, it is simple for 
salespeople or customer alike to pick out a style which 
attracts the attention and take it down—reinserting it 
after the examination. The store emphasizes zipper- 
closure ring binders in extremely tough leathers for 
travel, and shows every size ring binder manufactured, 
either on the overhead fixture or in standard stock 
shelving behind the counters. 


Brief Case Turnover at Peak 


Better quality leather, plus the fact that many busi- 
nessmen wore out their brief. cases during the war, 
has helped to keep brief case turnover at peak. Many 
brief cases have been sold to men who came into the 
store originally to buy ring binders, and other loose 
leaf equipment which is shown behind the gift leather 
goods department. Prominence of the overhead 
“frame” is always an incentive for customers to ex- 
amine this merchandise while waiting for their orig- 
inal purchases to be wrapped. Thus a consistent 
volume of “second sales” is achieved. 

Both the “mass display” brief case section and the 
leather gifts in the two counter cases are kept regu- 
larly advertised in Los Angeles newspapers. In addi- 
tion, one section of the store’s display window is 
always devoted to the leather goods section, with an 
invitation to customers to visit the comprehensive 
display inside. Small individual price tags in the 
windows have proven an effective lure to get prospec- 
tive gift purchasers inside where the better-quality 
lines may be shown. 

All sales employees in the Stationer’s Corporation 
store are entitled to sell from the leather goods dis- 
play, and almost every salesperson gets a chance due 
to the prominence of the department. All sales people 
are trained by regularly scheduled sales meetings to 
know something about the construction of fine brief 
cases, wallets and key cases and make a point of sug- 
gesting the display to their customers while making 
other sales. Surprisingly, Stationer’s Corporation has 
sold dozens of imported red alligator leather billfolds 
at $60 to customers who are originally attracted only 
by the mass display appearance and unusual arrange- 
ment of the leather goods section. 

OO 

CHARLES L. DAYS OBSERVE GOLDEN WEDDING 

The fiftieth wedding anniversary of Mr. and Mrs. 
Charles L. Day was an event of Tuesday, December 23, 
at Kansas City, Mo., where Mr. Day is identified with 
the Central Desk & Safe Company as buyer and sales 
manager. Many expressions of good wishes for the 
golden wedding event were received by the Days from 
their friends scattered throughout the nation. Be- 
tween 1914 and 1931, Mr. Day was associated with the 
Hoosier Desk Company and later with the Jasper 
Office Furniture Company. He retired from the road 
in 1940 and joined the Central Desk & Safe Company 
organization. 

HOUSTON FIRM TO HAVE NEW HOME 

The Southern Blue Print and Supply Company ex- 
pects to occupy its new home at the corner of Walker 
and Jackson Sts., Houston, Tex., by April 1, according 
to W. E. Japhet, its president. The new building, 
which is two stories high, will cost $100,000 when com- 
pleted, and will house both the offices and retail store 
of the company. The offices are now located at 1117 
Rusk St. and the retail outlet at 715 Fannin St—JHR 
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+1200 is my number 
One you should know 
For I'm a fast mover 


And keep on the go. 


From factory to dealer 


From dealer to master 


| never pause long enough 


To cool off one caster. 


Guess it’s no secret 
For I’ve often been told 
Dealers love me most 


Wearing a tag saying SOLD. 


HERE’S WHY 


Dealers Only 
Complete Line 
Honestly Priced 
Volume Sales 
Substantial Margins 





145 








ee ee 





Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented “‘ Equi- Balanced” 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 

ed to give enduring com- 


fort and satisfaction. 
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COLLIER-KEYWORTH CO. 
pee GARDNER, MASSACHUSETTS 
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AIMING AT A MILLION GROSS 
(Continued from page 21) 


and assumed the responsibility of giving these things 
at a right price, with courtesy, and with a degree of 
completeness that contains both the ‘wish to’ as well 
as the ‘know how.’ 

“Next year, 1948, our goal is a million in sales, and 
we believe sales will be just about that, come next 
November. As wars go, that’s peanuts, but as we go, 
that’s success. Yes, we'll ask you for merchandise and 
assistance now and in the future, but it will be for 
our mutual attainment, so please bear with us... . 

“Our sales force is growing; we’re again holding 
educational meetings; we’re vastly extending our Store, 
service, and delivery facilities. It’s being said that our 
store will be away up in the top bracket. Maybe that’s 
bragging, but we believe we’re earning it and we’re 
determined to get there—with you.” 

Among the national lines handled by Office Equip- 
ment Bureau are: Art Metal steel equipment; Lyon 
metal products; Cramer posture chairs; Gunlocke 
chairs; Herring-Hall-Marvin equipment; Jasper chairs; 
Myrtle desks; Jasper desks; Oxford filing line; Na- 
tional Blank Book line; Parker and Sheaffer lines; 
Post-Index visible systems; Speed-O-Print line; Sikes 
chairs; Standard office furniture; Sturgis posture 
chairs; Victor safes and equipment; Cole steel equip- 
ment and Niagara duplicators. 

_ —_- —- 
B-C-D COMPANY ENTERS INTO NEW FIELD 

The B-C-D Equipment Company, Inc., Detroit, Mich., 
recently announced through H. C. Wilking, treasurer 
and general manager, that after 15 years in the office 
equipment and commercial stationery business, it has 
been decided to enter an entirely different field. 

Effective December 15, 1947, B-C-D disposed of in- 

















H. C. WILKING 
ventory of office furniture and stationery and is tak- 
ing no further orders. 

Arrangements have been made with Lynn B. Emery, 
Inc., located at 3150 Cass Ave., Detroit, Mich., to serve 
any of the B-C-D customers who wish such attention. 
Emery’s will have the old records and will be in a 
position to furnish the same type of merchandise. 

B-C-D Equipment Company reopened January 2 at 
the same address and same phone number with a new 
line of service truck equipment. It has been announced 
by Hercules Steel Products Corporation, Galion, Ohio, 
that B-C-D has been named as Michigan distributors 


for the complete Hercules line. 
ae «+ 


MACO HOLDS HOLIDAY PARTY FOR EMPLOYEES 

The J. L. May Company held an enjoyable Christmas 
party for employees and company friends at the plant 
on the afternoon of December 24. A bounteous buffet 
luncheon was enjoyed and a program of entertain- 
ment and dancing followed. 
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ALL-PLASTIC UPHOLSTERING MATERIAL 


You wouldn’t wear a frayed shirt when you’re meeting a new client . . . because first impressions 
are important in business . . . therefore . . . for impressions that engender client and customer con- 
fidence . . . increase your prestige . . . you can depend upon the distinctive Sectionals built by 


THOMAS FURNITURE COMPANY covered with BOLTAFLEX All-Plastic Upholstering Material. 
The durability of BOLTAFLEX guarantees your set will always look 







new . .. no other upholstering material is so admirably suited for use on 
ofice or commercial furniture . . . it stands up under the most rugged use 
. always bright, always inviting . . . always rich, luxurious and impressive. 


Add dignity and distinction to your office . . . order BOLTAFLEX 
covered THOMAS FURNITURE. 


The new 1948 Thomas Furniture Company 
Catalog is ready and will be forwarded to you 
upon request. Send for your copy at once. 






BY BETr RE 
,o'” FR DEALERS EVERYWHE 


EOMAS FURNITURE CO. BOLTA PRODUCTS SALES, Inc. 
4M POINT, NORTH CAROLINA LAWRENCE, MASSACHUSETTS 
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COMPARE 





...WITH ANY OTHER 
STENCIL DUPLICATING 
METHOD 


STENCIL DUPLICATING L 


FOUR new basic models... make into 16 model combinations... 
THE ONLY newly redesigned, tooled, stocked and in production 
— post-war stencil duplicators available in the world today. 








MOST COMPLETE line of stencils... blue, white, yellow-amber 
... soft or tough coating, at your option... all sizes and head- 


ings. .. long life. 


COMPLETE range of black ink, and all colors... finest vegetable 
and mineral oils... never clogs ink pads... hard-set, water soluble. 










THE Only MODERN 


LOOK AT THE FACTS... 


IMPRESSION PAPER...Watermarked NIABOND... 100% sul- 
phite bond... clear white and 6 rich, clean colors... exceptionally 
uniform and free from lint... exclusive with NIAGARA dealers. 


—_ ALL INTEGRATED SUPPLIES... correction fluid... lettering 
Ree guides...styli...ink pads... stencil cement ...type cleaner... 
hand cream... etc. 





FACTORY TRAINING SCHOOL STARTS EVERY TWO 


HAIR-LINE NIAGAKA DUPLICATOR 


REGISTRATION 


128 Main Street., San Francisco, California, U.S. A. 
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MAKES IT INVITING FOR 
EXECUTIVES, DOCTORS, 
LAWYERS, ETC. 






Scientific 
Relaxation 
Exclusively Barcalo 





(Photos courtesy Friden Super-matic News) The inventor discovered that a 
FRIDEN OPENS NEW SAN FRANCISCO OFFICES.—Top: im- | 
pressive front of the new quarters at 44 Second St. in down- 
town San Francisco. Center left: Sven von Heideken, mana- 
ger of the branch. Center right: the sales force poses for a 
photo in their new quarters. Note factory mural on rear wall. 
Bottom: one section of the San Francisco service department. 
showing the staff. Parts cabinets and other equipment are 
at the entrance to the department and along wall to the right. 


person floating in salt water 


attains truly relaxed position. 





Barcalo-patented design matches 
this “floating” support. 





oe ¢ | 
| 4 a4 | a 
OLD TOWN OPENS LOS ANGELES OFFICE \ | Apt ee 
Old Town Ribbon & Carbon Company, Inc., Brook- | : 
lyn, N. Y., recently announced the opening of a Los An Urgent Necessity for 
Angeles service office at 1049 W. Seventh St., under E ‘ d Prof ° 1M 
the management of Rudolph Oppenheim, western sales xecutives an roressiona en 


manager. Mr. Oppenheim will operate his dealer sales 
staff out of the Los Angeles headquarters 

Norvelle W. Sharpe has been transferred to the new 
office as a Pacific Coast service representative and spared. No complicated mechanism. Just lean back and 
Mr. Oppenheim also has announced the appointment this chair does and gives the rest. More comfortable 
of Alvin A. Reitman as a sales representative. He is i} hed! 
a skilled technician in systems and printed duplicat- wae & oe 
ing forms. Your prospects are receptive. Get them to SEE the 


——_9-— oe 
chair and SIT in it, and they're SOLD. Write for full 


in formation. 


For you, this amazing chair is a real profit opportunity. 


Provides relaxation whenever a few minutes may be 


TOPEKA FIRM EXPANDS BUSINESS 


The Western Stationery Company, Topeka, Kans., is 
making plans to expand their business from their 
present location at 110 East Sixth. The firm, which 
is now looking for a two-story building, plans to find 
a location as near to the post office as possible. The 
hew building location should have around 40,000 to BARCALO Ps @ keane COMPANY 
80,000 feet, Roy Young, shop foreman, said. Mr. Young ES ew x aa 
spoke for Forrest E. Linsey, manager, who was out of | 166 Chandler St., Buffalo 7, N. if 
the city at the time | 


Executive Chair Division 
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KEEP YOUR EYE 
ON ALMA 


Coming in March 


THE ALMA 
STANDARDIZER 


A new desk line 


e New design from top to floor. 
¢ Modern appearance. 


Brand new finishes. 


The last word in desk efficiency. 


Be sure to keep your eye on the 
ALMA STANDARDIZER, 


a line of desks destined to go places. 


SK COMPANY 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 56) 


adjustments are provided, namely, height, back, spring 
tension, and horizontal back rest. The Follow Flex 
spring backrest fits the back, it is claimed, even 
though the user may be turning from side to side. The 
flexibility of the mechanism keeps it in position al- 
ways to receive the user. 

ciel lenin 


ANNOUNCE MODEL 915 MICROPHONE 


Business Specialties Engineering Company, 542 S. 
Dearborn St., Chicago, recently announced the intro- 
duction of a specially-fitted and designed microphone 
for users of the professional Mail-A-Voice. 

By utilizing this microphone, the.user may start or 
stop the turntable of the dictating machine at will, 





MICROPHONE FOR MAIL-A-VOICE 


without the necessity of touching any of the controls 
on the machine itself. A push-pull type of switch on 
the side of the microphone operates the 110-volt cir- 
cuit in the machine. 

The microphone is made by Electro-Voice, Inc., 
Buchanan, Mich. List price of the microphone, with- 
out the desk stand, is $16.50. The stand is available 
at $1.50 additional. Inquiries should be addressed to 


| Business Specialties Engineering Company at the Chi- 


cago address. 
> ei 3 = 


ANNOUNCE TRIMMING BOARD IMPROVEMENT 

American Photo Laboratories, 28 N. Loomis St., Chi- 
cago 6, Ill., recently announced that all Precise trim- 
ming boards are now equipped with new finger-tip 
control lever designed to speed up and insure accurate 





IMPROVED PRECISE TRIMMING BOARD 


paper trimming. The guide is quickly and easily set 
to the size of the cut desired by means of two grad- 
uated scales, horizontal and vertical, and stays put 
during the entire trimming operation. The release re- 
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No. 6686-2 


SHEBOYGAN CHATK COMPANY, INC. 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN ree: 
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We are EXCLUSIVE DISTRIBUTORS 


To the Stationery and Office Equipment Trade of 


All Sizes and Types 
Available For 
Prompt Shipment 


Fiberok Fibre Cans— 


Baskets and Receptacles 





Specially Hardened Fibre — 


Metal Rim and Bottom 


All Numbers in Brown and Green 


Popular Trio 
For Office, School or Home 


No. Height Top Bottom 
1-41 12" 10" 8 
2-42 15" 12" 10 
3-43 16" 14" 12 


All-Purpose Can 


Straight Sides 


No. Height Top Bottom 
9-200 20" iz" 12 
10-300 30" a 
10-350 30" 


Heavy Duty Utility Cans 


Tapered and Straight Sided 
Tapered Utility Cans 


No Height Top Bottom 
115-16T 21° 16" 14" 


Heavy Duty Utility Cans Heavy Duty Utility Cans 


Straight—Without Casters Straight—With Casters 


No. Size No. Size 
110-16 16" x 30’ 150-16 16" x 30" 
110-18 18"' x 30" 150-18 18" x 30" 
110-20 20" x 30" 150-20 20" x 30' 
110-16-6 16" x 36" 150-16-6 16" x 36" 
110-18-6 18" x 36 150-18-6 18" x 36" 
110-20-6 20" x 36' 150-20-6 20” x 36" 


BAINBRIDGE, KIMPTON & HAUPT, Inc. 


Office Equipment Distributors and Wholesale Stationers 


218 GREENWICH ST. 


NEW YORK 8, N. Y. 

















152 


OFFICE APPLIANCES, February, 


1948 





ROO mew ea ws 


-— 


tre 
ca 
CO} 


let 
thi 
ing 
for 


int 
chi 
for 
co 


OF 











——— 


948 





quires only a flick of the finger, states the manufac- 
turer. Two scales in white lettering on the black ebony 
board permit fast and accurate measurements. Sizes 
of the boards range from 10% to 24% inches and list 
prices are from $5 to $31. 

oe 


LEATHER GOODS FIRM ISSUES NEW ITEMS 


The Major Leather Goods Manufacturing Company, 
1840 S. Michigan Ave., Chicago, Ill., has introduced a 
number of new items in its line of zipper ring binders, 
brief cases and portfolios. Outstanding is No. 86 
This is a zipper binder with either two or three rings, 





— 


NEW ADDITION TO MAJOR LINE 


13 x 1034 inches in size, and made of durable and 
water-repellant leatherette. The binder has plastic- 
bound edges and is leatherette lined throughout. A 
feature is that the back has been reinforced with a 
cutout overlay of smooth, split cowhide, matching the 
color of the leatherette exterior. The binder lists al 
$3.49, finished in black or British tan, and is available 
for immediate delivery. 
—- 
IMPROVE ROTO-SHEAR OPENER FOR MAIL 

Roto-Shear Company, Ltd., 4503 Travis St., Dallas 5, 
Tex., is offering an improved 1948 model of the Roto- 
Shear mail opener. The improvements claimed are: 
handle easily attached and cannot slip; rotor cutter 
is permanently adjusted at the factory and will not 
get out of adjustment; improved materials and heat 





IMPROVED ROTO-SHEAR MAIL OPENER 


treating to assure uniform cutting; all adjustments 
can be made with a simple screw driver; improved 
coil springs. 

It is claimed that an operator can open 30 to 40 
letters per minute with the device, which is being used 
throughout the United States. Shipments are also be- 
ing made to Brazil, Canada, China, England and other 
foreign countries. 

— «+ 


NUTONE OFFERS NEW CHIME SIGNAL 


NuTone, Inc., Merchandise Mart, Chicago 54, Ill., has 
introduced the Jewell as another unit in the line of 
chime signals. This particular device is recommended 
for use in general offices in conjunction with inter- 
communication systems, especially for inner offices- 
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Pie /” Dro a stri ! 
) ip of ordinary staples! 
- SS - 





ee 


The Perfect 
Combination 


For stapling perfection, 
use MERCURY Staples 
with MERCURY Staplers, 
the only Stapler with 
“Double-end” open chan- 


Then drop a strip of MERCURY 
Staples. eur the difference! 


The ordinary staples fall with a 
dull thud, gummed together with 
heavy, action-retarding, jam-inducing 
adhesives 





The MERCURY Staples spring 
apart with a crisp, clear 
“ping,” ready for instant ac- 
tion. Not held together by loggy 
adhesives, precision-made of 
highest-grade cadmium steel, 
MERCURY Staples slide down 
the channel with lightning 
speed, to penetrate at the very 
touch of the stapler head 
for “‘first-try’’ efficiency. 


FITS EVERY STANDARD STAPLER . . . 


Mercury Staples do the job 


nel. making possipie right the FIRST TIME — in 


every standard stapler. 


instantaneous correction 
of faulty stapling 
technique. 


oyatielitelenacye 


wire products company 
145 SPRING ST.,NEW YORK 12, N. Y 
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In addition to the instant 
height adjustment, this chair 
has three (3) other adjust 
ments. The back rest can be 
raised or lowered just right 
it can be brought forward or 
backward to fit the individual 
user. And the tension can be 
made very rigid or free, as 
desired. 


AUTOMATIC LOCK 


The Newest Instantly 
Automatic Adjustable Chair in the World 


If it isn't instant—it is not adjustable! These NEW 
EST INSTANT, AUTOMATIC ADJUSTABLE CHAIRS 
AND STOOLS are made by the Dependable Mon 


ufacturing Company... . 


A patented device that 


adjusts chairs and stools easily, instantly, to the ex 
act right height are now built into Dependable's 
Secretarial Tru-Posture Chairs, Cashier Chairs and 


Stools and Executive Tru-Posture Chairs . .. The in 


stant adjustment is easily made by a light pull upward 
of the seat to the desired height. The seat is lower 


ed by raising the seat to the extreme height and 
letting it return smoothly and effortlessly 
Plenty of profit for you! Write 


for catalog today! 


Envelope Stuffers; F 


Powerful. easy to use. Profit Monti 


DEPENDABLE MFG. oe 


1908 California St. 
Omaha, Nebraska 
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from switchboard to executives—to indicate incoming 
telephone calls. The manufacturers declare that the 
use of sweet-toned chimes instead of noisy, distracting 
beils and buzzers will bring a homelike note to busi- 











NUTONE CHIME SIGNAL 


ness. A complete merchandising program is offered to 
the office equipment industry by NuTone, Inc., and 
complete information may be secured by writing the 
national sales headquarters at the Chicago address. 


o~—"Ee —  - 


PRITCHARD ANNOUNCES V-LINE BASE DESK 

A new model desk, the No. 7680 V-Line Base, has 
just been announced by Joseph Pritchard, president 
of the Wells Office Furniture Company, Chicago. Made 













WELLS NO. 7680 V-LINE BASE DESK 


with a recessed back, the new desk is 29 inches high, 
with an 80 x 40-inch top. Available in choice of golden 
oak, limed oak or walnut, the new model lists at $185. 
Illustrated literature on the complete line of Wells 
desks may be obtained by writing the company at 725 
S. La Salle St., Chicago 5, IIl. 
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STAR TYPEWRITER FIRM TO NEW QUARTERS 

Robert Goldblatt, proprietor of the Star Typewriter 
Company, 189 W. Madison St., Chicago, Ill., recently 
announced a move to larger quarters in the same 
building. The new location is in Suite 301 facing Madi- 
son St., enabling Mr. Goldblatt to use flashing neon 
signs in all the windows. These signs are seen daily 
by thousands of commuters passing to and from the 
North Western depot. The floor space is four times that 
of the older quarters. 

A new telephone number for the firm is Andover 


7373, replacing Dearborn 8444, which Mr. Goldblatt had 


possessed for 20 years. The change was necessary be- 
cause of a new numbering system by the telephone 


| Company. 
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THE NEW NATIONAL POSTAL DUPLICATOR ° 










FOR IMMEDIATE $1350 : 
DELIVERY! - ’ 

RETAIL PRICE, COMPLETE WITH SUPPLY KIT 
e 
os 
to 2 
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THE ONLY MACHINE OF ITS 
KIND TO OFFER A 2-YEAR ° 
REGISTERED GUARANTEE 


2 
h, 
on 
5. poccccr rr nnn nnnee e -: 1 
ls | THE HARGLEN CORPORATION, 7466 SANTA MONICA BLYVD., LoS ANGELES 46, CALIF | 
25 | PLEASE SHIP ME SHIPPING INSTRUCTIONS | 
- 270 Ss). Subject to CHECK ENCLOSED | 
| 6 OR MoRE Liberal OPEN ACCOUNT (Give Rererences) | 
| 12 OR MORE Sasownts SEND C.0.D j 
| INDICATE EXACT NUMBER) : HAVE SALESMAN CALL | 
ALL PRICES IN OE Ex Ss AX 
er | | 
ly | 
1e | | 
i- THE NATIONAL POSTAL DUPLICATOR ff | 
mn MANUFACTURED BY | | 
| 
J 


; THE HARGLEN 
" CORPORATION 
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d 
a Let the National Postal Duplicator do a job for you! « National advertising 


in consumer publications « Window displays (available soon) « Bill stuffers 
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NON-CURLING 
PLASTIC BACK 


Carbon Papor 


ARMORED FOR DURABILITY 


Build “repeat” business 
with this outstanding item! 


+ Se we D) 


Ie 
Shay V5 “ng * Superdurable 


IN 


ON & RIBBON MFG. CO.» SAN FRANCISCO. U-S-A 
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GOODALE NEW MASHEK SALES MANAGER 


Harry W. Goodale has been appointed sales manager 


of the Frank Mashek Company by Leo Stein, presi- 
dent. Mr. Goodale is a college graduate and has had 
15 years of practical business experience including ex- 
ecutive work in selling and advertising. During the 








[el > oe eee eee 








HARRY GOODALE 


past few years, he directed the activities of 44 sales- 

men for S. Buchsbaum & Company, Chicago. His ex- 

perience and special training fit him admirably for 

his new position. He succeeds E. R. Manning, who was 

connected with the Stebco organization for 15 years. 
— — 


STATIONERY FIRM DEMOLISHED BY WIND 


A wintry gale brought destruction recently to the 
Demaree Stationery Company, Kansas City, Mo., when 
it toppled one wall of an adjoining building and de- 
molished the structure at 906-08-10 Walnut St., hous- 
ing the stationery firm and a men’s wear shop. 

Presses, other printing machinery and paper stock 
at the stationery company were valued roughly at 
$100,000 by Mrs. Ophelia M. Demaree, president. The 
loss was partially covered by wind insurance. 

The Keith & Perry building, wall of which fell to 
cause the destruction, had been skeletonized for 
wrecking. 

There were no injuries in the crash. A party held 
by a steelworkers’ union in the hall above the sta- 
tionery store had adjourned shortly before; other- 
wise, heavy loss of life might have been suffered. 


A temporary location was secured by the Demaree 
firm at 800 Delaware St., just two blocks from the 
demolished structure. A large stock of merchandise 
was soon accumulated, comprising shipments since 
January 1 and salvaged stock. 


It is estimated by the architect and contractor that 
the firm will be back at 908 Walnut St. within six 
months, located in a new building and store especially 
designed for the stationery and office supply firm. 

Offers of help and expressions of sympathy over the 
loss poured into the company from suppliers through- 
out the nation. 

<-> © 
RYAN ATTENDS FURNITURE MARKETS 

Harry P. Ryan, vice-president of the Pacific Desk 
Company, found time to attend the January furniture 
markets in Chicago, Grand Rapids and New York, in 
the order named. Mr. Ryan is sales manager of the 
company of which T. F. “Ted” Peirce is president. He 
is well grounded in modern constructive selling includ- 
ing the specialty of selling the complete installation 
for executive offices. 


._——- © 


CHARTER GRANTED WEST VIRGINIA FIRM 


A charter of incorporation was recently granted to 
the Deshield Office Supply Company, Charleston, W. 
Va., for $50,000. Incorporators are D. Jones Deshield, 
James W. Martin and Ethel M. Meador, all of Charles- 
ton.—BJ 
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WEW LOW PRICES 


ATLAS UNIVERSAL 


TYPEWRITER 
COVERS 


YOUR 
IMPRINTED 


WITH 
"A [)’ 





YOUR ‘AD 
Leer eRe OD 
FREE? 


10 DAY 
DELIVERY 





















The greatest cover buy on the market! You get 
genuine pre-war quality, heavy weight rubber 
cloth—available for the first time in 6 years! 
Covers are cut for full form fit. All imprinting 
is done by hand silkscreen method. We will fol- 
low any layout submitted—if desired, follow let- 
terhead style of copy, etc. 


UNIVERSAL COVERS 


ONE SIZE FITS ALL MAKES OF TYPEWRITERS 
WITH THE SAME SIZE CARRIAGE 
New Style Eliminates Large Stock—Fits All 
New or Old, Regular or Noiseless Typewriters! 





[carace|, |. 1.2, | 
SIZE 10 ry") 12" | 14" 18” | 20” | 26” 
| universat | .49 | 51 | .54|.61 |.69|.73 | .86 




















Above prices for lettered covers in lots of 100. 
In lots of 50, an additional charge of $1.50 made. 
Sizes may be assorted to obtain lowest prices. 





REORDERS WITH SAME LETIERING— 
2c OFF PER COVER 





Plain Covers Without Imprint Also Available 


NET F.0.B. CHICAGO. OPEN ACCOUNT ON 
APPROVAL OF FOUR COMMERCIAL REFERENCES 





Send for complete price list of custom fit covers 
for individual makes of typewriters and al! office 
machine including adders, calculators, 
duplicators, ete. 


ATLAS SPECIALTY MFG. CO. 


covers 


SHIELDS AVE. at 33rd ST., CHICAGO 16, ILL. 
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SIGNS 


Sell them with the confidence that can 


SUPERIOR MARKING EQUIPMENT CO. 


whenever they 


are needed! 





It takes only a few seconds to print any de- 
sired sign with individually wood-mounted 
alphabet and figure stamps. 

In the SUPERIOR line of Sign Marker 
sets, ample choice of sizes and styles of let- 
ters is available. High standards have been 
maintained in their manufacture to insure 
uniform printing and even alignment. The 
resilient rubber printing face is suitable for 


use on any available paper stock. 


only come from selling products that have 


withstood the test of time. 





1800 Larchmont Ave., Chicago 13, IIL. 
533 Mission St., San Francisco 5, Calif. 


R. A. STEWART & COMPANY, 


80 Duane Street, New York 7, N. Y. 


INC. 

















CREATING DESIRE SELLS WOOD FURNITURE 
(Continued from page 33) 


prospect? Well, that is item No. 1, and you have to 
do it at the time when we make the approach. Is it 
your salesman’s practice after taking the order for 
$7.35 of stationery items to blandly announce “Don’t 
forget, Mr. Jones, that we have a nice line of desks and 
chairs when you are in the market.” If it is, at least 
he is not a specialty salesman. He may be a staple 
salesman, he should be selling nails or groceries or 
something else in the staple line; he shouldn’t be sell- 
ing office furniture. Or maybe you can train him to 
sell specialty items properly. 

Train him to make deliberate planned canvassed 
calls to tell his prospect he has a free service which 
will save him money just as it has for other business 
firms in your city. Tell him that according to Office 
Management and Equipment magazine an average of 
$500.00 for clerical employees is wasted each year by 
business men in inefficient tools and methods. Tell him 
about the advantages of modern furniture such as in- 
creased production and reduced fatigue, just as I 
mentioned before. Tell him you believe he is paying 
for something he is not receiving, and, boy, watch his 
ears get sharp on the corners—you have him him in 
the pocketbook. Tell him that you believe there is a 
possibility—don’t be too positive and arbitary—a pos- 
sibility that you can recommend certain changes in 
his furniture, lighting and layout which will pay for 
themselves and show a profit in efficiency which will 
accrue to him. Let him know from the outset that you 
expect an order out of all of this, but make him under- 
stand that all you are asking for it at this point is his 
permission to survey his office without any obligation 
on his part whatsoever so that you can determine how 
much efficiency would be gained by modernization and 
can submit written figures and layouts for his exami- 
nation. Tell him that as a business man you think he 
is interested in saving money. Tell him you think 
there is a possibility you can save him some money, 
but that in any case, it won’t cost him a red cent to 
find out. How can he refuse? “What about the fellow 
who comes in the store?”—you are probably thinking, 
you can do a job on that fellow too. 


Don’t Drive Customers Away 


Don’t let your salesmen march that prospect right 
back to the display section and by trial and error, hit 
and miss, possibly finding a desk or chair which will 
serve his needs. If they do that, the prospect is think- 
ing, “this guy is trying to get my money, I have got to 
be wary of him.” He is mentally clamping his hands 
over his pockets like this and closing his eyes, his ears, 
and his mind. The salesman is making it tough, if not 
impossible for himself. Don’t let that salesman drive 
your customers away like that. 

Visualize how much better is the prospect’s reac- 
tion, how much more receptive he is to buying if your 
salesman convinces him at the outset that he is in- 
terested in his problem and in finding the answer to 
it, and in recommending the proper piece to do the 
job. Don’t rush him back to the display section, intro- 
duce yourself, and have him have a seat at your desk 
—treat him like a gentleman—he may be one. Then 
take out a sheet of graph paper and ask him questions 
which will enable you to sketch in his office and rec- 
ommend the proper pieces, together with other help- 
ful recommendations which will probably result in the 
sale of accessories and other items. He will be flattered 
that you are taking a real personal interest in him; 
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OFFICE APPLIANCES 
THAT CAN “TAKE (T!" 


EXTRA HEAVY STEEL CONSTRUCTION 
Built-to-last . . . priced-for-profit . . . easy-to-sell. That's 
the story of our new line of durable office appliances. 
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Write us today for our complete catalog and price list. 


LETTER 
SIZE 














Dual - purpose 
cabinet 
makes con- 
venient extra 
table when 
top is closed. 






o 
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EXECUTIVE CABINETS 


Has 25 hanging folders(A to Z 
tab inserts). Rubber wheel cast- 
ers for easy moving. Made of 24 
gauge steel. Available with or 
without lock. Hammerloid fin- 
ish. Colors: green, walnut and 


gray. 





EXECUTIVE 
DESK TRAYS 


May be used singly or 
tiered in stacks. Each 
tray fits over the 
other. 22 gauge steel. 
No sharp edges. Avail- 
able in letter or legal 
size. Green, walnut 
and gray colors. 


“HI-VERT’ SORTING FILES 


A perfect desk organizer — effi- 
cient and flexible. Extra sec- 
tions can be added quickly — at 
low cost. 22 gauge steel. No 
sharp edges. Baked enamel fin- 
ish. Available in green, walnut 
and gray. 














SECRETARIAL 
HANGING FILE CABINET 


Space-saving cabinet 
with efficient no-sag, 
hanging file. Easily 
moved to any office or 
desk on silent rubber 
wheel casters. Hand- 
some gray, green or 
walnut finish. 





list. 





Write us today for our complete 
catalog and confidential price 


Sales Representatives’ Inquiries 
Invited for Territories Now 
Available. 












4630 W. HARRISON STREET °* 


1948 


February, 


A DIVISION OF BLACKSTONE MANUFACTURING CO., INC. 


STEEL-PARTS MANUFACTURING CO. 


CHICAGO 44, ILLINOIS 


Sturdy con- 
struction 
throughout 
- «+ no sharp 
edges for ad- 
ded safety. 


DELUXE WASTE BASKETS 


Styled for beauty. Rounded 
rubber-bumpered corners and 
rolled edges. 24 gauge steel in 
gleaming enamel finish. Welded 
panel construction and welded 
rubber tipped feet on bottom. 
Available in green, walnut and 


gray. 
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HERCULES 


HOME VAULT 


Furnace-Tested 
Certified 
HALF-HOUR 
SMNA LABEL 





List Price 


—" $4250 
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HERCULES 


SAFE-T-VAULT 


~ Furnace-Tested 
Certified 

ONE HOUR 

SMNA LABEL 


List Price 


$9400 


WRITE DEPT. G2 FOR DETAILS 




















HERCULES 


VAL-U-VAULT 


Furnace-Tested 
Certified 
ONE HOUR 
SMNA LABEL 


List Price 


$4300 














HERCULES 
WALL VAULT 


List Price 


$3350 


Furnace- 
Tested 
Certified 
ONE HOUR SMNA LABEL 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 
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he will loosen up; he will be easy to do business with. 

Now, how are you going to train your salesmen to 
create desire? We do that at two points on the road 
leading to the order. We create desire in our surveys 
and we create desire in our demonstraition. Train 
your salesmen away from submitting quotations. A 
quotation is like a lottery ticket—-why take a chance? 
Make your survey a valuable document to the prospect 
and indicative of so much professional thought given 
by your salesmen to saving the prospect money that 
the element of chance will be removed. Give them 
layouts like these: 

1. Flat drawings, which are accurately and neatly 
done and based on the flow of work through the office. 

2. Isometric drawings showing three dimensions, 
which requires a little more time and talent, but which 
are compensated for the extra attention and respect 
they receive. 

Use miniatures—either bringing them to the pros- 
pect’s office ‘they all love to play with gadgets like 
these) or submitting photographs of the miniature 
setup along with your survey. 


Make a Survey Recommend 


Have your salesmen’s written survey show how his 
recommendations will save space and add up the 
amount of square feet saved. Find our how much the 
prospect’s space costs per year per square foot and 
multiply. Use this figure as an important cash justifi- 
cation for the cost of modernization. 

Based on your study of his office and experiences of 
other users, estimate as accurately as possible the mo- 
tions saved and percentage of time saved by your rec- 
ommendations, and show how this is accomplished. 

Show how fatigue reduces production and accuracy 
and take a conservative estimate as to the percentage 
of increased efficiency which will result from the re- 
duction in fatigue which your recommendations will 
make possible. 

Have your salesmen include in this survey the dollar- 
and-cents savings made possible from the reducing 
eyestrain. The prospect already knows that eyestrain 
causes headaches, office nerves, slow work and errors, 
but tell him these things anyway. Show him how the 
shifting of the eyes thousands of times daily from a 
white sheet of paper to a dark desk top, involving a 
major adjustment of the pupil each time, just can’t 
help but tire the eye. Tell him that Faver Bierren, the 
famous color expert, worked out the perfect neutral 
shade in Softone, which tests have shown does ma- 
terially reduce eyestrain, the thief of production and 
employee morale. If you are making recommendations 
for changes in lighting, justify this cost in the same 
manner. 

Efficient Tools Are Needed 


Have your salesmen’s surveys explain to the pros- 
pect that if he expects his employees to take their 
job seriously and take an interest in their work, he 
has to show that he takes their job sriously, too, by 
providing them with efficient tools. Tell him that con- 
tented employees, like cows, produce the best quality 
product. Remind him of the cost of hiring and train- 
ing new people, both from the standpoint of lost pro- 
duction and from errors all new employees make. Tell 
him that employees who are proud of their firm and 
of their work will give him returns far in excess of 
the cost of modernization. 

Have your surveys bring in the value of increased 
prestige. Remind the prospect that prestige and good 
will is a dollar-and-cent asset and that impressive of- 
fices are a real factor in protecting this asset. Tell 
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TABLES. 


Steel office tables, dictionary 
or reference book stands, type- 
writer and utility tables. 





THREE POPULAR SIZES 
72" x34" 60%x 34" 42” x 30” 


Steel office tables with linoleum tops, satin fin'sh 
aluminum binding, finished in gray, green, oak, 
walnut, or mahogany. 


Reference book 
stands made just 
right for a diction- 
ary, Dun & Brad- 
street, Thomas Regis- 
ter, catalogs. Sturdy 
construction. Tubular 
legs. Finished in 
brown. Shipped 
knocked down in 





cartons. 





Utility and typewriter 
table useful for many pur- 
poses. Sells 
rapidly. Light, 
durable, and 
rigid construc- 
tion. Finished 
in brown, 
green or gray. 
Shipped 
knocked down 
in cartons, 





All three num- 


No. 200 bers have ex- 
Size 32 x 161” cellent sales 
—261," high. appeal. 


Write for prices. 








fA 





5631 WEST MADISON STREET 
CHICAGO 44, ILLINOIS 
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an Ut Scien 
acta. 


529 So. Franklin St 401 Wood St 
Pittsburgh 22, Pa. New York 12, N. Y. 


i, towel 


YOU INCREASED 
SALES AND PROFITS 


9 UL. 


APIOW you Fow 


CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


clo- MFG. CORP. 


270 Lafayette St 


Chicago 7, Ill 
Factory: Loraopolis, Pa. 
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him how important it is to have his offices impress his 
customers favorably, rather than unfavorably. Show 
that it means a cash advantage to him to have his 
customers feel “here is an efficient-looking firm, worthy 
of my confidence.” 


Include before-and-after pictures of other installa- 
tions you have made of which you are proud; show 
him a picture of his office as it is now and a water- 
color drawing of how it will look after your recom- 
mendations are adopted. His present offices do not 
look too bad to him or he would have done something 
about them a long time ago. He has been looking at 
those offices so long that he doesn’t see them any more. 
But, boy, when you show him a picture of what those 
offices should look like, watch him open his eyes. 


Train Salesmen in Color 


Train your salesmen to know the psychological ef- 
fect of colors so that they can explain why one color 
depresses and another soothes the nerves, so that they 
can explain they are recommending a certain wall 
color, not because they think it is pretty, but because 
it will be a contributing factor for employee morale 
and production. Make sure that your salesmen under- 
stand the principle of light reflection so that they will 
stay within the IL.E.S. recommendation of 80 per cent 
light reflection for ceilings, 50-60 per cent for walls, 
and at least 20-28 per cent for floors. 

Now that they have the prospect drooling for mod- 
ernization, teach your salesmen how they can prove 
that it won’t actually cost the prospect anything; in 
fact, modernization will pay them money. Itemize the 
price of the furniture, less your trade-in allowance, and 
add to that total accurate estimates of the cost of dec- 
orating and other improvements he may be recom- 
mending. Show the annual depreciation on the cost of 
modernization. Now, estimate the percentage of in- 
creased production resulting from modernization and 
multiply this by the annual payroll of the employees 
affected. This is gross saving. Subtract from this item 
the annual depreciation on your recommendations to 
arrive at the net savings per year. Multiply this figure 
by the depreciation period in years and you will have 
the total saving involved. 

Show him these figures in other ways. Show him 
that even if all these advantages you have proved 
to him on previous pages only amounted to, let’s say, 
8 per cent increased efficiency, he would still get his 
modernization for nothing. Tell him he is paying for 
modernization anyway through lost efficiency, so he 
might as well have it. 


Discuss Savings Also 

If you think he is the type of person who will ques- 
tion price, even when you are showing him a Saving, 
tell him that a transaction cannot be an expense and 
a saving at the same time—it has to be one or the 
other. Tell him you are talking about savings. Tell 
him not to be concerned only with the smallest item 
of his clerical expense, but to look at the whole picture. 
Then show him the significance of the cost of these 
improvements as compared with the total of his cleri- 
cal cost. Do this through a bar graph in your proposal. 
Show on the graph the total of his floor space cost, 
payroll of persons affected by the modernization, and 
cost of modernization—the total for a ten-year period. 
Then show on the graph the total cost of moderniza- 
tion. The latter figure will be about four per cent of 
the total. Ask him, as a businessman, if he doesn’t 
think it good business to spend an amount equal to 


OFFICE APPLIANCES, February, 1948 











OFF 

















No. 70 
Retail 
$3.75 
Plus Tax 


*Autopoint’”’ PENCILS 


Famous for their ‘‘Grip-Tite” tips that won't let 
leads wobble, turn or fall out. Busiest pencils are 
‘‘Autopoint” because they are trouble-free, write 
better. Many models. Wide price range. Standard 
or “Real Thin” leads. Sure profit makers. 


There are so many ‘‘Autopoint” products 
you can handle with profit—items like you 
see illustrated on this page—and many 
more featured in our catalog. 


Nationally advertised in leading national 
magazines reaching more than 15,000,000 





people regularly throughout 1947—the big- 
*‘Autopoint” INDEX 


Popular seller for offices, homes, gifts, bridge 


gest advertising campaign in “Autopoint” 


prizes. Press key and index flips back to alphe- history will send customers to your store 
— page on ys to —_ — gmc num- 

bers, data. 4”x 5” index cards can be withdrawn : ee + 28 

for typing and replaced easily. 100 extra loose pre-sold to walk out with an Autopoint 

leaf sheets in base. Black or walnut. Retails at 

$4.00. Get a supply—watch them move. product. 


Sparked by the popularity of famous 
‘‘Autopoint” pencils, the “Autopoint’’ line 
offers you maximum profits with minimum 
selling effort. Send for catalog. 





9 
. 
“Autopoint” MEMO CASES 
P P th TRADE MARK 

A practical desk accessory for office and home, 

”S sizes filled with 200 writing sheets 4” x 6’, BETTER PENCILS 

or 3" x 5”. Molded of plastic in black or walnut. 

Retail prices 75c and $1.25. Show them, and and Precision-Built Index and Memo Cases 


you'll sell them. 


Autopoint Company, Dept. OA-2, 1801 Foster Avenue, Chicago 40, Illinois 


“Autopoint” and “Real Thin” are trademarks of Autopoint Company 
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INGER tip information is available to vi 

the man who uses this "desk high" file. . 

Placed in a convenient position for ready thit 
reference—(without leaving the desk) —this “wed 
file will save time and energy while dictating, <a 
preparing schedules and those innumerable tim 
times when reference to special correspond- ee 
ence and records is necessary. ord 
This file combines excellent appearance with mer 
utmost convenience and the metal floating ond 
roller suspension steel drawers carry a full “= 
load with greatest of ease. stro 
The 32" depth provides more than the usual hin, 
capacity. Metal hardware and a really beau- oe 


this file acceptable in the best styled execu- to st 


vien 


tive office. COMPAN Y Ge 


Dealers will be interested in the prompt cond 


delivery schedule now arranged. BOX 392 - GRAND RAPIDS, MICH. | are: 
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four per cent of the total expense to realize a saving 
of 20 per cent on the nine per cent item. 

Another way we can create desire is at the time of 
demonstration. The demonstration is utilized particu- 
larly to create desire on the part of the prospect who 
drops into the store, but will also undoubtedly be used 
to supplement the survey type of sale particularly if 
the order involved is a large one. If the prospect is 
a drop in, you will remember that you have already 
talked to him at your desk and made a rough sketch 
of his office so you already know exactly the type of 
desk or chair that you want to show him because it 
is the one you feel is right for the job. Of course, if 
you have surveyed the office, you know exactly what 
pieces you want to demonstrate. 

We know we are not going to confuse and irritate 
the prospect by showing him glue blocks, mortise and 
tenon joints, and the like. Train your salesmen to show 
the prospect and talk about those items on the desk 
or chair which prove what the furniture will do for 
him, not how the piece is constructed, unless he asks 
for that information. Use a tape measure and prove 
that the desk size is 32 x 58 inches, don’t just tell him 
that. Tip the desk over and show him that the height 
is adjustable. If it is a Softone desk place a sheet 
of bright paper on the desk top and ask the prospect 
to look from the paper to the desk top; then do the 
same thing on a dark desk top. He will see the differ- 
ence. Ask him to sit at the desk and see how easy it is 
to reach all parts of the desk and that the drawers are 
interchangeable—show him this feature. Point out 
the beauty of the grain and stroke it as if it were your 
best girl’s knee, make him want to own it. Show him 
on the chair how every muscle and organ is supported 
in exactly the right place. Adjust the chair to fit the 
prospect and ask him to sit in it. Remind him that 
the office worker spends more time in the office chair 
than in any other place, and that comfort and good 
posture will enable the worker to do more work and 
make fewer errors and will add years to his life. 


The Third Step in Selling 


Now we come to the part the salesmen like—the 
third step in creative selling. The reward for all of 
the work I have been talking about is securing action, 
which means getting the order. This, of course, is the 
most important step because it is the one which earns 
the groceries. But I am not going to spend a lot of 
time on this step, for this reason. If you have handled 
securing interest properly, and if you have handled 
creating desire properly, the action of signing the 
order will come automatically. If you have really done 
a selling job you won’t have to ask for the order. Re- 
member you have let the prospect understand from 
the outset that you expect an order when you have 
proven you can save them money. Well you have 
proven this, so why shouldn’t the order be forthcom- 
ing. If it isn’t, don’t hesitate to ask for it in a loud 
strong voice. You have no apologies to make. You 
have done your part and it is up to the prospect to do 
his. Tell him you believe you have cornered all factors 
incidental to the economy of modernizing his office but 
that if there is anything you have not made clear to 
him you will be glad to clear it up before he places 
the order. Or tell him you wish to give him a few days 
to study your survey and ask him when it will be con- 
vient to come back and discuss the purchase order. 


Gentlemen, in the time at my disposal I have been 
able to give you just a condensed smattering of the 
sales training job ahead of us. Some of you, I know, are 
already doing these things, possibly in a better way than 


OFFICE APPLIANCES, February, 1948 





Those customers are 
your best prospects. 
The satisfaction they 
3 enjoy will show itself in new orders 
they place with you... orders for more SENG- 
equipped chairs and for the other products 
you handle. Consumer satisfaction with indi- 
vidual products always leads to general deal- 
er volume. 









SENG Chair Action Controls meet every re- 
quirement of your most particular customer. 
Balanced tilting keeps chairs stable; carefully 
engineered moving parts respond instantly to 
any body movement; oil-less bearings give a 
lifetime of no-squeak service. These SENG ad- 
vantages add up to freedom from fatigue, an 
important factor in keeping customers happy 
—and receptive to new sales approaches. 
Sell SENG . . . and you sell satisfaction! 


1450 N. DAYTON AVE 
CHICAGO 22, ILLINOIS 


QUALITY PROTECTS YOUR REPUTAT 
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DARNELL CORP LTD 


ING BEACH 4 CALIFORNIA 36 N CUINTON CHICAGO 6 





DARNELL 


Office Chair 


CASTERS 


Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 


A 
SAVING 
AT 
EVERY 
TURN 


Write 


FOR NEW 192 PAGE 
DARNELL MANUAL 
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60 WALKER ST NEW YORK 13 NY 


I have described, but I know from my nation-wide 
series of conferences with dealers that most of your 
salesmen either have never used real creative selling 
methods or have gotten away from this type of oper- 
ation during the war. You are probably thinking 
“Gatewood may be right about this type of operation, 
but training salesmen is a big job.” You are perfectly 
right—it is a big job, but the rewards are a thousad 
times bigger. Just as creative selling has sold more 
factory tools, adding machines, typewriters and tabu- 
lating machines, it will sell more office furniture. It 
is used by the most successful sales organizations in 
the country—it is tested and proven. 


Plenty of Help Available 


And the Wood Office Manufacturing Company is 
willing and prepared to help you do this job. They 
feel that this is a job for the Wood Office Furniture 
Institute, the wood office furniture manufacturer, the 
manufacturers’ salesmen and the dealer. The Wood 
Office Furniture Institute has made available the 
“Office Furniture Merchandiser” to you and you will 
find within its pages clear and complete information 
on selection and training of salesmen, among all the 
other many subjects treated. I know you dealers like 
it because you have written and told us so. Starting 
in the late spring I will conduct a series of Institute- 
sponsored sales training meetings in the principal 
cities of the country. All dealer’s salesmen in each 
city will be invited to these sessions and visual aids 
will be used to help tell the story of creative selling 
and to stimulate a desire among your salesmen to 
practice these methods. The Wood Office Furniture 
manufacturers either have available or shortly will 
have available sales education literature and possibly 
film and other media in training their salesmen. The 
manufacturers are furnishing their salesmen with sales 
education and tools and insisting they do everything 
possible to assist dealers in the training of their sales- 
men to sell their lines intelligently. But, gentlemen, 
all of these things will no more than start the ball 
rolling. The big job is necessarily in your hands. 
Your salesmen are your employees and under your 
control. It is you who must, by policies and examples, 
keep them fired up on this subject. 

See en 
NATIONAL CASH REGISTER OPENS NEW BRANCH 

The National Cash Register Company has opened 
new sales and service rooms at 455 Third St., Niagara 
Falls, N. Y. The company has provided every modern 
facility in the new location to give information on 
store and office systems as well as supplies, service or 
parts. Cliff C. Cole is branch manager.—GET. 
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STODDARD’S DISPLAY—This interesting and effective bill- 
board display is being used by Stoddard’s, Inc., stationers 
of Nashville, Tenn. 
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¢ Two Different Locks 
¢ Beautiful Baked Enamel 





HAS THE MARKUP 
THAT MEANS PROFITS! 


ALL THE FEATURES 
THAT WIN SALES! 


$™7 95 


Suggested 
Retail 


¢ Special Secret Chamber 
¢ Swivelled Front 

¢ 20 Oxford File Folders 
¢ 5 Storage Envelopes 


¢ Green Hammerloid Finish or 
Office Gray 
e Heavy Gauge Metal 
¢ Fire Resistant 
¢ Water Repellant 
¢ Top Quality Thruout 
For Lifetime Service 


Your Prospects 
Number Thousands 


Most everyone is a live pros- 
pect for the “Bankette”! 
Small businessmen — Sales- 
men—Veterans— Housewives 
—Roomers—Boarders 
Home Owners — Doctors - 
Lawyers— Nurses—In fact, 
everyone with private, per- 
sonal papers. You have a 
tremendously vast, profitable 
market! 


Note the Strong Handle for Easy, Convenient Carrying! 


An added feature is the strong, sturdy, steel handle rivetted 
to the steel top. Weighing only eight pounds net, a child 
can carry it with the contents safely locked and secure. 


SPECIFICATIONS: Size: 13” x 12” x54” deep. Secret Chamber, 
1%” deep. 5 Envelopes, heavy manila, 11” x 4%”, identified for 
Automobile, Accident & Burglary Ins., Miscell. Documents, Bonds 
& Stocks, Fire Insurance, Last Will & Testament. 20 Folders, 
letter size, 10 marked A-Z, ten blank. Labelled tabs, assorted. 
Finish, baked enamel, green hammerloid or beautiful office gray. 
Locks, two. Keys, two. Packed one to a carton. Shipp. wet. 9 lbs. 
F.0O.B. Chicago 7, Il. . 


MASO STEEL PRODUCTS 


oe ee ee 
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ALL STEEL 
PERSONAL FILE! 
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MEETS THE BIG UNFILLED DEMAND 
FOR A TOP QUALITY PERSONAL FILE. 


Maso’s “Bankette” offers everything your customers want in a 
personal file; looks, efficiency, materials, workmanship, com- 
plete in one package. Don’t confuse the “Bankette” with the 
ordinary, thin metal, flimsy made, half equipped personal file. 
The “Bankette” is built for rugged lifetime service with every- 
thing provided for safe, handy, convenient safekeeping. 

Heavy gauge steel used throughout. Construction is the finest. 
Corners are rounded. Swivel front opens full 3 inches. Felt 
pads on bottom protect surfaces. Letter size folders, genuine 
Oxford. Five storage envelopes of heavy manila. Secret cham- 
ber, a full 144” deep. Locks are brightly plated. Beautiful 
baked enamel finish will not chip, crack nor peel. This beauty 
really meets the definite need for a lifelasting, truly efficient 
personal file. 


Put the “Bankette” where your customers can see its 
handy, convenient advantages. You'll sell them on sight! 


ORDER YOUR NEEDS TODAY! 


Dept. 
500-32 S. THROOP ST. 
CHICAGO 7, ILLINOIS 
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Patent Pending 


barnes new principle in desk lighting! The new “‘Circlarc’”’ fluoresc- The Ci rR CI A R C 
- S/S / 4 


ent bulb in this beautifully finished, sturdily constructed Faries Circlarc 


Desk Lamp. Adds lustre to the finest “top level executive’’ desk a > 
. Bulb a 
ian . ; ” 
The Circlare provides a maximum of cool, non-glaring light where it is most 
needed on the working plane, the front of the desk. Striking appearance and out shape, Semi-circle, 12" 
° e , diam 
, %, , new’ = ” , ‘ ten le . . _ Su 
the something new” features will make the Circlarc the hottest ‘ntimber in ik. anes (Adeeb) Cakex, 
your line. white 
Rated life, (at 3 hours per 
SPECIFICATIONS—No. 20200 start) 2500 hours 
‘ — _ mae ' 4000 hours at 6 hours per start 
Height 13”. All brass adjustable shade 7!” x 14!4”. Single push button switch and 6000 hours at 12 hours 
per start 


Heavily felted cast base 6” x 12". 10’ rubber-covered cord , , 

. Tube diam., 1’. For use on 110- 
> oe ' a) Le ‘aa siiiias we wile 125 volt, 60 cycle, Alternat- 
Finish: Electroplated statuary bronze with gold trim, or steei gray with gold cr Cascent Gabe 


trim. (Specify finish desired) Z 


Circlarc bulb included. Patent pending. 


a Few of the New Numbers... 








oO 


O ANNCS Manufacturing Company, Decatur. I. 


a 


Pioneers in Lighting Equipment Since 1880 
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MEETINGS — CONVENTIONS — DINNERS 
(Continued from page 74) 


of the thing took possession of the men the original 
$45 fund swelled into a total that reached $550 with 
more money still coming in. Jack Clark was appointed 
chairman of their Give-a-Christmas committee. Work- 
ing with him were W. R. Kane and Robert Russell. In- 
stead of one or two families, five were selected, with 
a total of 32 children. The ice cream and cake ex- 
panded into a complete turkey dinner at Quad Hall. 
Cherished toys were presented the children. Parents 
were given food certificates of $20 to $25. 


——? 2 
WASHINGTON OMDA ELECTS OFFICERS 

At the regular January meeting of the Washington 
Office Machine Dealers Association, Washington, D. C., 
held at the Hay-Adams House, the following officers 
were elected and installed for the current year: presi- 
dent, Leon Winerub, Leon Typewriting & Adding Ma- 
chine Company; vice-president, William Z. Jemison, 
the Dixie Mart, Alexandria, Va., and secretary-treas- 
urer, G. H. Cammerer, Reliable Office Appliance Com- 
pany. The following committee chairmen were named: 
liaison-publicity, Jack Kyle, AAA Sales & Equipment 
Service; entertainment, Bertram Longstreet, Under- 
wood Corp.; program, Clarence E. Bush, General Type- 
writer Company, and membership, Thomas Nolan, 
American Typewriter Company 

The association has adopted a large membership 
certificate, suitable for framing, which will be fur- 
nished each member organization. 

The association will be pleased to discuss mutual 
problems with other organizations and letters may be 


ART STEEL COMPANY OPENS NEW PLANT; 
500 ATTEND HOUSEWARMING PARTY 
More than 500 attended a housewarming and Christ- 
mas party held on Tuesday afternoon, December 23, to 
celebrate the opening of the new plant of Art Steel 





ART STEEL PARTY—Seen at the housewarming of Art Steel 


Co., Inc., new plant. Top—I. M. Levy. vice-president and 

sales manager: R. B. Sainberg, Sainberg & Co., Inc.; and Ed 

Bergman, plant superintendent of Art Steel. Bottom—Presi- 
dent Joseph Burger addresses his guests. 


Company, Inc., manufacturers of steel office equip- 
ment. 

The new plant, located at 170th St., between Third 
and Fulton Aves., New York, N. Y., consists of some 
50,000 square feet of floor space with fluorescent light- 
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V.P.D. Presentation 
Books range from 
$1.80 list (below) to an 

window genuine 
leather zipper book 
at $15.50 list (above). 








Focus Your 
Attention on 


Nationally advertised for you in 






Sales Management, Advertising 
Age, Printers’ Ink and Advertis- 
ing & Selling. 








There is no bigger line...no better line...no line in greater 
demand than Meier's V.P.D. Plastic Presentation Books. 
The range of sizes and styles is most complete. The trans- 







parent windows are of tough, heavy-weight, brilliantly 





clear plastic. The covers are genuine and simulated leather 





...some flexible, some stiff and handsomely gold 






embossed. See your V.P.D. catalog for 






complete descriptions and prices. 









When the subject of presentation books 
comes up, sell V.P.D. with confidence. 
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JOSHUA MEIER CO., Inc. 


36 EAST 10th STREET, NEW YORK 3,N.Y 
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IMMEDIATE 
DELIVERY 
for 
DOMESTIC & EXPORT 
TRADE ra 


REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 


CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Inc. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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ing throughout. Gigantic new machinery laid out in 
orderly rows impresses one with the thoroughness of 
planning for efficient operation. At one end of the 
plant is located a huge finishing and shipping room 
with every modern facility for speed and efficiency. 
The party was held here in this immense room, taste- 
fully decorated with large murals on the walls pictur- 
ing a variety of the firm’s products, also flags, Christ- 
mas trees and an impressive display of flowers sent by 
wellwishers. On a platform across one entire side of 
the room converted into a stage, Al Diamond and his 
orchestra furnished excellent music for those who 
cared to dance. Food and refreshments were served 
all afternoon. 


Promptly at 3:30 p.m., Joe Burger, president of the 
company, mounted the stage and after words of wel- 





MORE ART STEEL PARTY LENSLIGHTS 


Top—Jim Murray. Jones & Laughlin Steel; Jack Campbell, 
Republic Steel, Ed Johnson: Lab Kennedy, New York City 
manager of Great Lakes Steel; Albert R. Pfeltz and Bob 
Ohls, Carnegie-Illinois Steel Corp., all of New York City. 
Second—Lucy Montesi, Jean Kurtz, Marcia Kaplinsky, Sam 
Katz, Bill Lampel and Harry Lipshutz of Art Steel Co., Inc. 
Third—Arthur Burger, Mrs. Howard Sanders, and Irving M. 
Levy of Art Steel Co., Inc.; Fred Steinhilber, Geyer's: 
Howard Sanders, Stationers & Publishers Board of Trade, Inc. 
Bottom—Harry Kletzky, Bronx Furniture Co.; Harry Cohen. 
Chelsea Desk Co. I. Rubin, Eagle Office Equipment; Morris 
Ennis, Ennis Desk Co., and Larry Sherin, J. J. Regan Co.., all 
of New York City. 
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SUPERIOR DESIGN—SUPERIOR CONSTRUCTION 


New, DeLuxe Hi-Lo Typewriter Stands 


“THE STAND FOR EVERY USE AT THE RIGHT PRICE” 


+ 











pts ee Continuous 
piano hinges 


Spring drop-leaf 
supports 





FINISHES 
Genuine Walnut 

Natural 

Solid Green 

Solid Gray 

Handsome ¥%" 





plywood top— 
Double cross-braces to BASES for extra firmness 
uarantee complete and to 
mes Brown 
rigidity Gases deaden sound 


Gray 


Modern, J-angle 
construction ensures 
complete harmony with 
the new straight-line 

look of present-day \ 
office furniture 


Heavy-gauge 
steel—all electric 


welded 


Skilfully 
designed and 
proportioned 

to fit in with the 
finest office or 


ALL STANDS SHIPPED 


SET UP 


READY FOR USE 


Hi-Lo STAND 


; TOP SIZE 16x18” home furniture 
When ordering, please specify LEAF SIZE.16”x 9” $ 00 
clearly the finish desired for each EXTENDED _ 16x36” ad , 
style stand. HEIGHT 27" LIST 


Dependable, easy-to-operate lever device permits castors to be lowered when stand 
must be rolled about—raised out of way when in position for working. When leaves are 
raised, presents flat, absolutely level working surface. 


TYPEWRITER TABLE 


NO. 103 


@ Dome glides for easy moving or smooth 
rolling castors. 


TOP 16" x 30" HEIGHT ar 
ALSO 30” HEIGHT, LIST $15.00 


TELEPHONE STAND 


NO. 104 
@ Special lower shelf for directory. 
Dome glides. 
TOP 16" x 18" HEIGHT 30" 





USUAL DEALER DISCOUNT 
WRITE FOR ILLUSTRATED FOLDER SHOWING COMPLETE LINE 


METALSTAND COMPANY 


1615 to 1625 MELON STREET PHILADELPHIA 30, PA. 





WE OFFER THE MOST COMPLETE LINE OF STANDS ON THE MARKET © A STAND FOR EVERY USE 
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MULTIPLE CENTAMATIC 12-in-1 
PUNCH Ne. 300—Mos? versatile and practical adjust- 
able punch ever made. Punches '/,” holes in any loose 


leaf sheets to fit standard binders covering & sizes 


5.” «x 3” to 12” x 91,” inciusive. Also punches 


two '/” holes in the following centers: 2%”; 41/4"; 
7”; 8'/.”. Punches up to ten sheets of 16 ib. bohd 


stock. Adjustable slides equipped with ball-beorings 
for easy shifting. Finished in Dawn Gray—gauges, 
heads and lever are nickel plated. LIST PRICE: $10.95 





2-HOLE CENTAMATIC 

PUNCH No. 200——Smooth-working perfection in a 2- 
hole punch plus odvantages of the Centamatic 
feature . . . Punches two '/," holes—2%" center 
to center. Actually (by test) punches cleanly through 
30 sheets of 16 ib. bond stock. Finished in Dawn 
Gray with nickel ploted gauges LIST PRICE: $3.95 


*Patents Pending in the United States 


and in Foreign Countries. 
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Punch 
Actually 
Does the 
Work of 


12 


Different : 
Punches 





| 
| 


* 





S fo 
MUTUAL 


These Centamatic Punches ‘work almost: automatically, no fussing, no calculating, no 
poper-folding . . . The Centamatic feature operates simply, speedily and accurately. 
The paper may be placed in any position between the sliding arms of the Centamatic 
guides. By adjusting the guides so that the ends touch the sides of the paper the 
sheets are automotically centered . . . These punches are beautifully finished and 
precision-constructed of heavy gauge steel for enduring service . . . Individually boxed. 


Available at Leading Wholesalers from coast to coast. 


Write for Schedule of Discounts 


CENTAMATIC PUNCHES ‘ARE MANUFACTURED BY 


MUTUAL STATIONERS SUPPLY CORP. 


Wholesale Stationers to the Trade only 


374 BROADWAY, NEW YORK CITY 
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come, asked all to rise and sing our National Anthem. 
He then led the group in singing Christmas carols and 
acted as master of ceremonies for an excellent show 
which followed, consisting of a variety of acts which 
were well received. The balance of the late afternoon 
and early evening was spent in dancing and socia- 
bility. Irving M. Levy, vice-president and sales man- 
ager, and Arthur Berger, secretary, were kept busy 
greeting a host of old friends and customers. They 
were assisted by their entire sales force, who did a fine 
job of making each guest feel at home. 
= Rigel cot eae a 
STATIONERS BOWLING LEAGUE OF CHICAGO IN 
CLOSE RACE AS TWO-THIRDS MARK NEARS 

With 57 of the season’s 96 scheduled games in the 

Stationers Bowling League of Chicago already com- 


JUST BEFORE THEY STARTED ROLLING ‘EM.—How they 
lined up for the January 13 matches. 1. Phillies and Tigers. 
2. Braves and Dodgers. 3. Cardinals and Red Sox. 4. Reds 


and Senators. 5. Cubs and White Sox. 6. Pirates and 
Yankees. 7. Giants and Indians. 
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y. f HEAD of a quality line 
SE noon fi of Filing Supplies. 


Never before has an Index Tab been 
designed which embodies so many prac- 
tieal features. SEL-TAB can readily be 
incorporated into any existing Filing 
System without replacing the entire sys- 


tem at one time, 


SEL-TAB can be furnished in any 
width, and is available in Clear, Amber 
SEL-TAB can be 


attached to guides, pressboard expansion 


and Green colors. 


folders or any durable folder or guide 


material available. 


SEL-TAB is ideal for special guides 


such as hotel statement files, tabulating 


files, ete. 
{ae 


Lime 


Write today for illustrated price list. 


Ne } 
Contact our “Special Service Dept.” 
for information, samples and quotations 


on special size folders, plain or printed. 


Soe 


Line 


Sell the Selceo Line and keep them Sold 





SELL CORPORATION 


fanssfacts 


531 SOUTH JEFFERSON STREET 


CHICAGO 7, ILLINOIS 
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In operating position on left hand typewriter desk. 


ITS EASY 
TO Deu 

mw RICHARDS 
COPYHOLDERS 


There's no hocus pocus to selling the new 
RICHARDS Copyholder. It is as simple as ABC. 
Working parts are very few, extremely simple 
and effective. Nothing to get out of order. 


e No tools needed to install RICHARDS Copy- 
holders. Just slip the base under the typewriter 
and it's ready for use. 


e Swings entirely out of the way when not in use. 
Slides into typewriter desk without detachment. 


e A stroke of the knob moves the line indicator 
a line at a time. 


e The line indicator adapts itself automatically 
to any thickness of copy. Adjusts readily for 
slanting lines. Slides rapidly for initial setting. 


Attractive in appearance, very reasonable in 
price. You can make a sweet profit selling 
RICHARDS COPYHOLDERS for typewriters, 
books and other copy, calculating and |.B.M. 
machines. Territories are now being allocated. 
Wire or write today. 


HENRY I. RICHARDS 


2258 N. Vernon St. Arlington, Va. 
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pleted, the competition has tightened considerably 
over that in evidence early in the season. Still at the 
top of the heap of the enthusiastic group that bowls 
every Tuesday evening at the Arena Alleys on East 
Erie Street in the Windy City are the Phillies, led by 
Jay Elwart of Stevens, Maloney & Company. In second 
place in mid-January were the White Sox, captained 
by Sol Preiss, Utility Supply Company, with 33 won 
and 24 lost, three games behind the leaders. The Red 
Sox, led by Ed Kraft, National Blank Book Company, 
and the Braves, inspired by Joe Domanski, Horder’s, 
Inc., were tied for third, four games behind the pace- 
setters. 

In the matter of individual averages, the top spot 
was held by Art Meuller, Horder’s, Inc., with a mark 
of 178. Hal Schneider, Consolidated Office Supply 
Company, held second place with a 172. 

Team high series was held by the Indians, captained 
by Joe Zimbardo, Marshall-Jackson Company, with a 
3091, 15 pins ahead of the second-place Cubs. The 
Cubs, however, held team single game honors with an 
1116 total, well ahead of the tied Indians and Senators, 
who had each amassed a total of 1095. 

Far ahead of the field in the individual series hon- 
ors was Bob Vojta, Chicago Saddlery Company, with 
a 734, second place being held by Bill Simpson, Gen- 
eral Fireproofing Company, who held a 706 total. In 
the individual game department, top spot was held by 
Jerry Olson, Stevens, Maloney & Company, with a 292, 
15 pins ahead of Fred Cook, Just & Son, with a 277 
total. 

Lona ee ee ee 
SAVAGE RE-ELECTED HEAD 12:30 CLUB 


The regular monthly meeting of the Stationers 12:30 
Club of New York was held on Wednesday afternoon, 
January 7, at the Advertising Club, New York, N. Y. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
conducted the meeting in the absence of President 
Jerome J. Savage, who was out of the city. Mr. Briggs 
announced that refreshments were on Ralph Barnett, 
Blaisdell Pencil Company, who was celebrating his 
birthday. When the treat arrived, all stood and sang 
that old familiar song, “Happy Birthday to You,” and 
extended congratulations and good wishes. 

Treasurer Briggs read his annual statement report- 
ing a substantial amount in the treasury. He then 
introduced M. De Puyt of the Associated Hospital 
Service, who announced that the Blue Cross Plan has 
grown to a point where they now have more than 
3,000,000 subscribers and have paid out more than 
$22,000,000 to hospitals. 

The next order of business was the nomination and 
election of officers. Harold E. McNeal, Wilson Jones 
Company, was chairman of the nominating committee, 
with aides consisting of Harry Tehan, Higgins Ink 
Company, and Charles P. Epifano, Automatic Pencil 
Sharpener Division, Spengler-Loomis Manufacturing 
Company. The committee then placed in nomination 
the present officers for re-election. They were: presi- 
dent, Jerome J. Savage, Carter’s Ink Company; vice- 
president, Mortimer Libien, Libien Press, Inc., New 
York, N. Y.; secretary, Philip G. Tagley, Consolidated 
Loose Leaf, Inc., and treasurer, Dwight N. Briggs, Sun 
Rubber Company. All were unanimously elected. 

Chairman Briggs then announced that Otis Prior, 
eastern representative of Mutual Stationers Supply 
Corporation, was taken seriously ill with an attack of 
pleurisy while on a trip to Massachusetts. He is con- 
fined in the Jordan Hospital at Plymouth, Mass., 
where he is now on the road to recovery. 

Louis F. Caracci, The Nor-Wood Company, Inc., New 
York, N. Y., announced that plans were completed for 
the Edward F. Dooley testimonial dinner to be held 
on Tuesday evening, January 20, at the Hotel Gov- 
ernor Clinton, New York, N. Y. He promised a big 
turnout and a fine time for all, and urged those who 
had not sent in their reservations to do so at once. 

Fred Steinhilber, Geyers Publications, announced 
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can be delivered to you NOW 


This is the NEW, improved STYLE 
machine, featuring new feed arm easily 
adjustable for post cards and narrow 
paper. Automatic impression roll 
release; semi-closed cylinder; built-in 
inking roller; fast print adjustments 
—raise or lower and centering. 
Dial control paper guides; accurate 
registration; all steel welded frame 
— single unit construction . .. 


so MUCH for so LITTLE! 


When closed, is dust-proof 
and occupies little 
more than a 
square foot of 
floor space 


MARR DUPLICATOR CO., Inc. 


Delivery also being made on 53 Park Place, New York City, 7 
MARR Electric “Model E” 
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AA LEATHER FURNITURE 


New YORK 19, ™. ¥; oe 
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No 3750C 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK 19.'N. Y. 
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that arrangements for the dinner in honor of Sam 
Libien, Libien Press, Inc., New York, N. Y., governor, 
NSA 13th Regional District, were completed. The 
dinner is to be held on March 3 at the Belmont Plaza 
Hotel and will be sponsored by the Stationers 12:30 
Club, the Stationers Square Club, the Stationers Asso- 
ciation of New York and the Stationers Golf Asso- 
ciation. 

Editor of “Stationery Whitens,’ Gerald D. D. White, 
Acco Products, Inc., urged members to send in their 
contributions of news for the club’s bulletin early and 


often. 
wins Ainlbiclatiessalen ed 


N. Y. OFFICE APPLIANCE MANAGERS ELECT 

In the luxurious Canadian Club of the Waldorf 
Astoria Hotel in New York, N. Y., New York Office 
Appliance Managers Association on January 9, 1948, 
unanimously elected E. A. Maloney, Moore Business 
Forms, Inc., as their president. It is a signal honor to 
be elected president of this association of leading 
office managers in our industry. 

At the same time R. H. Fisher, International Busi- 
ness Machines Corporation, was elected as vice-presi- 





NEW YORK OA MANAGERS PAUSE TO = PICTURED.—Top, left to 


Maley. a Fogg Inc.; H. Fisher, International 
M. lly Todd Sales Co.; J. A. 
a? % Kee-Lox Mf Cc. G. ey a Yawman and Erbe Mig. 
S. N. Baker, Pitney Bowes, Inc.; Carlton gy pameeee. 
ep -Multigraph Corp., 1947 Se ‘of the New York 
x Dunphy, Ditto Sales & Service Co.; C. A. Zollinhofer, bcs 
Machines Corp.; R. W. Burman, National Cash 
a Co.; H. Knauer, A. B. Dick Co.; RB. J. 
Co.; E. A. Maloney, Moore Business Forms, Inc., president-elect of 
N. Y. OAMA. Bottom: D. E. 7% Pitney Bowes, Inc.; H. V. 
Widdoes, Remington Rand, Inc.; R. W. Davidson, International Busi- 
ness Machines Corp.; E. J. Ferris, he eS h-Multigraph Corp.; 
W. P. Lindsay. Remington Rand, Inc.; W. onnell, International 
Business Machines Corp.; William Sthuiho! The Office. 


right: H. L. 
Business Machines ag Hg 
0.7 


tional Business 
Wehrli, Comptometer 


dent and R. W. Burman, National Cash Register Com- 
pany, as secretary. 

Before the meeting there was an hour or so devoted 
to the usual indoor pastimes, wherein the members 
and guests had opportunity to swap stories and ex- 
periences. That time was all too short but did much 
to sharpen the appetite for a marvelous steak dinner, 
from soup to nuts, arranged by our genial friend, John 
A. Noonan of the Kee-Lox Manufacturing Company. 
Each year we think surely John has reached the top 
in providing for the members’ pleasure but each year 
he surpasses his last performance. The group was 
loud in its praise for his successful efforts. 

President H. Carleton Avery, Addressograph-Multi- 
graph Corporation, called the meeting to order, at 
which time the officers for 1948 were announced and 
received with enthusiasm. Before turning the gavel 
over to the new president, Mr. Avery expressed his 
appreciation for the splendid co-operation he had re- 
ceived from the membership the past year. It was his 
opinion that the opportunity of meeting as a group 
through the year was of great benefit. Problems were 
fully discussed and advice given honestly and freely. 
The very informality of the gatherings was of great 
help to all the membership. Mr. Avery admitted that, 
being a relative newcomer in the association, he had 
had ideas for the operation of the association but he 
expressed himself as being fully satisfied to follow the 
old traditions. 

President-elect Maloney was then handed the gavel 
1948 
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QUALITY 
ALUMINUM ACCESSORIES 
FOR 
OFFICES - HOTELS - RESTAURANTS, ETC. 
HIGHLY POLISHED AND BUFFED 
UMBRELLA STAND 


Pena’ | dia Height 19". Base 12" diameter. 
~~ fl, Sa 





Top 12" diameter. Post 2!/" dia- 
meter. Shipping Weight 10 Lbs. 


LIST $15.00 
ASH TRAY STAND 


spun 






All aluminum, highly polished. 8" 
aluminum tray and 
base. 6" amber glass 
receiver. Height 
22!/.". Well weight- 
ed, individually 
packed. 


LIST $9.00 


Also No. 307A with handle 
LIST $10.00 





COAT TREES 


Made of 1!/2" aluminum 
tube. Height 72", 
12" diameter with heavy 


No. 307-B 


iron loader under spun 
aluminum base. 


SHIPPING WEIGHT 
22 LBS. 


LIST $21.00 
SAND URN 


1917," high . . . Base 
10" diameter, Top 11" 
diameter . . . 2\/2" tube. 


Shipping weight 10 Ibs. 


LIST $15.00 





No. 220 No. 229 


All are highly polished and buffed .. . 


permanent finish. 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS DEALERS DISCOUNT 


SEND FOR NEW COMPLETE 
1948 CATALOG 


Giaro MACHINE Propucts ComPANY 


MANUFACTURERS 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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beautiful 
Hammered SILVER-CRAY Finish 


= | | 


Nos. 923 and 1923 are now 
available with flat key locks, 
or 


CORBIN-Sesamee 
COMBINATION LOCKS 


Cash and utility boxes with Corbin Sesamee Combina- 
tion locks are now available for those who seek the extra 
measure of privacy the combination lock affords. The 
lock can be set to any three digit combination desired. 


Nos. 923 and 1923 are now made with flat lock or with 
combination lock. Otherwise, no change. The same 
fine features, the same high standards of construction 
which made these national favorites, remain. 





The combination lock box opens new profit avenues to you... 
gives you additional sales opportunities. A window display of 
these will emphasize the practical Christmas gift appeal of this 
box ... and attract buyers for personal use. 


SOLD BY LEADING JOBBERS ... or write us direct 
PACKED 12 of a style to carton. 





LIST PRICES (Slightly Higher West of the Rockies) 

WITHOUT TRAY WITH 6 COMP. TRAY 
No. 923 Fiat Lock $2.30 
No. 923 CL CorbinLock 3.10 


No. 1923 Fiat Lock $3.70 
No. 1923 CL Corbin Lock 4.50 




















a 


(Size 112 x 6 x 4%) 


No. 1923 
With Tray 


No. 923 
Without Tray 


ENTRAL CAN COMPANY 


2415 West 19th Street - CHICAGO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 
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and indicated his pleasure in having been chosen as 
their president. He said that leading a group of this 
character was a new experience for him but he would 
strive, with the members’ wholehearted co-operation 
and assistance of the new officers, to do a real job for 
the association during 1948. 

At the request of the new president, Harry L. Maley, 
Remington Rand, Inc., took over to introduce the fol- 
lowing honored guests of the evening, each of whom 
| took a minute to express his joy at being invited to 
participate: ; 

Walter B. O’Donnell, International Business Ma- 
chines Corporation; Richard W. Davidson, Interna- 
tional Business Machines Corporation; Ernest J. Fer- 
ris, Addressograph-Multigraph Corporation; Howard 
V. Widdoes, Remington Rand, Inc.; George C. Wheeler, 
OFFICE APPLIANCES; W. P. Lindsay, Remington Rand, 
Inc.; William Schulhof, “The Office’ Magazine. 

Walter Lindsay, Remington Rand, Inc., was in great 
form as he held the diners “in stitches” while he re- 
lated a few of his incomparable character stories. 

The remainder of the evening was given over to 
fellowship in which a deck of cards played a stellar 
role. 





sinicngenlillllaltiia ceasing 

LARGE ATTENDANCE MARKS CHICAGO FURNI- 

TURE GROUP’S PANEL DISCUSSION MEETING 

When President Hy Natovich, Spak & Natovich, Inc., 
called the January meeting of the Chicago Office 
Furniture Association to order, 87 members and guests 
were present. The meeting was held in the Bismarck 
Hotel on the evening of January 5. One reason for the 
heavy attendance was the subject, “What Can Dealers 
Look Forward to in Wood and Steel Furniture,” which 
was scheduled for discussion on a panel basis with the 
following serving as resource men: James K. Boling, 
Myrtle Desk Company; Roy A. Edgren, Corry-James- 
town Manufacturing Company; Gus Krieg, Jasper 
Seating Company; and Carl Stith, Metal Office Furni- 
ture Company. 

After out-of-towners were welcomed, including Rafe 
Blessinger, Jasper Desk Company, and the members of 
the discussion panel, President Natovich urged all 
manufacturers and their representatives to attend 
local association meetings if they happened to be in 
town on a meeting night. 

Moe Turman, Metwood Office Equipment Corp., New 
York, was introduced in glowing terms as president of 
the National Office Furniture Association. Mr. Turman 
made a brief report of NOFA since the recent organi- 
zation convention. He said that he has observed in- 
creasing evidence of a desire to get together in the 
office furniture industry. Well-attended meetings have 
| been held in Philadelphia, Hartford and Boston. At- 

tempts to organize have been made in the past in all 
| of those cities without success. Now there seems to be 
no obstacle. Mr. Turman concluded his remarks by 
stating that NOFA’s purpose is to help everyone in the 
industry to know others in the field better. It is 
his belief that with the organizations now in operation 
and those to be put into function within the next two 
months, a business recession may bring price cutting 
but it will not, figuratively, be throat cutting. 





Local Association Record Reviewed 


Activities Chairman Charles Goodman, S, Stein & 
Company, Chicago, reviewed the history of the local 
association from June ’47 up to the first anniversary 
meeting of January 1948. He referred to the several 
committee meetings which preceded the assembly in 
April, at which time a constitution was adopted. In 
May, officers were elected and an educational program 
inaugurated. Two golf outings were conducted in the 
summer time and special speakers were on hand at 
the October and December meetings. The November 
gathering was devoted to reports of the NOFA conven- 
tion by Chicago dealers who attended. 


After presenting the panel members again, Mr. 
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-FIBRE BOARD FILES 


LETTER SIZE LEGAL SIZE 
No. 1210L No. 1510L 
$3.75 $4.75 





STEEL DRAWER FRONTS 
are back again! 


For the first time in five years, you can now buy PRONTO 
FILES with the beautiful, practical, long lasting all steel 
drawer front in letter and legal sizes. They are the same 
PRONTO FILES which proved so popular before the war. 


Remember your customers like PRONTO FILES because: 
(1) drawers operate easily; (2) sturdy and durable construc- 
tion; (3) space saving, safe, stacking feature; (4) low cost and 
(5) fine appearance. 


Your all steel drawer front PRONTO FILES are waiting for 
you. Order today. 


PRONTO FILE CORPORATION 


285 MADISON AVE. NEW YORK 17, N. Y. 
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Goodman reintroduced Moe Turman, this time as 
moderator of the round table discussion. Mr. Turman 
outlined some rules of procedure and then sheets of 
paper were distributed to those in attendance for the 
purpose of writing out questions for presentation to 
the board of experts. Then each of the experts spoke 
briefly. 

Mr. Boling commented about the rough period since 
V-J Day. He said that the current material supply is 
fair and that labor conditions are getting better. New 
designs and new production processes will result in 
new things in the way of construction and finish. It 
is his belief that wood desks in the coming year will 
be smaller but more efficient and utilitarian. 


Speaking about metal office furniture, Mr. Edgren 
also gave a little historical background. He indicated 
that at first metal furniture was only of special design 
and was custom built. About 1915, stock lines of filing 
cabinets appeared. Today’s cabinets are better in pat- 
tern and construction, but changes are not so appar- 
ent because of the requirements for standardization. 
He urged his listeners not to worry about reaching the 
market saturation point. It is not in the foreseeable 
future, according to Mr. Edgren, because of the vastly 
increased potentials resulting from the needs of new 
businesses. 


Mr. Krieg dealt with the less tangible but undoubt- 
edly important factors of success such as goodwill, fair 
play and friendship. He spoke of current manufac- 
turing difficulties and stated that nothing extraordi- 
narily different in design and appearance can be ex- 
pected in wood furniture in the future. Construction 
and design will be sound, assuring dealers of profitable 
business and satisfied customers. 

Mr. Stith challenged those present by saying that 
the future of the office furniture business depends on 
the office furniture dealer. “The more people you tell, 
the more furniture you will sell.”” He agreed with Mr. 
Edgren as to the potentials for 1948 business. Manu- 
facturers have stepped up styling finishes and effi- 
ciency. More production may be expected for 1948. 
Mr. Stith asked for dealer suggestions, stating that 
they will be welcomed by manufacturers who will put 
them into practice so that the industry as a whole 
will be advantaged. 


Many Questions Answered 


At this point, Mr. Turman began functioning as 
moderator. Many questions were turned in. Not all 
of them were answered individually, but the fields of 
interest were all covered in the answers given by the 
panel members. Following are the queries and their 
answers: 

1. Question—Is there a place for steel furniture in a 
fine executive office? Answer by Edgren—Yes. 

2. Question — Will steel furniture manufacturers 
make cabinets as demanded or only those they con- 
sider most widely functional? Answer by Edgren— 
Until steel becomes more plentiful, production will be 
limited to popular lines but those will be included as 
production catches up with supply. 

3. Question—Will manufacturers go back to pre-war 
patterns? Answer, by Turman—Return to pre-war 
patterns is very unlikely. 

4. Question—What about exact matching of desks 
and chairs in finishes and color? Answer, by Boling 
and Krieg—The goal will be sought, but technical diffi- 
culties are great. 

5. Question—Will steel manufacturers discard deal- 
ers? Answer, by Turman—No, unless dealers fall down 
on the job. 

6. Question—As there is a steel scarcity, are dealers 
wise to give a discount from list and lose profit? An- 
swer, by Stith—Dealers who sell at a discount to retail 
purchasers are very unwise. 

7. Question—What is the outlook for increase in the 
Steel supply for 1948? Answer, by Edgren—Steel pro- 
duction in ’47 was at a record high. 1948 tonnage 
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the WRITE way 
fo more PROFITS 


Take the WRITE way to volume sales... . 
put your customers on the WRITE road to 
satisfaction . . . offer them WRITE quality 
products. 


WRITE Carbon Paper is guaranteed to 
give more carbons and cleaner copies. 
WRITE Typewriter Ribbons turn out sharp, 
crisp originals. 


WRITE'S long experience and technical 
skill assure outstanding results and uni- 
formity in unexcelled performance. 


Satisfied steady customers will return time 
after time for superior WRITE products. 


Stock WRITE Products—Sell WRITE Products 


» >, ti 
Volume Production permits lowest prices. 


Send for samples and discounts today. 


Deliveries made promptly 
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should reach 86,000,000, which will be about a million 
more than in 1947. 

8. Question—Will comprehensive literature on steel 
furniture be made available again to dealers? Will it 
contain more sales literature and less engineering 
data? Answer, by Turman—Definitely yes in both 
cases. 

9. Question—What will the price trend be in steel? 
Asnwer, by Edgren—Probably there will be a slight in- 
crease in prices. 

10. Question—Will proper seasoning of lumber delay 
the manufacture of better wood lines? Answer, by Bol- 
ing—Yes, to some extent. 

11. Question—Will pre-war labeling be restored to 
steel? Answer, by Edgren—The Steel Institute, which 
formerly issued the grade labels, is no longer in ®&xis- 
tence. Mr. Edgren expressed personal doubt that the 
idea would be revived. 

12. Question—Will low-priced equipment be re- 
turned to the market? Answer, by Edgren—Probably 
not. It is to be hoped not, because low-priced equip- 
ment is usually not low-cost. 

13. Question—What about the present price level in 
steel furniture? Answer, by Edgren—Present prices on 
steel equipment are 25 per cent higher than in the 
pre-war period. The price index of commodities in 
general in the United States is up about 65 per cent. 
The inference is obvious. 

The meeting was adjourned with a burst of applause 
from all who had participated in its educational fea- 


tures. 
o—=_e 
MORE THAN 50 PRODUCTS EXHIBITED AT ANNUAL 
“LITTLE BUSINESS SHOW” 


A record crowd of business women showed intense 
interest in a large variety of office machines, equip- 
ment and supplies demonstrated at the Third Annual 
“Little Business Show” staged by the Transcription 
Supervisors Association of New York on Monday eve- 
ning, January 12, at the George Washington Hotel, 
New York, N. Y. 

The entire second floor of the hotel was devoted to 
this year’s affair, with 21 exhibitors featuring more 
than 50 products of leading manufacturers of office 
equipment, accessories and supplies. 

The 1948 show was the third of its kind held by the 
TSA, an organization of business women office execu- 
tives. Founded in 1930, it has grown steadily and now 
has a membership of over 150 members, 

Promptly at 6:30 p.m. more than 165 members, guests 
and exhibitors answered the call to partake of a deli- 
cious roast beef dinner, after which every one assem- 
bled in the George Washington Room for a brief 
meeting. President Mae C. Turbush, Firemens Fund 
Indemnity Company, introduced a number of guests 
and extended a cordial welcome. 

On behalf of the Association, she thanked the exhib- 
iting companies, the committees and all who had con- 
tributed toward success of the affair. 

To chairman Marie E. Jordan, The Flintkote Com- 
pany, and her products’ committee, goes the credit for 
staging a splendid exhibition, the feature attraction 
of the evening. 

The exhibitors and products shown were: 

Copy-Craft, Inc—Flagship Metallic Back carbon pa- 
per and Copy-Craft stencils. 

Koller & Smith Company, Inc.—Niagara duplicating 
machine. 

William H. Coleman & Associates—American Busi- 
ness Machine Corporation spirit process duplicating 
machine and Panama carbon paper. 

A. B. Dick Company—Mimeograph duplicating ma- 
chine, Mimeograph stencils and Mimeoscope. 

International Business Machines Corporation—I.B.M. 
proportional spacing executive Electromatic typewriter 
and I.B.M. Hektowriter. 

Royal Typewriter Company, Inc.—Magic Margin 
standard 1l-inch typewriter, two-purpose carbon rib- 
bon photo offset typewriter, Roytype carbon paper, and 
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We'll take you 
ad on that! 


Many dealers have said to us: 
“If you could only ship us 
more Pendaflex, we could sell 


twice as much." 








Go ahead. Sell twice as much. 


For we have doubled our 
production capacity and 


invite your increased sales. 





Oxford Pendaflex is sold 
by franchise under Fair 
Trade laws. 





Pendaflex folders coming off the new double capacity production line. 


Oxford PENDAFLEX 


REG 





MORE DISTRIBUTORS NEEDED. 


OXFORD FILING SUPPLY CO., INC. 
WRITE FOR DETAILS TO OXFORD 


SALES MANAGER, AT 325 340 MORGAN AVENUE * BROOKLYN 6, N. Y. 
BROADWAY, NEW YORK7,N.Y. 155 SOUTH 8TH STREET ° ST. LOUIS 2, MO. 


*Trade Mark Reg. U.S. Pat. Off. 
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BRIEFCASES 





New 1948 styL—E NUMBERS 
COMPLETE OUR EXTENSIVE LINE OF 
BRIEFCASES, BRIEFBAGS, PORTFOLIOS 


Leathercraft cases are an achievement in quality workmanship... rey- 





erently crafted of fine leathers... .designed for function and favor... | 


Leathercraft cases are conservatively priced to meet popular demand. | ' 











| | 
| See Leathercraft Briefcases in our Showroom 1]: 
i | ; 
' ROOM 708 | 

| MORRISON HOTEL CHICAGO ia : 
National Luggage and Leather Goods Show | i 
i February 16 thru February 20 | P 
3 h 
| You are always welcome | * 
| at our permanent showroom and factory ~ 
| | jo 
th 
| Leathercraff inc. z 
) all 
I 2320 South Western Avenue . CHICAGO 8, ILLINOIS Tr 
| De 
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automatic wear-down on Roytype ribbons. 

Ditto, Inc.—Gelatin process duplicating machine and 
spirit process duplicating machine. 

Dictaphone Corporation—New electronic dictating 
desk model, and new electronic transcribing model 
with new patented foot or hand control. 

Zephyr American Corporation—Plastic board holder 
for steno notebooks, dictation and transcription. 

Systems Service Department of Jonathan Conrow, 
Inc.—Soundscriber dictating systems, electronic plas- 
tic disc models. 

Commercial Controls Corporation—Flexowriter com- 
bination automatic paper tape perforator and auto- 
matic typewriter. 

Interchemical Corporation, Ault & Wiborg Carbon 
& Ribbon Division—Red Writing Hood manifold carbon 


paper sets. 

Underwood Corporation — Underwood all-electric 
typewriter and Underwood standard Rhythm Touch 
typewriter. 


Duplicator Supplies Division of Remington Rand, 
Inc.—Remington Rand direct image photo offset plate 
and Remington Rand plastic stencils. 

Photographic Records Division of Remington Rand, 
Inc.—Portagraph photocopying equipment and Film- 
a-Record. 

Lipman’s, Inc.—Speed-o-Print duplicating machine, 
Adjustable Flexo Light, Aquadex moistener, Hotchkiss 
stapler, Metalstand, Mutual Centamatic multiple 
punch, Permanote Saf-T-Spindle, Tel-Eze bases and 
filing equipment: Pendaflex, Wheeldex, Fandex, and 
Tabinserts. 

Thomas A. Edison, Inc-——Thomas A. Edison Centen- 
nial Voicewriter special disc model; Mercury electronic 
cylinder model; Miracle electronic secretarial tran- 
scribing machine; and Master shaver. 

Thomas Mechanical Collator—Thomas Mechanical 
Collator units. 

S. J. O’Brien Sales Corp.—Peirce transcribing wire- 
recorder-earphone Telex control or loud speaker play- 
back. 

Kee-Lox Manufacturing Company—Kee-Lox carbon 
paper. 

Gray Manufacturing Company—Gray Audograph— 
three plastic disc model recording and transcribing 
machines. 





ee ee 

PACIFIC DESK COMPANY HONORS VETERANS 

The Pacific Desk Company, Los Angeles, Calif., of | 
which T. F. Peirce is president, recently held another 
enjoyable dinner at which the veterans in the firm’s 
service were honor guests. 

Meeting in the penthouse over the store the entire 
organization of Pacific Desk Company particularly 
honored three of its members who have served more 
than 25 years—Nell White and Mildred McKeague, 
both of whom have passed the 27-year mark; and 
Constance M. Smith, secretary-treasurer of the cor- 
poration, reaching the 26th-year milestone. Special 
honor guests at the dinner were Dr. F. Fern Petty and 
George A. Barraclough, who have been close to the 
organization down through the years. 


A special honor committee of runner-ups for the 25- 
year classification consisted of D. V. DeBrunner, who 
will soon have served 23 years; and Glenn Ervin, 20 
years. Others of special mention are Harry P. Ryan, 
vice-president, who has had 14 years with PADESCO; 
Ray Swartz, 11 years; and Park Hicok, George Lentz 
and Maude Sperry, of the five-year classification. 

Out of 19 fellow workers who sat down for the en- 
joyable dinner, 12 average 18 years of association with 
the firm. The entire staff has an average length of 
employment of 12 years. 

Following the dinner, the stunt committee provided 
unusual and interesting capers which afforded fun for 
all. The principal talk was given by Dr. F. Fern Petty. 
The meeting closed with presentations to the ladies 
who have played such an important role in the Pacific 








STEEL-PARTS 







Follow the trend to hanging file 
folders with the new “Convert-o” 
sturdy, all-steel frame that con- 
verts any standard file for hang- 
ing folders . . . and insures 


faster, neater filing operations. 











* “Convert-o” features slide adjustment to fit any file 
drawer .. . no cutting to size necessary. 


* “Convert-o” features exclusive easy-to-assemble con- 
struction. Just take out of carton and slip together . . . 
no screws or nuts to use. Assembles in 30 seconds! 


* “Convert-o” features heavy gauge steel construction 
for rigidity and durability. 





The new “Convert-o” is ready to go to work for you! 
Customers will appreciate your recommending “Con- 
vert-o” for its outstanding features. Take advantage of 
the trend to hanging files by featuring “Convert-o” in 
your merchandising. 





3 Ibs. ea., packed 4 to carton, shipping wt., 12'2 Ibs. 








Desk Company growth through the years. 
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STEEL-PARTS MANUFACTURING CO. 


4630 WEST HARRISON STREET 
CHICAGO 44, ILLINOIS 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks'' a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


E. C. Rush, proprietor of the Rush Typewriter Shop, 
7830 Santa Monica Blvd., opened a second store the 
first of the year at 1830 Westwood Blvd., West Los 
Angeles. The building is new, well located and well 
adapted for this type of business. 

Jerry Barrett, who was formerly with the Burroughs 
Adding Machine Company, is the manager of the new 
store. R. C. Allison is manager of the store at 7830 
Santa Monica Blvd. 

* * * 

James F. Bone of the industrial development depart- 
ment of the Los Angeles Chamber of Commerce was 
the principal speaker at the dinner meeting of the 
Stationers Association of Southern California, held 
January 14 at the Los Angeles Athletic Club. Mr. 

| Bone’s subject was “The Industrial Growth of South- 
| ern California.” The president, R. A. Thomas, presided. 


* * * 


G. G. Ralls, district manager for the Royal Type- 
| writer Company, Inc., 1034 S. Broadway, reports the 
following: Clark W. Goddard, wholesale representa- 
tive for Roytype division of Royal, and Mary Miller 
were married in Los Angeles recently. 

Thomas S. Miller, formerly associated with the Santa 
| Monica Typewriter Company, is now working out of 
the Los Angeles office. Charles McCullough and Mar- 
shall Kalz have joined the sales organization of the 
Santa Monica Typewriter Company, exclusive sales 
representatives for the Royal standard office type- 
writers in that district. Herman W. Hopper has been 
appointed cashier-office manager for the Royal Type- 
writer Company’s district office organization. 

* * a 

A new salesman for J. A. Freeman and Company, 35 
S. Los Robles Ave., Pasadena, and 238 W. Main St., 
Alhambra, is James DeBaun, who has been in the 
typewriter supplies division of Remington Rand since 
returning from war service. Mr. DeBaun was in the 
Coast Guard and prior to that was with Remington 
Rand. 


* * * 


The newly-organized Southern California Office 
| Machine Dealers Association held its second meeting 
| on January 13 at the Roger Young Auditorium. The 
| president, Gordon Miller, Southern California Add- 
| ing Machine Company, presided. The meeting was 
| given over primarily to discussions relating to the 
| office machine industry. Eight committees were ap- 
| pointed and will make their reports at the next meet- 
| ing, which was scheduled for February 10. Much en- 
| thusiasm is shown for the new organization as in- 
dicated by the good attendance. A membership drive 
| is soon to be launched. 
| * * *” 

Ben R. Thomas of the Dennison Manufacturing 
Company, 315 W. Ninth St., recently visited the com- 
pany’s factory at Framington, Mass. Mr. Thomas 
states that 1947 was one of the best years experienced 
by the company. 

The 1948 Christmas line has already been received 
and is bigger and better than ever, though still sub- 
ject to quotas, according to Mr. Thomas. A line of 
everyday gift wraps and ribbon will also be carried. 
Some of these items are subject to quotas. 

* * * 

R. A. “Jack” Pearce, division manager of the account- 
ing and adding machine division of Underwood Cor- 
poration, Seattle, Wash., has been transferred to the 
Los Angeles office as division manager of accounting 
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QUEEN QUALITY 
HECTOGRAPH 
“That’s the SPIRIT”! 





QUEEN Spirit Carbon gives quality 
performance that makes enthusiastic 
customers. It goes a long way to 
build profits. Once you suggest it, 
they'll always request it. 










There is also a complete 
line of Queen Quality 
Hectograph and Master 
Units (plain or printed), 
the finest made. 





When your customers ask for 
hectograph, Spirit, Gelatin or Master Units, suggest Queen Quality. Watch 
how quickly first users become enthusiastic customers. Time after time, they 
get superior performance—vivid, clean, crystal clear copies down to the 
last sheet. Time after time their enthusiasm for Queen Hectograph will turn 
into clear profits for you. 


Since 1921, Queen has been supplying the trade with a complete line of inked ribbons and carbon papers. 


Write today for your exclusive QUEEN dealership available in your city. 


Factories: Brooklyn, N. Y. * Chicago, III. 





QUEEN RIBBON & CARBON CO., Inc. 


EXECUTIVE OFFICES 


742-760 WYTHE AVENUE. BROOKLYN 11, N. Y 
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AN 
EXCLUSIVE 
FEATURE OF 
THE JASPER 
CHAIR CO. 


PATENT 
PENDING 


MAKES A GOOD 
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BEITEK 





Commercial chairs manufactured by Jasper Chair Company have for many 
years set the standard for comfortable, efficient seating in business. Never 
satisfied—we now pioneer a new BACK REST feature which will contribute 
more comfort to office workers. This great comfort feature plus a newly 
styled line of chairs makes an unbeatable sales team for Jasper Chair Com- 
pany dealers everywhere. Let your customers try it. . . they'll buy it. 






JASPER, 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mgr. 


Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 


Jasper Chair 





INDIANA 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


S. H. MacDonald, (West) 
511 Orpheum Bldg. 
Seattle, Wash. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
(Phone ROgers Park 3644) New York, N. Y. 
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machines, effective January 1. He and Mrs. Pearce | 


made the trip to Los Angeles by car. Though they 
encountered snow in the Siskiyou Mountain areas, the ‘fP 4 f a7 
trip as a whole was very pleasant. 

Two new salesmen joined the Underwood organiza- | 
tion in Los Angeles January 1. They are Bruce L. | 
Brow ad J. Mitchell. . Mitch 
the New York City office where he held a simiar| FOAM OR SPONGE RUBBER 
ee —e CHAIR CUSHIONS 


S. C. Miller has purchased the Wilshire Stationers, f 
541 S. Western Ave. from Charles and Elijah Lewis or 


ness for the past 21 years. br. Miller took possession IMMEDIATE DELIVERY 


on December 1. 


* * « 


Allan F. McNally, who for past few months has been 
an outside salesman for the Atlas Desk and Safe 
Company, 835 S. Spring St., Los Angeles, has been 
appointed manager of the Ace Desk and Safe Com- 
pany, 911 S. Hill St. The latter is operated under the 
same management as the Atlas Desk and Safe Com- 
pany. 

E. D. Glossman, proprietor of the Typewriteria, 5216 
Wilshire Blvd., states that he is receiving larger ship- 
ments of equipment than he has received for some 
time and that the new year has started out very 
favorably. 

C. A. Schmidt, proprietor of the Trapp Printing 
Company, 99 E. Union St., Pasadena, has added a fine 
stock of commercial stationery. 


+ * * 
Heck’s Commercial Stationery Company, 102 N. De Lune EXECUTIVE STYLE 





Maryland Drive, Glendale, has opened a new store at A thick pile VELOUR covered executive cushion filled with 
5420 Monte Vista Ave., Highland Park. The printing long-life resilient foam-rubber . . . 2" or 1'/2" Boxed edges. 
shop which has always been at this location has been . .» Durable and Luxurious. 


moved to the rear of the building. The front part of 
the structure has been arranged to take care of the CONVERTIBLE STYLE 
new stationery department and the exterior of the 
front has been refinished. A third store located in 
Van Nuys, Calif., has been moved to a larger and 
better location nearer Van Nuys Blvd. The new loca- 
tion, 14437 Sylvan St., is in a fast-growing business 
section. 

M. R. Heck is president of the company. Edward 
Courtney, Jr., is general manager of all the stores and 
James Leland is the assistant manager. 


* *” + 
The name of the Office Appliance Company and the 
Hollywood Office Furniture Company, 5820 Hollywood THE Safseat STOOL CUSHION 
Blvd., as of January 1, was changed to the Hollywood 
Office Appliance and Furniture Company. Transforms Hard Stools Into 
A new warehouse with approximately 10,000 square Soft Seats 
feet of floor space, and a salesroom are located at 
1531 N. Cahuenga Blvd. There is a large parking lot Elastic grip holds 
for the accommodation of customers. ee tea 
The company has also taken over the Valley Cash predir aoe 
Register Company, which will be housed in the new at cont / 
location. Typewriters, adding machines, office furni- these whe use stools 
ture and cash registers. will be handled in the new constantly, Made 
show room. L. C. Wolter and W. A. Harnden are the of resilient one- 
proprietors. piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7" x 18%—15" «x 17°—14/," 
x 15", 





* * * 


Richard Ingersoll, proprietor of the Ingersoll Type- 
writer Service, 406 S. Main St., San Fernando, has 





purchased the Precision Typewriter Company from peat 
Richard Beale. Mr. Ingersoll, who has been in the 

typewriter business for 20 years, will move from the 

San Fernando location to the present location of the WRITE FOR NEW ILLUSTRATED FOLDER 
Precision Typewriter Company, 158 W. 12th St., Los GIVING COMPLETE INFORMATION 


feld, in which he was formerly engaged. SSS ME PERFECT RUBBER SEAT 
Melvin Spencer has joined the Miller Desk and Safe CUSHION CO. 


Company as manager of the Beverly Hills store. Mr. 1412 UNITY STREET, PHILADELPHIA 24, PA. 


Spencer was formerly in the home furnishing busi- 


ness in Chicago and recently had a woodworking 
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CATALOG 


Bigger ... Better... 
New lines added . . 

Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 


ever offered. 


SEND FOR 
YOUR COPY 


1 READY/ c OuR NEW 3 








MARKING DEVICES 











Plate 


Time Stamps, 


Line Daters and Numberers, Die 
Daters, Self-Inking Stamps. 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Rubber Type Sets. Sign Markers, 
Brass and Fibre Checks. 

Dies, Badges, ete. 


CONSOLIDATED STAMP MFG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 


15 DEY STREET, NEW YORK 7, N. Y. 


Corrugated Box 
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factory in Los Angeles. He is also an experienced 
interior decorator. 

Sol Stevens and Leonard Yarish are also new mem- 
bers of the Miller staff. Both are young men. Leo 
Miller, the proprietor, who himself is only 21, stresses 
the fact that an effort is being made to employ 
younger men. Mr. Miller is taking a course in busi- 
ness administration at the University of Southern 
California. 

A holiday party was given for all the employees and 
friends in the office furniture business. The annual 
bonuses were distributed by the Miller Company at 
the party. 

a + ” 

Salesmen representing A. C. Hauser Associates, 315 
S. Spring St., are on good will trips at this writing. 
The territories covered include the 11 western states. 
Mr. Hauser recently visited the southern territory, 
including Tucson and Phoenix, Ariz. 

. * ” 

George E. Montgomery, Los Angeles manager for the 
Ediphone Company, reports that the company will be 
in its new home at 1342 W. Olympic Blvd., about May 
15. The new location will provide double the floor 
space of the present location. Mr. Montgomery feels 
that with the additional conveniences possible in this 
larger business home the growing business of the 
company can be handled more adequately. In order to 
give better coverage of the marketing territory Edi- 
phone has recently added two new men to the staff. 
They are Charles C. Cirker and Fred T. Kiesling. There 
is a very definite increased demand for the Edison 


| Electronic Voicewriting equipment, Mr. Montgomery 
| states. 


| 


ae 
ROYAL APPOINTS STANSBURY AS MANAGER 
D. B. Starrett, office typewriter sales manager of the 
Royal Typewriter Company, Inc., has announced that 











T. R. STANSBURY 


T. R. Stansbury, former salesman at Philadelphia, Pa., 
has been named manager at Harrisburg, Pa. 

Mr. Stansbury started with Royal as a junior sales- 
man in Baltimore, Md., in March, 1931. He began serv- 
ice as a typewriter salesman at Philadelphia in June, 
1936, and later in that year managed Royal’s office at 
Scranton, Pa., for a brief period. 





Ww tS Di * E'S 





Miss Barbara Lindsey, who is employed at the West- 
ern Stationery Company, Topeka, Kans., was married 
January 1 to Gerald Beeghly, who is associated with 
the Adams Brothers Salesbook Company, also of 
Topeka. The ceremony took place at 2 o’clock in the 
afternoon at the Seward Avenue Baptist Church with 
the Rev. Howard L. Brumme officiating. The bride is 
the daughter of Mr. and Mrs. Forrest E. Lindsey, and 
the groom is the son of Mr. and Mrs. Howard M. 
Beeghly, all of Topeka. After a wedding trip to Chi- 
cago, the couple are now at home in Topeka.—_GMH 
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Guide-Ofobler 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


"It is the finest hanging folder on the market,"" says one 
enthusiastic dealer who has also visualized the profit possibilities 
of Guide-O-folders. Once he makes a complete demonstration 
in the files of a customer, he claims the file clerks become so 
enthusiastic he makes an easy sale most of the time. Guide-O- 
folders make filing and finding so quick and easy that time and & 
labor saving is readily apparent. Files are always neat and 


orderly when Guide-O-folders are being used. IT HANGS 


Whether the file is full or almost empty, 
every Guide-O-folder always maintains 
an upright position because if hangs. 
No straining of muscles to push folders 
to and fro in the file. Guide-O-folders 
glide along with all the weight of their 
contents suspended on steel frames. Fur- 
thermore, the metal strips are securely 
anchored to the folders and are always 
in position to be dropped into the file. 
And with each Guide-O-folder is an ad- 
justable metal tab slanted at an angle 
for better visibility. 









Guide-O-frames set right into 
any standard file drawer — 
adjustable for a snug fit. No 
cutting of frames is necessary. 
Made of steel, they will last 
a lifetime. 


6 WITH SLID-O-MATIC 
6 fj aaah. 3 WA DISAPPEARING TOP 
A personal file, desk high, where 


STEEL DESK DRAWER UNIT information may be kept instantly 
available. The Slid-O-Matic top 





Made to fit the lower deep drawer of 


all standard desks. Using this unit, the completely disappears ata slight 
desk worker always has important and push of the finger. It slides back 
vital data at the finger tips—always in into place with equal ease. Gray 
an upright position. Instantly available finish. Sturdy all steel construc- 
and instantly replaced. The unit con- tion. Mounted on rollers, the 
sists of a metal tray and 25 Guide-O- Guide-O-file can be moved about 


fold j ; 
olders complete with adjustable metal as required. 


tabs and an assortment of inserts for 


tab headings. The Guide-O-file is equipped 
with 25 Guide-O-folders com- 
plete with adjustable metal 
tabs and an assortment of inserts 
for tab headings. Guide-O-file 
is also available without the 
stand. 


WRITE OR WIRE 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 
Pacific Coast Distributors: 
Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif. 
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MONDAY 
TUESDAY 
WEDNESDAY 
THURSDAY 
FRIDAY 


SATURDAY 


For Day-in Day-out DESK PROFITS — 


SELL IMPERIAL DESKS! 


A comet makes its appearance 
at sporadic intervals — flashes 
across the sky and disappears. 
Because its visibility is fleeting, 
so is the impression it leaves 
and likewise fleeting is the in- 
terest it creates. By the same 
token, more frequent occur- 
rences leave deeper and more 
permanent impressions. Dealers 
tell us the very frequency of 


IMPERIAL DESK sales make this 











Sade. e. kc 


line of office desks an integral 
part of the dealer's daily sales 
activities. Of course under those 
conditions, IMPERIAL DESKS 
cannot fail to make satisfying 
and lasting dealer impressions. 
Only desk manufacturers like 
Imperial Desk Co. with so many 
years of successful experience 
in furnishing office furniture can 
boast of such gratifying dealer 


contacts. 
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EVANSVILLE 7, INDIANA 
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ARD CHROME SPOTLIGHTS TRADE PAPERS 


Ard Chrome News, the publication of Ard Manufac- 
turing Company, Inc., Evansville, Ind., in the January 
issue used a photograph which was a novel checker- 
board formed by a composite of the front covers of 
trade journals carrying advertisements of the Evans- 
ville firm. 

Comment with the picture carried such messages as 


NT 

wT 
uk) 
& 


es 
¢ yf 
Hi 


CAREFULLY 
HAND-PICKED TRADE 
PUBLICATIONS 
ASSURE MARKET 
COVERAGE FOR YOUR ,..™ 


ARD ° 
PROSPECTS 


F ARO'S ADVERTISING fam 
“) PROGRAM BUILDS 

AN ARD-CONSCIOUS 
READERSHIP. AND 
MeSUUMEER BUILDS DEALER SALES a 


Ser es 


ARD'S GUARANTEE 
7 OF SATISFACTION ON i 
Aan EVERY ITEM EXTENDS 
A WARM WELCOME 
oF 10 wnewann . 
a PROSPECTS f- & 


So ane 
} a " Nationally Advertised 
ADVERTISING a R ionally Adv 


_ Products Outsell | 
“eg Unknown Merchandise | 
An Attractive ARD 
Display Commands | a 


Attention 3 


fil 


THIS BIG SELLING 
FEATURE. STRESSED 
CHROME 
COORDINATION WITH 
OVER 70 ITEMS 

FOUNTAIN 
SERVICE 
SIMPLIFIES YOUR 108. Sars 
WE PUSH ARD-HARD V4 ¢ 
Ly q 
FOR EXTRA ¥y 


PROFITS FOR YOU 
OG» 4 


ARD ADS EMPHASIZE § 
QUICK DELIVERY-AN 
IMPORTANT FACTOR 

IN ANY 
PROFIT- MAKING LINE game 


YOUR ARD 

PROFIT-DEAL REMAINS 

HIGH REGARDLESS 

gents, OF ARD'S EXTENSIVE 
ADVERTISING 
PROGRAM 


RECORD 





CHECKERBOARDING THE TRADE JOURNALS 


“ARD’S Advertising Program Builds an Ard-Conscious 
Readership and Builds Dealer Sales,” and “Nationally- 
Advertised Products Outsell Unkmown Merchandise’ 
An Attractive ARD Display Commands Attention.” 
The Ard Chrome News is read by some 968 dealers. 
—— 9 —e 


OLD TOWN APPOINTS ALLAN E. JORDAN 


Old Town Ribbon & Carbon Company, Inc., recently 
announced the appointment of Allan E. Jordan as dis- 
trict sales manager, headquartering in Pittsburgh, Pa. 

Mr. Jordan has been in the ribbon and carbon in- 
dustry for more than 12 years and brings to Old Town 
distributors a rich background of technical and mar- 
keting experience. He is familiar with duplicating 
machines of all types, as well as the proper application 
of supplies for producing the best results. He has had 
wide experience in conducting sales meetings and has 
done extensive work in sales training and sales re- 
cruiting. 

Se ee Ee 


SOUTHERN TRAVELERS PUBLISH ROSTER 


An attractive roster for 1948 has been received by 
OFFICE APPLIANCES from the Southern Travelers Club. 
The handy booklet contains a listing of the club offi- 
cers, the members and their affiliations and a group- 
ing of manufacturers and their representatives. The 
club is headed by R. J. Clay, General Fireproofing 
Company, and the secretary-treasurer is Charles H. 
Hucke, manufacturers’ representative at Atlanta. 
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Keep Your Cash Register 
Ringing with “SPEED-M0” 


Years of experimenting and testing have 
shown Speed-Mo's Sponge Rubber Pad to 
be absolutely the best inking surface ever 
produced. The stamp pad that is tops in 
quality, high in demand and right in price. 


Here’s Why You Should Sell Speed-Mo Pads! 


1. MORE PROFITS —A fast selling line—a key to new 
profits. Sell Speed-Mo for greater sales—bigger 
profits. 


2. PAD NEVER BUCKLES— Speed-Mo's Sponge Rub- 
ber Pad always stays flat—never bulges in middle, 
causing poor uneven impressions. 


3. RE-INKING SIMPLE —Here's one stamp pad that 
requires no complicated re-inking devices — just 
brush the ink on! 


4. NO INK SEEPAGE — Dirty fingers are unknown to 
users of Speed-Mo. Ink doesn't flow onto cover, 
edges or onto valuable papers. Cleanest pad ever 
produced. 


There’s a Speed-Mo for every purpose—special pads 
made to order. 


To help you sell, we'll send 
you free display material 
and advertising 
with your first order. 
Write for Complete Profit 
Details Now! 
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ANOTHER 


WESCO 


THE WESCO 
PORTABLE SECRETARIAL 


(IN LETTER AND LEGAL WIDTHS) 


DESIGNED FOR BEAUTY AND EFFICIENCY 
CONSTRUCTED AND FINISHED FOR THE EXECUTIVE 


CHECK THESE FINE FEATURES: 
VY Four Swivel 2'' BALL BEARING Rubber Tired 
Casters. 


V Reinforced Upright Construction with Tie Bar 
Between Top Section and File Drawer. 


V Constructed of High Grade Furniture Steel. 
V Lift Top Equipped with Grooved Key Lock. 


V Drawers Operate Smoothly on a Set of Four 
Rollers. 

V Pearl Grey or Olive Green Baked Enamel 
Finishes. 


For Dealers’ Price List and Illustrative 
Circulars Write 


WESTERN MANUFACTURING COMPANY 


=D AURORA, ILLINOIS @&& 





EASTERN AND EXPORT OFFICE: 50 CHURCH ST., NEW YORK 7 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





New Year’s morning brought tragic news to two Kan- 
sas City stationers when winds of tornado velocity 
blew down a wall of a building next door to Demaree 
Stationery Company, 908 Walnut St., carrying the en- 
tire two floors of the Demaree building to the base- 
ment, causing almost a total loss. The store has been 
operated by Mrs. Charles Demaree since the death of 
her husband several years ago. Considerable damage 
also resulted at Schooley Printing & Stationery Com- 
pany, 1434 Walnut St., where four large show windows 
were demolished. 

= * 


Paul Norton of C. H. Rollins Company, Keokuk, 


| Iowa, an old friend of many travelers, has been critic- 


ally ill for the past several weeks. Paul spent several 
weeks in a St. Louis hospital and is now confined to 
his home. 

* * * 

Midwest Travelers Club members should each have 
received President Bohart’s mailing of January 8 rela- 
tive to hotel reservations for the Wichita, Kans., re- 
gional meeting. You will serve your customers well 
by impressing upon each the need for immediate hotel 
There are good rooms available at the 


| Lassen and the Broadview hotels, but applications 








should be mailed direct to H. E. Moore of Goldsmith 
Book & Stationery Company, 116 S. Topeka, Wichita 
2, Kans. 

* on on 

A joyous and well-attended Christmas party was 
given by the Stationers Association of Greater St. 
Louis the evening of December 22. Members, their 
wives, families and guests enjoyed excellent food and 
entertainment. President Alex J. Bartens presided. 

+ +. +. 

Word comes down the line that Bob Mitchell, the 
Blaisdell pencil ambassador, is taking on additional 
territory and will be spending practically all of his 
time with his sample case and traveling bag. Bob, no 
relative of the writer, is a protege of long standing 
of our old friend, Milt Shuster, of Smead Manufactur- 
ing Company and a fine young fellow. 

* * * 


Florida vacationing spots seem to be flourishing with 
guests from this industry. Those recently going or 
planning to go soon include Mr. and Mrs. Ernest J. 
Lessard of St. Louis, Mr. and Mrs. George Wilkerson 
of Smead Manufacturing Co., and Mr. and Mrs. Herb 
Walsh of Ace Fastener Corporation, and Mr. and Mrs. 
Dick Corlett, Corlett’s, Inc., Decatur, Ill. The Jesse 
Pecks of Springfield Stationery Company, Springfield, 
Ill., prefer Hot Springs, Ark. 

a” * * 

A newly-established dealer in our region is Brown, 
Weber & Company, 307-309 E. McCarty St., 
Jefferson City, Mo., composed of Bob Brown and Tony 
Weber, formerly of Midland Stationery & Supply Com- 
pany, Jefferson City, and a newcomer, George Gaty. 
They plan to merchandise a full line of office supplies 
and equipment in their home city and surrounding 


| territory. a a 


Bill Pickering of Eberhard Faber Pencil Company 


| has been working closely with the Wichita, Kans., 


dealers, both in person and by mail, toward the com- 
pletion of elaborate plans for the success of the com- 
ing regional meeting. Bill is the Travelers’ general 
chairman. 


* * * 


Greetings to the new officers of the Great Lakes 
Travelers Club, headed by our old friend, Jim Lynch, of 
Browne-Morse Company, the new president. Congratu- 
lations to all of you. 


* * * 


Among the new members of NSA, we find the names 
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ITS COMPLETE CONTRACT 
LINE OF CHAIRS FOR 
COMMERCIAL SEATING 


This Volume Market Awaits You-——Today 





THE POPULAR NO. 1464 


"SAMPLE OUT'' THESE FAST-SELLING ITEMS—TODAY 





A TRIO OF BEAUTIES—NOS. 1102, 1100 AND 110). 


_Aouttaae in Wheat Walnut 
or Mahogany Finish 


13 COLORS OF DURAN 


IVORY, EGGSHELL, YELLOW, AQUA, GRAY, CHAR- 
TREUSE, RED, GREEN, BROWN, BLACK, CORAL, BLUE 
AND BEIGE. 





6 


/MCORPORATED 


UMNECORO KEWTURKY 











THE VERSATILE NO. 996 


AMERICA'S FASTEST SELLING LINE OF OFFICE CHAIRS @ AMERICA'S FASTEST SELLING LINE OF OFFICE CHAIRS 
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THERE’S A 


New Look 


AND... It’s here to stay 


{ + Be ee 


i « @sk 
{ 


It's time for business to stand up and cheer 
because at last a really new and practical clerical 
desk has arrived. The FLOW DESK* is destined 
4 to set the style tempo for commercial desks for 
| years to come. Every one of the many FLOW 
A DESK features add up to greater dealer profits 
‘ and more customer satisfaction. Remember .. . 
only Indiana Desk Co. offers all these features. 


SOFT TONE FINISH—sponsored by W.O.F.I. 
Set Back base with diagonal skids 

All rounded edges 

Smartly styled wood pulls 

Lock on upper right hand drawer 

29" height 


*Designed by Henry P. Glass—Industrial Stylist 


INVESTIGATE — RIDE the CREST with THE FLOW DESK 
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IN DESKS TOO! 
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JASPER, INDIANA 
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of several from the Eighth Region, including Raymond 
Falk, Parker Pen representative of Tulsa, Okla., George 
E. Baird & Son, Kansas City stationers; Beamus Office 
Supplies, Oklahoma City; Branham’s, Inc., also Okla- 
homa City stationers; Business Equipment Company, 
Pratt, Kans.; Continental Bank Supply Company, 
Mexico, Mo.; Peck & Co., office equipment dealer in 
Omaha; Rader Office Equipment, Omaha; Shelpman’s 
Office Supplies & Equipment, Springfield, Mo.; South- 
ern Folder & Index Company, ElDorado, Ark.; 
Thatcher, Inc., school supplies, Topeka, Kans.; and 
Tiffany Stand Company, Poplar Bluff, Mo. More Mid- 
west Travelers should be field members of NSA in 
order to better serve their dealers, be better ac- 
quainted with industry activities and to back up our 
good Midwest secretary, Dan MacDougall, who is vice- 
president of NSA in charge of field division activities. 
Send your application or request for application to 
Dan and be one of the industry you represent. 
* ” * 


If the president of Arkansas Printing & Lithograph- 
ing Company, Little Rock, Ark., better known as “Hill- 
billy” Guy, will contact one “Bullrushes” Moses of 
Democrat Printing & Lithographing Company and in- 
form him of his neglected duties as Arkansas corre- 
spondent, much might be accomplished. We wonder 
whether he is still in Wichita. 


* * * 


The “sheepherder” from Hutchinson, Kans., alias 
L. B. Wilcox, was seen strutting on Baltimore Ave. in 
Kansas City about mid-January, looking for a hotel 
room. 

* * ° 

Paul Baird spent several days in Chicago and Mil- 
waukee recently in search of some scarce items. He 
also entertained his employees at a Yule party. 


* * * 


Gallup Map & Stationery Company held the annual 
Christmas party at which prizes of various kinds were 
distributed by Clifford W. Talty, vice-president and 
general manager. 

* * * 

It is reported that Demaree Company is preparing 
to reopen for business as early as possible, although 
the location has not been decided upon. The building 
and stock suffered almost a complete loss, partially 
covered by insurance, in a recent windstorm. 

- * o 


At the meeting of the Kansas City Stationers Asso- 
ciation on January 10 at the Muehlebach Hotel, Jos. D. 
Landes, recently elected president, presided and Mr. 
Roberts of Demaree Stationery Company reported the 
progress his firm is making toward the re-establish- 
ing of their business, which was totally wrecked by a 
tornado on New Year’s Day. He announced that De- 
maree’s would reopen in a new location about the 
middle of January and expressed his firm’s gratitude 
to the members for their many kind offers and favors 
following their tragedy. Visitors present included Lyle 
Turner, W. A. Shaeffer Pen Company; Roy L. Wood, 
Esterbrook Pen Company; Dan Consodine, Richard 
Best Pencil Company; M. E. Zook, Rockwell-Barnes 
Company; Matt Dimmit, Wilson Jones Company; and 
Dan MacDougall, Stationers Loose Leaf Company. 

* * * 

Roy Wood of Esterbrook is chairman of ladies en- 
tertainment for the coming regional convention and 
reports his plans nearly completed for the finest ladies 
entertainment to be had. 

od * a 

Paul R. McCollem of the office furniture firm of the 
same name in Kansas City, Mo., left January 12 for 
an extended business trip to Chicago and Grand 
Rapids, while Mrs. McCollem returned to California 
with her son, Jimmie, who was home from college for 
the holidays. 


7” o * 


Paul S. Baird of Geo. E. Baird & Son, Kansas City 
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The Toledo Metal Furniture Co. 
PRESENTS 


Sittlh Dandy 


Typewriter Stands 








No. 671-LSX 


TWO Stages 


With or without side leaves 
With or without locking device 


FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEELE 


bases 


Our name is your guide to 
quality 
IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. . Toledo 7, Ohio 
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FINEST CUSTOM QUALITY 




























THERE’S NO DOUBT ABOUT IT- 


MIDCO’s new 2-Tube models 
and Adjustable-Arm Floor Lamp 
have made MIDCO the finest 
and most complete line of fluo- 
rescent portable lamps ever of- 
fered under one brand name. 


The large market already cre- 
ated for 2-Tube fluorescent port- 
able lamps is now WIDE OPEN 
to MIDCO dealers—with a com- 
petitive superiority equal to that 
enjoyed by MIDCO in the 1- 
Tube lamp field. 

It is an accepted fact that 
MIDCO the Perfectlite portable 
desk lamps represent the high- 
est standards of value in lighting 
efficiency, quality of product and 
dependable service, and NOW 
with the added value of com- 
plete market coverage, the Sales and Profit pos- 
sibilities of MIDCO dealers has been greatly en- 
hanced. 


2000 Series 
Floor Lamp 


Many dealers have already proved to their satis- 
faction that new and larger markets exist for 
MIDCO through the introduction of these new 
models. Their orders and re-orders have re- 
sulted in a very substantial volume during the 
first three months, which leads us to believe that 
the year 1948 offers excellent profit opportunity 
to dealers handling the complete MIDCO line. 
If you haven't ordered new models, or are not 
acquainted with the MIDCO line, we would be 
glad to send you our very attractive descriptive 
literature with prices and terms on request. 





4200 Series Desk Lamp 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street, Chicago 10, Illinois | 


MAKING A FINE LINE FINER 
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stationers, made a flying trip to Mobile, Ala., early in 
January to spend a few days with his mother and 


sister. 
2 ~ * 


J. S. Dodsworth of Samuel Dodsworth Company, 
Kansas City, is again able to spend a few days each 
week at his office, following a recent heart attack. 


Et oa 


NATIONAL DESK INCREASES PRODUCTION 


Following a long. term program of operation, The 
National Desk Company of Herkimer, N. Y., has re- 
cently made additions to its plant and manufacturing 
facilities. According to General Manager Clifford 
Thornquist, the additions will increase the company’s 
production at least 25 per cent. The plant, as it has 
progressed to the moment, is a spacious one-story, 
daylight factory thoroughly streamlined for intensive 
production. 

New equipment of the latest design has been in- 
stalled, which will not only increase the capacity of 
the plant but will enable National desks to maintain 
their fine tradition in the office equipment world. 

Some beautiful new numbers have been designed 
and are now in production. They will be announced 
simultaneously with the issuance of a new National 
Desk Company catalog within the next 30 days. 


KOSTKA APPOINTED BY FURNITURE GROUP 


Richard Kostka has been appointed technical direc- 
tor of sales training and store modernization by the 
National Retail Furniture Association, according to a 
recent announcement by Roscoe R. Rau, executive 
vice-president and secretary, 666 Lake Shore Dr., Chi- 
cago 11, Ill. He will have complete charge of the asso- 
ciation’s store modernization department. 

Mr. Kostka, who has a broad background of retail 
furniture store experience, served during the war years 
in the Office of Price Administration. He was at one 
time decorating consultant for the Morrison-Neese 
store in Greensboro, N. C. He was also director of 
vocational education for the state of North Carolina. 

In addition, Mr. Kostka has lectured widely on in- 
terior decoration, has contributed articles to the lead- 
ing magazines, and has designed furniture for leading 
manufacturers. 

He came to the National Retail Furniture Associa- 
tion to supervise the preparation of sales training films 
on “Practical Selling of Home Goods.” 


J.RMERNE 
OFFICE 
. SUPPLIES 
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FIRM’'S NEW HOME—The new home of the J. R. Mennenga 
typewriter firm at Worthington, Minn., is a 28 x 80-foot struc- 
ture. The firm carries a complete line of office equipment 
and supplies with Woodstock typewriters and adding ma- 
chines. A complete repair department is featured. Three 
salesmen are on the road, two clerks in the store. 
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i %: Fifty years ago, when Sheppard began the manu- 
iil x One fa be27¢e4. facture of “Modern Loose Leaf’ record keeping 











equipment, the automobile business wasn’t as ——~4 
se good as harnesses and carriages. But, like many 
businesses today, it looked promising....and 
Sheppard—then as now—was alert, imaginative 
and cooperative in designing and manufacturing 


record systems that would help guide the growing 





industry into recognized channels of efficiency 
and profit. 


A “look at the record” gives to business manage- 





ment a true reflection of its affairs. And ‘a look 






ey, 
4H) 


at the record” in record keeping equipment shows 
CESCO as a dependable source of supply and 
service. 


TO DEALERS: Some choice territories are open 


for established dealers. Write for particulars. 


THE C. E. SHEPPARD COMPANY 
4407 21st Street e Long Island City 1, N. Y. 
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Sells as Fast eee 
Earns the Profits 
you can make with 


ADDOMETER: 








Sells for $9295 


only 


THINK OF IT! Here’s an adding machine that does 
the work of a machine costing many, many times 
more than its remarkably low price of $12.95! No 
wonder dealers everywhere report “‘big sales,’’ “‘sell 
on sight,”’ “earn quick profits!” 


and only ADDOMETER offers 
these outstanding ADVANTAGES 


m= The perfect portable—compact, easy to use, easy to 
carry. Only 11% x 2'4 in. size, weighs only 14 oz. 

p= Fast, simple, accurate operation—adds, has direct 
subtraction, multiplies — without use of keys or awk- 
ward levers. 


B= 8-column capacity—models available to handle 
fractions, feet and inches as well as whole numbers. 

B® Single stroke dial clearance. 

w= Combined with 11-in. ruler, handy stylus com- 
partment. 

i Fully guaranteed 1 year. 


51% PROFIT FOR YOU! 


On every Addometer you sell you make double its 
cost to you—profits ranging from 49“ to 51°), de- 
pending on quantity purchased. And—Addometers 
sell on sight—profits come fast! 


WRITE OR WIRE TODAY 
FOR DESCRIPTIVE FOLDER 


Reliable Typewriter & Adding Machine Co. 
Dept. A-2, 303 W. Monroe St. * Chicago 6, Ill. 
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Dont \et this happen 
to one of your Customers 





TIFFANY STANDS 


_are Built for this Job of Giving You 
_ the Best Protection for Your Machines 


Patented 
Adjustabie Top 
SxS to 14% x 161% 


Y 







Welded 
Corner 
Braces 


Low e 


Drop Leaf For 
Billing 









Sure Hold 


Tiffany Knee a 


Bracket 


Caster 
Retracting > 
Linkage 


< Adjustable 
Foot for Uneven 
Fioor Surface 





Bassick 





uiet 
Bali Swivel 
Casters 





su > 
@ Model °S-Biller" Shown Here. 
@ Construction Roll Formed Angle and Channel Steel. 
@ Drop Leafs of 18 Ga. Prime Sheet Steel. 
@ Baked Enamel Finish, Standard 26" Height. 

Models "'S" and "SS" Also Now Available. 


e 
@ Colors Dark Office Green and Silver Gray. 


! Inquiries Invited 


TIFFANY STAND COMPANY 


POPLAR BLUFF, MISSOURI 
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PASSED AWAY 








HERBERT H. WITTSTEIN 
Ill health commencing with a fall the previous 
March terminated in the death at his home on Decem- 
ber 22 of Herbert H. Wittstein, manufacturers’ repre- 
sentative of 6327 Parkman PIl., Cincinnati, Ohio. Mr. 
Wittstein had represented Columbia Steel Equipment 








THE LATE H. H. WITTSTEIN 


Company since 1936, besides the Midwest Naturalite 
Company and Mutschler Brothers Company. 

The decedent was born on September 26, 1880, the 
son of Carl F. Wittstein who came from Hanover, Ger- 
many, and established a drug store in Cincinnati in 
1865. He was educated in Cincinnati and after gradu- 


ation from high school went into the stationery de- | 
partment of The Globe-Wernicke Co. He was made | 
general sales manager in 1921 and vice-president in | 
charge of sales in 1926. He held this position until he | 


left the company in January, 1936, to become a manu- 
facturers’ representative. 
Surviving are the widow, the former Mary C. Clark; 
and one sister. 
+: - -& 


FREDERICK W. BAXTER 

Frederick W. Baxter, 73, formerly connected with 
the National Blank Book Company, died suddenly at 
the home of his son, Alfred Baxter, in San Francisco, 
Calif., on December 22. Mr. Baxter, who resided at 
Longmont, Colo., had gone to San Francisco to spend 
the holidays with his son and family. 

The decedent was a native of Staten Island, N. Y: 
He started work many years ago as an order clerk for 
National Blank Book Company in New York City. For 
reasons of health he moved to Longmont from where 
he traveled for National until his retirement 


+ - 
SIDNEY M. KNAPP 

Sidney M. Knapp, a former office appliance man, 
died at his home on Staten Island, N. Y., January 5. 
He was buried two days later. Mr. Knapp for a long 
time was associated with the Safe Cabinet Company, 
serving as district manager in the Middle West at the 
time Safe Cabinet and other units were merged to 
form Remington Rand. He continued with the new 
company, being concerned particularly with merging 
or integrating the branches of the various companies 
in his area. Later his interest turned to fire extin- 


guishers and he became president of the Interna- | 
tional Fire Equipment Company, a position he held at | 


the time of his passing. 
t i | 
LUCIAN S. WILSON 
Lucian S. Wilson, a former executive for typewriter 
companies in New York City, died recently at his home 
in Rochester, N. Y., after several months’ illness. 
Mr. Wilson was advertising manager for the Smith 
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, . = Tabs, Air Mail Labels in con- 
venient packages, Address Labels, 
and Gummed Reinforcements are 
just a few of the many Dennison 
, products for which we have a daily 
4, need. I don’t see how any modern 
office can afford to be without these 
Dennison handy helpers.”’ 


Business men and women are only one of the many 
groups of people who are regular customers for 
Dennison Goods. Everyday, in home, school, and 
office, there are hundreds of instances where Denni- 
son products can be of help. Acquaint your custom- 
ers with Dennison quality, and always remember 
to stock and display the full line of Dennison 
Goods. It is a sure way to build customer satisfac- 
tion, and real profits for yourself. Don’t forget 
the profitable office market. y 


y 
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Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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SAVE... (10s 


IN FILING AND SORTING TIME WITH 


soRT-()-FILE 


Patents Applied For 





Reg. U. S. Pat. Off. 





3-4. 


FAST MOVING—The SORT-O-FILE Desk Models are among the 
fastest moving specialty items. Applicable in sorting volume office 
apers in preparation for filing, posting, bank reconciliation, mail- 
ing, distributing and gathering. 


ONE-HAND SORTING — One-hand sorting is practical due to well- 
rounded tops and lightness of dividers. Sorter can be used flat on 
the desk (rubber-feet protection) or mounted on our Snap-on desk 
rack at convenient angles. 


LIGHT WEIGHT; BEAUTIFULLY FINISHED — With base and end- 
covers finished in beautiful silver-gray hammertone enamel and 
dividers and label-holders enameled both sides in off-white, these 
ALL-ALUMINUM parts are not only soil-free, but make this sorter 
astonishingly light. Weights: 18 and 24 OUNCES. 





DURABILITY —Bsuiit DESK RACK — our Snap-on desk 
for durability. Removable | rack is equipped with a metal post 
labels are indexed both which is gripped by the rubber grom- 
sides, practically provid- | met (one at each end) in the sorter, 


ing two sorters in one, ayes . ; 
and each with two sys- providing a variety of convenient 
tems of indexes providing angles. The post also acts as a stop 


four kinds of sorts. to prevent accidental “spills.” 


ALL-PURPOSE SORTING —JIn the above illustration, the sorter at 
left is ‘‘Letter'’ size (L-31). All desk model SORT-O-FILES have 31 
dividers in hinged assembly. On the face of the L-3! is a sub- 
divided alphabetical index and also a _ li-to-3! for days of the 
month. Reverse side has a monthly index and numerical index by 
fives as shown in illustration No. 2. This latter sorter, (also 3-4) 
is a C-3!1 for cards and checks. Nos. 3-4 have a special index 
spread over two sorters. 


SORT-O-FILES are used by the United States 
¢® Government and are sold from Maine to the 
Philippine Islands 


" ASSOCIATED INDUSTRIAL 
DESIGNERS 


(THE SORT-O-FILE COMPANY)__ 


3726 Effingham Place, 
Los Angeles 27, California 
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Premier Typewriter Company in Syracuse, N. Y. Be- 
fore coming to Rochester, he served successively as 
head of the combined supply business of Smith 
Premier, Monarch and Remington typewriter compa- 
nies and head of the carbon and ribbon department 
of Remington Rand, Inc.—GET 


> + 
CLARENCE G. THEDERS 


Clarence G. Theders, manager and assistant treas- 
urer of the Comptometer division of Felt & Tarrant 
Mfg. Company, died on Saturday, January 17 at his 
ranch in La Habra, Calif. The funeral was held the 
following Thursday in St. Rita’s Church, Chicago, Il. 

Mr. Theders was a professional singer in his youth, 
headed a Boston Comptometer school and was a na- 
tional officer of the National Comptometer Society. 

He was a native of Chicago and a resident of Boston 
for 15 years. An enthusiastic sportsman, he was inter- 
ested in golf, hunting and fishing. He had been at 
his ranch for a visit when he was stricken. He is 
survived by his widow and a son, Robert. 


+ - } 
CHESTER P. RASON 

Chester P. Rason, for more than 50 years a traveler 
for Buntin Gillies & Company, Hamilton, Ont., died at 
General Hospital in that city recently at the age of 
92. Throughout his life he was an enthusiastic mem- 
ber of the First United Church, of which he was one 
of the oldest trustees. He is survived by his widow, 
the former Jennie M. Lorimer; one son, Lorimer; one 
daughter, Mrs. W. B. Sickle, of Hamilton, and one 
grandson, Philip Rason, of Kitchener. 


bt + 
CHARLES S. FISHER 


The death of Charles S. Fisher, president of the 
Standard Printing Company, Hannibal, Mo., occurred 
late in December. Mr. Fisher was 74 years of age and 
had spent almost his entire lifetime with the com- 
pany, being a son of one of the original founders. 

Mr. Fisher was superintendent of the bindery, com- 
ing in contact with the bindery supply and equipment 
representatives instead of the stationery and office 
equipment representatives. 


> & 
MRS. J. H. HILDRETH 


Mrs. J. H. Hildreth, widow of the late Joe Hildreth 
who for most of his lifetime traveled for Esterbrook 
Pen Company, died at Daytona Beach, Fla., January 6. 
She was buried on January 8. Mrs. Hildreth attended 
a number of trade gatherings in the South and in 
Chicago and had many friends in the stationery field. 


: + + 


WILL T. HUGHES 


Will T. Hughes, for 42 years representative of The 
Weis Manufacturing Company, Monroe, Mich., in the 
city of Denver, Colo., and surrounding territory, died 
January 19 at his Denver residence. Mr. Hughes was 
hired in 1906 through the mail by A. L. Weis, then 
president of the Michigan firm, and from that date 
until the time of his death he had given loyal service 
to Weis. 


+ & } 


LOUIS D. ELLIS 

Louis D. Ellis, formerly of Kansas City, Mo., and who 
was vice-president for many years of the former Bur- 
nap Stationery and Printing Company before he 
moved from Kansas City in 1924, died January 10 at 
his home in Glendale, Calif. 

He is survived by his widow, Mrs. Marguerite Ellis; 
two daughters, Mrs. Lorene Gardner and Mrs. Dorothy 
Fowler, Glendale, Calif.; a sister and one brother.— 
GMH. 
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Uy MONROE sence 





Ou: responsibility to Monroe users goes far beyond the manufacture 
of figuring and accounting machines as perfect as progressive 
engineering and quality manufacture can produce. That’s why we have 
built up a nation-wide organization of our own branches 


whose duties are summed up in the words “Service Complete in Every Detail.” 


Ny Every Monroe is serviced through a Monroe-owned branch and by 
( i Monroe-trained mechanics. Throughout the machine’s long life your con- 
tact is with Monroe—our responsibility never shifts. 


Suggest systems and methods. Their recommendations are backed by 35 
years of Monroe experience with the figuring and accounting problems 
of businesses large and small. 


£2 Monroe representatives are trained to analyze your business needs—to 


Le Because Monroe has a broad line of machines, the Monroe representative 
3B takes a comprehensive, impartial viewpoint . . . you get the machine that 
meets your specific needs most efficiently and economically. 


a Advisory service keeps you abreast of latest methods and machine appli- 

(4 cations. Operator assistance does not end with installation. It is 

constantly available —time-saving suggestions that improve your present 
operators’ Output and instruction for new ones. 


MONROE 


MACHINES ror susStnwness 








CALCULATING * ADDING * ACCOUNTING MACHINES 


MONROE CALCULATING MACHINE COMPANY, INC., ORANGE, NEW JERSEY 
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FOR THE FIRST TIME... a complete line of 


Aleo-s DISPLAY 
BINDERS 





To improve, protect and glamorize any sales story, advertising lay- 
outs or proofs, photographs, testimonial letters, sample swatches. 


The Fiex-O-Coil Binder illustrated is compact, attractive . . ideal. 
Maroon simulated leather binder with gold embossing. And now there are 
other Presentation Binders to stimulate the sale of high value merchandise 


or service. ; : 
Write for Sec. K—-complete information. 


AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
e CELLULOSE SPECIALTIES 
Gil Hhigne' Company PROTECTIVE HOLDERS 
503 S. JEFFERSON 'ST., CHICAGO 7, ILLINOIS 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


SATELLITE 


STANDS 
Are Available Again 
































All Models Shown in our 
circular are being pro- 
duced again. 

For over 45 years these 
stands have been mar- 
keted by us—there are 
Now Thousands of satis- 
fied users. 


Originators and Design- 
ers of Adjustable Type- 
writer Stands. 


Heaviest Stand on the 
market which eliminates 
top-heaviness even with 
a machine on it. 


Hundreds of letters of testimony in our files—a rep- 
utation we are mighty proud of. Cast iron, weight 
55 lbs. Sturdy construction—oak, walnut or mahog- 
any tops. Ball bearings, wrinkle baked enamel finish, 
Brown, Green or Black. 
Liberal discounts to dealers. 
Write for 1948 price list and circular showing reduced prices. 


ADJUSTABLE TABLE CO. 


117 MICHIGAN ST. W., GRAND RAPIDS, MICHIGAN 
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SQUIRES 
Perfection 


SELF CLOSING 
INKWELLS 


For the first time—a dependable self- 
closing inkwell at an attractive low price 
for offices, hotels, institutions, classrooms 
and homes. It is simple yet so positive, 
consists of only 3 parts built to serve a 
lifetime. Attractive, modern design har- 
monizes with all styles of furniture. Easy 
to keep clean. Easy to refill. 

Usual trade discounts. Write for sample today. 


ASSOCIATED STATIONERS 


SUPPLY CO. 
CHICAGO 6, ILL. 


E. RUSSELL WHITE 
Portiand 13, Ore. 


A. J. MeCRAE 


Toronto, Ont., Canada 


SQUIRES 
INKWELL COMPANY 


Pittsburgh 15, Pa. 

















DEALERSHIPS OPEN 
CHOICE TERRITORIES 
AVAILABLE... 


THE NEW 


FANDEX 
UNIQUE . . . REVOLUTIONARY 


FANDEX 
VISIBLE RECORDS 





7 FOR SPEEDY 
| REFERENCE 
i | 4 1. Continuous visibility at 
y a glance. 
ae @e 2. Eliminates card mis- 
: > placement. 
, <—~ 3. Rapid incertion and 
removal of cards. 
4. Use own cards—no re- 


writing necessary— 
simply transfer to 
FANDEX. 

5. FANDEX UNIT FITS 
standard file cabinet. 


USES STANDARD INDEX CARDS 
SIZE3x5—4x6—5x8 


DEALERS WRITE FOR COMPLETE INFORMA- 
TION AND ILLUSTRATED FOLDER 


FANDEX, INC. 


15 SPRUCE ST. NEW YORK 7, N. Y. 
Beekman 3-6893 
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IOWA FIRM OPENS FURNITURE DEPARTMENT 

The Waterloo Office Supply Company, 304-306 E. 
Fourth St., Waterloo, Iowa, recently opened a new 
furniture department next-door to their main store. 

Office furniture will be displayed in this additional 
space, featuring such well-known names as Leopold 
wood desks and tables; Milwaukee wood and uphol- 
stered chairs; G-F steel desks, tables, shelving, files, 
and aluminum chairs; Acme cabinet and book visible 
records; Smead filing systems, and H-H-M safes and 
fireproof cabinets. Desk lamps and accessories, chair 
mats and costumers will also be sold. 

Jay Parrott of Waterloo is manager of this com- 
pany.—AL. 

ee 

H. L. FELLOWES SPENDS JANUARY IN FLORIDA 

Harry L. Fellowes, Bankers Box Company, Chicago, 
spent the month of January in the state of Florida 
with the company’s representative, Jim W. Cooper, Jr. 
Mr. Fellowes traveled by train to Atlanta where he 


met Mr. Cooper, and both gentlemen drove from there | 


into Florida. Mr. Fellowes combined a little pleasure 


with business as he took the opportunity to visit the | 


office equipment dealers in the Southeast. 


Acme Marking Equipment Co. 
0030 LYNDON AVENUE 
Detroit Ti, Michigan 8.4 





NEW ACME MARKING EQUIPMENT CATALOG 
(See story on page 10) 





et Oo Cc ‘Ts 


Max Block, president of the Keystone Steel Equip- 
ment Company, Inc., Philadelphia, Pa., is a happy 
man these days. It all happened early in December 
when his wife presented him with twins, and boys at 
that. Both Richard Kenheth and Ronald Michael and 
their mother are in the best of good health. The 
Block family now consists of four children, two girls 
and two boys. Brother Herman Block, who will shortly 
become the boys’ godfather, declared that their 
brother, Harry, also was the father of twins. “It really 
runs in the family,” he said. 





Friends of Jay Parrott, the Waterloo Office Supply 
Company, Waterloo, Iowa, recently received a novel 
birth announcement reading, “Some of dad’s suppliers 
are way behind in deliveries, but I arrived on sched- 
ule! On arrival, at 11:30 a.m., Saturday, December 27, 
1947, I scaled 5 pounds and 15 ounces. Lucy Jane and 
Jay call me ‘Jimmy’ but my birth certificate reads 
James Miller Parrott. P.S. The Waterloo Office Supply 
will have to increase their ‘immediate deliveries’ to 
cover advanced overhead.” 


Jack Stern of Jos. Ginsburg, Inc., Chicago, and Mrs. 
Stern are the proud parents of Deanna Lee, who made 
her crib debut on December 4, weighing in at 7 pounds 
and 2 ounces. 
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every-fesk needs 


FIFTEEN OR TWENTY 


NUBIAN FOLDERS 





How po you keep your own private 
records, catalogs, price lists, reference ma- 
terial, reports, charts, statistics? You can 
keep them organized for instant use in a 
set of Nubian Stee! Tab Folders which will 
fit into a deep drawer of your desk. Blank 
forms or stationery kept in these folders will 
stay cleaner. They are punched for Acco 
fasteners to permit binding important ma- 
terial. You can find your business tools read- 
ily when they are housed in these sturdy, 
high quality containers. Every desk user in 
your office will be more efficient and a better 
employee if he is provided with a set of 
these folders. Your customers will appre- 
ciate this idea, too. Write for sample folder 
and prices. 
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Products 


that Speed 
Production 
THE FAMOUS TEMPO FILM STENCIL 


bm 












—the ORIGINAL Film 
Stencil, pioneered by 
the Milo Harding Com- 
pany since 1938. Still 
the outstanding stencil 
. .. Operators prefer it 
because it produces the 
kind of copy they want. 


TEMPO 500 INK 


Dries immediately on 
impression paper. No 
offset... No waiting. 
Gives that “press 
printed finish.” 


TEMPO INTERLEAVING TRAY 


Slipsheets up to 200 
copies per minute. 
Nothing like it on the 
market... One demon- 
stration will sell any du- 
plicator user. 


Write for catalog show- 
ing full line of Tempo 
duplicating supplies. 





% 
* 


f 


~ 


MILO HARDING CO. 


Established 1904 


432 West Pico Boulevard e Los Angeles 15, Calif. 
317 Third Avenue ¢ Pittsburgh 22, Pennsylvania 


els thaclastia-lawmeehs 17, Lad 


DUPLICATING SUPPLIES 
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ALEXANDER BROTHERS, LTD., FORGES AHEAD 

Entering its twenty-sixth year, 16 of these years in- 
corporated under the present firm name, it is a source 
of real satisfaction for Alexander Brothers, Ltd., Hono- 
lulu, T. H., to review the over-all business progress 
made in Hawaii during 1947. The president, Fred P. 
Alexander, reports the largest full peacetime year’s 
sales volume ever obtained by the company, exceeding 
in several departments the optimistic gross volume 
quota estimates set up at the beginning of 1947. 

The business growth has been outstanding consider- 
ing the handicaps which cropped up. Says Mr. Alex- 
ander, “As Hawaii emerged from a tremendously over- 
expanded and inflated business era that began in 1940 
and ended with the close of war in the Pacific, it 
went through a long period of labor adjustments and 
strikes that paralyzed ocean shipping and agriculture, 
sugar and pineapple production. 

“This condition left the business interests of the 
territory in a most unsettled status, and it was only 
during the last half of 1947 that business began to 


| adjust to a point of understanding and confidence of 


what could be expected in the way of normal business 


| operations.” 


During the latter part of 1947, in line with this re- 
turn to normal stability in Hawaii, Alexander Brothers, 
Ltd., reopened its branch store on the Island of Maui, 
one of the better sugar plantation islands, some 90 
miles from Hawaii. 

With a continuance of present conditions, it is the 
intention of the management to reopen the other 
branch stores that were closed at the outbreak of war 
in Hawaii, and to rebuild the office building housing 
the main store. 

While Hawaii is not large in population or land 
area, compared with many mainland states, some 
500,000 permanent residents inhabit 6,000 square miles 
of land split up into four reasonably large inhabited 
islands lying 96 to 200 miles apart. 

“Hawaii richly deserves the status of full statehood, 
which has so long been sought by the leaders from 
all walks of life in the Islands,” declares Mr. Alexan- 
der. “When this goal is reached, Hawaii will go for- 
ward to even greater achievements than she reached 
shortly before and during the war period.” 

— + - 
STATIONERS 12:30 CLUB NOTES 

A. I. Goldberg and wife, Rae, are planning to leave 
April 3 for a six months’ cruise around the world. Also 
catching the travel bug is Henry Levy of Gold Station- 
ery Company, who planned to leave on February 5 


aboard the S. S. Boriquen for the Dominican Republic. 
ca & ” 





Otis Prior of the Mutual Stationers Supply Corpora- 
tion has been ill with pneumonia, confined to the 
Jordan Hospital in Plymouth, Mass. It may be several 
months before he is strong enough to return to his 


sales work. 
on * a 


All of the Waterman pens of the Bayles-Ditchek 
Company were lifted by thieves in December. The safe 
was blown. 


* * * 


Herbert Grayson has taken on the Advance sales- 
book and folder line in New Jersey, Delaware, Mary- 
land and Pennsylvania. 


* * * 


Fred Willock is now located with the Federal Ribbon 
and Carbon Company. 


* * * 


Herbert Goodman of Perry Printing & Stationery 
Company was wed to Esther Meyers on Christmas Day. 
* * a 
Henry Steffanelli, General Office Supply Company, 
Newark, N. J., and Mrs. Steffanelli on December 25 

greeted a new daughter as a Christmas present. 
* + * 
These notes are gleaned from Gerard D. White's 
“Stationery Whitems” for January, 1948. 
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BINDERS, BRIEF CASES 
AND PORTFOLIOS 


TO RETAIL AT $2.49 AND UP 


IMMEDIATE 
DELIVERY 


——___<—_____— 


No. 886—2 or 3-ring 
Zipper Binder in Water- 
repellant, durable 
leatherette, with plastic- 
bound edges. Leather- 
ette lined throughout. 
Size 13" x 1034". Colors: 
Black or British Tan. 


retain ence : 998 
One of Many Outstanding Items 
in the NEW MAJOR CATALOG 

Write for Your Free Copy 


MAJOR LEATHER GOODS Mfg. Co. 


1840 So. Michigan Ave. ° Chicago 16, Ill. 


Manufacturers of Zipper Ring Binders, Brief Cases and Portfolios 








ALL METAL 


COSTUMERS 
@ 18" Grey Iron Base 

Approx. Weight 25 Ibs. 
@ 2" Tube. 


@ Cold Finished Steel 


Hooks. 
MODEL 50 
REVOLVING TOP 
IMMEDIATE 
DELIVERY 


Available in Bronze. All Chrome or 
Chrome top and tube with either 
silver satin or black painted base. 


THe Ken-Ro-Bil corp. 








VAN BUREN, OHIO 








No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
\4 ounces. prey 2 
tage for air . 
first “sees mail and 
merchandise up to 
lbs. Easy to use, simply 
place mail matter on 
the platform an 
pointer automatically 
indicates the correct 
weight and amount oO 
postage required. 
Accurate and durable. 

















SPECIFICATIONS 
I: 614" diameter, glass 
oe Red and black 
es on white, red for 
postage, black for 
weight. : 
Platform: 51/2” square. : 
Dimensions: 612” X 6" PARCEL post SCALE 
x 9”. F 
ing: One to a carton. oe $0 ibe. by 1 
Pesyeiuht packed 6 Ibs. . Go. paces postage 
erchandise u 
aa ee I Ibs. “for all posta ——- 
Dial 8” diameter, Pisti 
form 7” =. ONS: > 





“ : 3” 
107.8 Weight packed 9 Ibs. 










HANSON 
SCALE Co. 


525 North Ada Street, Chicago 22, Illinois 
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Now — * “SMO-KING” Products 
the NESTLER-FIELDS smoker line 


Bring You KING-SIZE Profits! 


*The '‘Smo-King" label identifies the Nestler-Fields quality 
line of smokers, outstanding for beauty, service-—and profits. 


e SMOKER No. 25 


Streamlined and durable, this smart 
stand favors office or residence. Smoke- 
proof. Requires infrequent emptying. 
Skillfully designed, it is finished in plated 
chrome or English bronze. Tray 8": Ash 
compartment in tube 18" long; Solid 
steel 8'' base. Height 26". 

Packed individually 


SMOKER No. 10 > 


Attractive, sturdy accessory for 
varied surroundings. Walnut 
finish shaft; Heavy metal, 8" 
removable amber tray; broad 
tip-safe base; Height 28’ 
Packed individually 


Nestier - Fields quality 
stands for every office 
and purpose come in 
chromium and bronze. 
Literature on request. 


NESTLER-FIELDS 
Manufacturing Co., Ine. 
602 WYTHE AVE. 
BROOKLYN II, N. Y. Ee 948 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Friezette 
Covering 
Material 


3 SIZES 
17x181/," 
15x17" 

141/.x15" 





STYLE 401!/, V9" RUBBER FILLER 
8 


A $5.00 450 C $3.50 
STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115! 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


| 320 N. La Salle St. + Chicago 10, Ill. 
















SELF. 






NO 
SPACES 
NEEDED 


" I¢ Lochs in Place! 


QUICKER, CLEANER IMPRESSIONS 


Entirely new in principle, this most 
versatile of all rubber type requires only 
one base (either flat or rocker styles) for 
all sizes of type. Light finger pressure locks 
the type in place, eliminating slippage under 
printing pressure. 


Send for literature on Base-Lock Type and 
FORCE marking devices for every purpose. 


WM.A. FORCE & COMPANY 


216 NICHOLS AVENUE. BROOKLYN 8, NEWYORK, U.S.A 





ALIGNING 





Tou! BASE-LOCK 
RUBBER TYPE 
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STAMP PAD 














[INSTANT INK [DRYING 


























YOUR Private 
Secretary 







The Managerial File 
is an efficient work 
unit designed to give 
the businessman in- 
stant accessibility to 
the papers he re- 
quires where and when he 
wants them. Beside him 
at his desk in addition to 
convenience is the secur- 
ity of privacy. In short, 
it is a private secretary. 

The Managerial File is 
a modern desk-side unit, 
desk height, with sliding 
fall-a-way top. Note how 
the upper compartment 
expands. Because papers 
sometimes are to be kept 
upright even when file 
is open, expansion is not 
automatic but manual. Lower drawer 
operates on ball-bearings. Made in letter and legal sizes. Stand- 
ard finishes—olive green, gray, walnut, mahogany grained. Spe- 
cial finishes at extra cost. Satin bronze hardware. Large rubber 
easters. Built of steel, electrically welded. 

ORDER TODAY! 


NORTHWEST METAL PRODUCTS 


COMPANY 
1337 E. Mason Street, Green Bay, Wisconsin 
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Part No. 1005 
immediate Delivery 
Shipped Knocked Down 
Individual Cartons 
Shipping Weight 14 Lbs. 
Work Area 34x 15” 
Height 264“ 


ALL METAL 


OFFICE 
TABLE 







@ MODERN DESIGN 


@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 


@ SELF LOCKING 
WINGS 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, stronger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 
safety, comfort and beauty of style. 


IN C. 


AVE., TOLEDO 4, OHIO 
ORE DRIVE, CHICAGO 11, ILL. 


im BUCKEYE 


TTT Tit CARBON PAPER 
CARBON PAPER AND RIBBONS 



















Buckeye SUPREME carbon 
papers are curl proof, smudge 
proof, long wearing, easy to 
handle. The SUPREME coating 
formula provides uniform color, 
strength and durability. Five 
weights and five finishes for stand- 
ard and noiseless typewriters. 





a 


it 
RIBBONS For 


All typewriters 
Teletype Machines 
Adding Machines 
Tabulating 
Machines 
Addressograph 
Machines 
Photostat or 
Photographic 
Blue-print 
Multigraph 
Machines 


su KLE vy & CARBON CO. 


CLEVELAND 3, OHIO 








Buckeye SUPREME typewriter 
ribbons recover more rapidly and 
provide cleaner, sharper impres- 
sions than ordinary ribbons. 












7209 ST. CLAIR AVENUE bd 
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“PERMA” 


TRADEMARK REGISTERED 


Most Rigid - Easily Mounted 


DESK TOP 
COLD + HEAT + WATER 











Will Not Deteriorate ''PERMA"' 

















Et Ei? P: 
‘ x St 


» GREEN 
STYLE C 3/16" 


BLACK + BROWN 
STYLE B 1/8" 


PLAIN BACK GREY FELT BACK 
30x54"" to 30x54"" to 
mete $QBOS Ete $40)00 


Special Sizes Solicited See Catalogue For Dealer Discount 


Geo. E. Fox & Company 


320 N. La Salle St. Chicago 10, Ill. 














IMMEDIATE DELIVERY 
NEW LOW PRICES! 








HECTOGRAPHIA Double Service 
GELATIN TRAY DUPLICATORS 


A beautifully lithographed, lacquered tray filled 
with the famous and widely used Hectographia 
HI-TEST composition. Packed complete with 
ink and sponge. Manufactured and stocked in 
LEGAL SIZE...LETTER SIZE... NOTE SIZE. 
HECTOGRAPHIA HI-TEST Gelatine Refills 
The famous orange and black can with the 
same superb grade of gelatine duplicating com- 
position that has won high consumer acceptance 
for Hectographia Hi-Test for the past fifteen 
years. Manufactured and stocked in | Ib., 2!/ 
lb. and 5 Ib. cans. 

for DOMESTIC and EXPORT trade 

Send for NEW CATALOGUE "O” 


HECTOGRAPHIA CORP. 


Manufacturers 





110 West 17th Street New York 11, N. Y. 
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KARLO 


The 
Ideal Typewriter 
Support 












Sharp eyes, nimble fingers and 
clear brains are essential to con- 

stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 


MODEL No. 1 
METAL 
WITH WooD 
TOP 

i ADJUSTABLE 
FROM 

26 TO 38 
INCHES 


Patent 
“D90848”" 





DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 





MANUFACTURING 
COMPANY 
32 lonia Ave., SW., GRAND RAPIDS, MICH. 








Are Recognized 








> AIR MAIL PAPER 


over 30 years | ts 
/* MANILAS . 


Consistently high quality * MANUSCRIPT COVERS 


...Up-to-the-minute packag- 
-* ONIONSKINS 
ing...a profit-and-prestige 





line you'll sell with pride. _* MIMEOGRAPH PAPERS 


Inquire about our Franchise * ENVELOPES 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 
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Office Workers 
Love the Original 






Plastic Type 
Cleaner 





Because it's the mod— 
ern, efficient, completely 

thorough type cleaner! 

@Easily applied...just a gentle tap 
on the keys and presto...it's clean! 

@Clean...does not stick to'hands... 
odorless...will not soil clothing 
(no liquid to splash) 

@iInexpensive to use...longer lasting! 

@Sold by stationers throughout the 
country...used by business firms 
throughout the world! 

@Ask your stationer...or write 









Suspend-O-Folder 
PERSONAL DESK FILE 


Complete with 
THE SUSPENSION FOLDER 
Letter and OF MANY 
Legal Sizes EXCLUSIVE FEATURES 


Write for Illustrated Price List $4 


eel di radar ta 


fer AN f " 


MANUFACTURER 
48 WEST 247TH ST 
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BACK AGAIN—Better than Ever! 


The New Automatic 
ROTOSPEED DUPLICATOR 





Model "'C”’ 





COMPARE THESE FEATURES 


@ ECONOMICAL—For over 35 years, the least ex- 
pensive method of beautifully reproducing typewrit- 
ing, handwriting, drawings or ruled forms. @ EASY 
TO USE—Automatically feeds post cards or paper 
up to 9x 16in. Automatic roll release. @ FAST—Each 
turn of handle produces a perfect copy. ® SMART 
DESIGN—Chrome and wrinkle enamel finish, all 
metal construction, and long-wearing brass bearings. 


ATTENTION DEALERS—A few profitable territories are still 
open for ROTOSPEED. Write for full information today. 






THE DAYTON TYPEWRITER COMPANY 
516 Wayne Ave. Dayton 10, Ohio 





’ 
























AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 


Coin Wrappers 
Bill Straps 


Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 


Metal Clasp Bags 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


Wrapper Cabinets 








THE C. L. DOWNEY CO. 


— 
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‘“. . . and what profits | 


on that ‘“Y. S." Line!” 
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& EXPORT TRADE 





Carbon Papers and Inked Ribbons 
For All Requirements 
The “Profit Line’’ For Dealers . . . Since 1895 





General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1595 
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NOW YOU CAN GET THEM AGAIN f 


Challenger stencils are well known—used exclusively in many large 
firms. When vou try them, you'll find you get clearer impressions 


and more of them—that they are really better in many ways. 
STOCK DIRECT—ON 


DERCERS: s:sssceagmueee 


You don't have to gamble. We want you to let your best customer 
try them. The results are guaranteed. We'll refund the amount of 


ORDER YOUR INITIAL 


your entire order if you are dissatisfied. Set yourself 


up as the Challenger dealer in your City. 


Challenger Duplicator Ink 
alse and Correction Fluid 
CHALLENGER, 


INC. 
125 WINDER ST. DETROIT 1, MICH. 
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2 Major Advantages 


@ NO TAB BREAKAGE 
m@ NO DISCONNECTED HANGERS 


Louis H. Farber 


31 E. Congress St., WEB. 3217, Chicago 5, Illinois 


CROWN TIP 


TRANSPARENT INDEX TABS 

















4) 3 


EIGHT COLORS 
CLEAR GREEN 
ORANGE AMBER 


LEMON PINK 
BLUE RED 


A Better TAB at a Better Price 


CEL-U-DEX CORPORATION 
1 MAIN STREET BROOKLYN 1, N. Y. 








governmen t 
urplus 


SUBJECT TO PRIOR SALE 


REMINGTON 
LINE-A-TIME 


UNITS 
IN ORIGINAL CARTONS 
12" SIZE SECRETARIAL MODEL—ORIGINAL PRICE $27.50 
OUR PRICE $14.00 EACH LIST 


12'' SIZE—Origina! Price $27.50—OUR PRICE $14.00 EACH LIST 
16" SIZE—Original Price $30.00—OUR PRICE $19.50 EACH LIST 

30" SIZE—Original Price $39.60—OUR PRICE $25.00 EACH LIST 
GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


29-31 EAST 22ND ST. NEW YORK 10, N. Y. 
ORegon 4-6400 








Cash in on Transfer Time! 


) Vy AYFAIR DELUXE TRANSFER CASES 






HEAVY 


GAUGE 
STEEL 
NO. SIZE 
Ask for our catalog—see our 1. Letter size 12x 10, x24 
complete line of office items ie per 15 x 101/ x24 
Card Files Ring Binders a - i. ee 
Cash Boxes Smokers - Invoice x x 
Desk Dr. Inserts Sorting Trays : 4. Check 9x 4x24 
Desks ationery Racks : 3 | 
File Stools Stee! Box Files 5. Voucher 534x 8!/2 x24 
tenes treme, a With or Without Rollers 


Typewriter Tables 
Vertical Files 
Waste Baskets 


Letter Trays 
Personal Files 
Post Binders 


THE MAYFAIR COMPANY 


PROMPT DELIVERY 





315 N. DESPLAINES ST. CHICAGO 6, ILL. 
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TYPEWRITER COVERS 


+ + «© « Gor Those 
Who Demand The 


BEST .. 


* GUARANTEED CRACK-PROOF 
* BEAUTIFULLY PACKAGED 
* FREE IMPRINTING 


* MADE OF U/iseydéde’”* 


IT’S NEW! IT’S DIFFERENT! 


Palm Size When Folded 


TESTED & APPROVED SEEING IS BELIEVING 


Every "“BELLE-VUE" If not already one of 
Cover meets approval BUDLEW'S multitude of 
of “BETTER FABRICS satisfied customers... 
TESTING BUREAU'S WRITE or WIRE for 
standard of QUALITY PRICES & SAMPLE and 
and WORKMANSHIP. convince yourself. 

















Meee pe ghee trade 
mark of a unit of 


Union Carbide and 
Carbon Corp 


MANUFACTURED AND DISTRIBUTED BY 


BUDLEW PRODUCTS CO. Siiccosstines: 


























Arrangements 
For Dealers 





The makers of CLEARTYPE MAPS point 
with pride to 25 years of continuous map 
making.These years of experience have en- 
abled us to present these time-tested maps 
as they are to-day---Blue Ribbon Maps indeed. 


AMERICAN MAP COMPANY INC. 
16 East 42 St New York 17, N.Y 


ORIGINATORS and SOLE MANUFACTURERS 


CLEARTYPE MAPS 


SO eT 
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SOME EXCLUSIVE 
DEALERSHIPS / 


STILL AVAILABLE 
* 


Yncrease your sales with 


INDICATOR 
CARBON 


PATENT APPLIED FOR 


Is Fi: Ws Different ‘ 


e INDICATES END OF LETTER 
e CLEAN TO HANDLE 
e CARBONS REMOVED QUICKLY 


e EVERY OFFICE NEEDS IT 





SALESMEN: 
SOME TERRITORIES OPEN 


ALLEN & COMPANY 


Manufacturers 
CARBON PAPERS INKED RIBBONS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 
























Your customers want it! 






They need it now to 


PREPARE TAX RETURNS 


It sells — and we do mean sells 


for only 1d 


. 

















IT’S THE 


Lightning 


PORTABLE ADDING MACHINE 


cv 









You'll find thet your customers just con't leave it 


w 
Special Ne clone. That's why we're so often told thet the Light- 
DISPLAYS ning “sells itself.” This Desk Model Portable odds 
They're free ond subtracts as easily as dialing a telephone. it's 


the most colorful 


customer - stopping simple to use ond easy te demonstrate. Built to take 


constont use, it's every inch a man's mochine .. . ond 
fully gveranteed for one year. Write for details. and 
life-size coler phote of the Lightning Adding Machine. 


IMMEDIATE DELIVERY 


EPT. 
LIGHTNING ADDING MACHINE CO., INC. 415 
543 So. Spring St., Los Angeles 13, California 
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You'll Reorder KOL Stands 
Again and Again 


Because they sell them- 
selves and because there are 
no bolts or fastenings to 
loosen on KOL Air-Age 
stands. No braces to ob- 
struct! Heavy gauge steel 
tops! Two-inch swivel cast- 





IMMEDIATE 
DELIVERY 


No waiting for 
KOL stands these 
days. Order your 
display models to- 
day and you'll 
agree that KOL 
Air-Age stands are 
the best products 
of their type on 
the market. 


ers with soft rubber wheels! 
Rust-proofed baked enamel 
finishes! All joints are 
brazed, not soldered, to in- 
sure maximum. strength! 
Shipped assembled, two in a 


carton to facilitate handling! 


; 


K OL abs DDistston 


220 S. 10th St., Minneapolis 2, Minn. 














SELL SPONSORS CRACK BOWLING TEAM 
Sid Hatch, president of Sell Corporation, Chicago, 
manufacturers of filing supplies, sponsors the bowling 
team pictured here. The team is captained by Al 
Rabout, vice-president of Beecher, Peck & Lewis, De- 


Be seu corporation 


CRACK DETROIT QUINTET ROLLS FOR SELLS 





troit, Mich. The team bowls regularly in Detroit and 
has distinguished itself as champion of the Vogue 
Classic League, one of the top bowling leagues in 
Detroit. This team came to Chicago recently to par- 
ticipate in the Schalk tournament, attracting star 
bowlers from all over the country, and will soon travel 
to California for another important tournament. 
wie Sei ia 
NEW FIRM IS OPENED AT ROCHESTER, MINN. 


L. F. Beckley recently opened a new firm in this 
industry, Beckley Business Equipment Company, at 
Rochester, Minn. 

Except for the years 1931, 1932 and 1933, Mr. Beckley 
was employed by the Burroughs Adding Machine Com- 
pany from 1923 to late in 1947 as a serviceman, sales- 
man and service manager. He resigned in November 
of last year at Cedar Rapids, Iowa, and returned to 
Rochester to open his new firm. Rochester is familiar 
to him, for he was resident serviceman for Burroughs 
there from 1936 to 1945. He found in the rapidly- 
growing medical center there was need for an inde- 
pendent adding machine serviceman and an outlet for 
used equipment. He has secured the dealer’s franchise 
for the new Clary Speed-o-lectric adding machine in 
the counties of Olmsted, Dodge, Steele, Faribault, 
Mower and Freeborn. He also represents the Old 
Dutch line of inked ribbons and carbon paper in sev- 
eral southern Minnesota counties. 

[aa 

SHIPMAN-WARD ISSUES NEWS-SCOPE LETTER 

Those on the 9,500 mailing list of Shipman-Ward 
Manufacturing Company, Chicago, which has been 
issuing “Ship-Ward News” will now receive in addition 
copies of the monthly publication, ‘“News-Scope,” ac- 
cording to an announcement by Vice-president James 
P. Ward with the first copy. “With the two publica- 
tions, you should be in a position to determine any 
future policies for the expansion and growth of your 
business,” he told those receiving the “News-Scope.” 

The new publication, which is a terse review of pres- 
ent conditions and a forecast of what is to come, will 
enable dealers to keep in close touch with the busi- 
ness world and conditions and know what is ahead in 


1948. 
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BILL HOY NOW WITH M. G. WEST 

Effective the first of the year William C. Hoy left 
the New York City office of Art Metal Construction 
Company to be associated with M. G. West Company, 
San Francisco, Calif., Art Metal distributor for the 
state of California. Mr. Hoy is a filing equipment and 
supply man of unusual ability. After serving as branch 
manager for Amberg File & Index Company in Cleve- 
land and Chicago, he did some special work for C. L. 
Barkley & Company and for a time was connected with 
The General Fireproofing Company. He was with Art 
Metal since the early thirties. He is well qualified for 

whatever responsibility his new connection presents. 
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Frederick Hart & Co., Inc., 
is interested in purchas- 
ing a product or line of 
products of an established 
business in the office equip- 
ment field. Frederick Hart 
& Co. has manufacturing, 
engineering and marketing 
facilities. 


(inp 


1S sociate 


FREDERICK HART & 06., tne. 


837 Main Street 
POUGHKEEPSIE, NEW YORK 


Manufacturers of 
SOUND RECORDING 
Equipment 





SOFT LUSTROUS ELK 


Rich Natural Brown Color 
Finest Hand-Boarded Elk Leather 


ZIPPER CASES, your choice of three sizes 
in life-long welt edge construction. Soft and 
pliable, expands to give plenty of room. 

W rite today for catak 


case line, a wide variety ol 


»g of our complete brief 
styles in many other 
fine quality leathers 





NATIONAL BRIEF CASE 
MANUFACTURING CO. 
512 S Peoria Street, Chicago 7, Illinois 








* 
NATIONAL 
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Y hang my coal | 


When she’s ready for that first day's 
work, man—well, women -are funny 
about inadequate cloakroom facilities. 
And your best secretary won't tell 
you! A penny post card will bring 
you a catalog of Ard’s chrome cos- 
tumers with full specifications, prices 





and accommodations. Drop it in the 
mail today on your way to lunch. 





Above, No. 42C Wall Coat and Hat 
Rack to hang on wall where space is 
limited. 42” and 72” lengths. To the 
left, No. 14CB 8-hook Revolving 
Chrome Costumer with heavy cast iron 
base, gleaming chrome column and 
12” diameter wheel. 


ARD MFG. CO. iwc. 


13 VINE STREET, Box 442, EVANSVILLE 8, IND. 














“FRITZ-CROSS” 


THE GENUINE AND 
BETTER BUILT 


STEEL POSTURE CHAIR 


A coast to coast Fa- 
vorite with Dealers 
and their customers. 


Scientific 
Design 
ee 
Sturdy 
Construction 
2 
Easy 


Adjustment 
Features G 





assure a fast turn- 
over and reorders. 


NO. 350 MODEL 


Deliveries Improving 


THE FRITZ-CROSS co. 


300 E. 4TH ST. . PAUL 1, MINN. 
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REYNE ST ERATE EN. SP 





VAN DYKE'S QUALITY 
2-TUBE FLUORESCENT 


AT A COMPELLING LOW PRICE 







No. 302 5 

2-TUBE $7 A ust 
FLUORESCENT 

15 Watt LESS TUBES 


SPECIFICATIONS MODEL 302 
Height overall 14 "—Shade 5!/2" wide x 24%" deep x 
18" long. Base 9" x 5/2" x 2" high. Shipping weight 
10 Ibs. Three attractive finishes: MOROCCO BROWN, 
OLD ENGLISH, DESK GRAY. Prompt Delivery. 


VAN DYKE INDUSTRIES 


Chicago, Illinois 








21st and Rockwell Sts. 





Masonite Floor Mats 


IMMEDIATE 


DELIVERY! 


COLORS 
MAROON, TAN, GREEN 


MINIMUM ORDER 
OF SIX MATS 


F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNT 
IN LARGE LOTS 


Size 36” x 48” 
Size 48” x 54” 






LIST PRICE $6.00 
LIST PRICE $9.00 





Complete Display of Office Equipment 
for Dealers and Decorators 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD STREET NEW YORK 4, N. Y. 


BOwling Green 9-8231 
FLORIDA REPRESENTATIVE 
H. 1. BLANK, 1412 Southwest 8th St., Miami, Florida 
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LETTER 
BOX FILE 





An Amfile adaptation of the old-time box file. Cov- 
ered with marble paper, orange back. Pull tab at 
back. Suit-case catch. Equipped with index. Packed 


12 to carton. 


Gross lots 

Per Doz. Per Doz. 
No. 890 Letter Size, 16-division A-Z.............. $17.00 $15.50 
No. 891 Letter Size, 31-division 1-31.............. 19.50 18.75 
No. 892 Cap Size, 16-division A-Z Sntcccons, Spa 19.00 

No. 893 Letter Size, double thick (Jumbo) 

TEU GOES ciavcuhtntat iggaee ninicnimcanciecas denis 25.50 24.50 

No. 899. Similar to No. 890 but made of steel............. $2.70 each 


Higher west of Rockies and Canada 


OrpER Topay. Send for Amfile Catalog showing 
complete line of filing specialties. 





AMBERG FILE & INDEX CO. 
1608 Duane Boulevard e@ Kankakee, Ill. 








A TRIUMPH 
IN MODERN 
DESIGN 


GOOD TO 
LOOK AT! 





It sparkles in four fresh modern color combinations: 
Gray and clear transparent plastic. 
Gray and clear green plastic. 
Gray and bright red plastic. 
Gray and clouded green translucent plastic. 


IT IS EASY TO USE: 


Positive Point-Stop, precision ground Cutters, ac- 
curately cut smooth operating gears and Easy-grip 
Handle. Simple to adjust for mounting on horizon- 
tal or vertical surfaces. 





Rite-Rite Mfg. Co. Downers Grove, Il. 
Subsidiary Joseph Dixon Crucible Co., Jersey City, N. J. 


—” 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 

Gold engraved watches were presented to 22 em- 
ployees of Curtis 1000, Inc., 1000 University Ave., who | 
have been with the firm 25 years or longer. The pre- 
sentations were made at the company’s Christmas 
party in the Commodore Hotel. Heading the list in 
length of service was G. E. Wheeler, vice-president and 
western division manager, 47 years. Next in line were 
G. W. Trapp, department manager, 39 years; H. H. 
Cowie, president, and T. L. Hansen, secretary-treas- 
urer, each 32 years; P. F. Trapp, superintendent, and 
Elizabeth Preiner, each 29 years; F. G. Kongsvik, mer- 
chandising manager; T. C. Pryor, Fred Adler and Ar- 
thur Budke, each 28 years; J. B. Howard, vice-presi- 
dent and general sales manager; C. O. Castledine, L. J. 
Marsh, Louise Haungs and John Achterling, each 27 
years; Edward Crepeau and Stasia Johnston, each 26 
years, and C. E. Porter, national specialty sales man- 
ager; Joseph Guion, Lester Hartwick and John Drost, 
each 25 years, and E. W. Budke, retired credit man- 
ager. 


* * * 


Keep your eyes on the Japs-Olson retail store. They 
have moved into their new store which is still in the 
Chamber of Commerce building, but on the Fourth 
St. side. Details to follow. 

* x * 

Jack Guntrum starts the New Year off with the 
Eaton Paper Corporation. Best of luck, Jack. 

* 7 * 

Just received a card from Larry Ackert from his 
Garden of Paradise. He is a short distance from Los 


Angtles and Pasadena, Calif. His address is 1024 
Doreen Ave., Temple City, Calif. 
* col * 
Construction has started on Miller-Davis’ remodel- 


ing. The plans are drawn to specification of a beauti- 
ful new store of all modern store equipment available. 
* = - 
Ed M. Hansen is back on his regular routine job. 
Where there’s activity, you find Ed. 
* a * 
Yours truly will become an “X” correspondent on 
your news items. My successor, Al J. Nordstrom, will 
carry on from here. Please send him all your news 


items. 
——?— ---— 


NEWS NOTES FROM NSA DISTRICT NO. 5 





Bill Wintrich, Correspondent 





Ray Tuting of Blade Printing and Paper Company, 
Toledo, Ohio, is seriously ill and confined to Mercy 
Hospital, Toledo. He has undergone a serious opera- 
tion and recuperating very slowly. Ray would be glad 
to hear from all the boys with a word or two of cheer. 





* * * 


Mr. and Mrs. A. C. Burton, Associated Stationers, are 
parents of a baby girl, Barbara Lea, born November 2. 
They live in Berea, Ohio. 

* * * 

Herb Murdock, Miles Fox Company, Detroit, Mich.., 
is vacationing at 134 Albatross Pl., Sunset El Cajon, 
Calif. He will be there for several months and would 
appreciate hearing from his traveling friends. 


—?—— —— 


SHAW-WALKER APPOINTS REPRESENTATIVE 


The Shaw-Walker Company has announced the ap- 
pointment of Office Outfitters, Inc., 318-320 KP Build- 
ing, Sixth Ave. at Locust, Des Moines, Iowa, as ex- 
clusive representatives in the Des Moines area of the 
complete line of Shaw-Walker steel business furniture, 
filing and record production equipment. Members of 
the Des Moines firm are Joe O. Popple, Kyle E. Collins 
and Ralph N. Stutsman.—AL 
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MORE THAN 1000 SALES- 
OUTLETS ARE RELYING ON 


FOR 
% FAST SALES 
¥* MAXIMUM 
PROTECTION 
AND 
* SATISFIED 
USERS 
IN THE 
Check Writer 
Field 


pln per 


4 unexcelled checkwriters embodying 
the tatest a in Far 
t serviceability, and check p ion; the t 
Sutton instant “K" Safeguard, the Instant “H"™ Ma- 
roon, the Instant Voucher, the Safeguard International 
supplemented by the Mini-Mailer portable addressing 
and endorsing machine. 


SAFEGUARD CORP. 


LANSDALE, PA,, U.S. A. 


SAFEGUARD INTERNATIONAL, OVERSEAS DISTRIBUTOR 
3312 LANCASTER AVE... PHILA., 4, PA. 



























st ill means GOLD 
to STATIONERS 


Roberts Model 49 represents to the 
numbering industry, the hardiness 
of the original Forty Niners. Light 
weight, precision made, this model 
has ben the most sought after num- 
bering machine of the century. 











3 movements self inking 
guaranteed 


$12.00 


Immediate Delivery 


ROBERTS 
MODEL 49 


ROBERTS 


NUMBERING MACHINE CO. 


700 JAMAICA AVE. 
BROOKLYN 8. N. Y 
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“GRAPHIC 
GELATINE 
ROLLS 


for 
DOMESTIC 
and 
EXPORT 
Trade 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK 13, N. Y. 











RITE-LINE 


Reg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $4R75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 


Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 
Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7, N. Y. @ 407 So. Dearborn St., Chicago S, tit. 

















@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No Size No. Size¢ 
200 6%4"x11” 205 9” x1l5%" 
203 Oo" = 206 9” ait 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and tatest price list 





WooDALL [NDUSTRIES [NGC. 
2035 So. Calumet Ave. ° 
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Chicago 16, Ill. 


TYPEWRITERS 
ALL MAKE §S 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL‘ TYPEWRITER PARTS 
“FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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LIP-TIPPER 


Patent Pending Trade Mark Registered 


THE PENCIL POINTER 





ZIP-TIPPER, the pencil pointer, does a perfect job of point- 
ing the lead. It is clean, fast, and convenient. 


For a round point, draw the pencil toward you, rotating it 
a complete revolution. For a chisel point the pencil is not 
rotated and is held more vertically. 
The abrasive used in making Zip-Tippers is of the highest 
quality, and it will last a long time. 


Sells for 25¢ each 
Comes 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
Telephone—RANdolph 3341 











Another Source of Income 


For 


Printers - Dealers - Stationers 


NE-TIME CARBON INTERLEAVED FORMS 

















Your customers will be delighted to have Snapeasy 
one-time carbon interleaved forms CUSTOM MADE 
to suit their needs! With Snapeasy, they can save time, 
eliminate errors, simplify systems! At no extra cost 
our form efficiency experts will analyze your customers 
business forms and design one-time carbon interleaved 
forms that will effect great savings in their office 


routines. 
















T 
EFFICIEN 
° omicaAl 








We do the work! 
You make the money! 


Write Dept. A-3 


The ARTHUR J. GAVRIN PRESS, Inc. 


50 WEBSTER AVENUE e NEW ROCHELLE NY 
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SWITCH TO THE LABEL THAT STICKS BY ITSELF 
No need to secure Kum-Kleens with tape. They never 
curl off, stay stuck to any smooth surface, are marked 
and applied (without moistening) in % the time. 

9 out of 10 who try them switch to Kum-Kleens. 
Clip coupon today for free samples. 








SELF-ADHESIVE LABELS 
AVERY ADHESIVE LABEL Corp. 
| 36 West Union Street, Dept. OA-2 
Pasadena 1, California 
i Gentlemen: 
Please send me free samples of Kum-Kleen Price 
i Labels by return mail. 

















| Name Title 
| Firm 
Street 
City Zone State 
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DATERS * NUMBERERS 


Your dater business should be our business! 
Do you realize how well made and how com- 
plete is our line of Daters, Numberers, Stamp 
Pads and Office Printing Outfits . . . a tradi- 
tional favorite in the industry! 


Write for Catalogue 








VuvVrVY 


Ts SPECIALTY CO. 


FACTORY AND SHOWROOM 
82 Fulton Street, Elizabeth 1, N. J. 
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: Always Sch 


SIGNALS 
and 


MAPTACKS 


CAMBRIDGE 


GEORGE B. GRAFF CO. 40, MASS. 














Used for 
FILE FOLDERS 
UTILITY LABELS 
ADDRESSING 
MAILING LISTS 
& MANY OTHER 
PURPOSES. 





olde 

















Colau . 

ATTRACTIVELY PACKED “ 
IN REROLL DISPENSING WHITE * BUFF 
BOX AND DISPLAY CARTON ORANGE 
12 ROLLS OF ONE agen TO CARTON Siar. rat 

& *. 

FOR INFORMATION! 

WRITE FO CANARY 
Meuts c 7 








ORIGINATORS OF 


Homogenized. Inka. 


CANODE TAKES, - 
ANOTHER STEP 
FORWARD 
® 

NO OIL 
SEPARATION | 
HIGHESTQUALITY | 5 


FOR 45 YEARS THE 
LEADERS IN THE | 
















MANUFACTURE 
OF DUPLICATING eee 
oy eer 


® 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES C0., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 








2-SECOND 
REMOVABILITY 





Silt Son 


Typewriter Base 


e One moment the typewriter is securely fastened 
to the desk—2 seconds later it’s off the desk and 
available for use elsewhere in the office . . . without 
ever touching a screw! That’s the new miracle of 
“Silent Sentry”—the typewriter base that doubles 
the usefulness of every machine. 


e That’s not all “Silent Sentry” Typewriter Base 
does for your customers. Its special “cut-out” 
center permits cleaning and repairing inside the 
typewriter without removing the base. Double- 
thick felt pads deaden typing noise. Unique cross- 
bar allows adjusting of typewriter’s position on 
desk. And many other exclusive features! Write 
today for descriptive literature and prices. 


BUSINESS MACHINE PRODUCTS, Inc 


96 Liberty St., New York 6, N. Y. 
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PACIFIC NORTHWEST NOTES ; aves ee 








if 
C. M. Litteljohn, Correspondent | 





H. S. Robinson, president of the Diamond Stores of 
Seattle, Wash., and vicinity, retailing a heavy volume 
of stationery and school supplies through eleven out- EB -_ 
lets in that area, received birthday honors from his ATON’S 
large staff. With “Happy Birthday to the Boss” well- 
lettered on the large birthday cake, they tendered him 





an enjoyable party. CORRASABLE BOND 
*” x * i 
Mrs. Rose Hinman, formerly office manager for the | . .  « magic to use 
Architects & Engineers Supply Company of Seattle, | : : 
has resigned her position as office manager of Wash- | . . . sells like magic 





ington State College at Pullman. She and her hus- 
band are expecting to purchase a hotel property for 


operation after taking an extended vacation. | Eaton's Corrasable Bond is the 
oo: ee | secretary's best friend; a pencil 
Representing a new outlet for stationery and school | eraser removes typing errors with- 
supplies as well as books and gifts. The Book Nook | out smudge or smear! 
was recently opened in State St., Oswego, Ore., by Mrs. | 
Helen Mathews. 
Se. C18 | ~eATONys 
E. Lyle Goss of the University Book Store of Seattle | jrereynrren, 
has become a new Chamber of Commerce member. | Cop oe se 
~ * * 1 : 
Capitalized at $50,000 the Dando Equipment, Inc., of a : 
Fourth Ave., Seattle, dealers in office furniture and | EATON PAPER CORPORATION 
accessories, was recently incorporated for the buying | Pittsfield. Massachusetts 


and selling of furniture as well as manufacturing. | 
W. M. Dando is named as incorporator. | 
om + ” * 

The Stationers, Inc., of 926 Pacific Ave. and 925 ! 
Commerce St., Tacoma, Wash., welcomed into Tacoma | 
shortly after arrival of the New Year the first baby | 
and regaled the infant with stationery and other gifts. | 


* * * 


A number of executives in the Seattle office and 
business equipment field have recently joined the 
ranks of the Seattle Chamber of Commerce. Among 
the newcomers are H. E. Dunlap, branch manager in 
Seattle of the Monroe Calculating Machine Company, 
Inc.; W. H. Burt, the owner of William H. Burt (type- 
writers and office machines), and Forrest S. Balyeat, 
manager of the Friden Calculating Machine Agency. 


* * * 

The Acme Stamp & Printing Company of Spokane, 
Wash., plans large expansion in the near future, hav- 
ing amended its incorporation setup and increased 
capitalization to $25,000. 

* 


Fine papers for business and social use 




















= 
= 
ie] 


* * ~ 


Handling general lines of stationery, school supplies 
and greeting cards, a spacious new basement addition 
has been opened by the J. E. Weitzel Department Store 
of Ashland, Ore. 


7 


* * * 


New partners in a new stationery enterprise are 
Irwin Nordan and Doris Winter, who have together 
launched the D. and I. Office Supply. Lois Tvodt has 
been appointed manager of the new store set up in 
space at 1828 Broadway, Seattle, and stocked with 
many commercial stationery lines, along with desks, 
office furniture and office supplies. 


7 * * 
George Westerland, president of the Seattle chapter Bae HIAMOR 
of the National Office Management Association, com- Like the WORLD FAMOUS KOH-I-NOOR DIAMON 
posed of leading office managers and buyers of sta- KOH-I-NOOR PRODUCTS have long been tan 


tionery throughout the country, has recently received 
word of a first place honor received by his chapter. 5 : 
Its booklet “Business Education—The Door to the New pencil performance will be found 
Frontier,” has won first-place award from the national 
council for its “outstanding contribution in the field 
of education during 1947.” Send for your copy of our catalog 


The Surplus Office panitine-tonn been set up at 218 KOH: |- NOOR PENCIL COMPANY, INC. 


James St., Seattle, and stocked with considerable Gov- BLOOMSBURY, N. J. 
ernment surplus merchandise in the office supply field. 


their outstanding qualities. Whatever 
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IT'S EASY TO USE! 


Likes 
doll ii@agiel” 
FLUID 





Autocopy Correction Fluid, like all 
Autocopy products, is compounded of 
highest quality ingredients, skillfully 
blended for best results. Here is a 
correction fluid that is easy to use and 
one which can be ‘ves upon to 
give complete satisfaction always. 


AUTOCOPY, INC. 


462 W. Superior St. 18 W. 18th St. 
Chicago 10, Ill. New York, New York 








IN MAPTACKS 


MOORE METLHEDS 


TRULY, THE MOST COMPLETE LINE AVAILABLE 








All sizes, shapes and colors. 
Plain, numbered, lettered and 
special markings. Over 3,000 
different combinations. 


Se Sturdily made with sharp 
& steel points. Firmly anchored 


Use Moore Marking heads. Nationally advertised. 
Tacks for price a 
boards, bin markers, Map companies sell the Moore 


counter and window line—EXCLUSIVELY. 
displays. r 


Makers of famous Moore Push-Pins and Pushless Picture Hangers 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





L. A. Sandin, operating a stationery and office sup- 
plies firm at Richmond, Va., continues to be a “one 
man” business inasmuch as he does most of the 
ordering and selling. He is generally loaded up with 
good saleable stock and knows where to secure the 
goods. Last year, he marked up the best profit of any 
year since he had been in business. 

*” * a 

W. J. Livolsi, a Frenchman, has taken over the place 
vacated by the resignation of Maurice Langhorne for 
the selling job in Remington Rand noiseless type- 
writers at Richmond. Now, Mr. Langhorne will remain 
close to home while his successor will do most of the 
traveling. Mr. Livolsi came from the Stamford, Conn., 
branch factory of Remington Rand, Inc. 

7 7 7 

L. W. Lipford, dealer at Richmond and for many 
years connected with the sales force of Remington 
Rand, Inc., continues to do a nice business for him- 
self known as Lipford’s, 417 W. Broad St. 

+ * + 

Governor Tuck of Virginia recently announced the 
appointment of Col. Carl M. Botz of Petersburg, Va., 
to his staff. Col. Botz is president of the T. S. Beck- 
with Company of Petersburg, associated with Stanley 
Beckwith in this well-known stationery firm. 

* ” * 

A surprise to his friends was the resignation of 
Richard T. Hess, manager of the Virginia offices of 
the Underwood Corporation at Richmond. He has left 
the typewriter and adding machine business, forming 
a new enterprise at Waynesboro, Pa., known as the 
Hess Company, manufacturers of aluminum storm 
sash. He had been located at Richmond for the past 
eleven years. 

H. W. Stewart, associated with Underwood for more 
than 25 years, has been appointed to the position. The 
former ground floor premises of Underwood in the 
Allison Building have been given up in favor of an 
upstairs location in the same building. 

* + * 

The seventy-fifth anniversary competition among 
direct salesmen of Remington-Rand, Inc., promises to 
develop some hot competition throughout 1948, giving 
the full time salesmen an opportunity for handsome 
prizes and increased commissions. 

—<—>_-e- 


GUNLOCKE APPOINTS RUSSELL W. GOSS 


W. H. Gunlocke Chair Company, Wayland, N. Y., 
recently announced the appointment of Russell W. 
Goss as district sales representative covering the 
greater part of New York State and Pennsylvania, out- 
side the metropolitan areas. Mr. Goss is well ac- 
quainted with the New York State dealers through his 
previous association with The Carter’s Ink Company. 
He gained valuable experience in retail office furni- 
ture through his association with the Standard Busi- 
ness Machines Company of Auburn, N. Y. Mr. Goss 
was to commence work on February 2 following six 
weeks’ training at Gunlocke headquarters. 

=cipsdigplaniitacaiy in 
ORGANIZE KEITH FIRM AT CINCINNATI 

Returning from the service, Mr. Keith has estab- 
lished his own business in Cincinnati, Ohio, under the 
name of Keith & Company, and has selected Old 
Town's line of ribbons and carbons for distribution. 
The firm is located in the Duttenhoefer Building. 

eee 
NEW YORK FIRM CHANGES ITS NAME 

Announcement was made January 1 of a change in 
name of Business Machine Service Company, Inc., 96 
Liberty St., New York 6, N. Y., to Business Machines, 


Inc. 
The officers and personnel remain the same. 





OFFICE APPLIANCES, February, 1948 














SE 





Ly 
n 
l- 


ag 
to 
ng 
ne 


b- 
he 
yd 
yn. 


in 


es, 


48 











SAVES MONEY 
2iWAYS 


See how Nev-R-Kurl users 
profit by these two distinct 
advantages over ordinary 
carbon papers 







Nev-R-Kurl produces up 

1 to 50% more clean, sharp 
copies per sheet. 

9 Nev-R-Kurl is plastic 
backed. Much easier to 
handle, so it saves typists’ 
time, permits her to get 
work out faster. 


Cost-minded office managers appreciate these 
Nev-R-Kurl benefits. It's a fact easily proved 
by the steadily 
in successfully 


increasing use of Nev-R-Kurl 
places 


run business 


PROCESS CO., INC. 
192 MILL ST., ROCHESTER 4, N.Y 
. TYPEWRITER 


ee } f i ' CLEAR ~PRINT 
CARBON PAPER RIBBON 


WOOD STAMP PADS 

















SPEAKS FOR ITSELF! 


THE WRENN SHOWBLOTT MmQUULa mel 





SELLS DESK BLOTTERS THE EASY WAY 


IN THREE SIMPLE STEPS 
1—Place the modernistic Wrenn Showblott on your 
counter. 


2—Watch customers pause, examine its stock of 
250 Wrenn Mosaic or Basket Weave Desk Blot- 
ters in any of five of their 12 available colors 
and white. 


3—tTake orders for Wrenn Desk Blotters—with vir- 
tually no selling effort on your part. 


Ask for our folder describing The 
Wrenn Showblott in detail. 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OH! O 
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New ALL-OVER FELTED BASE 
— DESK LAMP 


i 1 i k y’ Super Secretary 










No. $01 SUPER SELLING FEATURES : 


*% Felt covers every part of base 
% Embossed metal base 

for instant cleaning 
% Sagless flexible arm 

is super serviceable 


% Rich auto-body baked ename! 
bronze finish 

‘te Super Secretary is individually 
packed and easy 
to merchandise 


PRICES ON REQUEST 


MARKS MANUPACTURING COMPANY 


700 N. Carpenter Street ¢ Chicago 22, Illinois 





‘GLE POST BINDERS 


Sect'l and solid post 
styles. Endlock, toplock 
and slotted lock mechan- 













isms. All popular grades 
and sizes. 


SLOTTED LOCK 
POST BINDER 






STORAGE 
POST BINDER 

SECTIONAL 
POST BINDER 


Write today for catalog 
of our complete line. 








CEmERa, OFFICES 


tact RIVER, MASSACHUSETTS 








i - » 
| tedorn Factory ond Equipment - 18 here Site - 3 Acres of Foo Space 
| 


NEW YORK—200 FIFTH AVE BOSTON—1I0 HIGH ST 
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No. 900 SUEDE Circular — the 
typists’ favorite soft gray eraser. 


No. 9000 SUEDE WHISK — the Suede 
eraser with new style brush. 








No. 120 SUEDE —all purpose eraser 
for ink and “stubborn” pencil marks; 
bias beveled for details; broad flat 
surfaces for cleaning. 












WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 


















WORLD’S QUALITY STANDARD 











nara maiepremmntten vile 





Oh cue astng HAIGHT 


in trying our best to satisfy the heavy demand for our 
products. Every effort is being made to ship as rapidly as 
the maintenance of "PEERLESS" quality will permit. 


PEERLESS STEEL EQUIPMENT C0. 


UNRUH AND HASBROOK STS. PHILADELPHIA 11, 











ES ete 
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the mark of quality 


DOPP-BILT ot ae 


Cowie 













f 


A name that means the best in leather 
goods; brief cases, zipper envelopes, 
ring binders, catalog cases and brief 
bags made of highest quality leather. 


Nationally advertised. 





= 


CHARLES DOPPELT & CO. 


2024 S. WABASH AVE. CHICAGO 16, ILL. 





Visit us in Room 434, Hotel Morrison at 
the National Luggage & Leather Goods 
Show, Feb. 15 to 20. 





seca 








An Executive Posture Chair with 
Soft Molded Foam Rubber Seat over Springs 


. . . Foam Rubber, Form Fitting Pivotal Back 


DESIGNED FOR THE FORGOTTEN MAN IN 
THE OFFICE... the General Office Executive 


. laylor 


This chair is built for active desk workers. The arms are all wood and 
are short to permit pulling up close to desk. It assures all-day comfort 
for the “forgotten man” who spends all day at his desk. 
Pivotal back has foam rubber cushioning. Seat cushioning 
is molded foam rubber over springs. 









NOEOD ne r ‘ > : . 
oO ‘The Taylor line is complete. Full line of other Taylor 
°Te Comfortable-Posture Chairs for every office duty. Other 
aylor lines in full range of models and pricing in All Wood Bank P 
. + . F : Tr No. 48351, 
of England and Commercial Flat Back. Also Turned Leg 
CHAIRS and Modern Chairs. Upholstered Models. 





9% ce) 
& \) 
Forp, o* 





Special finishes to match any new desk 








~- — 





a eee o tee. Wee Me come =| a FATEOR CHAIR COMPAS 
proposition—a few choice territories not | : 
pe OY | Bedford, Ohio ate 
Please send dealer proposition and open territory. 
Name 
The‘Taylor ChairCompany (iui 
BEDFORD, OHIO, U.S.A FOUNDED 1816 City State 
| By Position 
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"A 
THE 


POSTAL CLERK FOR LIFE’’ 


MITE = 





ONE POUND POSTAL SCALE 


SENSITIVE -« 


ACCURATE - 


SEE YOUR JOBBER OR WRITE 


DEPENDABLE 


pr on 50 RETAIL 
$2.75 WEST COAST 











EXPORTERS NOTE — 
INQUIRE ABOUT THE 9 OZ.-250 GRAM SCALE 


DESIGNED FOR FOREIGN TRADE. 








B-T COMPANY, INC. 


277 E. ERIE STREET 


MILWAUKEE 2, WISCONSIN 




















Advertised in Business 
Week, Time, Saturday 
Evening Post... sold 
by office supply dealers 
from coast to coast... 
used by hundreds of 
leading American firms, 
the new, improved 1948 
model ROTO-SHEAR 
will bring you quick sales and 
profits and pave the way for other 
sales. 

A precision machine, built of the 
finest materials, recently improved 
to make machine fool-proof, easier 
and simple to operate, the ROTO- 
SHEAR opens mail faster, better, 
safer. Its razor-sharp, self-sharpen 
ing blade cuts off just enough of 





FASTER, BETTER 


the envelope to expose but not 
damage contents. Opens envelopes 
on one, two or three sides. Less 
fatigue for operators 

Make more friends, customers, sales 
and profits with ROTO-SHEAR. 
Write or wire for further informa- 
tion and dealer proposition. 


LIST PRICE $34.95 f.o.b. Dallas 


ROTO-SHEAR CO., Ltd. 4503 trovis si. dalios, texos 





———_—__- 


6 PASTEL 
COLORS 


BUFF 
GREEN 
PINK 
CANARY 
BLUE 
WHITE 


ee ee A: 
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WARSHAW 
COLORED LABELS 


These labels of many uses find favor when- 
ever and wherever offered for sale and they 
are profitable too. 

Dealers featuring WARSHAW filing sup- 
plies find a ready acceptance by their cus- 
tomers because all WARSHAW products 
run uniform in quality. 

Having established an enviable reputa- 
tion for making deliveries despite short- 
ages, dealers have learned to depend on 
WARSHAW to supply their demands. 


THE WARSHAW MBFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 


INDEX CARDS 
MENDING TAPE 


GUIDES 
PROTEX STICKONS 


GUIDES 
MAILING 


FOLDERS 
GUMMED INDEX TABS 





DON’T PASS UP THAT ORDER 


+ + + + + H 


We make them all... 


BANK PASSBOOKS 
POCKET CHECK CASES 
3-ON CHECK BINDERS 
CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 
WEN @ alin | Oh SE (CM -1010) 65 
THUMB - CUT PASSBOOK ENVELOPES 
TRADE ONLY 


for thre 


ATIONAL PASSBOOK & SUPPLY CO. 


112 Hamilton Avenue 








Cleveland 14, Ohio 
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NATIONAL OrFice MANAGEMENT ASSOCIATION 
29th INTERNATIONAL CONFERENCE 


AND 


ANNUAL OFFICE EQUIPMENT EXPOSITION 


KIEL AUDITORIUM 
ST. LOUIS— MISSOURI 
MAY 23, 24, 25, 26, 1948 


A. C. Spangler, National Office Management Association 
12 East Chelten Avenue 
Philadelphia 44, Pa. 


WRITE — 

















PASTING A 


cREG.U.S RUBBER PAT. OFF 


onl MAKES 
BES GEST 





z A profitable and na- = 


tionally advertised 


line. Clean and : 
speedy. Stocked by == 
leading distributors = 


everywhere 


DEALERS! Write for a= 
— and Distributors’ == 


= “SELL THE BEST!’ 


UNION RUBBER & ASBESTOS CO. 
Trenton, N. J. 











The Last 
Word in 
_ Desk Files 


FILO 

















Accommo dates 
ho * rgest telephone 
books and the ae 

* folders. This file will i 
| teres t you. Ge saeaiiins 
] today. List $7.9 
PAT. APPLD. FOR Proper discounts. Mini- 
Finger tip adjustment. No screws. shipment 3 file 


No rods. Efficient. Alttr seston 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Calif. 
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POCKET SEAL 
@ Fastest selling seal on the 
market! — priced to return 
you a fine profit against any 
competition. Display it and 
you will sell it. A base attach- 
ment converts it to a desk seal. 
For Sale by Leading Stationery 
and Marking Device Dealers 
Everywhere 
.. 













“MEYER « WENTHE 1c 


ESTABLISHED 1854 
30 SOUTH JEFFERSON STREET, CHICAGO 6 
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— {PREFERRED BY 
= STENOGRAPHERS 


More than 4500 dealers will tell 
you that Clarotype is the one type 
cleaner which repeats consistently 
and makes worth while profits. 









The Clarotype Company, Inc. 
261-B Broadway, New York 7, N. Y. 


CLAR. oF D 4-4 - 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





Credits—Collections 


Prevent Losses Get Money 


How to keep closer control of Credits and Collections.-— 
Speeds up Collections—Better Credit Authorization.—All 
facts at a glance at fingertips—ten Handifax show 200 items. 
Color Signals. 


Ask for FREE Samples and information. 


H A N ) | FAX Ross-Gould Co. 
313 North 10th Street 


VISIBLE RECORDS St. Louis 











Manne 
IAAI MAMAS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markileo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A 


WRITE FOR LATEST CATALOG 


Chicago Cath Register Parts Ca. 


2810 W.-ADDISON ST CHICAGO 18, ILL 
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MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc, Sitter cin 

















“ea 


DAYTON STENCIL 
WORKS CO. otis" 


FOLDING CHAIRS 


MANY STYLES—ALSO 
NON-FOLDING CHAIRS 


TABLET ARMCHAIRS 
—FOLDING TABLES 













Immediate Shipment 
from N. Y. Stock or 
Factory 


Don’t Turn Down Chair 
Inquiries! 


All styles—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPANY 


DEPT. 15-1 1140 BROADWAY 
Near 26th St. MUrrayhill 3-1385 N. Y. 1, N. Y. 














IMMEDIATE DELIVERY 
POSTBINDERS 


First grade blue canvas . . . Black imitation leather corners . . . 
Metal hinge. Also full black imitation leather. 
SIZE 9144" x 11%" LIST $3.50 EACH 
all other sizes also carried in stock 


RING BINDERS 


Finest quality black flexible imitation leather with 3 rings. 
SIZE 11” x 8144” 1” capacity LIST $2.30 EACH 
all capacities and sizes also carried in stock 


SPECIAL BINDERS 


We offer very prompt delivery on all special manufactures. | 
USUAL DEALER DISCOUNTS 


CONSOLIDATED LOOSE LEAF INC. 


"Manufacturers to the Trade" 











536 PEARL ST., NEW YORK 7, N. Y. COrtiandt 7-9688 | 
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DEALERS 
WANTED 


100 Genuine Engraved 
Wedding Invitations 
$9.95 
100 Calling Cards $1.65 
(less discount) 








Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 























ALL METAL SMOKERS 


with the exclusive patented dispensing feature 














LITTLE 
BLACK 


NO SMOKE + NO ASH + NO ODOR KNOB 

: THAT 

Reduces Fire Hazard DOES 

Truly an air ‘‘conditioner’’ . the magic button that THE 

cpens the trap door, dropping everything into the bowl 408 
. . then automatically closing. Ideal for offices, 
lounges, waiting rooms, rest rooms, display rooms, 

restaurants, stores—anywhere people smoke! 


Write for folder showing THE HOLLYWOOD 
our complete line. NO. 50 SHOWN 
DISTRIBUTORSHIP AVAILABLE 





666 LAKE 


SHORE ORIVE 


CHICAGO 11. ILLINOIS 











Z iy 
ee atc 


- Sell l Elastiohuch 


ollet that cushions lead and prevents slippage 
or breakage Roll stop keeps pencil ie mm re oll ing. reap i chuck in hard 

ened steel prevents damage when sharpening leads on file or idpaper. 
Indexed tip identifies lead in neil, All standard le sain usable in “El ASTI- 
CHUCK pencil List $1.25 im single end—$1.75 ea., double end Reg. 
trade discount. A guaranteed pencil. 


SOLD BY LEADING JOBBERS 


WINSLOW PRODUCT ENGINEERING CORP. 


614 S. MAPLE AVE. a LOS ANGELES 14, CALIF. 


THAT WON'T 
BREAK LEADS 


Lead is gripped by rubber c 


WE ARE STILL 
SERVING YOUR NEEDS DESPITE 
THE STEEL SHORTAGE. 


Your PATIENCE 
IS APPRECIATED. 


WOLCOTT STEEL PRODUCTS, INC. 


739 EAST NEW YORK AVE. «© BROOKLYN 3, NEW YORK 





S ELL 
Spring Keys 


UNIQUE DIFFERENT 


for typewriters, bookkeeping 
and billing machines 





Stenographers are astonished and de- 
lighted with the soft cushioning 
effect, and easy action which MASTER SPEED KEYS provide 


when installed on their typewriters. 





Write for full information. 


SPEED KEY CORPORATION 


340 COLUMBUS PLACE BROOKLYN 33, 


FELDCO Loose Leaf CORP. 


1505-11 W. LELAND AVE. CHICAGO 40, ILLINOIS 





_~wewTeoroyryrerleermYeyFeYreyv-rvryryryrvyvrvw™ 
a a eS 














MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 


* 
Request sample and 
full details on your 
settermens 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 





Merete wren 
New YORE CITY 





























ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Uend for Folder 
and prices. 





Manufactured by 


I. D. COTTERMAN 


CHICAGO 40 





4535 N. Ravenswood Ave. 
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No. 1900 Sofa 





BRI¢ . | | LEATHER 
FURNITURE 
BRIGHT creations give a wealth of charm and distinction 
to every business establishment. They enable an executive 
to express his own individuality in his daily surroundings. 
Rich, luxurious, comfortable and durable. all BRIGHT 
numbers are within the reach of the buyer’s purse. 
Though the material situation remains somewhat unre- 
liable, we are now able to resume some of the services 
you used to find so convenient and profitable in your 


operations. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK 12, N. Y. 





No. 28 RC 





pratelerelerarelsieiscernieceteceratelereececeiecetelerelerecelecetelereceieteelereiececelerelecerelece:slecececerere.arecece eS ie .6c8 5 0.ecece.sie.c se. ole. ele. e024 


In Big. Demand and Going Strong 
A SURE WINNER! — 

THE st ous 
CHAMP — 


ALUMINUM 


DISTINCTIVE 4% RADIUS 
STREAMLINED CORNERS 


Here is the Letter Tray that you will be proud 
to show your customers. Precision made by ex — 
. « , SATIN Sw TH 
pert craftsmen, the delicate streamlining and COMERS POR 































































































































smoothness has instant Eye Appeal. Eliminates GUARANTEED SAFETY " 3 Pg 
from the desk the bulky and cumbersome aj eee } C7 ' 
pearance of other Letter Trays. - Ps ji} § 
Although this Aluminum Tray weighs onl) met aniniron nile 5 Hl; 
14 ounces nevertheless it is both as strong and FUMBLING FOR PAPERS bs 
rigid as steel. The hard baked finish will not ela o 
chip or scrape off, and the pleasing colors will he ; li| a 
harmonize with all types of office furniture. Trays ponent ems itl ee 
may also be ordered in the Natural Satin Finished DESK OR TABLE ‘fr i 
Aluminum. ~*~ 
Everyone follows the Champ and everyone will ee ae - il 
want this new Tray. When the bell rings make [esac = ——SSCFIVE Fmusnes 
sure you are there to answer it. THERS MAHOGANY -— WALNUT -— GREEN 











P ° ° GRAY- SATIN FINISHED ALUMINUM 
Write today for illustrated circulars and 


complete information on dealers prices AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 









7; 
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for better 
DRAWING 
PAINTING 
WRITING 


>» 
+. 


~ a 


*¥ 


Famous for Quality 


ib ca) 


12 Assorted 


Colors 





apres 


Bi 0 RK 


in a Smart Box 





retailing 
at 


$7.00 


thello 


PAINT BOX in pencil form! Intense, brilliant hues 
in matchless lead, so smooth, so uniform, so 
STRONG! For artists, art teachers, grade scholars 
... for charts, graphs and signalling in busy office 
set-ups. Incomparable value and economy! 


rr Pencil Co.Inc. 


Q9ULO ®W 


Oy! 
Ek es OF TO OED 


SPUD 


IOTIQUIO ® 
OTT 


23 OTLIUIO MA « 


2 OTTOAOUTO W 77227" 
PRS VON OUIO Bre ees 


Ss 
<> —~ 


OITIUTO mM” 


+. 


<< 


Ky See 


“an 
he 
ve 
. 
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TRIAL OFFER on Blackbourn Systems 


T . BLACKBOURN'S will select and ship you only ONE EACH of 25 of their BEST selling Records for 

his § your approval—if upon arrival and inspection you don't honestly feel they are simpler—more com- 

The Deal plete and sensibly arranged and more salable than any similar records you have ever seen simply 
return any or all of the books immediately for complete credit. 

SOLD BY LEADING 


For 
For ; BOOK AND 
‘ ANTS 
ee ONAL AND RESTAUR STATIONERY 
PERSONAL 

sont | ee |;omMuenve | val = aa STORES 
For oe withholding GROCERS | BUSINESS PROFESSIONA THROUGH- 

RVICE STATIONS “ page MARKETS TS eee For for MEN OUT 
: AND GARAGE —— a aoWwart TAVERNS AND payGGisTs For AMERICA 

em | HA 


For TOURIST courTs STORES — for | BARBERS 
L < or 
For TOCK CONTRO AND RESORTS sae gins LQuOR STORES | x Fo a 
rapio AND RECORDS (CLANS 5 Seen 


For T 
eT ete iSTERS BEAU for Appointment 


Books 


CArE : 


TRIC SHOPS : 
Lmao lini, ARMERS AND GUEST REG! 


for 
STUDENT BUDGET RANCHERS LS gor 
oT gpook eae ‘ For gaes TAX 
cl $ |. for GENERAL RECORD 
gear ESTATE Girt SHOP 
RAN 
i) \nSU 


for : TRUCKERS 


; 
I protession® 


IB xppointmen" 











- 
We will include with your | The Blackbourn Systems, Inc. 
trial order: Attractive window and | 222 S. Cedar Lake Road 
counter cards—letter inserts—illustrated catalog | Minneapolis 5, Minnesota 
covering complete line and other advertising helps. | 

| 

| 

| 

| 

| 

| 


Blackbourn Records less your standard stationer's discount. 


THE BLACKBOURN SYSTEMS, INC. 


222 SOUTH CEDAR LAKE ROAD MINNEAPOLIS 5, MINN. 


! 

| 

| 

As per your Trial Offer Ad, send the 25 Best Selling 
| 

Firm | 
| 

| 
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Here’s an easy way for you to prove in your store that Blackbourn Systems sell and repeat 
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me | 
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i 














QUALITY PARK 





MAILING ENVELOPES 


EXTRA HEAVY MAILING ENVELOPES.... 


The finest mailing envelopes you can sell. 
Made from 90 and 120 lb. No. 1 Kraft, with 
double gummed flaps and wide seams. 


Available in seven sizes. 














AIRWAY EXPRESS | | 
The safe transit envelope with : 
double top and bottom, wide | oe 
flaps, super gummed. Avail- | 


able in five sizes from 414 x | 
9% to 6 x 12. Recommend hd 


2 \ Airway Express and you re- 


| commend the best. 




















General Office and Factory, Quality Park, St. Paul 4, Minnesota = 


Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 








BILLFORM 
“PROCESSED BACK’ 
CARBON PAPERS 


/ 


Gul 


ROK 


STORMS PROCESSED BACK CARBON PAPERS are 
free from curl, easy to handle, and durable. MAY NOW 
BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 
ON BACK AT NO ADDED COST. 





hated eee 





IMMACULATE 
“SUPER CLEAN” 
CARBON PAPERS 


eee 


Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 
TO ERASE, FREEDOM FROM 
FEED ROLL OFFSET. 


e 


H. M. STORMS CO. thon ie ny. 
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We too are seriously handicapped by this shortage 


which is retarding production to a considerable extent. 


Every effort is being made to procure sheet steel and 
speed up production to fill the numerous orders we 


have on hand. 


We ask the indulgence of our many dealer customers 
and give our assurance that deliveries will be 


made at the earliest possible date. 





KEYSTONE STEEL EQUIPMENT CoO.. INC. 
Manufacturers of Steel mei y « Offices and Institutions 


2608-28 SOUTH FRONT STREET PHILADELPHIA 48, PA. 
DEwey 4-7106 DEwey 4-4343 








HOUSEHOLD NECESSITY 2 VALUABLE PAPERS NOW—IN OUR NEW QUARTERS 
: 334 N. Bell Ave. 


Increased Factory Facilities Means 
Greater Service 
to you on 














1. Lock with Two Keys. 
7 REASONS 2. Recessed Handle. 
3. Two Complete Steel 
way Ge Walls. ” 

4. Size Suitable for All wii 
Standard Business a 
Papers. Fits in Bu- “ 

Fire-Resistant reau or Dresser P 


S fa c U R I T Y B '@) xX 5. Extra Protective Lip 






Under Hinge. 


6. Quarter Inch Treated 
Asbestos Insulation 


Cutting Boards 


offers more and better protection for 
your valuable papers 





BE SAFE RATHER THAN SORRY ¥: tn. Seated Chateet 
$Q@QO0O0 _ _SLIGHTLY HIGHER between Outside ° 
List IN WEST and Inside Walls. hoto ateuals 
» 


Inside Dimensions 81. x 12 x 314. Weight 101 Ibs. 334 N. Bell ia OF: CHICAGO 12, ILL. 


Colors—Office Green, Office Gray and Maroon. 























SEND A TRIAL ORDER TODAY Representatives 
Fred Deutsch, Texas, Okla., La., Ark Milton Stone, 320 Broadway, Room 625 
35285 Southwestern Bivd., Balias, Tex New York City, coverin New York. 
Harry Henkel, 171 Second $t., San S. Lichenstein, 1228 ocust Ave., 
e Francisco, Calif. Philadelphia, Pa. 
€. J. tg a 5340 Deimar Bivd., Nate Goldstein, 3145 Ewald Circle, 
1202 HERTEL AVE BUFFALO 16, N. Y Si. ‘Louis. mo Detroit, | Mich. 
. ’ ° ° Stan Mollerstrom, 1206 W. Franklin St., Ri chmond, Va. 
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Wo. 1182 wo, 2008 Wo. 1101 Se, 2808 No. 1106 Be. 1182 Yo. 1182 Ho. 1108 
SPECIFICATIONS NO. a GREEN LOCK WT. 
NON SUSPENSION CLOSED VERMIN PROOF BOTTOM 0 ae Ry oT = a we 
a Fe MD wcishntipiOndnapeetceenten , , 
BALL BEARING —26!/," DEEP 1103 3 Letter Drs. and 2 drs. 
WE USE BALL BEARING ROLLERS 3x5 or 4x6 cards... LIST 59.22 68.99 «125 
1106 8 Drs. 3x5 or 4x6 cards... weenie | 99.77 109.54 150 
NOT ORDINARY ROLLERS 1151 3 Dr. Letter LIST ©4258 52.3575 
Packed in the Best Cartons Available to Insure Safe Delivery to You 1152 3 Dr. Legal ae = = 85 
4 1181 2 Dr. Letter ~ E 97 60 
FOB FACTORY USUAL DEALER DISCOUNTS 1182 2 Dr. Legal “ust 35.15 “492 0 


Order a Sample Today 


HILLSIDE METAL PRODUCTS, 


INC. 


MANUFACTURERS OF METAL CABINETS 


129-02 HILLSIDE AVE. ° 


RICHMOND HILL 18, N. Y. . 


VIRGINIA 7-2524, 9-8755 





§Rg 52 Plus Tax 
IMMEDIATE DELIVERY. 


CHECK THESE 


E 
F 


DEALERS are REQUESTED TO WRITE FOR 8 
COMPLETE CATALOG AND DISCOUNTS. , 





TECHNY 





IGHT HILCO 
EATURES 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 


Sheets. 

Automatic Counter. Counts only printed sheets. 
Enclosed Drum. Automatic Inking. 

Hilco Slipsheeter can be attached. 

Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 





TECHMNVYGRAPH company 


1LLIMOIs 
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HIGGINS DRAWING INK ACCESSORIES 
BRING YOU PROFITS. THROUGHOUT THE YEAR 


These useful accessories, which make work easier for your 
customers, are advertised on an insert in every Higgins 
package — Millions Per Year. Each package insert says— 


“Ask your dealer” —that’s you! 


HIGGINS INk CO., INC. & 


271 NINTH STREET, 


RUBBER BASE BROOKLYN 15, N.Y. 
FOR % OZ. BOTTLE 















EMPTY % OZ. BOTTLE AND ia 
DROPPER OR QUILL STOPPERS 18 COLOR (COMPLETE) > Se 


ASSORTMENT 




































Precision Locked; Low 
Priced; Will Stand Up Under 
Heovy Duty 


All Chrome Finish 
Precision Locked; All Pur- 
pose Stapling Machine; 
Tacker—Temporary and Per- 
manent Stitch 


A44 STAPLES 


Constructed Of the Finest 
Steel; Guaranteed To Give 
100% Stapling Satisfaction 


200-3 
STAPLES 


Guaranteed 100% Round 
Wire Of The Finest Qual- 
ity; Standard Staple To 
Fit All Machines; 


COMMANDER 
STAPLE REMOVER 


200 Quickly and Easily 

Removes Every Size 
Wrist Action Staple From Paper; 
Heavy Duty Saves Fingernails; 


Will Not Tear Pa- 
per 


Easy Operation-Temporary 
and Permanent Stitch; 


|-)-)-2-h Ae ee 2d ee A ae 











30-38 MAUJER STREET e EVergreen 77-5144 @ 3 200) 4S 4, ya, Fan @ 
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The advantage of a Full Front Desk Mat is clearly demonstrated by 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 


BIOKETT 


FULL FRONT 
DESK MAT 


“RUFBAK” 

Type 

FF 
Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbelized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 


the illustra- 














The’ | 
WRIGHT | 
SPIRIT i 
DUPLICATOR 


The only one with a Handy Fluid Drain and Paper 
Moistener enclosed within the fluid receptacle—a 
brand new idea that completely eliminates seepage 
and leakage, saves fluid and keeps machine ready for instant 
use. The WRIGHT isa sturdy, full-size Duplicator handling 
paper up to 9” x 15”. Ball bearing roller makes operation 


easy. SATISFACTION GUARANTEED. 


on 
7, 






ONLY $4952 List, PLUS TAX. 
F.0.B. MINNEAPOLIS 


Write today for additional information 
about the “Wright” liberal trade discounts. 


p MANUFACTURING COMPANY :- - DcR 
& 1330 Quincy St. N.E., Minneapolis 13, Minn. | 
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Kate | Yee YG Abgain! 
with the Yew “ SPIRITCLEAN” V)/ster Units 


* NO SLIP SHEETS NECESSARY * PRACTICALLY NO OFFSET 
OR BLEED * REQUIRES NO SPECIAL FLUID * CLEANER TO 
HANDLE * LONG RUNS * EASY TO TYPE AND PRINT 


Pisdde Imprint Bouids Available 


SPIRIT CARBON PAPER e MASTER UNITS, PRINTED or PLAIN 
HEKTOWRITER ROLLS e¢ DUPLICATING FLUID e HAND CREAM 


LOSE 


Ribbon sini Calin General Office and Factory 


MANUFACTURING CO., INC. 701 SPRING STREET, ELIZABETH 4, N. J. 



































ad “Sentry” most tamper-proof 
. small safe on the market! 


Dealers find excellent “talking points” in the added pro- 
tection features of the handsome new metalescent finish 
“Sentry”. 


“Sentry’s” dial ring is embossed in the 12-gauge one-piece 
door—can never be moved to throw off combination. 


Dial sleeve is welded to door; 2 of the three lock wheels 
being fastened to this sleeve making it impossible for the 
lock to be punched. Even if dial is knocked off, 2 wheels 


“Sentry’s tamper-proof dial ring remain to hold bolts. 
is embossed in door, can never 
be moved. 





These and many other features such as rubber-tired 
wheels make “Sentry” an easy seller for dealers every- 
where. 


DIMENSIONS 


Outside 241/2" x 1731/2” x 171/2” 
Inside 15” x 12” x 121/2” 


BRUSH-PUNNETT CO. 





| SENTRY 545 West Avenue, Rochester 11, N.Y. 


SAFES 
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QLEQDAT 


“I'd have been 
an even bigger sensation 


With a couch 


for extra temptation” 


“EXTRA TEMPTATION” 

toward finer relaxation 

is designed into all 

Royalchrome Furniture. 

Yes, there’s something 

definitely inviting about 

their sleek, modern lines 

their functional 

elegance. For every 

business and professional use, Royalchrome has that “‘come- 
hither-and-be-comfortable”’ look . . . yet possesses the 


utmost in distinction. 


FURWN 
Oisrenct'vE oe, 


Don't miss TOM C. CLARK, U. S. Attorney General, 
speaking on “CIVIL LIBERTIES FOR ALL” .. . one of a series 

of public service presentations entitled “INVITATION TO ‘ 
SPEAK,” sponsored by the Royal Metal Mfg. Co., and 
appearing currently in TIME ond NEWSWEEK 


ROYAL METAL MANUFACTURING CO. 


Chicago . New York ° Preston, Ontario 
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- yplicator Supplie 
»~-- YOU name it 
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— Higher quality and dependability are the reasons for continu- 
es ane ally increased preference for Heyer Duplicator Products. Heyer 
ve _ supplies are available for all duplicating processes —Stencil, 
IKLMN@.?2 < Gelatin (Hektograph) and Spirit. Let your dealer explain the 
a, a completeness of the Heyer line. Next time you order Duplica- 


___ tors or Supplies think of Heyer—the line that has everything! 
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£60 ~ SF, i 5 
AKA ; 
. . 










n> P 
‘f Os 
; 
Pine a 
e gy 





> 
Ba 
Be. 













* Higher Quality 
Since 1903 


THE HEYER* CORPORATION 


1852 South Kostner Ave. Chicago, 23 








ypu 1 Leader 
of the Wold 


Vedas S Uy, EL ALA cod wilh ULL Suuch .. 


. . is a masterpiece of typewriter engineering. For more 


than 50 years Underwood has been first to bring you 
new typing advantages. Try today's Underwood and 
enjoy new accuracy: of performance . . . delightful 


ease of operation. 


UFaTe (erm ivelece mm Golusleletilere 


Typewriters ., . Adding Machines... Accounting Machines 
Carbon Paper... Ribbons and other supplies 
One Park Avenue New York 16, N. Y. 
Ulite la, zeleleMm Giuilli-to Mim RC POM Ala lolale Ms) Mim koldelsl (om ke lalelole) 


Sales and Service Everywhere 





